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Dealers’ Nine-Month Profit 
Declines to 1.4 Percent 


By Kenneth C. Kelley Jr. 
Staff Writer 

—_cs typical auto dealer’s pretax 

profit through the first nine 
months of this year fell to 1.4 per- 
cent of sales. At the end of the first 
half, the profit total was 1.7 per- 
cent of sales and it was 1.8 percent 
in the first nine months of last 
year. 

rly survey of dealers’ re- 
usiness 


With a profit in percentage terms 
of 1.4 percent of sales through the 
first nine months of this year, the 
typical dealer was earning money 
at the rate that he did through 
all of last year. The profit for the 
year was the same 1.4 percent. 

5 aa ahead, NADA comment- 


Ones fourth quarter picture is 
still very much clouded by the rec- 
ord carryever of old models still 
to be disposed of, while demand for 
the new ones has not kept pace 
with production. Barring a decided 
change in buying sentiment, which 
cannot be foreseen at this point, it 
can be guessed that most dealers 
at yearend will be willing to settle 
for their nine-months, profits, if 
they can keep them intact.” 

oo + o 


ESPITE the fact that NADA 

has been making an issue of 
dealer inventories in recent weeks, 
figures on dealers’ stocks of new 
cars and trucks were not included 
in the nine-month report on dealer 
figures. NADA said the inventory 
figures were dropped to make room 
for additional figures on dealers’ 
washout gross profits, 

NADA said that 10.8 percent of 
dealers operated in the red thvough 
the first nine months of this year. 
This compares with 7.9 percent in 
the red through the first half of 
this year and 11.7 percent who 
showed a loss through the first nine 
months of last year. 

Dealers’ car absorption slipped 
in the third quarter. Car absorp- 
tion is the percentage of fixed ex- 
pense covered by the: washout 
gross, less selling expenses. 

The absorption figures were 43.7 
percent at the end of the first nine 


/ New-Car Distribution _ 
See editorial, Page 12. 





months, compared to 49.5 percent 
at the end of the first half and 45.7 
percent through the first nine 
months of last year. 
+ * * 
T= NADA report put the typical 
dealer’s washout gross profit at 
$383 per new unit sold in the first 
nine months of this year. This com- 
pares with $399 per unit in the like 
period of last year. 

The report said the washout 
gross amounted to 9.64 percent on 
sales of new and used units com- 
bined 

There are no comparative figures 
for past periods but NADA said 
washout gross, when expressed in 
percentage terms, has been con- 
sistent at 9.5 to 10 percent over the 
years. 

On total sales, dealers in all vol- 
ume groups made a higher gross 
profit in the first nine months of 
this year than they did in the like 
period of last year, but dealers of 

(Continued on Page 66, Col. 1) 


DETROIT, NOVEMBER 21, 1960 


By John K. Teahen dr. 
Associate Editor 

Awe dealers who hoped that the 

end of the Presidential election 
campaign would fill their show- 
rooms and empty their:new-car lots 
will have to find another star to 
chase. 

The first week after the elec- 
tion produced no such. results, ac- 
cording to an Automotive News 
survey of dealers throughout the 
country. 

The survey found that many 
dealers still are troubled by the 
same problems that beset them be- 
fore the voters went. to the polls — 
a spotty used-car market, too many 
leftover ’60 models and shoppers 
who can’t make up their minds 
whether to close the*deal 

oe * 


Ge Chicago dealers last week 
reported a “post-election calm,” 
while a New York comment was 


GM Dealers Warned 


On Bad Advertising 


DETROIT.—In what some deal- 
ers called the most emphatic step 
yet taken on the sere General 
Motors warned its dealers last 
week against oaneke advertis- 
ing and distress advertising re- 
flecting on the reputation of the 

product. 


The letter, signed by the vari- 
ous divisional sales managers, 
pointedly suggested that dealers 
review franchise provisions with 
respect to advertising, Specifi- 
cally cited as ads refleéting on the 
product were ads omning cars at 
so much over cost. - 











Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


that sales are “continuing at the 
same slow pre-election pace.” 

According to a Los Angeles ob- 

server, “The only effect of the 

election was to remove one ex- 
cuse customers have for not buy- 
ing.” 

In some areas, sales have picked 
up a bit, but dealers hesitate to 
attribute the upturn strictly to the 
end of the election campaign. In 
Miami, for instance, dealers note 
that there had been a gradual im- 
provement even before Nov. 8. 


A St. Louis dealer credited sev- 
eral post-election sales to a follow- 
up program. His salesmen contact- 
ed persons who said they wanted 
to wait until after the election and 
reminded them of their intentions. 

am * + 
used-car market is slow in 
several sections of the country, 
although there is the usual demand 
for clean cars. In Atlanta and 
Akron, dealers blame their used-car 
problems on leftover ’60s which are 
priced close to the late-model used 
pieces. 

One Atlanta dealer charged 
that people are so confused by 
the distress advertising of the 
carryover ’60s that they expect 
all cars to sell at the “mislead- 
ing” low prices. 

A New Yorker remarked that 
he’s “almost afraid to take in a 
trade because of what may happen 
to its price SeneErey 

* 

RICE and call continue to be 

the most important considera- 
tions for shoppers in several cities, 
but many Chevrolet dealers report- 
ed that their top sellers are the 





As a Dealer Leader Sees It... 





‘The Heart of Maldistribution’ 


Eprror’s Note: Author of the 
following letter is William H. 
Mitchell, Boston Chevrolet dealer, 
NADA regional vice-president 
and chairman of NADA’s Adver- 
tising Hthics Committee. Mitchell 
proposed the resolution to fight 
maldistribution which was adopt- 
ed recently by the NADA board. 
In this letter, however, he em- 
phasizes that he is speaking as an 
individual dealer. 

* * 


* 


Tess auto dealers of this country 
are certainly indebted to AvuTo- 
motive News for your help in their 
crusade. However, I believe that the 
editorial on maldistribution in the 
Nov. Tissue missed an important 
point in so far as maldistribution 


is concerned, The option and color 
problem is important, of course, 
but the main problem in maldistri- 
bution is that the 1,000-car true 
potential dealers get from 2,000 to 
3,000 cars from their factories, the 
300 to 400 potential dealer can get 
700 to 800 cars, and a 100-car poten- 
tial dealer 300 to 400 cars. 

These dealers, of. course, were 
called stimulator rs in the 
past. We, in seeing the automo- 
bile business decay into “an ori- 
ental bazaar,” have established 
that they are not stimulators of 
business at all. As a matter of 
fact, they are depressors of bu#i- 
ness. 

The character of the retail end 
of our business hag» suffered be- 
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Inside Automotive News... 


Service business up, but trails year ago. Page 3. 
Longer warranties called déaler boon. Page 26. 
Lenders size up the future. 
Sales Testing the Citroen station wigons Page 10. 
Import stockpile shrinks,.Page 2. ° 
Dodge chief’s views on distribution; Page 22. 
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cause of the depredations of these 
greedy, at-anybody-else’s-cost indi- 
viduals, We have discovered that 
they have caused such distrust on 
the part of the buying public that 
advertising costs must be doubled 
without an adequate return in sales. 
* a - 
At THE meeting in Indianapolis 
with a special committee of 

ATAM and the special committee 
of the Advertis- 
ing Ethics Com- 
mittee of NADA, 
we determined 
that profit-de- 
stroying, confi- 
dence - destroying 
“‘badvertis- 
ing” was not. the 
disease itself, but 
the fever that ac- 
companies a dis- - 
ease, or shall I be 
describe it better W. H. Mitchell Jr. 
by saying that it is the diarrhea 
that accompanies an intestinal in- 
fection. 

The actual disease is the mal- 

distribution system, wherein deal- 

ers are permitted to advertise 
that they have up to 450 brand 
new cars that “must be liquidated 
this month.” 

I will state again, as I have for 

(Continued on Page 4, Col, 1) 
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60 Headache Persists 


Impala two-door hardtop and the 
Corvair Monza coupe—both top-of- 
the-line models. 

A number of dealers comment- 
ed on the slow start of the Gen- 
eral Motors luxury compacts — 
Buick Special and Oldsmobile 
F-85. Price is a factor here, too, 

An Eastern Buick dealer remark- 
ed: “Customers expect to buy a 
Special for about $1,700. When they 
find out what a compact will cost 

(Continued on Page 68, Col, 1) 


Car Output Rises 


Prior to Cutbacks 


All Price Classes Join 
In Hiking Schedules 
By Martin L. Whitmyer 


Staff Writer 
GAne in assembly operations by 
every price class pushed car 
output to the month’s high of an 
estimated 149,398 units last week. 

But the brightened picture is 
somewhat shaded by scheduled cut- 
backs at Chrysler Corp. Thanks- 
giving weekend and a reduction in 
assembly schedules for December. 

Last week’s car production was 

7.6 percent above the previous 

week’s 138,793 assemblies, and 

117.3 percent above the 68,751 cars 

turned out during the week ended 
Nov. 21 a year ago. 

The standard group, with Chev- 
rolet working five plants overtime, 
turned out an estimated 66,670 cars 
for 44.6 percent of total industry 
output last week. The compacts, 
with Falcon, Comet, Corvair and 
Rambler busy Saturday, picked up 
32.7 percent on an estimated 48,854 
assemblies. The mediums grabbed 
off 19.6 percent on an estimated 
29,314 assemblies, and the highest- 
price group got 3.1 percent on 4,560 
cars. 

A week earlier the standards took 
45.4 percent of total industry out- 

(Continued on Page 67, Col. 3) 








Top Cars 


New-car registrations for nine months, 
plus one state for October: 


1960 1959 
Pos. Make Pos. 
1—1,297,512 Chev. 1,150,625— 1 
ti ,043,497 Ford 1,109,270-— 2 

3— 343,523 Plym. 299,354— 4 
4— 327,805 Rambler 274,947— 6 
5— 299,717 Pontiac 302,033— 3 
6— 279,055 Dodge 110,679— 98 
7— 254,254 Olds. 284,024— 5 
8— 188,343 Buick 188,514— 7 
9— 113,720 Mercury 1 8 
10— 108,040 Cadillac 107,674—10 
1l— 103,323 Comet Ee... 
12— | 84,538 Stude. 99,675—11 
18— 57,587 Ohrysler 48,241—12 
14— 19,512 DeSoto. 34,545—13 
16— 15,852 Lincoln 20,500—14 
16— 11,380 Imperial 12,681—15 

405,188 Misc. 497,551 

Total All Makes 
4,952,796 
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Shipments Near Four-Year Low .. . 


Imports in Stock Drop to 105,500 


period of last year. Comparable 
totals were 359,834 this year and 
446,981 last year. 

The seesaw race for national 
leadership in exports to the U. S. 
returned West Germany to the top 
spot for the eight-month span of 
1960. The West Germans led in 
shipments for August and edged 
ahead of Great Britain for year to 





fall below the 40,000-a-month pla- 
teau before any improvement is 
possible. 

Import-car shipments fell for the 
fifth straight month in August and 
approached the four-year low of 
15,877 in January, 1957. 

The number of new cars ship- 
ped to the U. S. since World War 
II reached a total of 2,058,511 at 
the end of August, Approximately | date, 124,985 to 123,221. 
one-third of these reached the meee gy 
country last year alone, a August a year ago, 

For the first eight months of West Germany had shipped 132,- 
1960, new-car imports were run-|140 new cars to the U. S. and 
ning 19.5 percent behind the same| Britain, 148,366. Comparable 1960 
| and 1959 totals for other countries 
were as follows: 

France, 71,061 and 111,532; Italy, 
19,290 and 34,250; Sweden, 15,818 
and 16,687; Japan, 1,695 and 2,859; 
Czechoslovakia, 878 and 295, and 
Netherlands, 743 and zero. 

In August, West German ship- 
ments declined to 9,053 new cars 
from July’s 15,788; Great Bri- 
tain’s to 7,125 from 8,492; France’s 
to 1,449 from 2,844, and Sweden’s 
to 753 from 1,195. Italy sent 535 
new cars, against 532 in July. 
Twenty Israeli, 13 Japanese and 
no Dutch or Czech cars were im- 
ported in August, 

New-truck and bus shipments 
also declined in August, reaching 
the lowest level since January. A 
total of 1,440 commercial units was 
imported during August, sharply 
below the year’s high of 3,262 in 
July and ahead only of January’s 
842. 


By Maynard M. Gordon 
News Editor 
_— United States stockpile of 
imported cars has declined to 
an estimated 105,500 units as of 
Nov. 1, according to the monthly 
computation by Automotive News. 
Despite steeply reduced ship- 
ments from overseas, the overall 
inventory still represented 2% 
months of selling at the October 
retail rate. The October supply was 
cut 15.6 percent from the 125,000 
imports counted at U. S, dealer- 
ships Oct. 1. 
The Automobile Manufacturers 
Assn. and Department of Com- 
merce report that fewer new cars 
were sent to the U. S. in August 
than in any month since Janu- 
ary, 1957. The August total was 
only 19,361, compared to 29,356 in 
July and 47,560 in August, 1959. 
Indications from overseas were 
that schedules for U. S. deliveries 
had risen modestly in the fall, fol- 
lowing usual plant vacations. Man- 
ufacturers were hopeful that the 
effort to reduce dealer inventories 
in this country would pay off to 
the extent that shipments could be 
restored to a stronger level by the 
first of the year. ‘ 
















































November Sales 


Ahead of ’59 Pace 


But Car Deliveries 
Trail Early October 


DETROIT.—Auto sales in the 
first 10 days of November were 
higher than the comparable period 
a@ year ago, but slightly under the 
like period in October, manufactur- 
ers reported last week, 

Their reports follow: 


Chrysler Corp. 


_RetAe- sales of Chrysler Corp. 
cars in the first 10 days of 
November were 24,308 units, a gain 
of 35 percent over the like period 
in 1959, according to E. C. Quinn, 
Sales Division vice-president. 

The Nov. 1-10 sales were 3 per- 
cent higher than the 23,593 cars 
sold in the last 10 days of Octo- 
ber, but fell 10.6 percent from the 
27,193 delivered in the first 10 
days of October, Quinn said. 

ra Through Nov. 10, corporate re- 

tail sales for the year totalled 823,- 
759 cars, a 36 percent increase over 
| | the 603,309 units sold through Nov. 
_ |10 a year ago, he said. 

* + * 
Rambler 
AMBLER sales totalled 10,373 in 
the first 10 days of November— 
a record for the period—Roy Aber- 
nethy, vice-president of automotive 
distribution and marketing of 
American Motors, said. 

In the comparable period of 
last year, Rambler sales amount- 
ed to 9,723 units. But the Oct. 
1-10 period this year brought 
10,647 sales. 

So far in the calendar year, sales 
totalled 377,176 Ramblers, compared 
with 317,733 in the like period of 
1959, a gain of 18.7 percent, Aber- 
nethy said. 


ALES, of course, holds the key 
to attainment of these hopes. 
Most import dealers in the U. &., 
however, are expecting retails to 





wf 


* * * 


yet ATE shipments to- 
talled 17,425 new trucks and 
buses this year and 14,684 at the 
end of August, 1959. West Germany 
led with 13,959, with France next 
at 2,625 and Britain third at 622. 

Also on the downside in Au- 
gust were used-car shipments 
from abroad. The month brought 
in 1,370 used cars, compared with 
1,610 in July, Eight-month totals 
were 15,892 used cars this year 
and 15,081 last year, 

West Germany remained far 
ahead of the pack in used-car or- 
igins, although its total slipped 
from 13,599 a year ago to 13,154. 
Second-place Britain rose from 520 
to 1,452, France from 513 to 831 and 
Sweden from 13 to 191, 





Latest in 300 Line— 


This is the Chrysler 300G, the seventh 
in a series of high-performance cars pio- 
neered by Chrysler since 1955. It was in- 
troduced recently in New York. 


Chrysler’s 300G, 
Seventh in Series, 
Introduced in N. Y. 


WESTBURY, N. Y.—Chrysler in- 
troduced the 1961 version of its 
sports touring car, the 300G, with a 
demonstration at the Roosevelt 
Raceway auto road course. 

Described as America’s most 
powerful production car, the 300G 
is the seventh of a series of high- 
performance cars pioneered by 
Chrysler in 1955. There has been 
a new model each year with a let- 
ter of the alphabet indicating the 
year of production. 

The 300G retains many features 
of its predecessor, the 300F, includ- 
ing a sports-car interior with four 
leather upholstered bucket seats di- 
vided by an instrument console 





Growing Trend Noted 


To Smaller Inventory 


MILWAUKEE.—A strong and 
growing trend to smaller inven- 
tories in all types of business has 
been noted by the Milwaukee 
County Automobile Dealers Assn. 
ee With carrying costs so high, 
Dod the association said, “the money 

ge saved can free dollars for main- 

RRETAL sales of Dodge cars dur-| tenance and operation, and the 

ing the first 10 days of Novem-| savings may and will contribute 

ber were 44 percent higher than| as much or more as sales vol- 
sales in the same period a year ago,| ume.” 

(Continued on Page 8, Col. 5) 


Business Barometer 


Automotive News Economic Index — 


99.3 Percent of Last Week 
113.6 Percent of Like Week Last Year 

















Percent of 
Last Week 






















front and rear, The standard ver-|| Aute Production ............. aa 138,793 95.4 215.3 
sion is powered by a 375-horsepow-|| Truck Production ........ Kiveie 21,024 116.8 177.5 
er ram-induction engine with 4&|| Auto Registrations—Year to date.. 4,952,796 cans 106.4 
heavy-duty TorqueFlite automatic|| Truck Registrations—Year to date. 729,231 (ess 100.2 
transmission. Steel Production—Tons ......... 1,468,000 99.3 113.7 
New for 1961 is a Chrysler-built|| Lumber Production—Board feet... 213,082,000 94.4 86.3 
three-speed manual] transmission || Paperboard Production—tTons.... 272,216 88.2 82.1 
with a floor-mounted gear-shift|| Soff Coal Output—tons ........ 7,910,000 98.9 101,1 
lever, available at extra cost. Oil Refinery Output—Borrels ..... 49,032,000 99.7 102.1 
Wheel diameter has been increas- || Electric Output—Kilowatt hours.... _14,111,000,000 100.9 106.3 
ed from 14 to 15 inches in 1961.|| Barometer Freight Cer Loadings 341,733 95.8 103.9 
The larger wheel diameters, cou-|| Department Store Sales Index .. 149 100.0 96.1 
pled with a newly designed vent-|| Stock Market Price Index....... 113.0 101.8 oun 
ilated wheel cover, will allow much || y,§, Gevernment Spending 
greater air circulation and more —Fiscal year to date ........ sees $34,432,599,000 bahie 99.4 
effective brake cooling action, the|| Commercial and Industrial Loans $31,650,000,000 100.7 106.6 
firm said. Savings DED Vivcarscavabiags $32,494,000,000 100.2 106.6 
Exterior styling retains the fa-|| Used-Car Prices—Average........ $1,093 101.3 115.9 
miliar air-scoop grille in a new set-|| Business Failures ................ 298 94.0 104.6 
ting of dual-canted headlights|| common , Common 
flanking the tapering sides of the|] Stocks Nov. 16 Nov.9 1960 Range Stocks Nov. 16 Nov. % 1960 Range 
wvaraee. A Rey Seeeeaeee Hee | AMC....... 19% 19% 29%-19 Rs cheats 43 43% 50% -38% 
The 300G again will be available|| Chrysler... 41 43 71%-40 Mack...... 32% 33 52%-29% 
in both convertible and two-door|| Ford....... 63% 65Y, 92%-60% S-P......... 8% 9% 242- BY 
hardtop body styles, and will be|| GM........ 42Y%_, 43% | 55%-41 White...... 39%, 39% 67%-36 








offered in four colors: White, black, 
red and a new cinnamon shade, 


(Nov. 21, 1960) 
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Sunroof for the Lark— 





The Skytop Sunroof, a sliding weatherproof vinyl top that covers a 36-by-28-inch 


aperture in the roof, is available on all 


1961 Studebaker Lark sedan and hardtop 


models. It slides back on chrome runners and can easily be operated with one hand, 
according to’ Studebaker-Packard Corp. Larks equipped with Skytop Sunroofs are 


now enroute to dealers. 


Autos in Discount Houses 


ers Assn. 

He said the discount stores are 
prevalent in Southern California 
and added: “If this idea of mer- 
chandising spreads, it may well 
destroy the present franchise sys- 
tem.” 


According to McLaughlin, 


Compacts to Take 
Fourth of NCRS 
Rentals Next Year 


ST. LOUIS. — One out of every 
four cars rented by National Car 


Rental System during the next year 


will be a compact car. A survey of 


more than 120 National Car Rentals 


owner-managers showed that com- 


pacts will make up approximately 
26 percent of the system’s rental 
fleet total. 

The National Car Rentals survey 
showed that the system’s fleets op- 


erated in cities of more than one 


million population will be composed 
of more than 32 percent compacts 
in the coming year. Renta] fleet 
purchases of as high as 50 percent 
compact cars were reported in a 
few cities. 

In replying to the survey, Na- 
tional Car Rentals owner-managers 
indicated that “loaded” compacts 
with radio, heater, automatic trans- 
mission and whitewall tires are 
preferred by their rental customers. 

Owner-managers reported that 


net revenue per unit from renting 


compact cars was comparable or 
better to revenue from standard- 
size cars. 

Largest part of National Car 
Rentals fleets will be made up of 
’61 Ford Galaxie-class cars. Com- 
pacts of the Falcon class, convert- 
ibles, medium-price cars and lux- 
ury sedans, in that order, will 
round out the selection. 


15-Inch Wheels 


Optional on S pecial 


FLINT.—Buick has made 15-inch 
wheels available as optional equip- 
ment on its new Special series, ac- 
cording to Edward D. Rollert, gen- 
eral manager. Standard wheels on 
the Special are 13 inches in diam- 
eter. Rollert said the 15-inch wheels, 
with white sidewall tires, will cost 
$40.05 extra, and the black walls $14. 

Rollert said the new option was 
made available at the request of 
customers in rural areas who desire 
a car with greater ground clear- 
ance, The increase in wheel size 
will make the ground clearance of 
the Special the same as the stand- 
ard Buick, he said. 

Pontiac’s new Tempest has 15- 
inch wheels as standard equipment. 








“the 
so-called volume dealers are sup- 





Irk Calif. Dealer Official 


LOS ANGELES.—A warning 
about discount stores which offer 
new cars at “the lowest price any- 
where” was sounded last week by 
N. L. McLaughlin, executive secre- 
tary, Long Beach Motor Car Deal- 


plying these cars for a few dollars 
above invoice cost, They figure this 
is plus business, since they place 
the cars outside their own terri- 
tory.” 

An example of the discount-house 
approach is an ad from the Los 
Angeles Times which announced 
“Gemco’s 1st Annual Auto Show.” 

The ad continued: “First time 
anywhere! See all the new ’6is at 
Gemco and have the exclusive ad- 
vantage of selecting your ’61 at the 
lowest price anywhere.” 

Among the cars pictured in the 
advertisement was a ’61 Lincoln 
Continental four-door sedan. The 
ad was dated Nov. 10. The dealer 
introduction of the Lincoln Con- 
tinental was Nov. 17, 

The public was invited to the 
auto show, but the ad specified 
that “you must be a member of 
Gemco” to be able to purchase 
any of the cars on display. 

Gemco memberships were avail- 
able for $1. A membership coupon 
was included in the ad. 

Other inducements mentioned in 
the ad were “5% percent financing 
available on 36-month contracts,” 
“we guarantee servicing on any 
new car purchased on Gemco” and 
“tradeins appraised immediately on 
the spot.” 

The ad also advised: “Remember 
. . . Gemco is in the new-car busi- 
ness. Any new car may be pur- 
chased during the show or any 
other time during the year... al- 
ways at the same low price.” 


Dealers Alerted 
To Solicitation 


By General Aids 


DETROIT.—Dealers in a number 
of states have been warned to be 
on the alert against a mail solicita- 
tion designed to sell a hand-driv- 
ing contro! for cars used by phy- 
Ssically handicapped persons. 

Letters from General Aids, Inc., 
Hackensack, N. J., offering the 
name of a prospective purchaser 
in exchange for payment on the 
driving control, have been flooding 
dealers, according to officials of 
dealer associations in Kansas, Wy- 
oming, Minnesota and Georgia, 

Dealers are told that General 
Aids, which manufactures the de- 
vice, knows of a physically handi- 
capped person who is in the mar- 
ket for a car, one association 
spokesman said. 

They are asked to send in a check 
for payment of the device, which 
is to be installed on the car the 
dealer is to deliver to “a hospital 
about 35 miles from your area.” 
The prospect’s name and the hos- 
pital will be identified after Gen- 
eral Aids receives the check, the 
letter states. 

The dealer groups said New Jer- 
sey authorities have advised them 
that “dealers should use extreme 
precautionary measures if dealing 
with this company.” 
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32 Pct. of Dealers to Buy New Equipment 6s 


Dealer Forum 


by Robert M. Finlay 





ee ee sent along a 

“How to Sell 
Your Way into the Big Money,” a 
book by Vincent Sullivan, who is 
a sales executive with a New York 


review copy of 


newspaper. 


After wincing at the crass mate- 
rialism of the title, I peeked inside. 


After all, why knock another man’s 
bread and butter. 

As might be expected from the 
title, Sullivan gives a lot of at- 
tention to the salesman’s “front” 
—but he looks behind it, too. 
While he covers the art of taking 
a customer to lunch for $50, he 
also takes a look at the inner 
man. 

Many talk about how hard it is 
to get places today; Sullivan tells 
how easy it is. In the world of cof- 
fee breaks and martini lunches, the 
salesman with imagination and 
energy sparkles like a jewel. 

Too many of us want to get lost 
in the herd. (This, of course, is no 
big news. A century ago, John Stu- 
art Mill put it this way: “That so 
few now dare to be eccentric marks 
the chief danger of our time.” 


(And they crucified Christ and 


Mass. Dealers 






excommunicated Copernicus for 
getting out of step with the herds 
of their times.) 

* * * 


Profitable Advice 


ULLIVAN, let it be said, doesn’t 
advocate getting that far out of 
step. He simply suggests that the 


outstanding salesman will be sell-|. 


ing while the run-of-the-mill sales- 
man is daydreaming. 

Throughout the book Sullivan 
offers profitable advice to sales- 
men, like, “Make your customer the 
hero of every transaction.” The ham 
can’t do this. He wants to be the 
hero. 

Sullivan suggests: 

1. Thorough research of the prod- 
uct. 

2. Thorough research of the pros- 
pect to show him how he can best 
use the product. 

3. Persuasion, with emotional ap- 
peal. 

4. Setting the mood by making it 
easy for him to decide to do it now. 

5. Signing him up. 

And don’t forget, Sullivan 
warns, to keep selling while you 
write up the order. Don’t give 
him time to thinking of reasons 
why he shouldn’t buy. 


Buffalo Dealers Hailed 


On New Standards 


BUFFALO.—A _ Buffalo radio 
station hag congratulated the 
Buffalo Automobile Dealers Assn. 
on its revised advertising stand- 
ards. John Barrett, assistant sta- 
tion manager of WKBW, Inc., 
said in a letter to the associa- 
tion: 

“On behalf of WKBW, I would 
like to congratulate the Buffalo 
Auto Dealers Assn. on the revi- 
sion of the advertising and sell- 
ing code. I can assure you 
WKBW will cooperate whole- 
heartedly in observing the points 
outlined in the revised code.” 








Shop Business Rises, 


But Trails 


Tu= service and parts business 
in the typical auto dealer’s shop 
in October ran ahead of the Sep- 
tember figures but trailed the re- 
sults posted in October, 1959, an 
Automotive News survey indicates. 

The number of repair orders 
written in October was 4.4 percent 
above the September figure but 6.8 
percent below the total for October 
of last year, October customer labor 








Dealers ‘Plan for Profit'— 
Dealer members of the Massachusetts 


State Automobile Dealers Assn. recently 


Most people sign anything they 
think is routine, Sullivan points out. 
* * 


Press for Relief 


attended a business management seminar in Boston. Featured speakers included Hugo 
L. Separini, Newton Centre, Mass., association president; Kenny Kent (Chevrolet), 
Evansville, Ind., sales consultant; Vince Baker, Pueblo, Colo., and William H. Mitchell jr., 
Waltham, Mass., regional vice-president, National Automobile Dealers Assn. Plan for 


On 3-Day Tags 


BOSTON. — The Massachusetts 
State Automobile Dealers Assn. has 
called for action on its three-day 
tag bill now before the Legislature. 
The bill would allow dealers to 
remove old plates from a tradein, 
affix them to the newly purchased 
vehicle, which would be completely 
insured and registered for a three- 
day period. During this time the 
vehicle’s owner would be required 
to make the registration perma- 
nent by visiting his local registry 
office. 

Dealers have claimed that pas- 
sage of the bill would mean a 
saving of hundreds of dollars on 
each set of “D” plates which they 
could cancel. They said they also 
would be able to consummate deals 
on Friday nights and Saturdays 
despite closing of the Registry of 
Moter Vehicles offices at these 
times, and the public would be pro- 
tected from breaking the law con- 
cerning re-registration, 

Present policies covering fire, 
theft and collision have a 30-day 
carryover period from the car orig- 
inally insured to the newly acquired 
car, so there is precedence for the 
method of providing compulsory in- 
surance in the same manner as 
does the association bill, according 
to the association. No organized 
insurance agents, brokers or pro- 
ducers group is opposed to the bill, 
according to Hugo Separini, associ- 
ation president. 
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Personal Calls 


[aaa is no substitute for per- 
sonal calls, Sullivan says, but 
he warns: “Don’t wear out your 
welcome by dropping in aimlessly.” 
Every call should have a reason. 
On such calls, he advises: 

1. Plan calls creatively. 

2. Time calls appropriately, 

3. Arm yourself with facts. 

4. Be persistent. 

* * * 

Intelligent Conversation 


Quasvan points out that intelli- 
gent conversation involves ori- 
ginal ideas, new conceptions, prog- 
ress and various areas of attain- 
ment. So, he says, ask yourself be- 
fore calling on a customer: 

1. What new factor can I tell 
the customer. 

2. Can he use it? 

3. How important is it to him? 

4. How can he profit from it? 

5. Can I deliver if he wants it? 


The writer also suggests a pat- 
tern of mental stations: 

Station 1—Prospect’s se] f-inter- 
est; his present attitude toward 
product, 

Station 2—Recognition of present 
disadvantage due to lack of your 
product, His need for it. 

Station 3—Interest in general 
solution to his need. 

Station 4—Interest in specific sol- 
ution. How your product can help 
him. 

Station 5—Prospect’s reason sat- 
isfied. 

Station 6— Prospect’s confidence 
secured by results stories. 

Destination—sale made, 

+ * 


Timing 
ERE are some ideas offered on 
timing: 


Don’t call on a prospect after 
11:30 a.m. unless you are prepared 
to take him to lunch. Late after- 
noon is also a bad time for many 
businessmen. Sullivan has found 3 
p.m. an excellent striking time, but 
he suggests that the salesman ask 
the prospect’s secretary when is 
the best time to see him. 

eS ok oS 
Psychology 
NDER the .zading of practical 
psychology, Sullivan suggests 
that the salesman give attention to 
understanding himself, observing 
others, judging their character and 
applying observations, 

He points out that the shoe- 
shine boy who yells: “Get your 
SUNDAY shine here,” gets more 
business than the boy with the 
routine reminder because he 
promises something extra—that 

(Continued on Page 67, Col. 4) 


Profit was the theme of the seminar. 


Another Battle-Royal Due 
On Minimum-Wage Issue 


By William Ullman 
Washington Bureau Chief 

WASHINGTON. — Key congress- 
men who pushed minimum-wage 
legislation unsuccessfully last ses- 
sion are back this year. They are 
eager to push again, and their 
pushing positions are somewhat 
better. 

Even with a Democratic victory, 
the cast of Congress is more con- 
servative and the struggle this 
time around may be just as har- 
rowing and just as close as last 
year. 

The views of President-Elect Ken- 
nedy on minimum-wage are well 
known. His unsuccessful bill wanted 
a higher rate and more coverage, 
but he recognized the legislative 
facts of life and was willing to give 
in on exemptions—the big blocs of 
car dealers and hotels-motels. 

The makeup of the new Congress 
is such that Kennedy may have to 
compromise as much as if he were 
a mere senator. 

Another possibility is that if a 
bill that is too weak—in Kennedy's 
eyes—comes out of Congress early 
in the session, the President might 
veto it in the hopes that he could 
get a stronger bill through either 
after he consolidated his position or 


Court Dismisses 


Model Agency Suit 


MEMPHIS, Tenn. — A $5,000 
breach of contract brought by 
Cathy Bauby, operator of a model 
agency, against Charles M. Kittle, 
owner of Kittle Pontiac Co., Mem- 
phis, was dismissed by Circuit 
Judge Edward Quick in favor of 
Kittle. 

Miss Bauby testified that Kittle 
made an oral contract with her 
agency in February, 1959, to pro- 
vide models for the 1960 Memphis 
Auto Show. Kittle acted as repre- 
sentative of the Memphis Auto 
Dealers Assn., she testified. 

She charged that Kittle broke the 
contract and employed her former 
assistant, Rae Biggs, to furnish the 
models. 


even after two years when he may 
have a more sympathetic Congress. 
Kennedy has committed himself 
to a wage-hour bill and there will 
be one. Just what kind of bill it 
will be determined by timing, the 
President’s strength in Congress 
and the pressures put upon con- 
gressmen from their constituents as 
well as the internal horse-trading 
that may be the outstanding char- 
acteristic of this Congress. 
The net losses suffered by the 
Democrats in both houses would 
militate against a radical wage- 
hour law. But the key positions in 
both bodies are held by liberals. 
On the House side last year, arch- 
conservative Graham Barden, North 
Carolina Democrat and chairman 
of the House Labor Committee, 
fought minimum-wage almost every 
inch of the way and he ran the 
committee with little regard for 
seniority and a high regard for 
parliamentary maneuverings. 

This session, however, Rep. Adam 

(Continued on Page 65, Col, 4) 


Year Ago 


sales ran 0.7 percent above the 
September rate but were 5.6 per- 
cent under the figure for October, 
1959. 

Parts sales for vehicles being 
repaired in dealers’ shops in Oc- 
tober were up 13 percent from 
September but off 5.0 percent 
from the last year’s October 
showing. 

Total parts and accessory sales 
in October were 0.4 percent below 
the September figure and 6.5 per- 
cent under October, 1959, This 
grouping includes all sales in the 
shop, wholesale and retail over-the- 
counter. 

* * ” 

Aso dealers are planning to 

make some major improve- 
ments in their service operations in 
the next six months, an AUTOMOTIVE 
News survey indicates. The survey 
was conducted along with the 
monthly check on parts and serv- 
ice sales. 

The dealers surveyed were 
asked whether they are planning 
to buy any new service equip- 
ment in the next six months, 
Twenty-two percent said they are 
planning to make a and 
another 5 percent said they 
weren’t sure whether they would 
buy or not. 

The other 71 percent have no 
Plans to purchase equipment. Just 
about all surveys on intentions to 
make major purchases show those 
with plans to buy as a minority, 
frequently a minute minority. 

As might be expected, those with 
plans to buy intend to purchase a 
wide range of equipment, ranging 
from a complete body-shop layout 
to equipment for adjusting the 
focus on headlights. No one equip- 
ment item heads the list of dealers’ 


needs. 

One dealer’s shopping list con- 
tained just one item: A time clock. 
* * ~ 
|= same group of dealers was 

asked if they had made any 
recent equipment purchases. Those 
who had bought amounted to 51 
percent of the group while 49 per- 
cent had made no recent purchases. 

(Purchases of tools required for 
new models were not counted as 
purchases of new equipment.) 

The equipment purchased by the 
51 percent included just about 
everything a dealer can buy for his 
shop. In fact, one dealer had pur- 
chased everything—his shop burn- 
ed early this summer. | 

The equipment purchases did 
seem to fall into several patterns. 
For one thing, the purchases of 
welding equipment, brake ma- 
chines and body-shop outfits in- 
dicated that some dealers are 
going in for services that they 
formerly farmed out to other 


companies. 

A popular item was lifting equip- 
ment, ranging from cranes and 
two-post lifts to jacks, Just about 
half of those who purchased some 

(Continued on Page 65, Col, 4) 


On the House... 





Wemhofft 


Are the factories serious about a quality dealer 
program? N. L. McLaughlin, manager of the Long 
Beach (Calif.) dealer association, thinks not. He 
reports that, when the Better Business Bureau ad- 
vised Chrysler officials in Detroit about a Plymouth 
dealer who had a referral plan “boiler room” set 
up in Long Beach, the factory ordered him to dis- 
continue this method of merchandising. Then, Mc- 
Laughlin reports, Ford signed up this dealer and 
placed him in a nearby community... 

Louisiana state officials have ruled that a fran- 
chised dealer can sell and license only his brand 
of cars; the state will not grant a new-car license 


and title for a car that is sold to another franchised dealer of a 


different make. . 


. Illinois dealers will not hold a joint convention 


with Missouri dealers next year; will stage own conclave Apr. 21-22 


in St. Louis ... Jack Verschoor 


(Chevrolet, Mitchell) was elected 


to his second term as South Dakota state representative .. . 

Some who “expertize” the auto business express satisfaction that 
merchandising men are being placed at top of Ford and Chrysler 
divisions, failing to note that all Chrysler and Ford divisions are now 
just merchandising setups with production, engineering, etc., dele- 
gated to central staffs. Only in GM divisions are the general managers 
in charge of both production and sales—and, in all cases, they’re either 


production men or engineers. 





—Perere WemMuorr, Editor, 
Automotive News 
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As Dealer Leader Sees It... 





‘Getting to the Heart 
Of Maldistribution’ 


(Continued from Page 1) 


a good many years now, that the 
manufacturers must accept the 
premise that the franchise system 
is good only if dealers are allowed 
to sell at retail and not be forced 
to compete with wholesalers, It is 
as simple ag that. 

If the manufacturers feel that 
they can get along with purely 
wholesalers of their products, I 
would say that they should 
wholesale the cars to the public 
themselves. Why do they need 
automobile dealers? 

This is an old refrain, and the 
saw is beginning to get kind of 
dull. Fortunately, there is a strong 
movement on the part of the man- 
ufacturers toward the quality deal- 
er program, but I think not fast 
enough on the maldistribution sys- 
tem! I stand in support of the 
statement of NADA President Bir- 
kett Williams on “overstocking of 
new cars.” I say that ig also part 
of the maldistribution system. 

+ * * 


byes Advertising Ethics Commit- 
tee of NADA has ads in its pos- 
session advertising brand new 1960 
cars for sale at “below dealer 
costs.” We have ads advertising 
brand new ’60s “up to $1,000 dis- 
count.” We have ads advertising 
“brand new cars that list for an- 
proximately $2,200 for $1,699.” In 
most cases it is determined that 
these advertisers are the so-called, 
would be, volume dealerships. 

I have ads on my desk right now, 
run this past week, advertising 
brand new ’61 Pontiacs for $2,651. 
With the equipment advertised, the 
dealer is retaining $125 above his 
factory price to him. In the same 
paper another Pontiac dealer ad- 
vertises that he has 29 brand new 
’60 Pontiacs that he “would like 
to sell and give up all his profit.” 
I would like to know which dealer 
is going to come out on top in 
this particular little tug-of-war. 

We have ads that have ap- 
peared this past week showing 
"61 Dodge Darts advertised by a 
Dodge dealer for $2,150 and an- 
other dealer advertising in a 
quarter-page ad ’61 Darts at $1,- 
888. I wonder which one of these 
dealers the public is going to 
believe is setting the right price 
for the Dodge Dart. 

The American free enterprise 
system, unfortunately, is misinter- 
preted by certain characters. They 
consider free enterprise as their 
right to raid. They consider it their 
right to break down all concepts 
of sound business management. If 
anyone questions that statement, 
T’ll be very happy to work out the 
mathematics for them. 

a + + 

OW, to look at the other side 

of the coin, there are dealers 
who agree to take a franchise in 
a given territory and then fail to 
live up to the true, reasonable po- 
tential that the territory can or 
should produce on a_ reasonable 
percentage of the market for the 
manufacturer. It could be that this 
type of dealer created the need for 
the stimulator type of dealer. 
Again, fortunately, this area of 
softness in our retail end of the 
business has been recognized and 
some competent men in the factory 
have stepped up to it. NADA’s 
business management and the fac- 
tories’ business management de- 
partments are quite able to expose 
the errors in weak dealer’s opera- 
tions, as well as the errors in the 
volumitis operations. 

I have on my desk an auction sale 
ad of a dealer auctioning his busi- 
ness, who a few months ago was 
saying that he would sell “new cars 
at invoice,” that he was “greatly 
overstocked,” and that he was “for- 
getting about list prices,” that ‘“no- 
body, but nobody, can sell a brand 
new ’60 for less than we will.” 

If it is possible to be fair to this 
particular dealer, and he was a 
very large dealer, I will state that 
I have copies of full-page ads in 
the same paper by another dealer 
for the same factory, stating that, 
“don’t forget—we don’t care 
where you have been or what you 


have been offered, we will beat 
your best deal.” 

In FEBRUARY of 1960 the same 
competitive dealer of the same 
make was advertising a brand new 
’60 at a discount of $689, with “extra 
big trade-in allowance and immedi- 
ate delivery,” all this to boot! It is 
perfectly obvious that one of these 
dealers had to give. 


Both of these dealers advertised 
that they had over 350 cars in stock 
at all times and could make im- 
mediate delivery. This newspaper 
covers a square mile radius of at 
least 80 miles with approximately 
30 other smaller dealers of the same 
factory in that area. What do these 
ads do to the other dealers? Im- 
prove their morale? Improve their 
eificiency? Improve their sales 
capabilities? Improve their rela- 
tions with their manufacturer? Im- 
prove their profit picture? I doubt 
it! 


OE of the most capable and for- 
ward thinking big men in De- 
troit uses the word “dissipation” in 
his approach to distribution, and he 
isn’t talking about burning the can- 
dies at both ends. He talks about 
dissipation of dealer grosses in car 
sales. If this theme were ever pur- 
sued to a logical conclusion, mal- 
distribution would come to an end. 
That is, if the factory really needed 
the franchise system. 

As it is, it is ridiculous for deal- 
ers to play up service absorption, 
know their true cost of doing busi- 
ness, make a whole year’s forecast 
and projection based on accurate, 
average figures—only to have a 
competitor in the same make of 
car, 3, 4 or 5 miles away, sell cars 
for as little as $75 above factory 
cost and have the factory continue 
to provide this dealer with enough 
volume to permit him to continue 
his type of operation. 

Contrary to the thinking of 
some dealers, I, as a quality deal- 
er with adequate service facilities, 
adequate service managers, ade- 
quate parts inventories, and really 
well trained personnel, am not too 
discontented with “12-12 war- 
ranty.” This factory advertising 
will have to be lived up to by the 
delivering dealers. 

As a director of a Better Business 
Bureau, I am in a position to know 
that the public will not take this 
advertising lightly if it is not lived 
up to, and neither will the Federal 
Trade Commission. In fact, I com- 
mend the manufacturers for their 
approach to this problem. 

The dealers who used to get cars 
ready for delivery by “water glaz- 
ing” them are going to have to do 
better than that from now on, I’m 
sure. The dealers who used to de- 
liver a “water glazed” car to a 
cross-town shopper and hand him 
a manufacturer’s warranty with a 
flourish and say “any dealer will 
honor this warranty” is going to 
have another think coming. 

—WiuiaM H, MircHey Jr. 
‘* A + 


P. S. I know there will be some 
abuser of the free enterprise sys- 
tem who will jump on me and say 
that the public has a right to buy 
where they want to and to let the 
public decide. That’s all right with 
me, providing the manufacturers 
do not ask thousands of dealers to 
provide the facilities that they, the 
manufacturers, know are really re- 
quired to handle the vast volume of 
car sales that the American econ- 
omy requires, including used cars. 

That’s all right with me if thou- 
sands of decent, good, ethical auto- 
mobile dealers don’t do all the good 
things they do to build a product 
up so that the demand for the 
product continues year after year. 
That’s all right with me if the 
volumitis dealers will agree that 
there would not be very much left 
for anybody if every dealer ran 
the same ridiculous full-page ads 
and gave all his cars away, par- 
ticularly if he felt it was “gravy 
business” from someone else’s zone 
of influence. 





British Auto Reps Honored— 


While in Los Angeles for the International Auto Show, representatives of the British 
Automotive industry in America were guests at a reception in the Statler Hilton Hotel. 
In an address of welcome, Frank J. Fitzgerald, center, vice-president of the Bank of 
America and head of consumer credit for Southern California, said bankers are enthusi- 
astic about the imported car's place and good future in the American Market. From 
left are W. Albertson, auto show president; H. Henkel, Western manager, Rootes Motors; 
James Loudon, president, British American Chamber of Commerce; John Bond, publisher, 
Road & Track; John Dugdale, vice-president, British Automobile Manufacturers Assn.; 
Fitzgerald; John Panks, BAMA acting president and Rootes Motors director; Bill Dredge, 
auto editor, of Los Angeles Times; F. H. Gamble, British Consul General, and Norman 


Plummer, vice-president, Lucas Electrical. 





British Car Makers Sight 
Bright U.S. Future 


By William Carroll 
Staff Correspondent 

LOS ANGELES.—“We're pleased 
to note that new compacts (from 
Detroit) are bigger and more pow- 
erful, while we are holding ours to 
our traditional design and power- 
to-weight ratios,” said John T. 
Panks, managing director, Rootes 
Motors, Inc., during the annual 
auto show breakfast of the British 
Automobile Manufacturers Assn, in 
the Statler Hilton. 


The group, which included the 
press, bank and finance company 
officials, representatives of British 
and Detroit auto makers heard 
Panks say: 

“There are some who still pre- 
dict doom for the imports in the 
United States. We know you can- 
not expect business to go up all 
the time. Our industry will fight 
a little harder as we are deter- 
mined to keep our feet on the 
ground, particularly in Southern 
California.” 

Panks presented an engraved sil- 
ver cigaret box to A. J, Fitzgerald, 
a vice-president of the Bank of 
America, in appreciation for as- 
sistance given British makers by 
the bank and other financial in- 
stitutions. 

Fitzgerald called his bank’s im- 
ported-car relations an “excellent 
experience.” 

“In the first three years we didn’t 
know what a repossession was,” he 
said. “And delinquencies were far 
below our usual rate. 

“Since then we have had what we 
call a levelling off period, which we 
expect is back of us now. Those im- 
ports that have established them- 
selves in the market, as this group 
has, were hurt by those who did 
not establish themselves. 

“It’s our feeling you’ve estab- 
lished yourself in this market 
and others, and will have a per- 
manent place in the U.S.” Fitz- 
gerald said. “We're enthusiastic 
about your position in the U. S. 
But it’s a position you'll have to 
protect by the type of dealer you 
select. We’re so happy with our 
past experience in the import 





Miami’s Frankie Watts 


Gets Ford Franchise 


MIAMI. — Frankie Watts, head 
of Waco Motors, a large import- 
ed-car dealership, has purchased 
a Ford deal from Joseph Abra- 
ham. He will handle Ford from 
the Waco Motors building on 
Flagler St. 

Waco’s import lines include 
Jaguar, Rolls-Royce, MG, Austin- 
Healey and Sunbeam, The firm 
formerly was a distributor for 
British Motor Corp. products. 





field we’re looking forward to 
more of it in the future.” 


Leaders of the British industry 
predicted that 1960 will be their 
second highest sales year in the 
U. S. and California. 

Total British-car sales nationally 
through September exceeded 113,- 
000 units, of which more than 
50,000 were sports cars, they said. 

“In the California area, British 
sales have reached 19,000, of which 
11,500 or 60 percent were sports 
cars,” one of them said. “Therefore, 
the West is Britain’s largest Amer- 
ican market for sports cars, Cali- 
fornia taking 20 percent of the total 
national’ sales of these models.” 

Although current figures repre- 
sent a reduction from 1959 record 
sales, increased British capital in- 
vestment in the California area 
should produce a brighter sales 
picture in 1961, he added. I 

In formulating plans for strength- 
ening their market, British auto 
makers will continue to expand 
their network of parts depots, serv- 
ice facilities and dealer and distrib- 
utor outlets, he said. 

Increased advertising and sales- 
promotion budgets totalling approx- 
imately $9% million for 1961 have 
been set by the industry, he con- 
tinued, and of this total, over $3 
million will be spent in the West, 
mostly in California. 

Through their association, Brit- 
ish auto makers currently are en- 
gaged in an intensive institutional 
advertising campaign in trade 
journals, consisting of a series of 
full-page advertisements carr y- 
ing statements from top execu- 
tives and dealing with subjects 
of major interest to American 
dealers in imported cars. 

“It is felt that this campaign— 
the most aggressive ever under- 


City Auto Shows 
All Big Hits 


Sales Off Floor 
Pass Expectations 


By John E. Walsh 
Staff Writer 


oo success scored by the man- 
ufacturers at Detroit’s National 
Automobile Show apparently is 
rubbing off on dealer shows 
throughout the nation. 

Officials of shows in Philadelphia, 
Denver, Los Angeles and Knox- 
ville, Tenn., last week issued glow- 
ing reports on attendance, sales 
and enthusiasm.” 

“Our show this year surpassed 
our greatest expectations and the 
attendance was superb,” said 
Charles A, Bott, chairman of the 
Philadelphia show. 

Attendance totalled 101,077, an in- 
crease of 17 percent over last year’s 
86,214, he added. 

“Dealers and salesmen who work- 
ed the show obtained thousands of 
prospects,” Bott continued. “Over 
300 cars were sold at the show, In 
fact, some deliveries were made 
from the floor and substitutions 
made to keep the displays intact.” 

* * * 


E 49th annual Denver show, 

the city’s largest, drew 35,000 
paying visitors during a four-day 
run, according to Paul Siefert, 
chairman, 

The total was 32 percent higher 
than that for the first four days of 
last year’s six-day exposition, which 
drew 50,000, he said. It was the first 
time that Denver dealers sponsored 
a four-day show without a big 
stage show. 

“This proves that the cars are 
the major attraction,” Siefert 
said. 

For the first time two buildings 
were required to house the exhibits. 
The standard cars and trucks were 
displayed in the Denver Coliseum, 
and the compacts in the adjoining 
National Western Stock Show Ex- 
hibition Hall. 

Charles H. Elmendorf, manager 
of the 38th Los Angeles Interna- 
ticnal Auto Show, reported attend- 
ance for the first five days was up 
8 percent over the comparable pe- 
riod last year. 

* * * 


ESPITE a two-inch rainfall on 

the first Saturday (Nov. 12), a 
total of 122,000 persons had viewed 
the exhibits through Tuesday night 
(Nov. 15), he said. Last year the 
five-day figure was 112,882. 

The show, sponsored by the 
Los Angeles Motor Car Dealers 
Assn., closed yesterday (Nov, 20). 
Members of the Knoxville Auto- 

mobile Dealers Assn, called their 
show “the best that this city has 
ever seen.” 

Sam Beaty jr., association presi- 

dent, said more sales and prospects 


taken by the B.A.M.A. on behalf of | resulted from this year’s affair than 


(Continued on Page 68, Col, 1) 


(Continued on Page 68, Col, 2) 








Preview Crowd in Los Angeles— 


This is part of the crowd which attended the charity preview the night before the 
opening of the 38th Los Angeles International Auto Show. The visitors here are viewing 


a fashion show. 
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One of a series of statements to U. S. IMPORTED CAR DEALERS by members of the British Automobile Manufacturers Association 


Alan F. Bethell, president, 
Standard-Triumph Motor Co., Inc., says: 


“British auto makers gave you the 


most advertising support in 1960-— 
and will give you even more in 1961.” 


Each month, British automobile manufacturers spend 
more dollars advertising and promoting the sale of their 
cars in the U.S. than any other automobile exporter to 
this market. In fact, during 1960 the British spent over 
50% more than their nearest competitor. 


Next year, they will spend even more. 
Why? 
Because the British have the largest stake of any auto- 


motive exporters to the American market. They know how 
important massive advertising weight is to protecting 
and enlarging this stake. They know they cannot afford 
to give American dealers anything less than full support. 
Advertising is but one of the ways British manufacturers 
assure successful operation in the U.S. market. Listed 
below are eight other measures they take. If you are think- 
ing of entering the extremely profitable import business, 
it makes worthwhile reading. 


Why U.S. dealers can rely on the stability and growth of the British imported car business 


1. Capital Investment —sritish auto makers have the largest 


investment in plant, research and distribution facilities in the U.K. 
and in America and will continue to maintain this leadership. 


2. Quality Products — Built to a standard, not to a price, 
British cars offer dealers and their customers true dollar value. 
Their quality craftsmanship and technical advancements have 
made them market leaders. 


3. Market Stability—tne steady, healthy growth of British 
car sales in America has been based on the soundest foundations 
... 8olid financing of superior products. 


4, Service Facilities—sritish manufacturers consistently 
conduct training courses, supervised by factory experts from 
England, for distributor and dealer mechanics. 


5. Product Diversification—a vehicle for every need . . . 
every taste .. . every budget. British makers provide the widest 


range of dependable economy, sports, compacts and luxury cars 
and commercial vehicles, 


6. Advertising Support—ne British automotive industry 
invests more than any foreign group in advertising and sales pro- 
motion in support of U.S. dealers. 


7. Profit Factors—sritish cars are realistically priced, qual- 
ity produced and solidly backed to assure our dealers a strong 
position in a highly competitive season. 


8. Parts Availability—sritish makers and their distributors 
have parts warehouses strategically located from coast to coast. 
Additional warehouses are under construction. 


9. Design Continui —British makers have traditionally 
been advocates of models in series, improving on tested basic 
designs rather than creating planned obsolescence. 





British imports give you business you can bank on 


680 Fifth Avenue, New York 19, N. Y. 


ig BRITISH AUTOMOBILE MANUFACTURERS ASSOCIATION, INC. 


Austin + Austin Healey + Bentley + Daimler + DunlopTires ~ EnglishFord + Hillman + Humber + Jaguar - MG 


Lucas Electrical + Morris + RollsRoyce + Rover ° 


Singer + Smiths Accessories + Sunbeam «+ Triumph + Vauxhall 
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last at ‘Captive’ Lenders Renewed . . . 


Time-Sales Cash Held Ample 


has “tolerated, if not expressly rec-|ing or insuring the sales of their 

ommended” packing of finance | products. 

charges. To preserve free enterprise in the 
“Information in my possession in- | Sales-finance industry, he said, we 

dicates that the newly formed Ford | must have “prompt divestiture by 

General Motors and Ford of their 








Late Report... 


Used-Car Market 


For the second week in a row, the average price of used cars 
sold at wholesale auction moved upward, according to Automotive 
News’ index. 

The $14 gain brought the overall average to $1,093, with ’61s 
showing the biggest advance—$84. Other gains were $33 on ’60s, 
$9 on ’54s, $7 on ’59s and $6 on ’5é6s. 






By David J. Atchison 
Staff Correspondent 
HICAGO.—With compacts sure 
to take more of the market in 
1961, more than enough money will 
be available for time sales, the 27th 






‘ord Motor 








annual meeting of the American 
Finance Conference was told. 

This was the view of most dele- 
gates to the meeting, and of C. L. 
Landen in particular. He is chair- 
man of AFC’s Legislative Com- 
mittee and president of Securities 
Acceptance Corp., Omaha. 

In a panel session, Landen pre- 
dicted auto makers “will sell as 
many units as they did in the 1960 
models, but the compacts will take 
a@ greater percentage of the mar- 
ket. 

“For this reason,” he continued, 
“there will be too much money 
available, for with sales of the 
cheaper compacts this coming year, 
approximately 10 percent less 
= will be needed to do the 


All panel members expressed con- 
fidence of “ample money to finance 
cars, with no important fluctuation 
of rates.” 

They said the money not needed 
in auto financing would be diverted 
most likely to such other purchases 
as boats and mobile homes. 

a oe * 


“q*APTIVE” finance companies, 
those owned by auto makers, 
were assailed by Rep. Emanuel 
Celler, New York Democrat, who 
spoke at the closing luncheon. 
He described the concentration 
of banking and manufacturing 
functions in the auto industry as 
“forces which, if left unchecked, 
must end by destroying vital seg- 
ments of the American financial 
community.” 
He charged that General Motors 
Acceptance Corp., a GM subsidiary, 





Ford Eyes Full Ownership 
Of Its English Subsidiary 


DEARBORN.—Ford Motor Co. 
last week moved to acquire full 
ownership of Ford Motor Co., Ltd., 
Engiand, by offering $20.50 per 
share for outstanding shares of 
Ford of England stock. 


It would cost Ford $363,399,482 
to purchase all outstanding 
shares at the offering price. There 
are 17,726,804 such shares, repre- 
senting 45.4 percent of Ford of 
England. The parent company al- 
ready owns 54.6 percent of Eng- 
lish Ford shares. 

Disclosure of the offer caused 
English Ford to rise $6 to more 
than $19 per share on the London 
stock market, It also brought a $6 

jump in this country. 

English Ford shares are traded 
on the American Stock Exchange 
in the United States, About 15 per- 
cent of the outstanding shares are 
held by individual U. 8S. investors. 

The deal must be approved by 
the British treasury before it can 
be consummated. 

The Ford offer is conditional. It 
depends upon acceptance by hold- 
ers of not less than 75 percent in 
number and 90 percent in value of 
the stock for which the offer is 
made, or such lesser number or 
percentage as the company may 
decide. 

Labor Party members of Brit- 
ain’s House of Commons opposed 
the transaction. They urged Con- 
servative Party members to join 
with them in seeking a debate in 
Parliament on the matter before 
the chancellor of the exchequer 
renders his decision, 

Harold Wilson, Labor’s choice 
for chancellor of the exchequer, de- 
clared, “If this deal goes through, 
there will be real danger that pro- 
duction and employment in this 
country would be sacrificed not 
only to Detroit, but to the West 
German subsidiary of Ford.” 

He also protested that it would 
mean that nearly half the British 
auto industry would be owned by 
American firms. 

English Ford has 27 percent of 
the market and Vauxhall, wholly 
owned by General Motors, has 13 
percent. Most of the rest of the 
market is accounted for by British 


financing affiliate ( 
Credit Co.) similarly enables its 
dealers to exact excessive financing 
charges and thus to augment their 
immediate profit,” he said. 

Celler added that he intends to 
reintroduce in the new session of 
Congress a bill to prevent motor- 
vehicle manufacturers from financ- 









finance subsidiaries and prohibition 
of the institution of similar ar- 
rangements by other car manufac- 
turers.” 
* * +. 

OBERT R. SNODGRASS, AFC 

president-elect and president of 
Atlas Finance Co., Atlanta, showed 
some concern over advisers to Pres- 
ident-elect John F. Kennedy. 


amounted to $6 on ’55s, $7 on ’57s and $13 on ’58s. New 


lows were established for each of the three models, 


At a group of representative auctions last week, the sales ratio 


was 61.3 percent, compared with 63.4 percent the previous week. 
Last week’s ratio was the lowest recorded since the index of Jan. 


12, 1959. 
Auction reports begin on Page 55. 








Financial Discussion— 


Rep. Emanuel Celler (New York Demo- 
crat), right, and Paul C. Jones, executive 
committee chairman, American Finance 
Conference, discuss the sales finance in- 
dustry's relationship with the automotive 
industry during the 27th annual AFC con- 
vention in Chicago. Celler, chairman of 
the House Judiciary Committee and author 
of a bill which would prohibit auto manu- 
facturers from operating sales finance 
companies, was guest speaker at an AFC 
luncheon meeting. 


Motor Corp., 36 percent, and the 
Rootes Group, 13 percent, 

The United States company said 
its objective is “to obtain greater 
operational flexibility and enable 
us better to coordinate our Euro- 
pean and American operations on a 
worldwide basis.” 

An American Ford spokesman 
said the move in England has no 
connection with recurring reports 
of a “small-small” Ford for the 
American market. 

Ford of England sales reached 
$652,906,690 last year, an alltime 
record for the company. 

The firm was established in 
1911 on the initiative of Henry 
Ford and now employes 50,000 
persons. About 40,000 of them are 
at the Dagenham Works on the 
Thames River in Essex. 

English Ford cars have sold well 
in the U. S. during the import boom 
of recent years. In 1959, sales to- 
talled 42,413, making English the 
third best seller among the imports 
(behind Volkswagen and Renault). 

During the first nine months of 
this year, 20,00 English Fords 
were registered in the U. S., good 
for fourth place behind VW, Re- 
nault and Opel. 

The cars are merchandised in 
this country by Lincoln-Mercury 

(Continued on Page 67, Col. 1) 


Coming Dec. 12— 












“They should give us great con- 
cern,” he said. 
“They tend to 
take issue with 
our system of 
buying cars, tele- 
vision sets, appli- 
ances — anything 
that makes up 
our standard of 
living. 

“They’re even 
talking about a 
tax on advertis- , 
ing, so it’s diffi- R. R. Snodgrass 
cult to see how they’ll allow us 
freedom of action. However, a 
Southern bloc of conservatives will 
prevent some of these movements.” 

If the dollar is devalued, he 
added, both the finance companies 
and the public will suffer. 


“If the costs of money should go 
up, we'll pass this cost along to the 
customer,” he said. 

* * * 
STEWART BAEDER, a part- 
¢ ner in MacKay-Shields Associ- 
ates, Inc., New York economic con- 
sultants, called the current down- 
turn “really a recession.” 

He said “pessimists outnumber 
optimists, and there is a lack of 
conviction among economists as 
to just where we’re heading, 

“We predict no serious economic 
retraction,” Baeder continued, “but 
there’ll probably be a_ high-level 
stagnation through the first quar- 
ter of 1961 because of resumption 

of inventory accumulation.” 

The panel of which he was a 
member, entitled “Money in the 
Future,” agreed that 1960 was a 
disappointing year, adding that 
“too much was expected” of the 
year. 

Remarks considered pertinent to 
auto dealerships were made at a 
panel session on “Training of Fu- 
ture Executives.” 

* * 


R. STEWART Y. MC MULLEN, 

head of the University of Illi- 
nois Management Department, said 
it was becoming increasingly diffi- 
cult to hire away from a firm an 
executive who knows the automo- 
tive business. 

He suggested that owners of 
business start their own execu- 
tive-development programs, and 
said staff members can achieve 
executive status through study on 
their own and by attending func- 
tions chosen by the company. 

Other new officers of the group 
include: 

Vernon Hinkle, president of 
Bankers Investment Co., Hutchin- 
son, Kans., vice-president; Stuart 
H. Smith, president of Securities 
Investment Co., St. Louis, vice- 
president; James S. Mentzer, sec- 
retary-treasurer of American Se- 
curities Division, treasurer, and 
John Masterson, secretary. 


Spotlight on Imports 


Results of a searching study of the multimillion-dollar im- 
ported-car market will be depicted in a special issue of Automo- 


tive News, coming Dec. 12. 





All those who have a stake in this market will want to see: 
A straightforward look at the imports’ future. 
Blueprints of success, drawn up by outstanding dealers. 
Ammunition for fighting 1961's competitive battles. 


A complete package of statistical analyses and reference 
material, unavailable elsewhere. 





Simca Exclusives Sought ; 
Nunez Heads Program 


NEW YORK.—Chrysler Corp. 
has launched an expansion of a 
Simca-only dealer network in the 
United States to gain a greater 
share of the imported-car market, 
Lynn A, Townsend, group vice-pres- 
ident, international operations, told 
60 New York area Simca dealers 
last week. 

Speaking at the first dealer meet- 
ing held since realignment of Simca 
sales responsibility to the Chrysler 
International operations group, 
Townsend said: 2 

“In an effort to strengthen our 
representation, a complete field 
sales and service organization has 
been established under Peter Nunez 
to assist and guide Simca-only 
dealers. Simca sales activities of 
Chrysler Motors Corp. dealers will 
be coordinated by David R. Cran- 
dall, through existing regional sales 
offices.” 

While concentrating on obtain- 
ing new single-line Simca deal- 
ers throughout the country, the 
new Simca sales organization also 
“wants to franchise additional 
Chrysler Motors Corp. dealers 
who have the market potential, 
ability and determination to meet 
Simca sales objectives,” Town- 
send said, 

“Chrysler Corp. has approximate- 
ly a 25 percent interest in Simca,” 
Townsend said. “In addition, Chrys- 
ler International, S.A., the com- 
pany’s worldwide sales group, has 
an agreement with Simca for the 
distribution of Simcas in many of 
the world markets, including the 
U. S. This agreement generally has 
been a satisfactory one for Simca 
and highly beneficial to our dealer 
organizations in the world markets. 

“September’s registrations show 
that the imports’ share of the total 
domestic market has increased for 
the fourth month in a row and is 
now 8.82 percent of all new car reg- 
istrations, or 40,441 units. The fact 
that imports are continuing to sell 
40,000 cars monthly indicates a 


Banks ‘Note Gain 
In Delinquencies 


On Auto Loans 


NEW YORK. — Delinquencies on 
auto loans from banks went up 
slightly in September, a survey by 
the American Bankers Assn, shows. 


Of loans obtained through auto 
dealers, 1.44 percent were delin- 
quent on Sept. 30, compared to 1.35 
percent a month earlier and 1.32 
percent a year earlier. 

Of loans obtained directly from 
banks, 0.99 percent were delinquent 
on Sept. 30, compared to 0.93 per- 
cent a month earlier and 0.81 per- 
cent a year earlier, 

Four other classes of bank loans 
to consumers were covered in the 
survey. The delinquency rates on 
three of the four showed increases 
in September. The rates in al] non- 
automotive classes remained above 
the delinquency rates for the two 
classes of auto loans. 

The association said that, despite 
the increase in the amount of 
money loaned on installment plans, 
“the behavior of the credit indicates 
clearly that the consumer is in full 
control of his obligations.” ABA 
urged a continuation of sound cred- 
it policies “in keeping with the 
current economic climate.” 


strong continuing demand, and 
Simca in September moved into 
third place in sales among all im- 
ports sold in the U. S.” 

To inform all U. S. Simca deal- 
ers about the corporation’s new 
single-line dealer network and 
the plans for obtaining a greater 
share of the U, S, import mar- 
ket, Townsend will meet with 

Southern area dealers in Miami 

Dec. 5 and with Western dealers 

in California shortly after Jan. 1. 

“I want all Simca dealers to 
know how important Simca is to 
our corporation and what it can 
mean to our dealers in the future,” 
Townsend told the New Yorkers. 

As sales manager— U. S, Simca 
sales, Nunez will be responsible for 
coordinating sales of Simca ve- 
hicles in the U. S. and for directing 
their sale through all outlets except 
Chrysler Motors Corp. dealers. 
Crandall is U. S. Simca sales direc- 
tor for Chrysler Corp.’s domestic 
automotive sales group. 

Nunez previously was an area 
Sales manager for Chrysler Inter- 
national S.A., and was stationed in 
Havana, Cuba. He joined Chrysler 
Corp. in 1958, He is 40, 


Dennard Heads 
23-Man Chrysler 


Dealer Council 


DETROIT.—Clifton Dennard, of 
C. S, Hamilton Motor Co., Dallas, 
was elected chairman of the Na- 
tional Chrysler Dealer Council at 
the opening session of its semi-an- 
nual meeting here last week. 

George H. Harger, Harger-Halde- 
man, Los Angeles, was elected vice- 
chairman and Lee A. Marshall, 
Marshall Motor Co., Inc., Salina, 
Kans., was elected secretary by the 
23-member council, consisting of 18 
regional council chairmen and five 
members-at-large. 

Dennard succeeds E, J. Craigo, 
Craigo Motors, Inc., Jackson, Miss. 
Craigo concluded a three-year term 
as chairman but remains as a coun- 
cil member, 

Council members are H. C. Mun- 
roe, Munroe-Zeder, Inc.. Miami; 
J. R. Johnson, J. R, Johnson, Inc., 
Hartford; Paul M. Brown, Gate 
City Motor Co., Inc., Greensboro, 
N. C.; David A, Learner, Nate 
Learner’s Sales & Service, Rock Is- 
land, Ill; Tom O’Brien, Tom 
O’Brien Co., Indianapolis; Den- 
nard; B. E. Kuhn, Kuhn Sales and 
Service, St. Clair, Mich; Marshall; 
Harger. 

H. W. McLeod, LeFlore Auto 
Co., Greenwood, Miss.; Charles J. 
Whittey, Corwin-Churchill Motors, 
Inc., Bismarck, N. D.; James Mur- 
phy, Murphy Bros. Motor Sales, 
Elizabeth, N. J.; Charles A, Bott, 
Charles A. Bott, Inc., Philadelphia; 
George H. Leitenberger, The Leit- 
enberger Machine Co., Inc., Johns- 
town, Pa.; Carl A, Hahn, Imperial 
Motors, Inc., Bremerton, Wash.; 
W. L. Taylor, Rail Splitters Motor 
Sales, Inc., Springfield, Ill.; Willard 
Scott, Earle C. Anthony, Inc., San 
Francisco; Hamilton Lamont, La- 
mont-Wray Motors, Inc., Buffalo; | 
John Montone sr., PMF Motors | 
Corp., Philadelphia; T. E. Cham- | 
bers, The Chambers Motor Co., New 
Castle, Pa.; Fenner Tubbs, Fenner 
Tubbs Co. Lubbock, Tex., Roy | 
Burnett jr., Roy Burnett Motors, 
Inc., Portland, and Craigo. 

















Now that all the 1961 Compacts have been unveiled... 
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RAMBLER Is The Volume Car With 
Profits Higher Than The Industry Average! 


Wouldn’t You Like To Go And Grow With Rambler? 























We Have the Product for the Exploding Compact Director of Dealer Development 
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Car Market . . . There Are Still a Few Sonar ta eee — 
Franchises Available in Select Markets .. . pny rmation bout the | Re cmbler ranch c. | underst ss ha | 
e strictest confidence. 
YOU Have The Opportunity! ce: sale 
Rambler Franchises Also Available in Canada and important Export Markets. ADDRESS Be: 
m Motors (Canada) Lid., Brampton, Ontario. CITY oO USE TE 
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Plus 30-Day Billing .. . 
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25 Percent Discount 


Demanded 


By C. T. Hubbard 
Staff Correspondent 

HARTFORD. Dissatisfaction 
with manufacturers’ policies on dis- 
counts, billing, warranties and new- 
model publicity was voiced at the 
39th annual meeting of the Con- 
necticut Automotive Trades Assn. 
at the Statler-Hilton Hotel here 
last week. 

Resolutions were passed on all 
four points. Convention speakers 
included Birkett L. Williams, 
president, National Automobile 
Dealers Assn.; Frederick M. Sut- 
ter, former NADA president, and 
David G. Reese, Drexel Hill (Pa.) 
Oldsmobile-Rambler dealer. 

In the resolutions, the Connecti- 
cut dealers: 

1. Demanded that the “historic” 
discount be restored on all makes 
and models. Big Three compacts 
carry a 21 percent discount, com- 



















AMUSED 


in Conn. 


pared with 25 percent for stand- 
ards. 

2. Requested the manufacturers 
“to preserve the sales impact and 
dealer-salesmen enthusiasm for 
new models by keeping detailed in- 
formation about them away from 
the public until the cars are ready 
for introduction in dealer show- 
rooms.” 

3. Urged 30-day billing on new 
cars because of the cost of main- 
taining an adequate inventory of 
the various makes, models and op- 
tions. ; 

4. Objected to the manner in 
which the 12-12 warranty was an- 
nounced and publicized and asked 
the manufacturers to clarify the 
situation for the public. 

the warranty question, the 
association sought clarification 
from the factories on several 
points, including the extent to 


one-end lift on the market! 


which dealers will be compen- 
sated for work performed. They 
asked payment of warranty 
claims within 30 days. 

They also urged the manufactur- 
ers to give as much publicity to 
the details of the 12-12 warranty 
as they did to the announcement 
of the program. 

Sutter, a Columbus (Ind.) Dodge 
dealer who headed NADA in 1957, 
favored a uniform discount on all 
models and also 30-day billing. As 
an alternative, he suggested that 
the dealer might carry the car the 
first 60 days and the manufacturer 
thereafter. 

Turning to inventory control, he 
advised dealers to list all their ’60 
cars by model, by color, by how long 
they remained in stock and by the 
gross realized when they were sold. 

He said these statistics would en- 
able a dealer to conclude, “This is 
the maximum number of cars I can 
carry, based on actual sales experi- 
ence.” 

Williams told the dealers, “We 
now have a 300,000-car inventory 
of 60 models to sell at what they 
will bring. This will depress sales 
of 61 models and consume ’60 
profits.” 


the dealer with cars in the belief 
that pressure would make him sell. 

“This is no longer the case,” he 
added. “Now, it is the dealer who 
overloads himself.” Williams urged 
the dealers to adopt a 30-day inven- 
tory as their goal. 

Discussing “Compacts and the 
Formula for Profit,” Reese de- 
clared: “I do not believe we needed 
compacts. We needed standard cars 
built as the public went on record 
as desiring. 

“This year’s cars with more head 
room and leg room—cars which al- 
low two in a garage—are selling 
themselves against the compacts.” 

He urged dealers to make a profit 
on every car sold and said, “Ours 


is a sick business when we have to 
survive on banking profits from car 
financing rather than from car 
sales. 

“Our financing profit is reserved 
for repossessions and other emer- 
gencies. It is only a figure for the 
time being—you can’t collect it 
from the finance house until it is 
earned.” 

Frank Fitzpatrick, Ansonia, a 
Dodge dealer, was named “dealer 
of the year” by the Connecticut as- 
sociation. He will be the state’s 
nominee for the Benjamin Franklin 
Quality Dealer Award, which will 
be presented by the Saturday Eve- 
ning Post at the NADA convention 
in San Francisco in January. 





Autos 10 Pct. of GNP... 


Key in German Economy 


By Mrs, George M. Slocum 
Chairman of the Board, 
Automotive News 

STUTTGART, West Germany. — 
The automotive industry employs 


He said that factory officials once} about 10 percent of the work force 
operated on a theory of loading up|of the Federal Republic of Ger- 





over any surface with air-cushioned smoothness. 


Air-Powered 
ONE-END LIFT 


Speed up every job with this 
air-powered One-End Lift. Can be 
permanently or temporarily at- 
tached to shop air hose or op- 
erated from tire inflater. All 
controls grouped for one-hand 
operation. Positive safety lock 
prevents accidental lowering. 
Capacity, 3,000 Ibs. Lift ex- 
tender as shown available for 
both Air and Hydraulic-powered 
One-End Lifts. 







No. Al0-7 
One End Lift 
shown with 
Lift Extender 


FREE Lifting Chart 


Send for AUSCO’s free lifting 
chart. Shows factory recom- 
mended lifting points for all cars. 
Saves time — prevents damage. 


LIFTING 
EQUIPMENT 


Hydraulic 
ONE-END LIFT 


Fast-acting, hydraulic 
power raises all cars and 
light trucks smoothly, 
easily, safely. Dual safety 
locks prevent accidental 
lowering. 

Capacity 3,000 Ibs. 





Big 10° Rubber Wheels 


Make AUSCO One End Lifts 
MOST MANEUVERABLE 


Choose either the Hydraulic-powered or Air-powered AUSCO One-End Lift. 
You'll get fast, easy lifting plus more maneuverability than with any other 
Big 10” semi-pneumatic rubber wheels roll 













No. A10-8 
Hydraulic 


TRANSMISSION 
ADAPTER DP160-T 


A great combination with Al0-8 
Hydraulic One-End Lift. Raise, 
lower and position transmissions 
for all cars and light trucks, in- 
cluding Powerglide. 


Manufactured by 


WINDSOR, 


AUTO SPECIALTIES 
MANUFACTURING CO. 


ST. JOSEPH, MICHIGAN 


ONTARIO, CANADA 


many, Automotive News learned in 
an interview at Daimler-Benz here. 

Moreover, 10 percent of the gross 
national product of Western Ger- 
many is drawn from motor vehicles. 

Daimler-Benz, manufacturer of 
Mercedes-Benz and DKW cars, 
views the future auto market in 
Western Germany with optimism. 
Approximately 50,000 cars and 20,- 
000 trucks will be registered this 
year in this country by Daimler- 
Benz. 

Of this registration, about half 
will go to commercial interests and 

government authorities. Profession- 
als will take 15 percent and small 
business, 25 percent. Employes and 
other groups will share the rest. 

Daimler-Benz estimates that 
West Germany’s annual car in- 
crease during the past years has 
amounted to 20 percent of the ex- 
isting vehicle stock. This rate is ex- 
pected to decrease to 10 percent in 
the next few years. 

Replacement of passenger cars 
amounts to about 4 percent of the 
total West German registrations, 
with a rise to 6 percent indicated 
for the near future. 

Because of high fuel prices and 
lagging road construction, Daimler- 
Benz executives predict a “gradual 
saturation” in the West German 
auto market. 

For Daimler-Benz itself, however, 
the backlog of orders for cars con- 
tinues. There are no delivery delays 
on trucks. 

Tradeins are now involved on 80 
percent of Mercedes-Benz purchases 
in West Germany. Neither radio 
nor television are used for car ad- 
vertising in this country. 


November Sales 
Exceed ’59 Pace, 
Trail October 


(Continued from Page 2) 
General Manager Byron J. Nichols 
said. 

Nichols reported that 9,090 

dge cars were sold Nov. 1-10, 
compared with 6,334 cars during 

the same period in 1959 and 11,029 
Oct. 1-10, 

In the calendar year through 
Nov. 10, Dodge sold 323,086 cars, 
compared with 139,289 in the same 
period last year—an increase of 
132 percent. 

* 


* * 
Plymouth-Valiant 
[—PpAz* rate of Plymouth and Val- 

iant sales in the first 10 days of 

November, a spokesman reported, 

exceeded the comparable period of 

last year by 20 percent. Total vol- 

ume for Nov. 1-10 was the highest 

for this period since 1957, he added. 
* * * 


Buick 


EALERS delivered 11,129 new 

cars during the first 10 days of 
November, more than in any com- 
parable period since 1953, accord- 
ing to Edward D. Rollert, general 
manager. 

Sales for the last two 10-day pe- 
riodg totalled 21,920 units, Rollert 
said, to maintain the sales surge 
initiated late in March. 

+ * a 


Chrysler 


RETAIL deliveries of Chrysler 
cars during the first 10 days of 
November totalled 2,625, an increase 
of 14.4 percent over the previous 
10-day period and 53 percent over 
the first 10 days of November, 1959, 
reports C. E. Briggs, general man- 
ager of Chrysler Division. 








December Reader’s Digest will carry a detachable advertisement featuring the 


1961 FORDS-FALCONS- 





THUNDERBIRDS 


into nearly every fourth home in every 
Ford Dealer’s trading area 
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FACTS FROM FORD 
GO TO THE WORLD’S 
LARGEST MAGAZINE AUDIENCE 


Here’s how fReader’s covers your best prospects for new cars: 
Digest 


% OF FAMILIES 
BUYING THE DIGEST 


% OF FAMILIES 
BUYING THE DIGEST 


TYPICAL CITY IN 


TYPICAL CITY IN 
YOUR DISTRICT 


YOUR DISTRICT 


Houston, Texas 21.4% New York, N. Y. 24.7% 
Boston, Mass. 28.8% Washington, D. C. 29.5% 
Lancaster, Pa. 33.3% Richmond, Va. 29.1% 
Binghamton, N. Y. 29.1% W. Palm Beach, Fla. 31.5% 
Charlotte, N. C. 26.2% Dayton, Ohio 29.0% 
Atlanta, Ga. 25.2% Ann Arbor, Mich. 33.3% 
Pittsburgh, Pa. 25.0% Indianapolis, Ind. 20.7% 
Newark, N. J. 28.1% Memphis, Tenn. 21.9% 
Grand Rapids, Mich. 29.0% St. Louis, Mo. 20.1% 
Louisville, Ky. 20.8% Chicago, Ill. 23.0% 
Baton Rouge, La. 20.5% M’p’l’s.-St. Paul, Minn. 30.3% 
Davenport, lowa 21.2% Kansas City, Mo. 27.1% 
Milwaukee, Wis. 24.3% Dallas, Texas 21.5% 
Des Moines, lowa 23.7% Lincoln, Nebr. 29.9% 
Amarillo, Texas 31.2% Salt Lake City, Utah 34.3% 
Albuquerque, N. M. 31.5% San Francisco, Calif. 26.7% 
Santa Barbara, Calif. 34.3% Fargo, N. D. 34.0% 
Seattle, Wash. 33.0% Cleveland, Ohio 25.8% 
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The Man Behind the Wheel... 





Sales Testing the Citroen Wagon 


Eprror’s Notre: This is another 
in a series of articles designed to 
explore the selling features of im- 
ported cars. 

of oJ * 

By Ed Brown 

Staff Correspondent 
Citroen ID-19 station wagon 
retains the aerodynamically de- 
signed silhouette, which immediate- 
ly stamps this manufacturer's cars, 
but adds two facing rear seats and 
subtracts some comfort features of 
the ID-19 sedan to make for a more 

functional auto, 

At $3,440 (New York port of 
entry), including everything ex- 
cept a radio, this vehicle offers 
air-oil suspension ride, power disc 
brakes and comfort-designed in- 
teriors. 

The wagon has a more utilitarian 
look and feel. Front seats are the 
bench type, but they retain most of 

the sedan’s heavy foam rubber 
which makes Citroen riding such 
a pleasure. 

Floors have thick rubber mat- 
tings, rather than the sedan’s heavy 
carpets with deep foam rubber 
under them. Upholstery has a 
bright plastic finish, which is easily 
cleaned and comfortable over long 
trips. The rubber-covered floors, re- 
cessed deep inside the frame, are 
easily detachable for quick clean- 


ing. 

All four doors open wide. You 
step down sharply on entering the 
car, which makes entrance and exit 
for the uninitiated a bit awkward. 
There is a small plastic kick panel 
on the bottom of each door to pro- 
tect from soiling during exit. 

*~ * * 

NOTHER standard feature of all 

Citroens is the nearly spokeless 
wheel designed as a safety meas- 
ure. The half spoke bends to be- 
come an integral part of the steer- 
ing column. In the event of acci- 
dent, impact of the driver against 
the wheel is supposed to break it, 
with virtually no danger of even 
minor injury. 

The dash is simple and in keep- 
ing with the utilitarian design of 
the car. To the driver’s left is 
the directional-signal lever, a vast 
improvement over the In 
the sedan the lever is in the mid- 
dle of the dash, making it difficult 
to locate at night. The signal still 
is not self cancelling, to which 
some prospects will object. 

The power brake is a vast de- 
parture from anything we are ac- 
customed to in this country, and 
is bound to bring varying reactions 
from customers. 

It is extremely positive in its ac- 
tion, and the salesman will want to 
show extra care in instructing test 
drivers to use it with discretion, 
certainly on a first demonstration. 
A little careless handling and some- 
one could receive at least a banged 
head. 

The brake no longer is a pedal 
in the Citroen design. It is merely 
a button on the floor, similar to the 
dipper switch, except that it is po- 
sitioned where you would expect the 
brake pedal, 

It is an odd sensation to lift your 
foot for the brake and touch only 
a button, and people’s reactions will 
vary from good to bad. It is one of 
those instances where nothing will 
convince like a road demonstration. 

o* ” He 


Window Opening Better 


Wrwow opening has been im- 
proved, and you are not likely 
to get any more customer com- 
plaints about slow window cranks. 

Door handles and window 
cranks now have a chrome finish, 
which should eliminate the old 
sales problem when these assem- 
blies were made of plastic. 

Rear-seat demonstrations show as 
much comfort as the front, Leg- 
room is fantastic. Even the longest- 
legged people will suffer no discom- 
fort on a long drive. 

The deep step-down design makes 
cleaning a bit of a task, but the 
double safety and comfort advan- 
tages should be pointed out in any 
discussion. 

Since the wagon design is a little 
more conventional than the sedan, 
objections should be reduced con- 


siderably. However, there also are/|tures, but has two facing rear seats and can accommodate 1,540 pounds without diffi- 


two views of this vehicle. One out- 


side, the other inside looking out. 

The average prospect will not be 
captivated immediately from the 
outside, but once the demonstration 
has begun and he is inside, his opin- 
ion begins to shift radically, The 
change results from the experience 
of driving the vehicle. 


+ +. * 
A MAJOR contributor to riding 
comfort is the air-oil suspen- 
sion which Citroen calls hydro- 
pneumatic. 

Each of the four wheels is in- 
dependent and connected to the 
body by a piston. There are two 
suspension arms for each wheel, 
with a shock absorber as part of 
the air-oil unit, An antiroll bar 
is included both front and rear, 
as well as a levelling device. 


The piston compresses the liquid 
oil, which in turn acts upon a cush- 
ion of air. This hydropneumatic 
suspension maintains the wagon’s 
body at a constant height, regard- 
less of the load or number of pas- 
sengers. 

A small lever to the left of the 
driver has three positions, which 
allow for three different ride 
heights and three different spring- 
ing conditions. 

Because of the air-oil suspension 
and variable ground clearances, 
power jacking is possible, The car 
is raised to its fullest height. A 
jacking brace is placed in position 








































Car Tested: 
CITROEN ID-19 
Station Wagon 


Engine: F ou r-cylinder, over- 
head valve; bore, 3.07 inches; 
stroke, 3.94 inches; displacement, 
116.6 cubic inches; compression 
ratio, 7.5:1; horsepower, 70 HP 
at 4,500 revolutions per minute. 

Transmission: Front-wheel 
drive; four forward speeds and 
reverse with synchromesh on top 
three. 

Front and rear suspension: 
Independent wheels, two suspen- 
sion arms for each wheel; air- 
oil unit with shock absorber for 
each wheel; antiroll bar and 
levelling device also, 

Brakes: Powe r-braking sys- 
tem; disc brakes on front 
wheels, drum brakes on rear, 

Wheels and tires: Michelin X 
steel and core, 165 by 400. 

Weight: 2,850 pounds; payload, 
1540 pounds; wheelbase, 123 
inches; overall length, 196 
inches; overall width, 70% 
inches; overall height, 59 inches. 

Gas tank: 17 gallons. 

Standard equipment: Air-oil 
suspension with self-le velling 
ride, power-jacking system, 
power disc brakes, heater and 
defrosters, luggage rack, two 
folding jump seats, folding rear 
seat, clock, outside mirror, turn 
signals, sun visors with vanity 
mirror, windshield washers, in- 
terior light, dimming rear view 
mirror, Michelin X safety tires, 
nylon fan, rear heating system. 


a 






































at a spot dead center in the car’s 
frame. The car then is lowered to 
its lowest position. The side of the 


car with the brace attached re- 
mains elevated, with both wheels 


lifting off the ground. Once the 


wheel has been changed, the proc- 
ess is reversed. 
* * * 


Cornering Test Aids Sales 


A GOOD sales argument should 
be a cornering demonstration. 
The absence of sway and the tight 
hold the car has on all corners 
should be real convincers. 
Michelin X tires, in which the 
wire backing behind the treads is 
said to give the owner at least 
50,000 miles of service, offer ex- 
cellent resistance to sliding, par- 
ticularly in a fast corner. 

Due to front-wheel drive and low- 
pressure tires, steering is heavy. 
Parking is a particularly difficult 
demonstration to attempt. It should 
be avoided. 

You should point out to the 
aerodynamically designed underpan 
which runs the length of the car. 
It reduces wind resistance, increas- 
ing gas mileage; gives a particular- 
ly fine finish appeal to the car, and 
protects from road damage. 

The four-cylinder, overhead-valve 
engine, developing 70 horsepower, 
doesn’t provide the getaway of the 
lighter sedan. The wagon is ap- 
proximately 400 pounds heavier. 
The engine moves up quite well into 
high cruising speeds, through all 
four forward speeds, and offers the 
average driver just about what he 


would require in all instances, 


+ * * 


3 Gears Are Synchromesh 
Shiga three gears are synchromesh, 


with the difference between 
third and fourth so slight that the 
top often can be reserved as an 
overdrive unit for expressway trav- 
elling. In city traffic you seldom get 
into high. As a matter of fact, it is 
often a detriment to acceleration 
to move into high in heavy traffic. 

The engine, because of a low 
torque, does not pull smoothly at 
low speeds, It can be made less 
spastic by use of the ignition 
control, But the most advisable 
stunt is to drop down into a lower 
gear just the minute the rough 
situation develops. 

This requires a good deal of shift- 
ing on the part of the driver, and 
if your customer is not accustomed 
t5 this, or unwilling to do some lit- 
tle work in his driving, he will be 
unhappy with this car. 

A good selling point is this ve- 
hicle’s ease of travel at high speeds, 
and the fact that one of the most 
economical speeds is 60 miles per 
hour. 

Because of the front area’s 
rounded design, it takes a little 
practice to learn to park with ease. 
However, the all-around view is 
perfect, and once the technique has 
been mastered, the only effort in- 
volved is in energy expended to 
overcome the heavy steering. 

The tailgate divides in two, open- 
ing fully upward and downward to 
give a flat entrance to the loading 
area. With the second seat folded 


Citroen ID-19 Station Wagon— 


This is a side view of the Citroen ID-19 station wagon, which has a more utilitarian | liam F. Hufstader, retired General 


look and feel than the ID-19 sedan. The wagon lacks some of the sedan's comfort fea- 


culty. 








Another View— 
The front of the Citroen ID-19 station 


wagon has the rounded design which 
identifies the French manufacturer's cars. 
The wagon also features wide-opening 
doors, good all-around visibility and a 
permanent luggage rack on the top. 

* * * 
down, there is an amazing amount 
of loading space. This wagon will 
accommodate some 1,540 pounds 
with no difficulty. 

* * s 

N ADDITION to the interior car- 

rying space, there is a perman- 

ent luggage rack on the roof. 

The engine sounds well, and the 
interior sound insulation is good. 
Little fatigue will be noticed 
from this source, 

Every once in a while, you hear 
an engine-compartment noise which 
sounds like tappet knock. It is only 
the high-pressure pump for the 
self-level ride building pressure for 
its continual action. The noise is 
far from annoying, but it should 
be explained carefully. 

The Citroen boasts a monoshell 
welded body, with only one cross 
brace under the engine itself, Oth- 


erwise, the body is unique in that 
every welded member is a struc- 
tural and strength member. Each 
adds its individual part to the 
whole for strength and rigidity. 
This makes for a virtually rattle- 
proof auto. 

Show your customer how his re- 
pair bills should be kept within 
reason, Open the hood and indicate 
the ease of repair, everything from 
the high-pressure suspension pump 
to the generator, distributor and 
carburetor are easy to get at for 
quick repair, 

* * * 
Body Repairs Easy 
ODY repairs, too, are extremely 
easy to make, Body panels un- 
fasten quickly and easily. For in- 
stance, one outside bolt removes the 
rear fender for repair or tire chang- 
ing. It is a matter of seconds. Cus- 
tomers should be reminded of the 
saving in time, which is money, in 
event of a crushed fender. 

The spare is fixed in the nose 
of this car, which acts as an 
extra shock cushion in event of 
a headon collision. 

To demonstrate this vehicle fully, 
you should find the roughest pos- 
sible road near your dealership and 
either drive it yourself, in the most 
convincing demonstration possible, 
or encourage your prospect to drive 
it quickly. 

Selling this wagon certainly will 
be more difficult than selling the 
more conventional wagon. But once 
the customer is sold, he will become 
one of your biggest boosters, and 
probably lead you to many more 
prospects. 

Those hard to impress should be 
reminded that the car will give 
good mileage. We recorded about 
26.9 miles per gallon in more than 
1,000 miles of test driving, That 
mark was achieved in every con- 
ceivable traffic situation. 


Thomas Elected Chairman 
Of Auto Safety Foundation 


DETROIT.—E. J. Thomas, chair- 
man of Goodyear Tire & Rubber 
Co., was elected chairman of the 
board of trustees of the Automotive 
Safety Foundation last week at the 
group’s 23rd annual meeting, 

He succeeds Stanley C. Hope, 
former president of Esso Stand- 
ard Oil Co, 

Newly elected foundation vic e- 
chairmen are J. N. Bauman, pres- 
ident of White Motor Co., and J. W. 
Keener, president of B, F. Good- 
rich Co, Bauman fills a vacancy on 
the board, and Keener succeeds 
Thomas as the tire industry’s rep- 
resentative. 

L. Walter Lundell was named 
treasurer, succeeding Arthur O. 
Dietz, Lundell is president of CIT 
Financial Corp., and Dietz is CIT 
chairman, 

Elected trustees of the founda- 
tion were: Roy D. Chapin jr., ex- 
ecutive vice-president, American 
Motors; James C, Donnell II, presi- 
dent, Ohio Oij Co.; Stephen A, Gir- 
ard, president, Willys Motors, Inc.; 
Logan T. Johnston, president, 
Armco Steel Corp., and Michael G. 
O’Neil, president, General Tire & 
Rubber Co. 

Also, Robert W. Sarnoff, chair- 
man, National Broadcasting Co.; 
Thomas W. Towell, president, 
General Motors Acceptance Corp.; 
Birkett L. Williams, president, 
National Automobile Dealers 
Assn., and E, F. Wonderlic, pres- 
ident, American Finance Confer- 
ence. 

George Romney, American Mo- 
tors president, was named to the 
foundation’s operating committee. 

Founded in 1937, the Automotive 
Safety Foundation is a nonprofit re- 
search organization dedicated to 
safer and more efficient highway 
transportation. It is supported by 
more than 600 private companies 
and industry associations. 

Last week’s meeting included a 
panel discussion of “What’s Ahead 
in Highway Transportation” and a 
report by J. O. Mattson, founda- 
tion president, on the organization’s 
accomplishments during the last 12 
months. 

Testimonials in recognition of 
their long service to the ASF were 
presented to Hope, Dietz and Wil- 


Motors distribution vice-president. 
A luncheon speaker was Rep. 
John A. Blatnik, Minnesota Dem- 





ocrat and chairman of a House 
special subcommittee on the fed- 
eral-aid highway program. 

Blatnik denounced the pay-as- 
you-go method of financing the In- 
terstate Highway system. 

He asserted that it is natural that 
expenditures should exceed receipts 
during the early years of the 16- 
year program which began in 1956. 
He said income and expenses would 
be equal after eight or 10 years and 
that income would surpass outgo 
during the remainder of the period. 

Blatnik’s subcommittee was form- 
ed in the summer of 1959 to in- 
vestigate charges that the highway 
program was being mishandled. He 
said some instances of wrongdoing 
were found, but that almost every- 
one involved in the project is “con- 
scientious, able and doing a first- 
rate job.” 

He added: “We found very little 
evidence to substantiate the wild 
charges of a year ago.” 


Bright-Anneal Furnace— 


Allegheny Ludlym Steel Corp., Pitts- 
burgh, is producing a new “bright-an- 
nealed” stainless steel with a mirror-like 
finish and improved corrosion resistance. 
The product is going into '61 automobiles, 
appliances and other products. This is a 
general view of the exit side of the new 
continuous bright-anneal furnace at the 
firm's West Leechburg (Pa.) Works. The 
furnace itself, inside the ribbed tower in 
the background is about 100 feet high. 
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ANNOUNCING 


a new 
motor oil value 
for you and 


your customers 





: 


A NEW KIND OF CUSHION AGAINST WEAR 


Detroit demands it! Kendall has it! You profit by it! 


h 
Cave 


VU Ts) 





New Kendall SuperB 10W-30 Motor Oil exceeds car manufacturers’ most exacting 
requirements. It ends excessive wear and costly repair. It offers new protection against scuffing 
and lifter sticking. Prevents ping, rumble, power loss and improves gas mileage. Refined from the 
richest 100% Pennsylvania Crude Oil, New Kendall SuperB, keeps engines running the way they 


were made to run. This means greater customer satisfaction . . . more repeat business and added 


profits for you. 


KENDALL REFINING COMPANY, BRADFORD, PENNA. 
Lubrication Specialists since 1881 
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%& Eprror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 









Dealer Conventions 


681 M 4 
DO 2-8547 Dec. 5—Utah Automobile we Assn., 
Newhouse Hotel, Salt Lake City. 


Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 
iami. 


Jan. 28-Feb. | — National Automobile 
Dealers Assn., San Francisco, 


March 13-14—Louisiana Automobile Deal- 
~ Assn., Roosevelt Hotel, New Or- 
eans. 


March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 


May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 


May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, - 
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“Mrs. Smith, you mean to tell me your club paid $50 for a speaker 
to talk about the evils of drink? Why, your club could 
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May 21-23 — — Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, 


June eee Automobile Dealers 
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Letterbox 
‘Offense Against the Service’ 


+ . * 
Auto Shows 





RESIDENT CORRESPONDENTS: Akron—Joe Kuebler; Albuquerque—John D. McKee; 
Asheville, N. C.—Douglas C. ee Atlanta—Sally Pfeiffer; A Atlantic City—F. W. neta 
Bangor, e.—Samuel Lafferty: te Savage; Bellevi le, iil.—Eugene M. Conrad 













Billings, Mont.—Bil| Rous: bicmin \la.—Stuart Riddle; Bolee—Robert J. Brown Jr.: This is an open forum for the discussion of any subject of interest to 
Archicons Eiclanat vBemingher Ernest Foir: 8 uffalo—G. E. Toles; Chicago—David J.| Noy. 23-27—Portland Auto Show, Memorial readers, and your letters are welcomed. No attention is given to wanigned 
Atchison; Coliseum, Portland, Ore. letters but you may sign your name with the assurance that it will not be 


nmati—Allan Neer * Heim; Clearwater, "He —E. C. Bash; evgend- Somer’ 

Markey; Columbus, O.—H. S. Perdue: Dallas—C. K: Cates; Dayton—James Moffatt 

Ira exander: Des Moines—F. W. Lazell: East Wa terboro, Me.—Robert C. Fay; ‘pairbanks, 
Alaska—Jerome F. Sheldon; Fort Worth—William Stone: Georgia—Robert H. Brown; Houston— 

Ru Fenoglio, Louis Alexander: Huntington, W. Va.—William E. Francois; Indianapolis— 

C. L. Kern; Jefferson C L. H. Houck: Lewiston, Me.—Howard C. Jor dan: Little 

Silas Dunn; Los Angeles—Slim Barnard, William Carroll: Louisville—A. W. Williams; Lowell, 

Mass.—Charles Sampas; Manchester, N. H.—Guy Langley; Marthaville, La.—E. E. Gentry: 

Miami—tTrescot Goode; Milwaukee—Benn Oliman; Minneapolis—Donald Lyons; Montgomery, 

Ala.—William Lynn; Nashville—Ed Goins; New Jersey—B8 une Jones; New O} rleans—Gordon 


used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 





" e Nov. 23-27—Sioux Falls Auto Show, Coli- 
seum, Sioux Falls, S$, D. 


Nov. 23-27—Spokane Auto Show, Coliseum, 
Spokane, 


Nov, 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 


%& Dec. 2-\I—A. Harris Oak Cliff Auto 













Waring to Dealers | wed be ata gaan 
e exten you have pu 
This tip may save some dealers! 14464 Studebaker’s troubles, be- 
embarrassment and might well be| cause you are afraid of the Gen- 
mentioned in your columns, eral Motors Corp. 
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Dec. 7-11—International Auto-Rama, Muni- 
cipal Auditorium, New Orleans. 


Jan. 6-15 — Upper Midwest Auto Show, 
Minneapolis Auditorium, Minneapolis. 
Jan. 7-15 — Buffalo Auto Show, Masten 

Avenue Armory, Buffalo. 


o~, . aren Fert Worth Auto Show, Fort 


ac ber of 
the "United States “Air Forte ste- a oe 
tioned in the metropolitan area aie me 
. put this in your pipe and 
hrs a purported sales-development | . 1 oke it, or perhaps you can use 
The individual in question is un- this in your “Letterbox.”—Grorce P. 
4 peer that tho ts ome Ewam, Partner, Eidam Brothers 
erstood to allege or (Studebaker), Hazleton, Pa. 


to military information he can use Eprror’s Note: Though ardent 
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FOREIGN CORRESPON RUSS —Ovensen lent—George L. Glaser; Brussels, Bel- 
ium—John W. Ashton; Lethbridge. berte~6. A ‘ackulic; London, Eng.—F. C. Livingstone;| Jan. I1-15—National Capital Area Auto | for purposes of contacting service- well-wishers of Studebaker, we 
exico City—Douglas Grahame: atten i ely Antonio Giordano; SMontresi—iules Larochelle; Show, National Guard Armory, Wash- | men under change of station orders, , 
Paris—Henry Altimus; Sydney, A wstralle—H, Bowden Fletcher; Tokyo—Stuart Griffin; Toronto— ington, who are therefore likely candidates operate on the basis that our 
James Montagnes; Vancouver, B. C.—F. H. Fullerton. Jan. 11-22—Brussels Auto Show, Brussels, | for the purchase of a new car. readers — aon ore 
Subscriptions: U. S. and Canada, one year $9, two years $16. Belgium. The use of such military informa- ae - + lllene ms and vere eee af 
Other countries: One year $13, two years $22. Jan. 14-2i—Syracuse Auto Show, Syracuse | tion for commercial purposes is, of . . e- > pers. 





Wear Memorial, Syracuse. 


Jan, 1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ale. 

Jan. 26-Feb. 4—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-l1—Amsterdam Auto Show, Am- 

sterdam, The Netherlands. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, a applied to building and maintenance of highways; 
1 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
News else in the world 


course, an offense against the serv- 

ice. It is a foregone conclusion that| Youngest Chevy Dealer? 

he will be restrained from its use} Who is the youngest Chevrolet 
promptly at such time as the serv-| dealer in the United States? 

ice is aware of the facts. It is} [am shooting to be the youngest 
equally clear that any dealer who| Chevrolet dealer. I am Alan Peter- 
acts in concert with him in the use} son, owner of Peterson Chevrolet- 
of this information for commercial/| Ojds, Inc,, which I purchased Oct. 
purposes will be open to at least/1, 1960. This place was formerly 
criticism and embarrassment./ Black River Sales Co., Inc. 
—Leonarn H. SMITH 3r., colonel,| [am 24 years old. I started as a 
AUS, retired. | used-car salesman at 17 years old. 
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e o7e March 16-26—Geneva Auto Show, Geneva, ° When 18 I was in the United States 
The E Vi d ence / S p / | I ng Up Seteeriond. Studebaker ‘eel Army for two years, At 20 I man- 
. ss.” We have been Studebaker dealers| #ged the O’Hearn Ford Garage at 





since 1916 and all through the years| Melrose. At 22, I purchased my own 
in our opinion, your paper and used-car business, w h i ch I have 


many others have been very unjust been running until the present. 
to the Studebaker Corp., for this| Sales of the ’61 Chevy and Olds 
reason—every slight adverse criti-| 100k very good this year. I plan to 
cism that could be heaped upon the|™ore than triple the former com- 
Studebaker Corp., you have publish-| Pany’s sales volume.—ALAN PrTER- 
ed and republished and republish-|S°N, Black River Falls, Wis. 

ed; so that you were sure no one in eee 

the entire United States — _ As Henry Ford Saw It 

your articles concerning Studebak- dies Wied aatd: “The teeuble 


er’s troubles. 
with most businessmen’s thinking 
We are delighted to see on Page is that they do not interpret their 


4 of your Oct. 31 issue, the article 
difficulties as a warning to change 
concerning the General Motors thale uaeineme” 


Corp. and their Corvair advertis- 
Methods, mind you, not models. 
ing. However, we know that you Chrysiers (E. C.) Quinn was 


Studebaker factory representative 
The Big Stories 


at age 15?—J. B. Scorr, Oakland, 
35 Years Ago—1925 


Calif. 
Eprror’s Note: No, Quinn was 
an apprentice toolmaker at Stude- 
Shareholders of Vauxhall Motors, Ltd., ratified an agreement with 
General Motors Corp., giving control over the English auto company 
. . Buick announced plans to increase its daily production to 1,200. 





General 


Nov. 2i—Junior SAE, Rackham Educational 
Memorial Building, Detroit. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 
cago, 

Dec. 9%11—Auto Trim Show Convention, 
Hotel Sherman, Chicago. 

Jan, 7-15 — General Motors Motorama, 
Civic Auditorium, San Francisco. 

Jan. 9-13—SAE International Exposition, 
Cobo Hall, Detroit. 

Jan. 28-Feb. 5—General Motors Motor- 
ama, Pan Pacific Auditorium, Los An- 
geles. 

Jan. 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 






On '60 Oversupply 


How big an inventory is too big an inventory? How many 
1960 models are too many when 1961 models arrive? 

The debate over these questions will go on for some time, 
we are sure, and we recognize, too, that the answers will be 
different for different dealers. 


However, reports that shed light on the problem are 
trickling in to AUTOMOTIVE NEws. 


For example, a roundup of dealer advertising reveals 
that many dealers are doing as much advertising of 1960 
models as they are of 1961s. And note the theme running 
through these ads: “No set minimum prices,” “guaranteed 
lowest prices in town,” “lowest prices ever offered,” “if 
the customer’s offer is close to our break-even point, we 
OK the deal.” 


The Automotive Trade Assn. — National Capital Area, 
broke down new-car sales in October into ’60 and ’61 models, 
indicating a total of 788 past models to 1,001 new models. 
Some makes, however, sold twice as many ’60s as ’61s. 


For many it was bad enough to have too many ’60s left 
over; yet how much worse to be still getting them—under 
pressure. 


A dealer wrote that to get new models, he had to take 
eld models—in a ratio of 3 to 2. He was able to move the 
old cars, he said, but at a gross of $70 when his selling 
cest was $161 per car. 

All is not well when you hear makers bragging of high 


sales at a time when their dealers are complaining of profit- 
less retailing. This is not the road to success. 

















baker at 15. 


How About That? 


On Page 8 of the Sept. 19 issue 
you show a picture of a gentleman 
preparing to purchase his 36th 
Dodge automobile. 

The caption states that a certain 
dealer has sold this gentleman a 
new Dodge automobile every year 
since 1925, or a total of 36 new 
Dodges, including his intended 1961 
model. 

I am curious to know where he 
acquired new Dodges during the 
three war years. 

I am sure the Dodge dealer, after 
a restudy of his purchase orders, 
would want to shave that 36 figure. 
—JoHN L. Rex 3r., sales engineer, 
Rochester Products Division, 
Rochester, N. Y. 











20 Years Ago—1940 


The Federal Government announced plans for the construction of 
a $21 million airplane-assembly plant in the Detroit area with car 
and body manufacturers pooling resources to provide the necessary 
parts and fuselage. 











10 Years Ago—1950 


Dealer inventories rose to the highest level of the year immediately 
following the imposition of tighter credit regulations by the Federal 
Reserve Board, Dealers had a potential inventory of 11.4 units on 
Nov. 1, as compared with 8.3 units a month earlier. 














Alan G. Rude, 
President of 
Universal C.1.T. 
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CjT REPORT 


i EASY CREDIT? 


: » Last week, I had the pleasure © 
England Association of Sales Finance Companies. I told them 


how I felt about The Obligations of Consumer Credit Management 


in the 1960'S. 
ghts of interest to dealers:-—— 


Here are some of the highli 
"easy 


da to credit is the term 





f talking before the New 


ot 

— y One of the {llusions relate 

d credit." It should really be said that instalment credit is— 

. convenient credit. It is both good public relations and good 
s to use the term—convenient credit—for it encourages 


busines 
: sound credit standards and public understandin of the 


lved in using credit. 


, responsibilities invo 
y Consumer credit has rovided—year after year—a strong, 
durable prop to the economy - It is the mechanism that has raised 
the comfort and convenience of the American home, and the livin 
tandards of the American eople to levels higher than in any 


s 
other country, at any other time in history. 
y Americans accept instalment financing as 4 way of life. 
easily pay cash; they like 


Many buy on time although they could 
the convenience and discipline of instalment financing, and they 
r cash funds intact. Millions of others, 


prefer to keep thei 
confronted with the choice of saving and waiting for 4 product, 
rent income and get the benefit of 


prefer to buy out of cur 
its use now. 
y I believe that we as businessmen who offer instalment 


financing service to our customers have 4 principal obligation to 
continue to have complete faith in the American consumer. 


We must maintain sensible credit standards, intelligent 
collection policies, and rofitable, reasonable rate structures. 
pleased to send you 4 


» Should you be interested, I would be 
copy of the full text of "The Obligations of Consumer Credit 


Management in the 1960's." 
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GET YOUR FREE 
COPY OF THIS 


AUTHORITATIVE, 
NEW 82-PAGE 
BRAKE CATALOG 


Brand-new from Bendix—brake 

headquarters of the world—this 

valuable, free reference book for brake 
engineers! The book’s 82 pages distill 

40 years of Bendix brake experience 

and discuss the engineering features 

of: 

e Duo-Servo® and non-servo 
hydraulic and mechanical 
brakes. 

e Twinplex® and uni-servo 
hydraulic brakes. 

e Auxiliary mechanical brakes. 


e New band-disc brake. 


Brake engineers will appreciate the 
logical arrangement of vital data on 
sizes, loads, torque capacities, and 
lining area, as well as complete in- 
stallation information. You can de- 
pend on this data from Bendix en- 
gineers, who have developed more 
brakes for all types of vehicles and 
for other applications than anyone 
else in the world—supply is limited 
—send for your free copy now. 


BRAKE HEADQUARTERS OF THE WORLD > 






Shows brakes for virtually all applications 
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Gives complete axle load rating data 


5 RRR IN TS 


~~ 


~~ 














arr 


fs: 
Hii; 
Hi 





~ 
* 
_ 


Details brake torque capacity ratings 


Reece teeager sero 
; : 





-~ 


Lit: 


- 





_ 


— 


wei Sn 


Pee thease 


OP alin te ae an =e. * oy 
id anew ‘ wo cng S 


t Qo rere etre, 


Provides installation data 


Bendix tivision South Bend, inp. 


t 

: 

He Lt 
he 
Ci DO 





Automotive Brake Department, 
Customer Application Engineering, 
BENDIX PRODUCTS DIVISION 
South Bend, Indiana 





Please rush my free copy of “Bendix Brakes”. 
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New Home for Nodler Motors— 


Milt Nodler Motors (Dodge) has moved into this $100,000 building in Meadville, Pa. 
The showroom and offices in the front are joined by a long service building in the 
rear. The service department has 14 large service doors. The doors on the side of 
the building open into separate stalls, with a wash and body shop at. the rear of the 
building. The firm also operates a used-car lot. Milton D. Nodler is head of the 
dealership. 


CHECK THE 


Fla. Dealers Relate Problems .. . 


Loaners ‘Unappreciated’ 


By E. C. Bash 
Staff Correspondent 


CLEARWATER, Fla. — “One of 
the biggest headaches which a deal- 
er has today is that of the customer 
asking for the loan of a car while 
his is being repaired,” said Walter 
C. Mallory, general manager, Flor- 
ida Automobile Dealers Assn. 

A check of Clearwater area 
dealers reveals complete agree- 
ment, Richard H. Burkhart, pres- 
ident of Clearwater Rambler, Inc., 
and president of the Clearwater 
Automobile Dealers Assn., said 
the local association has a rule 


DIFFERENCE 
EEN WORN AND 


GOOD SHOCKS 


HAVE YouR CAR 
PLETELY 


that dealers should not loan cars 
to customers. 

“As a group,” he added, “we are 
decidely against it for good rea- 
son, One is the expense involved in 
maintaining a courtesy car for cus- 
tomer use. None of us can afford to 
do this any more. 


“If you loan out a good used car, 


Murphy on Bank Board 


OAKLAND, Calif.— Election of 
Gerald J. Murphy (Buick) as a 


director of the Central Valley Na- 
































































tional Bank is announced. Murphy 


has been in the auto business in 
Oakland, Berkeley and Albany for 
over 30 years. 


Get this NEW Demonstrator FREE—buy Monro-Matics by the Barrel! 


Now, a great new idea to help you sell shock absorbers like you’ve never sold them before! Packed 


in a steel barrel that doubles as a hard-working display are 14 of the most popular Monro-Matic 
shocks and 4 Monroe Super Load-Levelers. Fastened to the underside of the barrel lid is a shock 
absorber demonstrator. Flip the lid, weight the barrel with sand or water, and the demonstrator 
is ready to clinch many a sale for you! DON’T MISS OUT ON THIS ONE! See your Monroe jobber now! 


14 Monro-Matic Shock Absorbers 
4 Super Load-Levelers 


Your selling price . 
Cost . 


YOUR PROFIT . 


BD-18 Assortment 


. . » $228.20 
. « + $140.90 
. . . $87.30 


$10 Shock Demonstrator 
$ 5 Painted Barrel Test Stand 
2 Shock Absorber Window Banners 
2 Load-Leveler Window Banners 
10' Plastic Outdoor Banner 
100 Hand-out leaflets 








In Mexico, Mex-Par, 


MONROE AUTO EQUIPMENT COMPANY, Monroe, Mich. 
in Canada, Monroe-Acme Lid., Toronto, Ontario 
Box 28154, Mexico City 
WORLD'S LARGEST MAKER OF RIDE CONTROL PRODUCTS 


DeLee 


SHOCK ABSORBERS 
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that may be just the car one of 
your salesmen would have had a 
chance of selling that day. There 
is also an insurance problem in- 
volved. If a customer has an acci- 
dent and is hurt, he will sue. 

“When borrowing a dealer’s car, 
customers have shown they have 
absolutely no consideration for the 
dealer. I recall a customer who ran 
the car he had on loan into a box 
car. He phoned and said, ‘come and 
get it.’ A lady, five miles from the 
dealership, phoned to say the car 
was out of gas, and for us to come 
fill the tank for her. 

“Too often,” Burkhart continu- 
ed, “loaners are left in dirty con- 
dition, It costs time and money 
to get them back in shape. Cars 
on loan are even driven out of 
town.” 

One local dealer was said to have 
had his insurance rate doubled be- 
cause of so many accidents to cars 
loaned to customers. 

Despite the local organization’s 
rule against loaning cars, “there is 
scarcely a dealer in the city who 
isn’t forced into it from time to 
time,” one dealer said. 

To protect themselves against 
legal claims, at least two local deal- 
ers require persons borrowing a car 
to sign a printed form stating the 
borrower will assume full respon- 
sibility for any damage to the car 
and will absolve the dealer from all 
responsibility in the event he is in- 
jured while driving the car. 

One dealer said he will loan a car 
when the customer’s car needs 
service because “it is our fault or 
the fault of the car, or when the 
customer has a special, urgent need 
for his auto.” 

A Clearwater firm, which also 
is in the rental-car business, en- 
courages customers whose car re- 
quires extensive service to rent 
a car, “Our service customers are 
charged only half the regular 
rental fee,” a spokesman for the 
firm stated. 

Other dealers admitted they 
would loan cars to big executives, 
city officials, attorneys or doctors, 
socially prominent or long-time res- 
idents, when others would be re- 
fused. 

Dealers labelled the car-loan sys- 
tem “costly and vicious, one that 
should be discouraged as often as 
possible.” 


Rise in Applicants 
For Ford Deals 
Noted in Midwest 


ST. LOUIS.—There is a sharp in- 
crease in interest in new dealer- 
ships, according to H. McClelland, 
a Ford Division market representa- 
tion manager who supervises an 
area comprising about half of Mis- 
souri and half of Illinois. 

This increase is based on the 
number of franchise inquiries made 
to the zone office by persons not 
previously in contact with Ford. 

While most of the inquiries come 

from experienced automobile men, 
some are from men of means who 
evidently are interested in financ- 
ing a group in establishing sizable 
dealerships. They may have experi- 
enced automobile men back of 
them, but they do not seem to 
have any direct retail automobile 
experience themselves, 
“Of course, throughout the year 
we continually have applications 
for dealerships,” McClelland told 
AUTOMOTIVE News. 

“There igs always a certain 
amount of change in a zone, with 
some dealers selling out and oth- 
ers coming in, It’s when the in- 
quiries make a sharp jump that 
the situation becomes interesting 
and indicates that new blood is 
coming into the industry.” 





VW Shares to Sell 
For $83 Jan. 16 


BONN, Germany.—The govern- 
ment has decided to set the issue 
price of Volkswagen shares at 350 
Deutsche marks ($83) a share. 
The sale of shares will begin 
Jan. 16. 

Persons with an income of less 
than 6,000 marks ($1,428) a year 
will be granted a 20 percent dis- 
count on each share, while those 
with incomes of 6,000 to 8,000 
marks will receive a 10 percent 
discount. 










CHEVROLET DEALERS! 


SAVE MORE MONFY | ON EVERY BENDIX 
MAKE MORE MONEY | RADIO YOU INSTALL IN 
oe A NEW 1961 CHEVROLET! 
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Here’s a marvelous money-mak- 
ing opportunity to increase your 
| profits on every new Chevrolet 

you sell! 


Install new DeLuxe* push-button 
radios designed and built solely 
for 1961 Chevrolets and Corvairs 
by the Bendix Corporation— 
America’s foremost manufacturer 


of car radios. Here is the smart, modern styling of the 1961 


Chevrolet car radio by Bendix that you’ll = 
selling. Each has push-button tuning, tone an 
You can add 25%—and more—to fader control. 


your net profit on each radio sale. 
Because _these_premium-quality 


Bendix radios will cost you at 
least 25% less than Chevrolet 


radios of comparable quality! 


You can buy from DeLuxe” at the 
lowest price in the industry— 
and each radio is completely guar- 
anteed by Bendix for a full year. 


Don’t lose profits on Chevrolet 
and Corvair radios. Write, phone, 
wire to DeLuxe* today—and get 
full information on this marvelous 
chance to sell America’s outstand- 
ing automobile radio—at bigger 
profits than you’ve ever dreamed! 


CONTACT: 


oS 
Debuxe Automotive Products, Inc. 1313 Robinson Bidg., Phila. 2,Pa. Phone: LO 8-3498 
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Pennsylvania Bankers Hear Dealer Spokesman— 





Among the speakers at a lending conference sponsored by the Pennsylvania Bankers 
Assn. was Edwin W. Parkinson, second from right, assistant general manager, Pennsyl- 
vania Automotive Assn. Other speakers included, from left, John W. Jones, Lancaster 
National Bank; Ellis B. Ridgeway jr., Philadelphia National Bank, and Thomas W. 


Gormly, Pittsburgh National Bank. 


McQUAY. 


Dealer View of Future... 











‘61 Called ‘Interesting, Dangerous’ 


YORK, Pa.—The ’61 market pre- 
sents a confusing picture, but it’s 
certain to be interesting and dan- 
gerous for the auto dealer, accord- 
ing to Edwin W. Parkinson, 
assistant general manager, Penn- 
sylvania Automotive Assn. 

Parkinson discussed the deal- 
er’s view of the ’61 model year 
at a lending conference sponsor- 
ed by the Pennsylvania Bankers 

Assn, He urged the bankers to 
work closely with their dealer 

customers during the coming 
year. 

“Help them control inventories,” 
Parkinson said. “Show them the 
true cost of doing business. Do 
everything you can to help them 
become better managers,” 

The new entries in the compact 
field are a big reason for the un- 
certainty, he said and added: “They 
are going to steal business from 
someplace, but just exactly where 
is one of the mysteries that causes 
ulcers for retail auto dealers. 

“The factories want their dealers 
to consider most compact sales as 





McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS + TORONTO 


plus business,” he told the bank- 
ers. “Go out and sel] your normal 
percentage of price class in your 
standard car—then reap extra prof- 
its from the compacts. Now, you 
and I know this is impossible.” 
Parkinson continued: “I guess 


N. Y. State to Add 


32 Compacts to Fleet 


ALBANY, N. Y. — The state 
likes its ’60 compact cars, the 
first it bought, so it is asking for 
some 1961 models. Bids will be 
opened Nov. 21 for 17 two-door 
compacts and 15 four-door station 
wagons, 

This will be the third batch of 
smaller cars purchased by the 
state to replace older Fords, 
Plymouths and Chevrolets as 
they’re retired. 

The first compacts were 31 Fal- 
cons, purchased last February. 
In May the state followed up by 
buying 29 Larks, 











if we were to add up all the fac- 
tory predictions, we would be 
talking about a 10-million-car 
year for ’61. Their crystal ball is 
no better than yours or ours. 
They are just guessing, and, as 
usual, without dealer profit in 
mind.” 

He said the growth of the com- 
pact field brings up many questions 
for dealers. Among them are: 

What is the value of a used com- 
pact, and what will compacts do to 
prices of late-model used cars? 

Is a different pay plan necessary 
for compact-car salesmen? 

With a lower discount, is fixed 
and sales expense greater in pro- 
portion for compacts? 

People are buying compacts for 
certain reasons, but are they really 
getting what they expected? 

What is dealer’s future in this 
revolution in the marketplace? 

Another problem is the national 
economy, “This is always a ques- 
tion,” Parkinson said, “but this 
much we know: The Fabulous Six-. 
ties are getting off to a mighty 
slow start, profit wise, for auto 
dealers, and we do not see much to 
get excited about on the national 
level for 1961.” 

Speaking on the “Challenge of 
Financing the Automobile Mar- 
ket,” Ellis B. Ridgway jr., vice- 
president, Philadelphia National 
Bank, agreed with Parkinson 
that “there are even more uncer- 
tainties in the picture than 
usual.” 

He said the concern of bankers 
is “who will or who will not sur- 
vive, and the resulting effect on 
the value of the merchandise we 
finance today and in the months 
ahead. 

“The steady spiral of increasing 
costs of new cars hag been halted,” 
he said, “but we have in its place 
an unusually large number of items 
untested in the market.” 

Ridgway observed, “While the 
manufacturer, the dealer and we 
are wondering which car or cars 
the consumer will select, it seems to 
me we must wonder, at least a lit- 
tle, about whether he'll select any 
new car in the next few months.” 

Many consumers are hesitant 
about the future, he declared. 
Ridgway said that compacts 
have affected the prices of two- 
year-old and older used cars and 
asserted that “no small amount of 
this depressing effect’ was caused 
by the rates and terms on which 
the compacts could be financed. 

“How right we were in offer- 
ing standard new-car terms re- 
mains to be seen,” he said, “es- 
pecially with the many more new 
compacts out this year. 

“In any case, we certainly in- 
creased our losses on standard 
model repossessions, This requires 
our continued study. Whatever 
terms are picked, be sure there is 
real equity (sizable customer in- 
vestment) in the deal.” 

He said the compacts will have 
a direct effect on banks’ earnings, 
since their expenses vary with the 
number of transactions handled 
and their income varies with the 
dollars invested at the rates they 
set, 

“With a compact,” Ridgway said, 
“we are dealing with a balance 
more nearly approximating used- 
car averages, but at new-car rates 
and terms (and I would add that 
we still have no valid estimate of 
its future value). 

“It is clear that auto loan out- 
standings will drop or require con- 
siderable additional effort and ex- 
pense to maintain present levels, 
based on an estimate of 30 to 35 
percent of 1961 model sales in com- 
pacts. 

“It seems quite possible,” he 
continued, “that the handling of 
more transactions plus a floor- 
plan investment may require that 
banks and finance companies set 
retail and floor plan rates near- 
er to used-car rates. 

“It appears at present that—with 
respect to floor planning—the lower 
cost of the compact is largely off- 
set by the combination of two lines 
plus the many options available. 

“We bankers must work closely 
with the dealer and arrive at a 
sensible balance and avoid over- 
loading. After all, the cost of carry- 
ing cars is a major part of his 
overhead, which he alone absorbs.” 
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Ever since the Renault brothers started making cars in 1898 the name Renault has been intimately connected 
with automotive pioneering. / The model shown here, one of the first Renaults, was made, as many old cars were, for the testing 
of private theories and hunches rather than for sale to the public. / Renault theories, Renault research and Renault innovation 
are still an important part of the automotive scene: witness the phenomenal sales success of the rear-engined Dauphine through- 
out the world in the past five years; or the introduction of the sleek, low-priced Caravelle that looks like a special-design job; 
or the new line of Petit-Trucks that pack more value in a 14-ton truck than any other make—import or dorhestic. / All come 
from the world’s sixth largest automotive manufacturer; all from one of the world’s most advanced, most modern production 
lines; all constantly, consistently tested and researched. / For information about available dealerships in the U.S.’s largest 


import-car dealer network —over 800 strong —write to Commercial Division, Renault, Inc., 750 Third Ave., New York 17, N.Y. 
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nd Shop Addition Planned... 





Service Expansion Pays Off 


MILWAUKEE.—Last fall, Rank 
& Son, full-line Chrysler dealer 
here, completed its brand new, five- 
acre service center. The 46,000- 
square-foot facility cost the firm 
a cool $378,000. 


from $40,000 to $70,000 per month. 

“We are already planning to add 
on to our service center to enable 
us to handle an even greater vol- 
ume,” he says. “In fact, the service 
center was too small the day we 
finished it.” 

Expanding, promoting, building— 
these are all part of the Rank sys- 
tem of doing business. He adver- 
tises his firm as “Chrysler Motor’s 
Automotive Department Store: 
Anything You Need in the Auto- 
motive Field—We’ve Got It.” 

His philosophy: “You either grow 
big, or you die in today’s economy. 
Look at what’s left of the corner 
grocery store. 

Another viewpoint he holds: 
“Every businessman should have 
a goal. The goal, however, must 
be realistic. Shooting for figures 
that merely look imposing on 
paper, but are not attainable, is 
harmful. 


“If goals and quotas are set too; 


high, they can weaken the morale 
of your sales staff. Likewise, if they 
are too low to provide a challenge, 
they can prove to be a serious han- 
dicap.” / 

As an example, says Rank: “We 
sold 1,870 new cars this year. Our 
next goal is 2,250 new units. We 
will also be aiming for a larger, 
overall goal—8,000 new and used 
cars in one year. I think we can 
hit that target, now that we have 
the facilities.” 

Incentives play an important role 
in stimulating Rank’s 14 salesmen 
to utilize all of their abilities. A 
recent incentive gimmick that 
proved successful was labeled the 
“Jackpot Bonus.” 

It was offered to each salesman 
who sold a specified quota of cars 
in each of the six Chrysler lines 
Rank carries. 

“We used this ‘Jackpot Bonus’ for 
several reasons,” Rank explains. 
“First of all, it was intended to 
spark the men to move more cars. 
Secondly, by basing the quotas on 
all six of our lines, we encouraged 
the men to sell across the board. 

“Too many of them were tending 
to become ‘specialists’— pushing a 
particular line to the neglect of 
others. This contest taught even a 
few of our old-timers that they 
could break the one-line habit and 
sell all of the cars we handle. This 
incentive program had a lot of 
good carryover values.” 

To the dealer looking for a sim- 
ple but fast-working incentive to 
get a salesman off dead center, 
Rank offers this one: “Make a $10 
bet with that man that he won't 
sell a specified number of cars in 
a week. It is surprising how hard 
a salesman will work to win a $10 
bet from his boss.” 

Young and full of enthusiasm 
for everything he tackles, Rank 
started in the car business in 
1935, werking for his father, 
George Rank, now retired. He 
purchased his father’s interest in 
the firm in 1950. 

Rank’s dealership now has the 
complete Chrysler line. It used to 
carry Simca, but dropped it last 
year. 

“Our men lost interest,” he ex- 
plains, “It was terrific for three 
months. But, we decided we would 
rather stick to domestic cars be- 
cause there is less consumer resist- 
ance to American cars and fewer 
parts and supplies headaches.” 

If the truth were told, Rank 
would probably rather talk about 
baseball than automobiles. 


I’m a frustrated big-league base- 
ball player. 

“But, this tremendous interest in 
sperts doesn’t hurt my business. 
In fact, I’m convinced that it helps 
sell cars. 

“When you talk sports all the 








time, as I do, you communicate 
with the guy who brings home $75 
a week, as well as getting across 
to the one who makes 10 times that 
much, I have found sports to be 
a tremendous leveller. It gives you 
an ‘in’ with everybody.” 

How does being “baseball nuts” 
help sell cars? For one thing, Rank 


Oregon Nets $30,905 
In Sale of Used Vehicles 

SALEM, Ore.—The Oregon De- 
partment of Finance & Administra- 
tion took in $30,905 on a one-day 
sale of 45 cars and trucks and other 
items. Officials said they saw no 
signs of a depression in the used- 
car market, 

Purchasers came from as far 
away as Yakima, Wash., to buy, the 
officials said. The state sold its first 
used compacts Nov. 12 in Portland. 
The cars were ’59 Ramblers, Larks 
and Volkswagens, 





& Son has tied in its advertising 
and promotional efforts so effec- 
tively with the Milwaukee Braves 
players that one thing is certain: 
In Braveland everyone who knows 
anything at all about the team 
knows they all drive Rank’s Dodges. 

For the last four years, Rank 

has engineered a special, promo- 
tional deal that has put 27 mem- 
bers of the Braves squad in new 
Dodges at the start of the season. 

“It was a tremendous promotion 
from the very beginning to put 
the whole team in one make of car. 
It had never been done before,” he 
says. 

Rank & Son’s advertising contin- 
ues to be keyed largely to the area’s 
interest in the Milwaukee Braves: 
“Get a big-league deal from Rank 
& Son” is a slogan familiar to base- 
ball fans here. 

“We get letters from all over the 
state” notes Rank, “asking us: 
‘How about giving me a big-league 
deal like the one the Braves get?’ 
Every day someone pokes his head 
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for all 3, 


they elect ABC 








Selling the Stars— 


That frustrated big league baseball 
player on the left is Wally Rank, Rank 
& Son, Milwaukee. Each year he works out 
a deal that puts all of the Milwaukee 
Braves players in new Dodges. Here he is 
in front of County Stadium delivering a 
car to one of his idols, the Braves' star 
pitcher, Warren Spahn. 

Soe, ae 


in the door and asks a salesman 

if they can get a big-league deal. 
“No other car dealer can talk 

about the Braves in their adver- 

tising the way that we can. And 

they all know that.” 

This should illustrate the depth 
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of Rank’s personal interest in base- 
ball: Each year he travels with the 
Braves squad on four or five road 
trips. 

“I take my vacations by going 
along with the team when they 
play on the East or West Coasts,” 
he says. “This is my hobby. It gives 
me a lot of satisfaction.” 

While baseball takes front spot 
in Rank & Son’s promotional plans 
each year, other sports and civic 
tieins are not neglected. For many 
years the firm sponsored a highly 
successful bowling program on local 
television. At the end of the sea- 
son, the top. scoring bowler was 
presented with a new car from 
Rank & Son as a prize. 

Rank also furnished cars for 
official use in the Miller Open 
Golf Tournament. Each year the 
March of Dimes bowling tourna- 
ment here has a car from Rank 
& Son as its top award. 

The Milwaukee Home Show, 
which draws upwards of 100,000 
people each year, lures crowds with 
the offer of a free chance to win 
a Rank car. “Win a Dodge from 
Rank & Son” has for years been 
featured on all Milwaukee Home 
Show advertising matter. 

“We try to have a good promo- 
tion going for us every month of 
the year,” says Rank. 






17.1 


*Source: Nielsen 24 Market TV Report covering all commercially sponsored evening programs, week 


ending October 30, 1960. Sunday, 6:30-11 PM, Monday—Saturday, 7:30-11 PM. 
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“Americans aren’t half as scared of Big Government as 
a lot of hard-rock Republicans seem to think. On the other 
Oe 


hand, they are a lot more 


conservative than the liberal 
Democrat suspects.” 

At that time, we thought he was 
hedging his bets, 
but now we ad- 
mit, belatedly, 
that he was a 
pretty fair proph- 
et. Senator John 
F. Kennedy just 
squeaked into of- 
fice, and it looks 
as though the 
people were vot- 
ing for him per- 
sonally, and not 
for every big 





William Ullman 










promise in the Democratic Plat- 
form. 

For the record, at least, Presi- 
dent-elect Kennedy doesn’t appear 
to agree, He told reporters that he 
went to the country “with very 
clear views of what the country 
should do, and I am going to do 
my very best” to push the program 
through Congress. 

But it doesn’t look as if Congress 
will march to every “New Frontier” 
proposed by Senator Kennedy, and 
the election results indicate that 
lots of people aren’t ready to go 
that far, either. 

For one thing, the farm states 






All of these so-called foes of 
labor were returned to the Senate 
—even Saltonstall, who bucked the 
nation’s heaviest tide for Kennedy 
in his home state. Obviously, many 
American working people are not 
yet ready to give the union bosses 
their way with the government, 

On the whole, it looks as if voters 
were telling President-elect Ken- 
nedy to take it slow and easy on 
domestic affairs. 

* * * 


Unemployment Problem 


~— season for slogans is over, 
of course, and the time for ac- 
tion draws near. Slogans will not 
solve the perplexing increase in un- 
employment, which now looms as 
the most critical domestic problem 


since the high point early this 
year. Employment also slipped in 
the machinery industry and in 
textiles and 

Some observers blame new auto- 
matic machinery for some of the 
job displacement. Others, looking 
at textiles in particular, blame the 
competition of cheap foreign goods. 


Strikes, especially in the elec- 
trical machinery industry, also have 
taken their toll. From all this, it is 
clear that no single sweeping solu- 
tion will start employment climb- 
ing again. 

In reporting the disappointing 
October job figures, the Department 
of Labor noted that the factory 
work week actually increased from 
39.5 hours in September to 39.6 
hours in October, halting the de- 





sion. 

The Eisenhower-approved re- 
view of the ICC, first in a series 
of reports on federal agencies 
being compiled by a private man- 

nsulting firm, 


Also scHeduled for review by the 
consulting firm are the Federal 
Trade Commission, Civil Aeronau- 
tics Board and the Securities and 
Exchange Commission, which may 
get much the same advice as ICC 
received. 

Another report was published by 
a special committee of transport 
experts and those who practice 
before the ICC. Though not official- 
ly endorsed by the administration, 
it made similar suggestions for 
streamlining ICC operations. 

* * oa 


Personnel Changes Due 

ENATOR KENNEDY is expect- 

ed to make his first mark on 
regulatory agencies here by install- 
ing heavily Democratic majorities 
in every one of them and by follow- 
ing up with a general crackdown 
on big business, mergers and price 
discrimination, 

Kennedy has termed the FTC 
“close to my heart,” though it’s 
doubtful that he feels so warm- 
ly about its Republican chair- 
man, Ear] Kintner. 

No matter what his party affilia- 
tion, Kintner is regarded as having 
injected new life into FTC, once 
“the little gray lady of Constitu- 
tion Avenue.” 


* 

Road Report 

N@ARLE 25 percent of the mile- 

age comprising the 41,000-mile 

Interstate System is now open to 

traffic, reports the Bureau of Pub- 
lic Roads. 

The Bureau says that nearly 9,600 
miles of the contemplated system 
was in use as of Sept. 30, with an 
additional 4,600 miles under con- 
struction. Not all of the finished 
roadway, however, will meet 1975 
traffic standards. 

* 


D. C. Eyes Anti-Fume Units 
poe three commissioners who 

run the District of Columbia 
have indicated that they may re- 
quire installation of so-called “anti- 
fume” devices on all District-reg- 
istered cars of 1963 or later. 

~ * * 


‘Secret’? Tag Remains 
HE United States “kept its 


, Where the 3 networks have equal facilities, where the people have a 
3-way choice, most homes watch ABC-TV most of the time. The chart on 
the left nails that proposition down beyond quibble. But it doesn’t give 
you the whole story. For the time in question (week ending October 30) 
ABC had 26 firsts out of 51 half hour periods, more than the other two 
combined. Network Y had 14, Network Z, 11. In the nights-of-the-week 
department, ABC led with 4 out of 7. Network Y took 2, Network Z, 1. 
On a program basis ABC had the highest rated program and 3 out of 


the top 5. It’s smart to do business with ABC TELEVISION 


word” last week when the Su- 
preme Court, by its ruling in a 
crucial test case, refused to remove 
the “secret” tag from detailed busi- 
ness reports compiled by the Cen- 
sus Bureau. 

By its action, the nation’s high- 
est court squelched an attempt by 
FTC, watchdog of trusts and 
mergers, to use the confidential 
reports for its own trustbusting 
activities. 

The ruling, in which the Supreme 
Court refused to review a lower 
court decision barring FTC from 
inspecting a Census report from a 
Chicago dairy products concern, in 
effect upheld a declaration by the 
lower court that the U, S. had 
“given its word” in obtaining the 
report and “should be permitted to 

keep it.” 

Spokesmen for FTC and the Jus- 
tice Department’s antitrust divi- 
sion hinted that they regard the 
ruling as just another stumbling 
block in their efforts to probe trusts 
and mergers. 


Tiwcsbanacenians 
Barron, Smith Buy Deal 
SACRAMENTO, Calif.— Jd. Reed 


- 


Barron, Yuba City, Calif, and 
George E. Smith, Sacramento, 
Calif. have purchased Senator 
Rambler from John Wood. The firm 
will be renamed Barron-Smith 
Rambler. Barron also operates the 
Barron Chevrolet, Susanville, Calif. 




















LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 







Eprror’s Note: This is another 
in a series of articles designed to 
explore distribution in the auto 
industry. 

* + 
By John K, Teahen Jr. 
Associate Editor 
_ J. NICHOLS, Dodge's 
new general manager, is a deal- 
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Nichols, 47, became Dodge gen- 
eral manager at the beginning of 
this month, replacing Matthew C. 
Patterson, who retired, 

A 20-year Chrysler veteran, he 
was with DeSoto from 1940 until 
he was named Dodge sales chief in 
1955. The following year, he be- 
came general manager of the cor- 
poration’s group marketing opera- 
tion, and in 1958 he was appointed 
automotive sales group vice-presi- 
dent. : 

a * 


N AN interview with AUTOMOTIVE 
News, Nichols offered his ideas 

on distribution, factory-dealer com- 
munication and advertising and 
discussed Dodge’s place in today’s 
new-car market. 

His philosophy on dealer commu- 
nication igs summed up in a few 
words. “You have to get out and 
talk with your dealers,” he declar- 
ed. “You have to visit some of them 
every week.” 

Nichols said he will make at 
least two swings around the 
country this year as well as nu- 
merous shorter trips. He spent 
last week in the East, The week 
before, he was in Texas. 

On these excursions, he holds 
two meetings a day—with 20 to 25 
dealers at a time, “They talk; I 

listen,” he said. 

He believes that factory officials 
should do, more than ‘aot have 
lunch with their dealers. “You have 
to spend some time in the dealer- 
ships and get the feel of the actual 
operation,” he added. 

oa ~ 





@ Can be installed on all trucks up to 
and including !'/2 tons. 

@ Complete kits include hydraulic power 
control and installation brackets. 

& —. in for Jeeps also are manu- 
‘actu 







Distributorships Available 


Kenmore Welding Corp. 


1339 Military Road 
ne 6-8772 
Kenmore 17, New York 
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SRG a Re 
FOR ALL CARS 


IKE other auto sales executives, 
Nichols called special orders 
the biggest distribution problem. 
At Dodge, he said, it takes about 
two weeks plus shipping time from 
the day the customer orders his car 
until he receives it. 

“From the dealer’s viewpoint,” he 
observed, “maldistribution occurs 
any time he doesn’t have the car 
he needs.” 

But supplying those cars is no 
bed of roses for the factory. 
Sometimes, a wave of orders 
from the field for a particular 
model will temporarily exceed the 
plant’s ability to turn out that 
All d —_ 

. "len ook Dodge faced such a situation 
ge “eh oe early in the ’61 model run when 
Face oF how © 1? V-8 orders exceeded expectations. 
Solane se +|<,Nichols said dealer requests for 

e ie sata V-8s dropped steadily throughout 
os Sear an bile the '60. run, falling from 76 percent 
i e 3° ° pubic! at the beginning to 58 percent at 
mage ur SP®! the end. So Dodge scheduled about 
clalty is building-| 55 percent V-8s for early ’61 pro- 
maintaining your) auction. 

BEST public im-| Suddenly, V-8 demand shot up to 
age. Write 62 percent. “It created a problem 
for a few weeks,” Nichols said. 
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Edward Fiske Co., ,2.0s 


N.Y. 
[FpeLes distribution ig aided by 

IBM equipment in regional of- 
fices. Each car entering the region 
is described on two IBM cards. One 
goes to the office, the other to the 
dealer. When the dealer sells the 
car, he returns his card to regional 
headquarters, and the duplicate is 
pulled from the file. 

This gives the regional staff a 
running inventory of all the cars in 
the area. It helps them locate cars 
for dealer trades and reduces the 
number of special orders. 

Another distribution problem is 
the wide range of models, op- 
tions and colors. “We want to re- 
duce the number of models,” 
Nichols said, “but we don’t want 
to do anything that would stand 
in the way of sales.” 

He noted that the factory often 
gets complaints from the field when 
it drops a model—“it always seems 
to be one that a lot of dealers can’t 
get along without.” 

For instance, Dodge thought it 


SOMETHING TO SELL CYCLISTS? 


Approximately 70,000 motorcycles/ 
motor scooters are registered in 
California. MRN can furnish you a 
complete list of owners, to help you 
sell this important market. For book- 
let, write Dept. N, Motor Registration 
News of California, 523 East 14th 
Street, Oakland 6, California. 
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wasn’t necessary to build Dart 
Phoenix sixes, but dealers want 
them, so they’re available. 

* * a 


Am wapees are many ways in which 
the model selection can be trim- 
med. Nichols mentioned that Lan- 
cer and Valiant have made the 
third seat for station wagons a 
dealer-installed item this year, and 
he pointed to the absence of two- 
door sedans in the more expensive 
series of many makes. 
He also believes that the four- 
door hardtop eventually will re- 
Place the four-door sedan in all 


ter post sedans (except lim- 
ousines) four years ago, Imperial 
did it this year. 

On the equipment side, he said 
that more items are becoming 
standard each year and that other 
options are scheduled for almost 
every regular production model 
even though they are extra-cost 
features. 

As examples, he mentioned heat- 
ers, which appear on just about 
every car, and automatic transmis- 
sions and power steering, which 
are practically 100 percent items 
on higher-priced _models, 

* 


yea believes the shopping- 
center or supermarket ap- 
proach to auto retailing can suc- 
ceed if the dealer doesn’t forget 
service. 

“Giving bargain prices isn’t 
enough,” he said. “The dealer must 
take care of the car after he sells 
it. The dealer who expands must 
do it two ways—sales and service.” 

Nichols said he has noted a 
definite improvement in dealer 
advertising during the last five 
years, and he believes that the 
National Automobile Dealers 
Assn. and state, local and line 
groups are to be commended for 
the progress. 

“Misleading ads hurt everybody,” 
he remarked. “In the short run 
they hurt the other dealers in the 
area. In the long run, they catch 
up with the man who places them.” 

He continued, “Every time a 
Dodge dealer runs a questionable 





Training Course on 


For Norfolk Salesmen 


NORFOLK, Va. — The first 
training course of its kind for new 
salesmen in the automotive field 
is under way here. The 12-week 
course, which meets one night a 
week, is being taught by J. C 
Compton jr., general manager, 
Green-Gifford Motor Corp., Ports- 
mouth, 

The course is being offered as 
part of a series on adult education 
sponsored by the Retail Mer- 
chants Assn. of Norfolk and the 
College of William and Mary, 

Six sessions are devoted to tech- 
niques of qualifying, prospecting 
and customer analysis, steps in 
selling, overcoming objections, 
closing the sale and follow-up. Re- 
maining sessions will center on 
the credit statement, credit in- 
vestigation, conditional sales con- 
tract, transfer of title, bill of sale, 
and power of attorney. 
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Nichols Cites Test: ‘Will It Help Sell Profitably?’ . . 


How Dodge Chief Sees Distribution | J 


ad, we hear about it, Neighboring 
dealers tell our regional] office. 
Sometimes, the complainant is just 
objecting to stiff competition. On 
other occasions, the regional people 
will ask a dealer to tone down his 
ads.” 
oe * ok 
oo to Dodge’s position in 
today’s market, Nichols sketch- 
ed the moves leading to the in- 
troduction of the Dart. 

For several years, he said, Dodge 
had realized that it had to do busi- 
ness under one label, Dealers want- 
ed the Dodge name on all their 
cars, but they felt they had to have 
an entry in the low-priced field. 

The corporation’s administra- 
tion committee approved the pro- 
gram, and the Dart project got 
under way. The car went on sale 
last fall and has been a smashing 
success, 

Nichols, who then was corporate 
sales chief, said Chrysler realized 
that Plymouth would lose sales, but 
it was felt that Plymouth dealers, 
too, would benefit because there 
would be fewer Plymouth outlets. 

He said the move hag resulted in 
a stronger dealer organization for 
Chrysler, an increased Dodge- 
Plymouth sales total and more sales 
per dealer. 
ok * * 

EVIEWING the “Plymouth 

Signoff” operation—Dodge deal- 
ers had to drop Plymouth when 
they got Dart—Nichols said price 
was the big factor. 

He said the splitup progressed 
rapidly as soon as Dodge dealers 
were convinced that Dart would 
definitely be priced in the Ford- 
Chevrolet-Plymouth class. 

About 97 percent of the Dodge 
dealers signed off Plymouth by 
introduction time last year, and 
today only 12 of Dodge’s 2,768 
dealers are dualled with Plym- 
outh, Some others handle Plym- 
outh in separate facilities and as 
separate companies. 

Nichols denied that Dodge “de- 
serted” the medium-priced field 
when Dart arrived. “Actually,” he 
said, “Dodge has returned to the 
low-priced field, where it was be- 
fore 1941 when it adopted the long- 
er wheelbase used by DeSoto and 
Chrysler. 

“We've done what our dealers 


want,” he said. “And the public 
seems to like it, too.” 
* cm + 


WesoLs said the compact Lan- 
cer currently is accounting for 
25 percent of Dodge sales, 

He advises dealers to “ride 
with your market” on Lancer. In 
One area, a Dodge dealer may seil 
30 or 40 percent compacts; in an- 
other, it may be only 15 percent. 

He told of a recent case in which 
two dealers in the same city were 
averaging 20 percent and 50 per- 
cent Lancer. “That’s not good,” he 
declared. “One of them is probably 
missing Lancer sales, and the other 
is missing Dart sales.” 

Asked about reports that the 
Polara series, the “big Dodge,” will 
be discontinued next year, Nichols 
replied: “It depends on sales. Right 


now, Polaras are going very well. 
We're way oversold on them, and 
we have a lot of special orders.” 

* * * 


Nichols Discusses Distribution— 


The time lag on special orders is the factory's biggest distribution problem, says 
Byron J. Nichols, left, Dodge general manager. Nichols discussed distribution policies 
and practices with John K. Teahen jr., Automotive News associate editor. 









Stainless Steel Engine— 


The new Taylor-Tyce, duai-overhead en- 
gine, with block assembly of welded and 
brazed thin, stainless steel sheet, weighs 
175 pounds and develops 175 horsepower 
in its 135-cubic-inch version. Four displace- 
ment versions, all with the same bore, will 


be available. 
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Body Engineers 
View Engine Made 
Of Stainless Steel 


DETROIT.—A new engine with 
a block of thin, stainless stee] sheet 
was shown to auto designers and 
engineers attending the 15th annual 
American Society of Body Engi- 
neers Technical Convention here 
last week. 

Designed by Lloyd Taylor and 
produced by Tyce Engineering 
Corp., Chula Vista, Calif., the four- 
cylinder engine features a combina- 
tion of high power, lightness and 
durability. One model of the engine 
delivers 175 horsepower, yet weighs 
175 pounds, or one horsepower per 
pound. 

Chief reason for the engine’s out- 
standing performance is said to be 
its use of brazed stainless steel 
for the block assembly, including 
combustion chambers, cylinders, 
water jacket, intake and exhaust 
ports, upper block, pan and spark- 
plug tubes. 

Several standard parts. for De- 
troit cars were adopted for the 
Taylor Tyce engine — Thunderbird 
intake and Pontiac exhaust valves, 
Chevrolet Six valve guides, and 
Ford Six connecting rods. Several 
transmissions, including the Cor- 
vette four-speed and Falcon three- 
speed units can be used with the 
new engine. 

The engine, which is available 
in four displacement sizes (91, 105, 
120 and 135 cubic inches), can be 
converted from one size to another 
by replacing the crankshaft to 
change the stroke. The engine is 
expected to go into limited produc- 
tion early next year. AUTOMOTIVE 
News reported full details of the 
engine in the Sept. 5 issue. 


Rieu ‘Appointed 
AMC Zone Chief 


PITTSBURGH.—F. J. Klauer jr. 
has been promoted to manager of 
the Pittsburgh zone of American 
Motors Sales Corp. Formerly assist- 
ant zone manager, 
Klauer replaces 
Harold Lack who 
now is Detroit 
zone manager, 

The Pittsburgh 
zone covers Ram- 
bler dealers in 
Western Pennsyl- 
vania, Northern 
West Virginia 
and parts of Ohio 

. and Maryland. 

F, J. Kiauer Klauer, a 25- 
year veteran of the auto industry, 
joined American Motors in 1949 as 
a district manager in the Boston 
zone. After serving as sales promo- 
tion manager and assistant zone 
manager in Boston, he was trans- 
ferred to Pittsburgh as assistant 
zone manager in July, 1958, 


Norway Lifts Curbs 
On Purchase of Cars 


OSLO, Norway.—Import restric- 
tions have been lifted by Norway, 
clearing the way for purchases of 
cars without a permit for the first 
time in 20 years. 

Since Norway doesn’t produce 
any cars, foreign car builders have 
launched ‘countrywide sales cam- 
paigns, taking full-page ads in a 
number of newspapers throughout 
the land. 
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For complete information on bigger profit percentage with a ‘Jeep’ franchise write: C. W. Moss, Vice President Sales, Willys Motors, Inc., Toledo 1, Ohio 
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are the best bin buy 


IT’S A FACT that Borroughs Bins are saving time, labor and money for parts departments the country 
over—and they can do the same for you. IT’S A FACT that Borroughs has bins for every storage 
need, including small parts bins, bulky parts bins, long parts bins. IT’S A FACT that Borroughs Bins 
are outstanding: in quality, construction and petformance features. IT’S A FACT that Borroughs’ 
complete plan-o-graph service covers all storage angles, from survey to installation. MANY 


MORE FACTS for the asking! . . . 


send for Borroughs Bin Catalog TODAY! 


Borroughs Sliding Shelves 


18 gauge steel. 35%” long with % 


Modern Motor, Glendale, Calif. 


Borroughs Sliding Dividers 


Sliding Label Holders 


label holder attached. 


Borrouvghs Standard Trays 


maximum strength. Formed pull. Lanced 


of tray. 


Brundage Motors, Jacksonville, Fla. 





” front and rear 
flange. Front flange has a %” return flange, and is 
pierced at each end to receive 3” label holders. 





20 gauge, in 1%", 3%", 4%" and 6%" heights. 3” base 
flange. Dividers snap over front and rear shelf flanges 
and hold by spring tension. Label holder attached. 


Travel with dividers. 20 gauge steel. Holders snap over 
shelf at any point, utilizing spring tension. 3” black oxide 





22-gauge one-piece flanged and hemmed body, for 


label holder and 


partition slots. 20 gauge back stop spot welded to back 





These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: Universo! Equipment Co. HOUSTON: W. W. Cannon Co. PORTLAND, Ore.: 


2420 Oakville St. 1901 Winter St. 
ATLANTA: Bins & Equipment Co., Inc. INDIANAPOLIS: Automotive Bin ServiceCo.,Inc. SACRAMENTO: 
1918 Buford Highway, N.E. 54 West 30th St. 
BROOMALL, PA.; Eost Coast Distributing Co. JACKSONVILLE: Bins & Equipment Co., Inc. SALT LAKE CITY: 
2010 Boxwood Dr. 2610 Ligustrum Rd. 
BUFFALO: Automotive Bin Service Co., Inc. KANSAS CITY, MO.: Siggins Co. 
20 East North St. 708 Broadway ST. LOUIS: 
CHICAGO: Felix F. Loeb., Inc. tos ANGELES: Gi -P, Co. 
8810 S. Vincennes Ave. : 4180 €. piedes St. ST. PAUL: 
CINCINNATI: Automotive Bin Service Co., Inc. LOUISVILLE: Automotive Bin Service Co., Inc. 
1220 Richmond St. 204 Builders Bldg. we 
CLEVELAND: fcsnetice Oe Service Co., Inc. MEMPHIS: Metal Products Co. TTLE: 
are ane ve, 359 Madison Ave. sare, 
Ae re aes Oe MILWAUKEE: | Felix F. Loeb, Inc 
DENVER: Sparkmon-Borker Co. oo STERLING, ILL: 
421 Santa Fe Dr. NEW ORLEANS: Edco Metals. Inc. 
DETROIT: Automotive Bin Service Co., | rom Yuren Se TACOMA: 
+ Automotive Bin Service Co., Inc. 
10040 Freeland Ave. NEW YORK: oye od -~ Corp. 
farick St. 
FAR Adams, Inc. TOLEDO: 
- ) North ‘3th St, OAKLAND: William * 4 Co. 
1834 Adeline St. 
FORT WORTH: W. W. Cannon Co, i 
P, ©, Box 464 OKLAHOMA CITY: W. W. Cannon Co. WATERTOWN, Mass.: 
P, O. Box 
PRESNO: Healey & Co. % ‘ 
2302 Tulare St. OMAHA: Siggins Co. PUERTO RICO: 
HONOLULU,Haweik: Hunters’ Office & Industrial 1236 S. 13th St. 
Equipment Co. PHILADELPHIA: East Coast Distributing Co. CANADA: 
538 Reed Lane 780 S. 52nd St. 


The Brower Co. 
1633 N. W. 21st Ave. 


Paul W. Roeder Co. 
1721—13th St., P.O. Box 1552 


Business Equipment Co. 
902 S. Main St. 


Siggins Equipment Co. 
1410 Pierce Ave. 


Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginia St. 

William A. Gore Co. 

214 3rd Ave., S. 

Felix F. Loeb, Inc. 

1708 Avenue F 


Tacoma Asbestos Co, 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 


Alexander Steel Products, Inc. 
264 N. Beacon St. 


Automotive Specialties, Inc. 
252 Ponce de Leon Ave., Hato Rey 


Wickware-Stackbin, Ltd. 
P.O. Box 740, Perth, Ontario 





B °o a R o is ax ae 3 MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST. anf . KALAMAZOO, MICHIGAN 





Dimmitt Taps All Potentials .. . 





Dealer’s Expansion 
Gets Quick Results 


By E. C. Bash 
Staff Correspondent 


CLEARWATER, Fla—The ex- 
pansion and modernization pro- 
gram in progress in every depart- 
ment of the Larry Dimmitt, Inc. 
(Chevrolet-Cadillac) is achieving 
outstanding results, according to 
Earl Post, general manager. 

Not only is this program in- 
creasing new- and used-car sales 
and services, but it is tapping 
potentials in other fields, Post 
said. 

Larry Dimmitt sr. entered the au- 
tomotive field 45 years ago, first as 
a Buick dealer. Then he became a 
Ford dealer, and later returned to 
the General Motors fold. As Clear- 
water grew and prospered, so did 
the dealership. 

With the area’s population ex- 
plosion of 310 percent in the last 
10 years, Post said, it became ap- 
parent that expansion of the deal- 
ership was needed to meet new 
challenging market conditions, 

Trained manpower and manage- 
ment, experienced in large-volume 
operations, were brought in to 
spearhead the program. A general 
manager, a new service manager, 
a new sales manager, a paint-and- 
body-shop manager, a shop fore- 
man and other staff members were 
added. In all, Post said, 11 addi- 
tional salaried workers were hired. 

The new program is under the 
direction of these men and the 
original staff, with the guidance 
of Larry Dimmitt jr., president. 

The firm’s excellent location, cov- 
ering almost an entire block on 
US. Highway 19-A, is on the main 
North-South thoroughfare. On the 
southwest corner the firm put up 
an additional showroom, with cen- 


Oldsmobile Names 


3 Zone Managers 


LANSING.—William R, Owen, 45, 
former Oldsmobile Newark zone 
manager, has been named Philadel- 
phia zone Manager, succeeding 









W. R. Owen R. F. Teeter 


Thomas A, Chevako, who is being 
transferred to the main plant in 
Lansing as director of sales analy- 
sis and distribution. 

Oldsmobile also named Robert F. 
Teeter to succeed 
Owen in Newark. 
With Oldsmobile 
since 1945, Teeter 
formerly was 
Milwaukee zone 
manager. 

Donald T. Coop- 
er, 51, former as- 
sistant zone man- 
ager of Oldsmo- 
bile’s Cincinnati 
zone, has been 
promoted to zone 


D. T. Cooper 
manager of the Milwaukee sales 
area succeeding Teeter. 
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Second Showroom Added 
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y Dimmitt— 


tral air-conditioning and heating. 
The building, separate from the 
original showroom, has glass walls 
on three sides, and a simple unclut- 
tered interior elegance. 

The service parking area was ex- 
panded and paved. This area and 
its several service buildings now 
total 285,000 square feet. 

Added were a control tower to 
route and expedite all service work; 
a service-customer reception area 
to keep cars from blocking service 
entrance; an intercommunication 
system to each mechanic; and a 
new spray booth in a new paint 
building. 

A separate, three-stall Car Beau- 
teria section and undercoat depart- 
ment has just been opened, where 
washing, Blue Coral, porcelainizing 
and upholstery work is done. 

This service is proving popular 
in this salt-water area, where salt 
spray and high oxidation play hob 
with car finishes, Post said. 

Installing lubrication stalls 
with new overhead equipment has 
resulted in considerable savings 
at the new-car get-ready depart- 
ment, Post added. Bulk storage 
permits volume buying, and at 
the same time saves floor space, 
improves efficiency and the ap- 
pearance of the stalls. 

New tools and equipment are 
added as needed. All tools are lo- 
cated in one area easily accessible 
to all mechanics. 

Eventually, it is planned to set 
up additional services, such as trim 
shop, radiator-repair shop, glass 
department, tire store, etc., to re- 
duce the necessity of farming out 
such work, Dimmitt said. 

The used-car lot has display can- 
opies on three sides, new lighting, 
new signs and has just been re- 
paved, as has the nearby truck lot. 
It is located on State Highway 60, 
which is the main street of Clear- 
water and the East-West artery to 
Tampa. 

In the past year, Dimmitt said, 
cash investments in land, tools, 
equipment and improvements have 
totalled more than $147,000. 

Improvements have not been lim- 
ited to the physical. Methods used 
in every department were analyzed 
to determine where improvements 
could be made, savings in man- 
power could be affected, and over- 
lapping of authority and duties 
could be cut. A daily operating- 
control system is being perfected. 

Under the direction of the cor- 
poration’s new service manager, 

Al Hatch, a customer-history file 
has been established. Car owners 
are being followed up on a 30-60- 
90-120-day basis. 

A three-to-five day followup, in 
letter form, by the service manager 
following new-car delivery results 
in any customer problems coming 
direct to the service department 
where they belong, instead of to the 
new-car salesmen, said Hatch. 

This system instills confidence in 
the mind of the customer, Hatch 
believes, and already has cut com- 
plaints 50 percent. 

Under the direction of the new- 
car conditioning foreman, more em- 
phasis is being placed on quality 
predelivery service. This operation 
has been relocated away from the 
main service building. 

By establishing a new inventory- 
control system in the parts depart- 

(Continued on Page 47, Col, 4) 





A separate Cadillac showroom has been put up by Larry Dimmitt, Inc. (Chevrolet- 
Cadillac), Clearwater, Fla., in a giant expansion program. The new building is at the 
right, and the original showroom housing Chevrolet is down the street. 








Shee 


rr nw Ve wee 


wae = &  s 





AUTOMOTIVE NEWS, NOVEMBER 21, 1960 





Lawsuits Affecting Dealers ... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 

OTWITHSTANDING differences 

of opinions on the legal mean- 
ing of certain clauses in an insur- 
ance policy, it is certain that if an 
automobile dealer 
violates an insur- 
ance policy and 
fails to give re- 
quired notice to 
the insurance 
company of a loss, 
such dealer can- 
not recover under 
the policy. 

For illustration, 
in Lambert v. 
Travelers Fire In- 

i. f. Paster surance Co., 274 
Fed. (2d) 685, the testimony showed 
facts, as follows: One Lambert 
owned and operated Lambert Motor 
Co. Lambert had a policy of insur- 
ance insuring him against theft of 
cars. The policy contained a clause 
requiring Lambert among other 
things to file proof of loss with the 
insurance company within 60 days 
after the occurrence of theft of an 
automobile. 

Lambert was in acute financial 
straits. He had a number of 
checks..out to one Davis and no 
funds to cover them. The man- 

Malone, of the company 
which had been financing Lam- 
bert’s operations became concern- 
ed about.its security. Other cred- 
itors were disturbed. 

Lambert left town, ostensibly on 
a trip for the buying of cars. On 
prior occasions, his trips for such 
purposes had been from three or 
four days to a week. As on former 
occasions, Lambert left his sales 
manager, Hewitt, in charge upon 
his departure. On the day follow- 
ing his departure, Lambert tele- 
phoned to Hewitt, saying that he, 
Lambert, was going to have to stay 
out on the road because Malone, 
the manager of the finance com- 
pany, was after him about the 
money he owed, 

4 + + 


Away Several Weeks 


AMBERT did not return for sev- 
eral weeks. In the meantime, 
Davis came to Hewitt and stated 
that he was going to take some of 
the cars for what Lambert owed 
him. Hewitt told Davis he shouldn’t 
do that because Malone was financ- 
ing Lambert. Hewitt left the prem- 
ises for a little while and then ob- 
served Davis driving cars off. Hew- 
itt made no effort to stop Davis 
nor did he then or thereafter com- 
plain to any police officer or sher- 
iff. 

After several weeks, Lambert 
returned and demanded that the 
insurance company pay to him, 
under the theft policy, the value 
of the automobiles taken from his 
lot. 

The higher court refused to hold 
the insurance company liable in 
view of the fact that Lambert had 
not given notice and had not filed 
proof of loss within the time lim- 
ited by the insurance policy. This 
court said: 

“It is not claimed that any proof 
of loss was made within the time 
fixed in the policy or at any other 
time.” 


again; that he called the Nash 
Central Motors and was advised 
that the thermostat had stuck, so 
he bought a new one and had it 
installed. He testified that the 
brakes “wouldn’t hold.” 

Later Davis took the defective 
automobile to Nash Central Motors 
and told the service foreman to “Go 
ahead and fix the car.” The repair 
bill amounted to $182. Davis then 


Vandals Ruin New Cars 
Five Times in 10 Days 


MINNEAPOLIS. — Vandals snip- 
ped a hole in a fence and for the 
fifth time in 10 days entered the 
Minar Co, (Ford) new-car lot and 
ruined the interior of a 1961 car. 

A total of 19 cars have been “ma- 
liciously damaged” at the lot in 
northeast Minneapolis. Upholstery 
and seats have been slashed and 
most recently five new tires were 
stolen. 























































* * a 

Don’t Be Spiteful 

LL automobile dealers should be 

very certain not to perform any 
act against a customer through 
“spite” or “malice.” If he does so, 
heavy punitive damages may be 
awarded the customer. 

For example, in Davis v. Nash 
Central Motors, 332 S. W. (2d) 475, 
the testimony disclosed these inter- 
esting facts: A man named Davis 
purchased a Nash automobile from 
Nash Central Motors. The purchase 
price of $295 was fully paid through 
a $100 tradein allowance and $195 
in cash. 

The written sales agreement re- 
cited that the car was bought “as 
is,” although Davis said he did 
not notice that provision at the 
time. It was Davis’ testimony that 
he immediately had difficulties in 
operating the vehicle. He said that 
before he got home the water 
boiled; that he put in more water 
at a filling station; that it boiled 
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value categories. 





talked with Claude R. Freeman, 
general sales manager of Nash Cen- 
tral Motors, who told him the com- 
pany would bear no part of this 
repair expense, and that he would 
have to pay the whole bill in cash. 


Davis claimed that later an offi- 
cial of Nash Central Motors told 
him to take the car, and Davis 
drove the automobile away to his 
home. Nash Central Motors hired 
Stone of the Bonded Adjustment 
Service to “locate the car.” The 
agreed fee for this service was $45. 
Stone made three attempts to get 
possession of the automobile and 
finally one night he and his part- 
ner pushed the car from in front 
of Davis’ home and delivered it to 
Nash Central Motors, 


* * +* 


Owner Seeks Car 


by following day, Davis went to 
the Nash Central Motors and de- 
manded return of his car. This de- 
mand was refused and Davis sued 
the Nash Central Motors for $350 
normal damages plus $5,000 punitive 
damages. The higher court prompt- 
ly awarded Davis $350 normal dam- 
ages and explained that $5,000 puni- 
tive damages would be awarded, if 
the testimony showed that “malice” 





claim was under a repairman’s 


er lien, which it lost when it lost 
far possession of the automobile. All 
ANDVE RSON'S 


this, the defendant (Nash Central 


“Yet, having no valid claim, de- 


ff CA Pea SHOP Motors) must be deemed to have 
W ; known. 
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“Just do the best you 


fendant, through its employe, Mr. 
Stone, either forcibly took posses- 
sion over plaintiff's (Davis’) pro- 
tests, or it accepted such possession 
from Mr. Stone, and held on to pos- 
"| session over plaintiff’s (Davis’) pro- 
tests and demand for its return, 
thereby converting the automobile 
to its use and depriving plaintiff 
(Davis) thereof.” 
* * @ 


Schools Win Exemption 
can on | From Vermont Use Tax 


the worst with the least that'll 
. MONTPELIER, Vt. — Nonprofit 
make it look like the most.’ educational institutions are exempt 





from payment of Vermont’s new 


was present. After due considera-| use and purchase tax on motor ve- 
tion, the higher court awarded|hicles, according to a ruling by 


Davis $5,000 punitive damages, say- 


ing: 


Arthur E. Crowley jr., deputy at- 
torney general. 
The Vermont Motor Vehicle De- 


“Malice, as a or punitive 
_ ee intenti partment had asked the attorney 
damages means onal general’s office to make a ruling 
doing of a wrongful act without | since the law establishing the tax 
just cause or excuse. Here defend- | does not specifically exempt non- 
ant’s (Nash Central Motors’) only | profit educational organizations. 





FRAM AND FRAM SUPPLIERS 
REWARD DEALERS WITH GIFTS 


THAT ARE ABSOLUTELY FREE! 


MILLIONSSS 


HERE'S HOW YOU GET YOUR FREE GIFTS: 


] For every 24 Fram Filters you buy your Fram 
Supplier will give you two gift certificates 
ABSOLUTELY FREE. 


2 Certificates may be redeemed for yourchoice of 
fabulous nationally advertised merchandise. 


3 Gifts may be secured for two certificates, some 
for three, four, five, six, ten, twelve, etc. 


4 Certificates may be redeemed at any time or 
accumulated and redeemed for gifts in higher 


(Offer expires Dec. 31st, 1960.) 


FRAM CORPORATION, Providence 16, R. I. 





These gifts are yours ABSOLUTELY FREE...personal gifts... for your home and workshop... for every member of your family! 


Gifts are ABSOLUTELY FREE...they don’t 
cost you a penny. They’re your reward for 
selling Fram Filters. Get your gift Certifi- 
cate Book from your Fram Supplier...start 
saving valuable Gift Certificates today. 


CURRENT FRAM NATIONAL ADVERTIS- 
ING MAKES FRAM FILTERS EASIER TO 
SELL THAN EVER BEFORE! Outstanding 
4-color ads in the Saturday Evening Post 
. billboards on major highways...exciting 
point-of-sale material! 


Get your share of 


valuable free gifts. 


ORDER FROM YOUR 
FRAM SUPPLIER 
TODAY! 





YOUR FIRST LINE OF ENGINE PROTECTION 
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Parts Builders Sign MoPar Agreement— 


Shown are MoPar officials and the remanufacturers who are producing remanufac- 


tured parts for installation in Chrysler Corp. and competitive vehicles. MoPar and Nu- 


built Remanufactured Parts will be distributed through MoPar wholesalers and Chrysler 


dealers. The parts carry a nationally honored warranty. From left, second row, are, 
R. F. Ackerman, product planning and development director, Chrysler Motors Corp. 
(MoPar); T. E. Waterfall, Chrysler Motors sales director; K. B. Brown, president, Kenco 
Corp., Warren, Mich.; C. A. Parson, vice-president, Engine Rebuilders, Inc., Tacoma, 
Wash.; R. E. Lee, president, Precision Automotive Rebuilders, Inc., Hutchinson, Kans.; 


J. H. Fisher, president, F & B Mfg. Co., Inc., Columbus, O.; R. J. Gilfillan, supervisor, 


MoPar product planning remanufacturing, Chrysler Motors, and J. W. Caskey, Kenco 
executive vice-president. First row: D. Cross, F & B general manager; K. T. Lally, Engine 
Rebuilders president; V. C. Reh, small parts production supervisor, Precision Automotive 
Rebuilders; M. P. Long, Precision Automotive secretary; W. F. Butlin, Kenco sales man- 
ager; W. A. Cooke, remanufacturers’ representative, and J. W. Will, vice-president, Lal 





Par Mfg. Co., Inc., Amsterdam, N. Y. 
oe. @ 
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MoPAR \ 
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MoPar's Decal— 


This decal, in red, blue, yellow and 
white, will appear on all MoPar-approved 
remanufactured parts and on all cartons 
containing the parts. The decal is designed 
to identify the part as being remanufac- 
tured. It also signifies that the part car- 
ries a nationally honored warranty for the 
protection of the buyer. 


Tire Sales Exceed 
67 Million for 
3-Year Peak 


WwW YORK.—Replacement tire 

sales reached a three-year high 
in the past 12 months with a total 
of 67.1 million tires sold for private 
cars alone. This is an increase of 
350,000 over the year before, and a 
full 6% million above the 1958 sales 
figure, according to the 24th annual 
“national automobile and tire sur- 
vey,” just completed by Alfred 
Politz Research, Inc., under the 
sponsorship of Look magazine. 


Total private passenger tires cur- 
rently on the road are shown to be 
231,840,000, of which 143,107,000—or 
roughly 62 percent—are replace- 
ments, The 67.1 million tires bought 
during the past year — a figure 
which includes both new and re- 
tread replacements — represent al- 
most half, or 47 percent, of all re- 
placement tires in use in the priv- 
ate passenger category today. 

The Look survey covers private- 
ly owned non-commercial passen- 
ger cars only, Figures on tire sales 
do not include any tires or replace- 
ment rubber purchased for public 
or commercial vehicles, 

The figures showed that one pri- 
vate car in 10 in the United States 
—altogether some 4.7 million cars— 
is equipped with only four tires, 
and doeg not carry any spare rub- 
ber. 

The survey also showed that new 
and used-car dealers sold 2% per- 
cent of the new and retread tires 
purchased in the last year. 






{merica’s Motor Vehicles 


12-12 Warranty Termed 


ement 


Aid in Building Business 


Mweost dealers look upon the 12- 
month, 12,000-mile warranty as 
a tool which they can use to good 
advantage in customer relations. 
They feel that, if properly present- 
ed to owners, the warranty can be 
very helpful in aiding them in re- 
taining the new-car buyer as a 
regular customer for the period of 
the extended warranty. 


In that time, they feel the cus- 
tomer’s habit of coming back to 
the dealer for most service needs 
will be so well ingrained that it 
will continue indefinitely. 


But these same dealers fully re- 
alize that they must make it easy 
for the new-car buyer to become 
a steady and satisfied customer. 

Many dealers have looked with 
fear upon the exodus of new own- 
ers from their shops at the end of 
the old warranty period but had not 


MoPar Handles Program .. . 


Chrysler to Market 
Rebuilt Parts Line 


es CORP., through its 
Mopar Division, will begin dis- 
tributing remanufactured parts and 
assemblies to the trade early in 
December, 

This will be the first time that 
an auto manufacturer has inaugu- 
rated such a comprehensive and 
far-reaching program to aid both 
dealers and protect the reputation 
of the product. 

The new line of products, to be 
known as “Mopar Remanufactur- 
ed Parts,” will be available to 
the trade through Mopar parts 
wholesalers and all franchised 
Chrysler Corp. vehicle dealers. 

In addition to the remanufactur- 
ed parts for Chrysler cars and 
trucks, said T. E. Waterfall, Chrys- 
ler Motors Corp. sales director, the 
company will market a complete 
line of remanufactured.parts for all 
other make vehicles. 

These products will be marketed 
under the name “Nubuilt” and will 
be distributed through the same 
sources. 

The program is aimed at increas- 
ing Chrysler dealers’ service vol- 
ume and providing a warranted 
source of remanufactured parts 
and assemblies. 

* * e 
ONE of the program’s most im- 
portant features is its national 
90-day, 4,000-mile warranty on all 


parts traded in on the remanufac- 
tured parts. 

The five remanufacturers selected 
by MoPar for the initial production 
and assembly average over 17 years 
of experience in their field and all 
have a reputation for quality work. 

They are Engine Rebuilders, Inc., 
Tacoma, Wash.; F. & B. Mfg. Co., 
Columbus, O.; Kenco, Inc., Warren, 
Mich.; Lal Par Mfg. Co., Inc., Am- 
sterdam, N. Y., and Precision Auto- 
motive Rebuilders, Inc., Hutchin- 
son, Kans. 


* * * 
Chrysler Standards Rule 


A’ parts will be built to Chrys- 
ler engineering specifications, 
with new parts being used in their 
remanufacture, To assure quality, 
the output of these remanufactur- 
ers will be checked by a special 
task force set up in Chrysler’s cen- 
tral service section. 

Initially, the product line will 
include remanufactured engines, 
transmissions, V-8 cylinder heads, 
carburetors, voltage regulators, 
clutch discs and pressure plates, 
generators, starters, armatures, 
fuel pumps, oil pumps, torque 
converters, crankshaft kits and 
connecting rods. 

All authorized remanufactured 
parts will be identified with a spe- 
cial MoPar decal which will be 
placed directly on all large parts 
and on the containers of smaller 


units. Adjustments on faulty parts| parts 


will be made in any part of the na- 
tion, regardless of where the unit 
was bought. 

Under the warranty and dis- 
tribution program, a part or as- 
sembly bought in the East will 
be replaced on the West Coast or 
in the South if it is found faulty. 
The closest Chrysler Corp, dealer 
will make the adjustment, 

Five remanufacturers throughout 
the country have been selected to 
turn out these products. They will 
work through the parts wholesalers 
in their area, greatly minimizing 
one of the normal rebuilder’s high- 
cost operations—pickup and de- 
livery in single-item lots. 

Under the MoPar setup, the re- 
manufacturer can deliver in full 
loads to the wholesalers and be 
assured of full-load returns of 


arts. 

In addition to the savings on the 
lower-priced remanufactured parts, 
the program provides quicker serv- 
ice to the owner through replace- 
ment: of badly worn assemblies 
rather than through repair, Most 
remanufactured parts and assem- 
blies can be installed in less than 
half the time it takes to repair or 
overhaul a unit. 

Chrysler dealers have been as- 
sured that the MoPar remanufac- 
tured parts and assemblies will be 
competitively priced. 

“Our dealers,” said Waterfall, 


“will be able to serve more cus- 
(Continued on Page 28, Col, 3) 
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been able to formulate any pro- 
gram to overcome it. 
cod * +” 

OW there will be a forceful in- 

centive for many more buyers 

to stay with the selling dealer, or 

at least with a dealer for the same 

line, for most of their service needs 
for at least one year. 


Many dealers were upset about 
the new warranty at the time of 
announcement. Many are still upset 
about it, primarily because the ori- 
ginal announcement caught many 
factory service executives flat- 
footed with no prior knowledge that 
anyone was going to make the long- 
established policy agreement a war- 
ranty and the factory service de- 
partments have not had sufficient 
time to get their interpretations to 
their dealers. 

While the 12-12 warranty close- 
ly follows the terms and condi- 
tions of the fermer warranty and 
the policy agreement, there are 
some minor points in the war- 
ranty that are different. 

Because of the attitude of the 
Federal Trade Commission on any 

published statement such as the 
details of a warranty as important 
as this, the complete terms of the 
new warranty as it will be sent 
to the dealers must be checked and 
rechecked to make certain it is in 
perfect legal form. 
* * + 
A Lengthy Task 
vee cannot be done overnight 
and, as @ result, some factories 
have had to delay informing their 


dealers on the precise coverage of 
the new warranty. 


It was also very unfortunate, say 
many dealers, that the origina] an- 
nouncements of the 12-12 were 
worded so ambiguously that many 
owners got the impression that the 
factories were going to take care 
of many items under the new war- 
ranty that are purely maintenance 


items and will not be covered in 
the extended warranty. 
Without detailed knowledge 

from the factory as to just what 
is and what is not covered in the 
new warranty, the dealers and 
their service managers have been 
put in an embarrassing position 
by many owners who took many 
things for granted that were 
never intended, but might have 
been implied, in some of the early 
announcements. 

It is regrettable that, due’to the 
circumstances, there must be the 
time lag between the original an- 
nouncement and the official notices 
to the dealer body. This rarely hap- 
pens because planning for such a 
momentous announcement usually 
is completed well in advance of the 
actual announcement to the public. 

* * + 


HIS was not done in this in- 

stance. 

Because only 7.6 percent of the 
average dealer’s customer labor 
work is warranty work, no dealer 
should be worried too much about 
the extra burden that the extended 
warranty will impose on his service 
facilities or manpower. (The 7.6 
percent figure does not include 
other internal work.) 

Factory warranty experts feel 
that the new warranty will not 
materially increase warranty 
work or expense if the warranty 
is properly administered. At the 
most, it is estimated that less 
than 10 percent of the average 
dealer’s customer labor will be on 
warranty work. 

This added workload can be off- 
set by installing quick service in one 
or more stalls and boosting effi- 
ciency. 

* o 3 * 


Quick Service Pays 
= EVERY shop where quick serv- 
ice has been used properly, there 
has been a definite saving in lost 
(Continued on Page 31, Col. 1) 


Backshop 


-.- by Jack Weed 


Aftermarket Concern 
S. ROSE, president of the 

* Motor & Equipment Manufac- 
turers Assn., recently sent out a 
letter to all MEMA members which 
started out, “Changes in the auto- 
motive aftermarket, normal at any 
time but greatly accelerated in re- 
cent years, have so altered this 
market in which members of 
MEMA have a mutual and abiding 
interest that I believe it is vitally 
important for all of us to partici- 
pate in a close and critical reap- 
praisal of said market. 

“In doing so, it is necessary that 
we consider all meang available to 
us, as the oldest association in this 
field, to bring order out of confu- 
sion. 

“It is scarcely necessary to call 
to your attention the conditions 
in our industry to which I refer. 
Loose distributive practices, in- 
adequate legislative controls in 
some areas and over-restrictive 
ones in others, loss of contact be- 





tween manufacturer and custom- 
er, the growing lack of skilled 
mechanics to deal with today’s 
more complicated cars, these are 
but a few of the symptoms of the 
change in the aftermarket which 
we regard as occasions for con- 
cern. 

“To the extent that these symp- 
toms represent changes in the tem- 
po of our times, it is up to us to 
understand them and to accommo- 
date ourselves to them. To the ex- 
tent that they represent a challenge 
to the continued growth and well 
being of the industry, we must get 
at their source and take whatever 
remedial action is required.” 

* a * 


Roe goes on to say that the 
officers of MEMA have decided 
upon a course of action which in 
their opinion “will go far toward 
returning the aftermarket to the 
stability which it has traditionally 
enjoyed for so many years.” 

We presume that one of the 

(Continued on Page 35, Col, 1) 















““We need the most serviceable, the most 
rugged equipment there is—in order to haul 
up to 88,000 pounds of steel on stop-and-go 
runs throughout Michigan and Ohio.” So 
says Harry Murphy, maintenance superin- 
tendent for Hess Cartage Company, Detroit. 
For over fifteen years Mr. Murphy has had 
charge of the Hess fleet of over 600 pieces 
of equipment, including 80 Spicer-equipped 
GMC tractors. ‘“‘We’ve standardized on 
Spicer components,” says Mr. Murphy, 


Maintenance Executive 
Specifies Spicer Because... 


‘“‘because they’ve proven longer lasting, less 
costly to operate, more trouble-free than 
any other kind. 


“Our preventive maintenance program calls 
for overhauling our transmissions every 
250,000 miles. Frequently, however, when we 
check our Spicer transmissions we find prac- 
tically no bearing wear—and gears almost 
never have to be replaced. And something 
else of tremendousimportance to us—replace- 
ment parts are available wherever we operate!”’ 











FOR TRUCK DEALERS THIS MEANS... 


. . . that Spicer components have been proven superior over the 
years right on the job. And that to be sure your fleet customers get 
the most dependable equipment, you should SPECIFY SPICER. 
Transmissions, auxiliary transmissions, clutches, universal joints 
and propeller shafts—all made by Spicer, -all preferred by experi- 
enced maintenance executives in most of America’s largest fleets. 


If you don’t know what Spicer components are available, or can 
be specified, write the truck manufacturer or Dana Corporation, 


Toledo 1, Ohio. 












Harry Murphy, maintenance 
superintendent of Hess Cart- 
age, Detroit, places his con- 
fidence in Spicer components 
—such as this 1700 series 
universal joint. 





One of 80 steel-hauling GMC 
diesel tractors owned by Hess 
Cartage, Detroit, all of which 
are equipped with Model 
6853-C Spicer 5-Speed 
synchronized transmissions and 
1700 series universal joints. 


SPECIFY SPICER! 


DANA ...-c.a.c- 


Toledo 1, Ohio 








tomers while conserving much of 
their mechanics’ time. 
a + * 
“q THER dealer benefits of the 
remanufactured-parts pro- 
gram are high dollar volume, good 
profit, growing customer accept- 
ance, quick availability and open- 
ing of a new avenue to capturing 
the business of owners of older 
cars who normally do not come 
back to the franchised dealer for 
service.” 





BE Oe ee ak The remanufactured parte and 
Blackhawk Unveils ‘Showmobiles'— Fle Ws ‘ote 


Increasing jobber salesman's awareness of the fast-changing body and frame ir 
market is the aim of this fleet of demonstrator trucks or 'Showmobiles,” tshandoeed fh by| Shops through dealer and 
Blackhawk Automotive Division, Milwaukee. All Showmobiles are stocked with the| Parts 
latest body-repair equipment. With the Showmobile assisting them, jobbers can hold| In announcing the program, Wa- 
sales meetings inside their shops. All vehicles are manned by experienced| terfall disclosed the major eco- 
body and frame repairmen who will assist the jobbers in their sales presentations. nomic factors that prompted Chrys- 


service stations and specialty 
the 


RUGGED 


Tough Jobs 


as 
Bere 3%. °3 


4-TON BODY JACK 


Push with the pads and toes... 
pull with the pull jack and 

fender clamps... spread with the 
duck-bill spreader. You can do 

so many jobs with this remarkable 
SNAP-ON 4-ton body jack, it pays 
for itself in short order. 


Ram is short and slender — 
can be used in very close quarters. 
Six-foot rubber hose lets you put 
ram in the best and safest position. 
Hose is special oil-resistant rubber 
with imbedded steel mesh — stands 
2500 psi working pressure. Relief 
valve protects against overload 


damage. 


Everything is here that you need 
—all attachments, pads, tubes, 
toes, spreaders, chain, etc. — 
and all are made to SNAP-ON’s 
high-quality specifications to assure 
long, rugged life. 


STAND KEEPS PARTS HANDY 


immediately. 


TO MECHANICS YOURS ON EASY PAYMENTS 


WHO SERVICE 
FOREIGN CARS 


Ask about SNAP-ON 


wrenches in Metric 
or Whitworth stand- 
ard sizes. Available 
in most popular 
types and sizes. 


describing set. 





8082-K 28th Avenue « 
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MoPar Handles Program .. . 
Chrysler to Market 


Rebuilt Parts Line 


(Continued from Page 26) 


ler Corp. to enter the remanufac- 
tured-parts business. 

“The fastest growing and most 
profitable phase of the parts and 
service business,” he said, “is in the 
servicing of older vehicles, especi- 
ally those in the three-to-nine-year 





Auto Courses Return 


To Atlanta High Schools 


ATLANTA.—According to E. C. 
Barr, principal at Hoke Smith 
High School, Atlanta public high 
school students are taking prac- 
tical automotive mechanics for 
the first time in many years. 

In a joint effort of the school 
system and major automobile 
manufacturing companies, the 
students are being supplied with 
the latest automobile assemblies, 





BJ-4-S Body Jack 
Yours on easy payments 


This handsome, sturdy storage stand eliminates the chore of 
groping in a tool box for body jack parts and fittings. The smooth- 
rolling, large casters (optional) make your body jack set much 
more mobile and easy to transport from job to job, even over 
rough, uneven floors. Stand is built to withstand hard usage. Has 
various hooks and platforms to hold all parts of the BJ-4 set. 
Parts are easily and quickly removed, missing parts are spotted 


Get this 4-ton body jack now on easy terms — pay for it out of 
increased profits. You'll find you can do so much more, and do 
it so much better than with a small-capacity jack. Get all the 
facts from your SNAP-ON man. Or write us for new catalog 


a SERVICE-BACKED SHOP EQUIPMENT 


Kenosha, Wisconsin 








age bracket. Today the number of 
vehicles registered in this bracket 
has increased over 63 percent, a 40 
percent gain in the last 10 years. 

“With over 70 million vehicles 
registered today, the potential of 
the existing market is quickly evi- 
dent and the demand for remanu- 
factured parts is growing yearly,” 
he added. 


* * * 


Ford Has Similar Program 


aT only other auto manufac- 
turer with a similar program 
is Ford Motor Co., which establish- 
ed 23 authorized parts and engine 
rebuilders approximately one year 
ago. 
Under the Ford program these 
rebuilders agreed to maintain a 
Ford standard of remanufactur- 
ing. However, the rebuilder must 
deal directly with the Ford deal- 
ers in his area on the Ford re- 
built engines, assemblies and 


Under the Chrysler program, the 
remanufacturer deals with the 115 
wholesale distributors, who in turn 
sell the franchised vehicle dealers. 
Inasmuch as freight and handling 
play an important role in the cost 
of remanufacture, the MoPar pro- 
gram seems to offer considerable 
savings in this important field. It 
is indicated there also will be con- 
siderable advantage in parts avail- 
ability under the new program. 


Champion Offers 
Training Program 


In Mobile Units 


TOLEDO.—To provide mechan- 
ics and other automotive service 
personnel with the latest service in- 
formation on automotive ignition 
systems, Champion Spark Plug Co. 
has adopted a “bring the mountain 
to Mohammed” approach to its 
ignition training program. 

Champion’s automotive technical 
services department, under the di- 
rection of George M. Galster, has 
developed a new type of mobile 
service vehicle, several of which 
are currently making the rounds of 
automotive repair shops and ga- 
rages throughout the country. 

These trucks are, in effect, com- 
pletely equipped engine analysis 
laboratories on wheels. They were 
developed by Champion primarily 
as an extension of the company’s 
automotive technical services de- 
partment here. 

Each mobile service truck con- 
tains equipment which can be used 
to simulate most of the conditions 
causing trouble in modern automo- 
tive ignition systems. It is capable 
of demonstrating the adverse ef- 
fects resulting from these conditions 
visually to an audience of several 
hundred people. 

The trucks also are fitted out 
with complete trou b]1e-shooting 
equipment for service purposes— 
enabling Champion’s service repre- 
sentatives to assist mechanics in 
the solution of on-the-spot, hard-to- 
solve ignition system malfunctions. 

The truck carries a distributor 
tester, dwell tachometer, coil tester, 
exhaust analyzer, oscilloscope and 
other service equipment, as well as 
a display of the various Champion 
service tools and spark plug prod- 
ucts. 


New Battery Tester 


Offered by Autolite 

TOLEDO.—Newest aid to battery 
sales is a device announced by 
Electric Autolite Co., called the 
Climate-Eye battery tester. It 
quickly provides a report of a bat- 
tery’s condition—corrected to pre- 
vailing temperature conditions. 

After a filling of the Climate-Eye 
tube with electrolyte from the bat- 
tery, a twist of the dial regulating 
the temperature compensating 
chart reveals the state of the bat- 
tery relative to accepted standards 
of good, fair and recharge condi- 
tions. 


Cooling System Literature 

CONNERSVILLE, Ind.—A litera- 
ture kit on how to service pressure 
caps and the cooling system is 
being offered to mechanics and 
service shops by Stant Mfg. Co., 
Inc., 1620 Columbia Ave., Conners- 
ville, Ind. 




































































For Make Servicemen 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AUTo- 
motives News. 


AMERICAN MOTORS SALES 
CORP.Seven mobile training 
units, with their respective instruc- 
tors, will be conducting classes in 
the following states Nov. 28-Dec. 16: 
Unit 101, Lester F. Howard, West 
Virginia, Washington, D. C., Vir- 
ginia and North Carolina; Unit 102, 
LeRoy Roberts, Pennsylvania, Dela- 
ware and New Jersey; Unit 103, 
Harvey Dittberner, New York, 
Pennsylvania and Ohio; Unit 104, 
Harry Rowe, Kansas and Missouri; 
Unit 105, Henry Shafer, California; 
Unit 106, Howell Hudson, New Mex- 
ico, Colorado and Nebraska; Unit 
107, Lloyd Graves, Texas and Louis- 
jana. 

CHRYSLER CORP.—During the 
period Nov. 28-Dec. 16, the five 
Chrysler Corp. training centers will 
offer comprehensive service-train- 
ing courses covering the latest fac- 
tory approved service procedures 
for 1961 models. In addition to serv- 
ice procedures, instruction will 
cover theory, diagnosis methods, 
corrective measures, and the cor- 
rect use of the latest special tools 
and equipment. These service train- 
ing courses are offered tuition-free 
to service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, Ill; 2930 
Forrest Hill Drive, Ss. W., Atlanta, 
Ga.; 401 Theodore ’Fremd St., Rye, 
N. v: and 1111 N. Brookhurst St., 
Anaheim, Calif. 

FORD DIVISION—D uring the 
period of Nov. 28-Dec. 16, the Ford 
35 district school instructors will 
be conducting one-day introductory 
courses on 1961 Thunderbird, Econ- 
oline and trucks for desler service 
technicians. 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 

INTERNATIONAL HARVEST- 
ER—Technical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa. are conducting 
training for dealer and fleet serv- 
icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 
tact your nearest Internetional 
truck district or branch. 

STUDEBAKER . PACKARD — 
Five technical training centers are 
currently covering all phases of 
Studebaker-Packard, Mercedes- 
Benz and Auto Union vehicles. New 
courses covering the new 1961 Stu- 
debaker are also being set up. In 
addition, field clinics will be held 
at selected cities that would be con- 
venient for al] Studebaker dealers. 


Kidder. 


training on 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
Training will be conducted at New 


, ty 
W. N. Hail, Los " Angeles by Lowell 
Young and South Bend by A, S. 


WHITE MOTOR OO.— Diesel 
school Dec. 5-9 (Cummins). Gaso- 
line school Nov. 28-Dec. 2 (White). 
At the White factory in Cleveland. 


For All Servicemen 

ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mic h.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 


AUTOMOTIVE NEWS, NOVEMBER 21, 1960 


rectly to Educational Department, 
Allen Electric & Equipment Co., 
2101 N. Pitcher St, Kalamazoo, 
Mich. 

AMMOO TOOLS, North 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave. North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 33 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available. 

JOHN BEAN DIVISION, Lan- 
sing.—(A) Wheel alignment, wheel 
balance, steering systems, Nov. 28; 
(B) Advanced wheel alignment, 
power steering, advance suspen- 
sions and minor frame straighten- 
ing, Dec. 5; (C) Collision service 
of front suspension, frame straight- 
ening and body alignment, Dec. 12. 
Combined courses are also offered. 
(ABC), Nov. 28-Dec. 16; (AB), Nov. 
28-Dec. 9; (BC), Dec. 

BEAR MFG, OO., Rock Island, 
MiL—School offers training in align- 
ment, balancing and frame 

tening for four-week pe- 

riods. Next classes Nov. 21 and 
Dec. 5. Address all inquiries to E. 
Miles Bacon, director, Bear Auto- 
motive Service School. 

BARRETT EQUIPMENT O©O., St. 
Louis, Mo.—Brake School—Theory, 
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principles and practical application. 
Training conducted by the Barrett 
Brake Schools Pe Ae 
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South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 


DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and oar 
new systems and products. Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast, Attendance at the 
factory school in Toledo is without 

(Continued on Page 30, Col, 2) 





HERE’S WHAT THIS NEW “TWICE AROUND THE WORLD”- 
GUARANTY PROGRAM WILL DO FOR YOU! ¢ you'Lt SELL 
MORE NEW CARS e YOU'LL MAKE BIGGER SERVICE DEPARTMENT 
PROFITS @ YOU'LL GET OUTSTANDING PROMOTIONAL HELP 


FROM VALVOLINE — All this— without cost to you... and with Valvoline 
handling all the details of the reminder, follow-up program! Call your 
Valvoline distributor for complete details or contact Valvoline direct, today! 


VALVOLINE OIL COMPANY, Freedom, Pennsylvania @ Division of Ashland Oil & Refining Company 
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Labelling Parley 
On Rebuilt Parts 
Sought by ASIA 


CHICAGO, — The Automotive 
Service Industry Assn. seeks a con- 
ference and hearing with the Fed- 
eral Trade Commission in an ef- 
fort to work out a method of volun- 
tary compliance with an FTC rul- 
ing on the labelling of rebuilt parts. 

FTC has claimed that some re- 
builder concerns are not adequately 
disclosing the true nature of rebuilt 
parts. 

In a cease-and-desist order of- 
fered to 12 rebuilders of clutches, 
the FTC stipulated that the rebuilt 
status should be disclosed in adver- 
tising and promotion material, on 
cartons and on the parts them- 
selves. 

According to ASIA, “It is this 
last requirement that has caused 
the stipulating companies the great- 
est concern, it being asserted that 
to cut the disclosures into the metal 
by die stamping would not be prac- 
tical on all parts.” 


For light on dealer thinking, read Dealer 
Forum each week on Page 3 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 
(Continued from Page 29) 


charge for instruction or equip-| Omaha 2, Neb., for additional in- 
ment. However, a nominal charge | formation. 


is made for attendance at field 
schools. 

ELECTRIC AUTOLITE CO., To- 
ledo—Specialized electronic sem i- 
nars are offered for students at 
leading schools across the country. 





OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered, The 
course will include both theory and 
practical experience on the instal- 


They are devoted primarily to the| lation and repairing of the latest 


impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton S&t., 
Toledo, O. 

INLAND MFG. ©O., Omaha — 
School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 


equipment. George Mitchell will be 
the instructor. 


RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m. All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure as well as 
changes made in 1960 brakes. 
Individuals who successfully com- 
plete the course will receive a cer- 
tificate showing that they are qual- 
ified to work on all types of auto- 
motive brakes. The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J, W. Hefferon, 
— Division, Bridgeport 2, 

nn, 


SUN ELECTRIC CORP., Chicago 





Undercoat Assn. 
Adopts New Set 
Of Specifications 


PLEASANT RIDGE, Mich. — A 
new set of specifications for sol- 
vent-type undercoating material 
has been adopted by the Automo- 
tive Undercoating Manufacturers 
Assn. 

Purpose of the specifications, ac- 
cording to an AUMA spokesman, is 
to establish a uniform, high-quality 
standard for undercoatings that 
will enable distributors, applicators 
and car owners to select and iden- 
tify car undercoatings from which 
maximum satisfaction and service 
can be expected. 

The new specifications cover com- 
position, solids content, flash point, 
storage stability, consistency, appli- 
cation, sound-deadening properties, 
cold-temperature adhesion, abra- 
sion and corrosion protection, and 
resistance to flow at high tempera- 
tures, fire, acids and alkali. 

The specifications also include 
testing procedures for determining 
undercoating requirements. 

All undercoating manufacturers 
are being invited by AUMA to sub- 
mit their products to testing lab- 
oratories which will test their prod- 
ucts for conformance to these spe- 
cifications, 

Those whose products conform, 
and who wish to participate in this 
program, will be authorized to 
identify their products with an 
AUMA “Seal of Quality” emblem, 
said the spokesman. 


Holley Says New Valve 
Stops Carburetor Flooding 


DETROIT, — Holley Carburetor 
Co, said its new Viton-tipped fuel 
inlet valve has overcome the prob- 
lem of carburetor flooding due to 
foreign particles in the fuel. 

Melvin Sterner, chief automotive 
engineer, said resilient properties 
of new duPont material permit 
perfect sealing of the valve and 
seat despite the presence of con- 
taminating particles in the fuel. He 
said erosion and “pounding” of the 
valve and seat sealing surfaces 
from engine vibration and fuel con- 
taminants also are eliminated. 


New Dixie Outlets 

DOTHAN, Ala.— Lex Dowling 
Oldsmobile, Inc., 506-10 N. Foster 
St., has been franchised as Dothan 
dealer for Renault and Peugeot. In 
Greenwood, Miss., Daves Auto 
Service, 1715 Carrollton Ave., has 
been franchised by the same makes. 





—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 

SUNNEN PRODUCTS OO. St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 





(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, OL, offers 
a complete wheel-alignment in- 
struction course. Classes will be 
conducted in the company’s labora- 
tory garage Dec. 5-9. A one-week 
advance notice is required, Address 
all inquiries to 2171 S. Ninth St., 
Springfield, Ill. 








Here’s a non-loading paper that really 
has it... No-F.. Nothing better for 
dry sanding primers and color coats. Both 
Apaox and Durire. Your choice, 


depending on the job. 


to 400 grit. Quality in 
every sheet. Dept. AN-11. 

Beur-Manninc Co., 
Troy, N. Y., a division ¢ 

of Norton Company. 
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By Service Experts... 





12-12 Warranty Called 


A Business 


Builder 


(Continued from Page 26) 


time by mechanics and the cus- 
tomer response has been tremen- 
dous. 

It has been proved that quick 
service eliminates most customer 
complaints about having their cars 
tied up for a whole day for a sim- 
ple repair or adjustment. 

It also has resulted in a lower 
cost of writing.a repair order 
since it cuts much of the costly 
time used to move a car in and 
out of stalls. and the need for 
providing storage space until the 
car is called for. 

It is unfortunate that some deal- 
ers viewed the extended warranty 
only in the light of whether it 
would result in more new-car sales, 
instead of how it could aid in de- 
veloping better customer relations 
and holding the new-car buyer for 
most of his service work. 

* * * 


west service experts view the 
announcement as another move 
to protect the value and reputation 
of the vehicle in the hands of the 
owner. 

It certainly demonstrates that the 
factories have faith in their ability 
to produce a sound quality product 
and that they stand ready to back 
the dealer in making certain that 
the vehicle does produce the type 
of service that will regain much 
of the product loyalty that seems 
to have been slipping. 


All factories are working hard 
on bringing out new owner’s man- 
uals that will carefully outline the 
protection and the limitations of 
the new warranty. 

Some are considering literature 
that the dealer can give the pros- 
pect before he buys the new ve- 

hicle that, it is hoped, will aid 
the dealer in building up that 
corps of loyal owners who buy the 
same make of vehicle year after 


Tire-Rental Firm 
Begins Operations 


In Kansas City 


KANSAS CITY.—Rental Tires, 
Inc., has begun operations here, 
and the firm plans to issue fran- 
chises in other cities, according to 
Beecher S. DuVall, president. 

He said tires will be rented to 
owners of private cars, fleet own- 
ers, taxi operators and owners of 
other commercial vehicles, 

Passenger-car tires will be rented 
by the month, season, year or mile, 
and no tire will remain in use after 
15,000 miles. The cost will be as low 
as six-tenths of a cent per mile, the 
company said. 

Rental Tires said commercial op- 
erators may obtain insurance 
against ordinary road hazards for 
1/1,000 of a cent per mile, 

The company said both regular 
and snow tires will be available. 
The tires will be supplied by Inland 
Rubber Corp. 





Dayton Halts Tire Output 
For Two-Week Period 


DAYTON.—Tire production at 
Dayton Tire & Rubber Co. has been 
halted for two weeks. 

The first week of the shutdown is 
due to the annual inventory and 
the second is “for readjustment of 
tire inventories.” 


Auto-Trim Show, Parley 


Slated Dec. 9-11 in Chicago 


CHICAGO.—The seventh annual 
Auto Trim Show will take place 
Dec. 9-11 at the Sherman Hotel, A 
special program has been planned 
for both delegates to the simultan- 
eous convention of the National 
Assn. of Auto Trim Shops and 
women guests. 

An NAATS spokesman said work- 
shop clinics will take up the use 
of automatic equipment and time 
and labor savers, shortcuts for in- 
stallation of seat covers and tops 
on “problem” cars, credit, manage- 
ment-employe relations and public 
relations. 


SR a aC INN 


year because they are so fully 
satisfied with the service they 
have obtained from the vehicle. 
But it will be up to the dealer 
and his salesman to make the new 
warranty work, not only in provid- 
ing coverage but also in building 
more favorable customer relations. 
After all, the dealer is the one 
who warrants the vehicle to the 
owner, The new extended warranty 
merely outlines how far the fac- 
tory will go in backing up each 
dealer’s warranty to his customers. 


Dealer Closes Shop 


WRIGHT CITY, Mo.—Charles 
Van Studdiford hag liquidated his 
Chrysler-Plymouth dealership here 
at public auction. Sale included all 
shop and office equipment, parts 
and 15 used cars and trucks. 





His Mind Is Made Up— 


The first '61 Chevrolet sold by Modern Chevrolet Co., Orange, Tex., is delivered to 
Clifton Chesson, third from left, local oilman. The car is Chesson's 30th Chevrolet in 
about as many years. From left are M. G. Inman sr., dealership owner; Wallace Cooper, 
salesman; Chesson; M. G. Inman jr., general manager; N. J. Lee, sales manager, and 
Richard Murphy, salesman. 


To Chrysler Motors Corporation Dealers: 


FOR PROFIT...FOR PERFORMANCE 






You’ve got big “plus” features working for you 
when you handle MoPar’s best-selling Sono 


4X Mufflers. 


These mufflers install easily, quickly, give 
you more time for additional business. They 
also give you standardization which reduces in- 
ventory, saves storage space. You can always 
count on immediate availability. 


Mo Pa 


PARTS & ACCESSORI 


MoPar Parts and Accessories 






promptly. 


INVEST IN YOUR FUTURE—BUY 100% MOPAR 


Free Booklet—The MoPar Muffler Story: Here’s a 
handy booklet which gives you all the vital informa- 
tion about MoPar Mufflers and how they can help 
improve your profit picture. Booklets are available 
through your local MoPar Wholesaler. 


Chrysler Motors Corporation, Detroit 31, Michigan 


Tyrex Claims 
Improvement in 


61 Truck Tires 


NEW YORK.—America’s truck 
operators can look for better tire 
performance and economy in 1961, 
according to Tyrex, Inc., associa- 
tion of Tyrex tire cord producers, 
which revealed its latest truck-tire 
test results. 

The association reported that 
standard production truck tires 
made with Tyrex cord had racked 
up a 47.2 percent tread mileage 
advantage over comparable nylon 
truck casings in more than five 
million tire miles of commercial 
operation in South Texas. 


William Dalton, Tyrex president, 
said this advantage in tread mile- 
age would result in lower cost per 
mile for tire service and would 
lead to lower overall operating 
costs for the trucker. 

The tests, which were started 
last year, were run on trucks of 
Ray Smith Associated Cos. Dallas. 
The fleet included 84 tractors and 
97 trailers hauling cement and 
averaging 400 miles per day at 
speeds up to 50 miles per hour. 


MOPAR MUFFLERS 


MoPar Sono 4X Mufflers give your customers 
quiet operation, excellent performance—help turn 
casual customers into regulars. 


Now is the time to stock an adequate supply 
of MoPar Mufflers and Tail Pipes. Call your 
MoPar Wholesaler right now. He’ll make sure 
these profit-building items reach your shelves 
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Classic beauty 


in a smart new size | | 
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Dodge Dealers Elect Ad Committee— 


The 19 Dodge dealers in the San Francisco area have elected a new advertising 
committee. The first meeting of the group was held at Batten, Barton, Durstine & Os- 
born, Inc., San Francisco, where future ad plans will be discussed. From left are Robert 
Richards, San Mateo; O. F. Hands, San Jose; J. L. Baughman, Dodge regional manager; 
Reese F. Starr, Richmond; J. W. Scott, San Francisco; Victor H. Martin, San Francisco, 
and Fred Simon, Dodge San Francisco regional merchandising manager. 
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Service Briefs 


CHICAGO.—The winning slogan, 
“Design for Dividends,” for the 1961 
national convention of the Automo- 
tive Service Industry Assn, was 
submitted by Thurlow Sennholtz, 
president, Zion Auto Parts, Inc., 
Zion, Til. 

The Illinois wholesaler will be 
awarded a free round-trip fare for 
two to attend the convention in 
Los Angeles, Feb. 14-15. The con- 
vention will be followed by the 
TASI show, presented by the Pacific 
Automotive Show Feb. 14-19 at the 
Los Angeles Memorial Sports 
Arena. 

a 


Bishman Mfg. Co. Sold 


To MacFarlane, Schmitt 


OSSEO, Minn.—Bishman Mfg. 
Co., pioneer manufacturer of tire 
and battery service equipment, 
owned and operated by Walter L. 
Bishman and Harold G. Lien for 
the last 32 years, has been pur- 
chased by two Twin City area men: 


* * 


Wayne H. MacFarlane and Paul J. 
Schmitt. 

MacFarlane, a former vice-presi- 
dent of Minneapolis-Moline, as- 
sumed the presidency of Bishman. 
All personnel will be retained, with 
the exception of Lien, who is re- 
tiring. 


* * 


Urethane Sales Group 


Is Organized by Dow 


MIDLAND, Mich. — Organization 
of a specialized unit to handle sales 
in the field of urethane chemicals 
has been announced by Dow Chem- 
ical Co. 


Leo B. Grant, sales manager, 
chemicals department, said the new 
group would “provide concentrated 
service in depth on polyglycols and 
derivatives for resilient foams, rigid 
foams and elastomers to the com- 
fort cushioning, refrigerator, rub- 
ber, automotive, boat and construc- 
tion industries.” Manager of the 





The confidence the people of Greater Philadelphia 
have in the contents of The Evening and Sunday 
Bulletin is based on years of close association. 

Readers look to this newspaper for more than 
news and features. They find here the full picture of 
their community life. In a good many respects, The 
Bulletin is Philadelphia. 


THE PHILADELPHIA BULLETIN 


What does this mean to advertisers? It means 
that, in the growing seven billion dollar Greater 
Philadelphia market, your sales. message in The 
Evening and Sunday Bulletin enjoys a unique and 


extra “bonus”... 


You buy belief when you buy The Bulletin! 


A member of MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: 


New York 17, 529 Fifth Ave.; Chicago 1, 333 N. Michigan Blvd.; Detroit 2, New Center Bidg.; Los Angeles 5, 3540 Wilshire Bivd.; 
San Francisco 4, 111 Sutter St IM PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 











urethane chemicals sales unit will 
be Robert E. TenHoor. 


* + * 
Vermont Shop Operator 


Wins Bear Sweepstakes 


ROCK ISLAND, Ill, — Fabien 
Poutre, of Poutre’s Alinement 
Service, Newport, Vt., won top 
prize, a color television set, in 
Bear Mfg. Co.’s Bonanza Sweep- 
stakes. 

The purpose of the contest was 
to discover why shop operators 
use Bear wheel weights, Contest- 
ants received entry blanks on 
which 10 reasons were listed, and 
entrants numbered them in what 
they considered the order of im- 
portance, The reason receiving 
the most votes from the 1,000 en- 
trants was “accurate weight tol- 
erance,” 

* 
Auto Mechanics’ Shop 
Opened by Peoria High 
PEORIA, Ill.—Junior and senior 
vocational auto mechanics students 
began holding classes in the new 
$95,000 auto mechanics building 
erected at Peoria High School to 
replace a war surplus building in 


use since 1948. 
oe 


* + 


Thermoid Division Moves 


Offices to Pittsburgh 


PITTSBURGH, — Offices of the 
Thermoid Division now are located 


jin the H. K. Porter Building in 


downtown Pittsburgh. The division 
previously had offices in Philadel- 
phia and Trenton, N. J. 

R, W. Christenson, vice-president 
of the division, said “our new Pitts- 
burgh location will enable ug to 


|give our customers Many more 


| services.” 


* x * 


| Georgia Garage Owners 
| Elect Salyer President 


|Garage Owners of Georgia, 


ATLANTA. — The Independent 
Inc., 


| has elected C, L. Salyer, Decatur, 





president. 
Other new officers are: H. H. 


| Williamson, LaGrange, first vice- 


president; Jim Tatum, Waycross, 
second vice-president; E. G, Lewis, 
Albany, treasurer; Ross H. Bradley, 
Cartersville, secretary, and C, D. 


| Bedenbaugh, Atlanta, executive sec- 
| retary. 


* * 


Semiannual Change Urged 


For In-Line Gasoline Filters 


FLINT.—Servicemen can increase 
their own profits and do their cus- 
tomers a favor by recommending a 
semiannual change for in-line gas- 
oline filters, say engineers at AC 
Spark Plug Division of General 
Motors. 

In-line disposable fuel filters offer 
top protection against carburetor 
wear, flooding and stalling, AC en- 
gineers explain. But this increased 
filtering efficiency can cause starva- 
tion of the engine if the filter be- 
comes plugged and chokes off the 
supply of gasoline. 

* * om 


Chevrolet Parts Outlet 


Doubles Space in Canton 

CANTON, O.—Eppy’s Chevrolet, 
Inc., Stark County parts distributor 
for Chevrolet, has doubled its parts 
facilities at a cost of more than 
$30,000, according to Ben Apstein, 
president. 

The parts operation, headed by 
Harold Lindamood, stocks $150,000 
worth of parts. 


* * * 


Black & Decker Adds Branch 


TOWSON, Md.—John P. Spain, 
general manager, Product Service 
Division, Black & Decker Mfg. Co., 
has announced the opening of a 
third factory service branch in New 
York, at 2421 Westchester Ave., The 
Bronx. Carl F. Johnson is service 
manager. 


* 


* + 


Labor Department Offers 


Apprentice Training Data 
WASHINGTON. Information 
for apprentices covering 12 auto- 
motive trades is included in a new 
publication from the Department 
of Labor’s bureau of apprenticeship 
and training. It is titled Trade and 
Industry Publication No. 6. 
Among the occupations covered 
are: Automotive mechanic, automo- 
tive bod y-builder-repairman, bus- 
and-truck electrician, automobile 
glazier and automobile painter. 


* 
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things which hag upset the officers 
of MEMA has been the loose han- 
dling of redistribution discounts. 
This has played such an important 
part in upsetting the normal dis- 
count structures that have been 
basic in parts and accessory distri- 
bution for many years, 

But beyond that, it is good to 
know that the officers of the old- 
est parts manufacturing associa- 
tion realize, and are not afraid 
to admit, unlike many people in 
the service end of the business, 
that there are factors working 
that are not “symptoms that rep- 
resent changes in the tempo of 
our times.” 

While these manufacturers of 
service parts and supplies are most 
interested in trying to find a solu- 

tion to the misuse of redistribution 
discounts by wholesalers who have 
no regard for what they do to the 
stability of the aftermarket in their 
indiscriminate use of these overrid- 
ing discounts, they also recognize 
that there are several problems in 
the service end of the business that 
are the result of a “change in the 
tempo of the times.” 
* * * 


Aid from Factories 


a of these directly affect the 
franchised dealer, such as the 
current and ever-increasing short- 
age of experienced and skilled 
craftsmen in the service end of the 
business. 

Car factories, for instance, in 
three of their latest moves have 
endeavored to aid the majority of 
dealers in combatting some of the 
things that may be a direct result, 
in some measure, of the price war 
brought on to a great extent by the 
redistribution discount problem. 

. For instance, the very items 
that have been “footballed” the 
most during the past few years 
include the very items that make 
up the basis of the oil marketers 
T.B.A. items which for years have 
been the “plus profit” sources for 
the gasoline filling stations, These 
items include tires, batteries, 
headlamp bulbs, spark plugs, 
antifreeze and universal joint 
kits. 

Ford took a stand on these “foot- 
balled” items over a year ago when 
it established a ruling that if any 
four Ford dealers in widely sep- 
arated points in the country could 
buy these items at a lower price 
than Ford’s price to its dealers, the 
company would meet that price on 
a “net to the dealer” basis, 

This, course, raised a storm of 
protest by the manufacturers of 
these items but Ford has stood pat 
in its decision. Perhaps some of the 
urgency behind Rose’s appeal to 
the members of his association can 
be laid to this courageous stand 
of a car factory to protect its 
dealer profits. 

* 





























* * 


XAMPLES of how much this 

“wildeatting” of redistribution 
discounts has affected the trade can 
be seen clearly in the case of spark 
plugs, which have been retailed by 
chain stores as low as 47 cents 
while the wholesale price by stock- 
ing jobbers is 57 cents and car di- 
visions have to charge the dealer 
62 cents. 

This squeeze on profits has forced 
the oil] companies to advocate that 
their larger dealers get into the 
servicing of cars and trucks as the 
normal profits from TBA items 
which used to bolster the gallonage 
profits had dwindled to the extent 
many filling stations could not 
make sufficient profits to stay in 
business. 

This move has increased the 
competition of the franchised 
dealer for the service dollar, 
which most car and truck dealers 
need badly to keep their profit 
structure sweet in this period of 


siderable aid in keeping their ve- 
hicle buyers as regular customers 
in their application of the 12-12 
warranty. Plans are under way in 
most factories to try and give the 
dealer additional tools to use in this 
drive for more service business. 
* * * 


Challenge to Dealers 


Bu in all of these programs, 

the dealer himself must step up 
to meeting the competition in his 
area by providing better service 
with as much convenience and 
courtesy as is being offered by the 
competition, 

Just because he is a car or truck 
dealer is not sufficient reason any 
more for the dealer to feel that he 
is entitled to the cream of the serv- 
ice business. ; 

He must have adequate space 
and facilities to take care of the 
customer who needs service, he 
must step up to providing fast 
service that is being offered by 
the independent shop, as it now is 


recognized that people rebel 
against having their cars or 
trucks tied up all day for a minor 
service adjustment or replace- 
ment, 

And in addition, both Ford and 
Chrysler have taken steps to help 
their dealers in gaining a larger 
percentage of the profitable service 
on older cars through their reman- 
ufacturing programs, where they 
provide the dealer with rebuilt 
units of established quality to re- 
place worn units in the older ve- 
hicles. 

* * * 


Fournier Farewell 


one I will join with the 
members of the Caster Camber 
Club and many other service and 
supplier executives in honoring one 
of the industry’s outstanding serv- 
ice men. Chris Fournier, with a rec- 
ord of 42 years of continuous serv- 
ice with Ford Motor Co. and Lin- 
coln-Mercury, is retiring. He will 
be guest of honor at a dinner party 
in Detroit’s Park Shelton Hotel. 
Chris came into this business in 
1918 when he went to work for an 
auto dealer in Manistee, Mich. 
He joined Ford at the old 
Highland Park plant in Novem- 
ber of that year. Thus the auto- 
mobile business was his first and 


has been his only love throughout 
a very active and hectic business 
career. 

I say hectic, for perhaps no- 
where in the automotive industry 
is the life of an addict more hectic 
than in the service end of the busi- 
ness, 

Thousands of Ford dealers know 
Chris by personal contact and by 
correspondence during the years of 
the Ford Merit Club national serv- 


ice competition. 
* * * 


oo Chris started his career 
as an apprentice in the tool 
design department and worked up 
to being an assistant to the chief 
of the department, he did not really 
begin to make a name for himself 
until he switched over to becoming 
a service representative in Octo- 
ber, 1930. 

In this job he worked up to the 
point where he was furnishing the 
service ammunition for the 36 
branch service managers and 170 
field service representatives. 

Since then he has filled many 
important posts in service for the 
Ford empire. He was made su- 
pervisor of the service section in 
1945, regional parts and service 
manager in the southwestern re- 
gion in 1947, assistant parts and 
service manager of Lincoln-Mer- 





8,000 Buick Mechanics 
End ’61 Training 


FLINT.—More than 8,000 Buick 
dealership mechanics from 
throughout the nation have com- 
pleted training programs in serv- 
icing the ’61 line of Buicks, it is 
reported by E. J, Krause, general 
service manager, 

“This represents the largest 
group of mechanics ever to take 
part in Buick’s pre-announcement 
training sessions,” Krause said. 

Courses covering engine, axle, 
transmission and body and chas- 
sis service and repair were taught 
at each of 30 General Motors 
Training Centers. 





cury in 1949 and service manager 
of Lincoln in 1958, When this di- 
vision was consolidated with the 
Mercury division, Chris became 

field parts and service manager 
for the consolidated division from 
which he retires. 

Chris is known throughout De- 
troit Serviceland for his hearty and 
hale rendition of Alouette. e in 
the industry in the city of cars are 
going to sorely miss his spirited 
acting-out of the various lines of 
this famous French Canadian ditty. 





Make clean-up jobs easier and faster with... 








Use DITZ-O on acrylics, lacquers and enamels ... removes silicones. 


DITZO 440 





zips off old waxes and greases...gives undercoats a bulldog grip 


D ITZLER'S DITZ-O Dx-440 isa fast-acting sol- 
vent that speedily removes old wax and 
grease. It leaves a chemically clean surface to 
which undercoats adhere more doggedly. 

@ The “floating action” of Ditz-O loosens and 
dissolves old polishing waxes, 
silicone particles, greases, oils, 
tar, and road dirt imbedded in 
the pores of the old finish. It 
floats them to the surface where 
they can be quickly wiped off. 
Unless thoroughly removed, 





HOW DX-440 FLOATS WAX & OllS 





e Ditzler’s S1L1con-Orr DX-515 is especially formu- 


these undesirable materials can cause new 
finishes to blister, flake and peel. 

@ Although strong enough to dissolve wax and 
dirt, Drrz-O will not soften old or new paint 
film. And you can safely use it with primer- 
surfacer as it will not lift feather- 
edge or cause wrinkling at 
moldings. 

@ DITZ-O has no unpleasant odor. 
It’s easy on the hands. You'll 
like its economy, too, as it goes 
farther than other solvents. 


To remove stubborn silicone particies use SILICON-OFF 


flow, leveling and adhesion. They can cause craters 






silicone have been used. Unless thoroughly cleaned 
off, silicone particles can interfere with proper 


lated to clean finishes on which polishes containing or 


“fish eyes.”” With Siticon-Orr you quickly 
remove all traces of silicone as well as waxes, greases 
and oils. Can be used safely on acrylic finishes. 






“profit squeeze.” 

Both General Motors and Chrys- 
ler have endeavored to give their 
dealers a working tool that can aid 
materially in combating this com- 
petition of the filling stations in 
their Guardian Maintenance and 
Certified Car Care programs. Ford 
is endeavoring to offset the inroads 
on its dealers’ service business with 
its quality service program. 

Dealers can also look for con- 


Ditzler Color Division, Pittsburgh Plate Glass Company + Detroit 4, Mich. ¢ Torrance, Calif. 
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In Parts and Accessory Distribution 





Weber Elected 
President of Auto 


Warehouse Group 


KANSAS CITY.—The new presi- 
dent of the Automotive Warehouse 
Distributors Assn., elected at the 
13th annual convention here, is 
Robert S. Weber, Milwaukee. An 
attorney and the owner of an auto- 
motive parts warehouse, he suc- 
ceeds Thomas S. Perry, Atlanta. 

Bernard Bock, New York, and 
Paul P. Livoni, Los Angeles, were 
elected vice-presidents. Harry D. 
Rothman, Oakland, Calif., is secre- 
tary, and A. P. Walter, Chicago, is 
treasurer. 

Members of the board of govern- 
ors are: Jack F. Whitaker, Kansas 
City; Roy Bunting, Detroit; J. B. 
Bushyhead, St. Louis; L. A. Cun- 
ningham, Vancouver, B. C.; W. E. 


Lahr, Minneapolis; James R. Mc- 
Lean, Norfolk, Va. and John J. 
Vida, Philadelphia. 

Walter Nash, Monroe, Mich., was 
elected chairman of the manufac- 
turers advisory committee, and 
Martin Fromm was elected to his 
10th term as executive director. 

The association’s Automotive Man 
of the Year award was presented 
to Ira Saks, Cleveland, who is chair- 
man of the industrywide committee 
working to eliminate excise taxes 
on automotive parts used in rebuilt 
engines. : 

a 


Cooper Named President 


Of Gulf Automotive Supply 


MEMPHIS. — J. Sterling Cooper, 
vice-president and general sales 
manager of Parts, Inc., has resign- 
ed to become president of Gulf Au- 
tomotive Supply, Inc., Houston. 

Gulf Automotive Supply, with 
outlets throughout Texas, is one of 


five wholesale automotive-parts dis- 
tribution subsidiaries operated by 
American Parts Co., a division of 
Gulf & Western Industries, Inc, 

* a * 


Davis Radio Is Appointed 


By Stromberg-Carlson 


LOS ANGELES.—AI Davis Radio, 
Inc., will carry the 1961 line of cus- 
tom auto radios by Stromberg- 
Carlson, according to Jerome E. 
Johnson, S-C’s Western regional 
manager. 

The firm will supply radios for 
20 domestic and foreign makes, 
Johnson said. The radios will be 
sold to new-car buyers primarily 
through auto dealerships, he added. 

* Oe +. 


Rowland Leases Building 


PHILADELPHIA. — William & 
Harvey Rowland, Inc., a division 
of Billings & Spencer Co., has leas- 
ed a one-story, 20,000-square-foot 
building at 906-16 N. Broad St. for 


the sale, storage and distribution of 
automotive parts and for offices. 
Rowland will move from its present 


location at 1414 Fairmount Ave. 
+ od * 


MEMA Appoints Chairmen 


For 4 Study Committees 


NEW YORK.—Chairmen of com- 
mittees to study urgent problems 
of the industry and the association 
have been appointed by Thomas S. 
Rose, president of the Motor and 
Equipment Manufacturers Assn. 
They are: 

C. A, Benoit, Permatex Co., Inc., 
marketing, with Jim Lightburn, 
Purolator Products, Inc., co-chair- 
man; Robert D. Williams, E. Edel- 
mann & Co., membership; John W. 
Howell, Timken Roller Bearing Co., 
education, and William A, Raftery, 
Signal-Stat Corp., safety. 

* * * 


Millard Opens 3 Outlets 
KANSAS CITY. — Millard Supply 
Co., an auto parts firm, has opened 
three new locations in the Kansas 
City a rea—Independence, Mission, 
Kans., and Overland Park, 
* * * 


Arvin Adds Distributor 
NEW YORK. — Consolidated 
Automotive Warehouse, 2180 Web- 
ster, New York City, has been 




















Including Rubbermaid Krestliners 
CUSTOM FIT FOR ALL 1961 CARS 


Completely engineered as the modern interiors and new features of the great 1961 cars— 
Krestliners are available with special custom tailored sizes that assure true door-to-door 
fit, and in beautifully harmonizing colors. New car owners are prime customers for this 
tough-wearing, floor-protecting accessory—and they'll quickly recognize Rubbermaid’s 
nationally known quality. 


Stock Rubbermaid Auto Accessories... the complete custom fit line for all late model cars. 


AUTOMOTIVE DIVISION « RUBBERMAID, INC, 


Rubbermaid. 


MEANS GETTER MADE 





WOOSTER, OHIO « COOKSVILLE, ONTARIO 


named by Arvin Industries, Inc., as 

a warehouse distributor of Arvin’s 

auto and truck mufflers and ex- 

haust-system parts. The firm will 

serve jobbers throughout the New 

York City area. ; 
ad 


Delco Battery Dealers 


Attend Boston Jamboree 


BOSTON.—More than 6,000 Delco 
battery dealers attended a two- 
hour stage show at the Boston 
Arena, Tuesday evening, Nov, 15, 
1960. 

Sponsored by New England 
Wholesalers, the Jamboree was cre- 
ated primarily to warm up dealers 


for the fall-winter battery season. 
* +. * 


Perfection Names Rep 


DETROIT. — Bob Atkinson and 
Associates, Littleton, Colo., has been 
appointed representatives of Per- 
fection Automotive Products Corp. 
for the Rocky Mountain area, ac- 
cording to Jerome M. Ash, Perfec- 
tion sales vice-president. 

* * * 


L-O-F Names Fields to Aid 


In Auto-Glass Merchandising 


TOLEDO. — Libbey-Owens-Ford 
Co. has named L. R. Fields to work 
with L-O-F safety-glass distribu- 
tors and dealers from coast to coast 
in the merchandising of curved 
windshields, backlights and auto- 
motive flat glass. 

L-O-F said Fields will aid in im- 
proving installation methods and 
also serve in an advisory capacity 
on shop layouts and on the proper 
storage of automotive glass and the 
cutting of laminated safety glass. 

a 


Bowes ‘Seal Fast’ Names 
3 Regional Distributors 


INDIANAPOLIS.—Bowes “Seal 
Fast” Corp. has announced the ap- 
pointment of three new regional 
distributors. They are: 

Richard L, Ingram, Shreveport, 
La., an exclusive service-station dis- 
tributorship in a seven-county area; 
Darwin G. Moss, Hazelwood, Mo., 
a portion of St. Louis County, and 
Kyle Dunlap, Nitro, W. Va., West 
Virginia’s Lincoln and Kanawha 
counties. 


ok 7” cd 
Johnson Bronze Names Rep 


NEW CASTLE, Pa. — Johnson 
Bronze Co. has appointed Homer 
V. Scott Co., 1807 Indiana Ave., Chi- 
cago, as sales representative for 
Johnson’s automotive replacement 
line in Illinois. 


Holtsinger Sells 
Ford Dealership 
In Tampa Loop 


TAMPA, Fla.— George M. Holt- 

singer, one of the nation’s leaders 
in sales volume, announces he is 
selling his Ford dealership here 
after 33 years in the business. 
Sale of stock, parts, goodwill, of- 
fice fixtures and new cars was made 
Oct. 16 to William E. Currie jr., 
Tifton (Ga.) dealer. 
Holtsinger is reported to have 
sold $100 million worth of automo- 
biles during his sales life. He will 
retain possession of Holtsinger 
Motor Co., a holding firm, as well 
as five city blocks of downtown 
property. (currently the site of his 
dealership) and continue as head 
of Northgate Motor Co., a second 
Ford dealership he owns in subur- 
ban Tampa, The downtown prop- 
erty will be leased to Currie, as will 
a second large lot. 

Although Holtsinger plang to 
move hig office to the Northgate 
site, he indicated he would take a 
less active part in the business in 
the future. His citrus groves will re- 
ceive more attention, he said, as 
will the horses he raises as a hobby. 

Currie said he plans to move to 
Tampa soon, but will continue to 
operate his Tifton firm as well. He 
has been in the automotive business 
since 1940 when he was in Hazel- 
hurst, Ga. From there he moved to 
Baxley, Ga., before going on to Tif- 
ton. He also operates a wholesale 
auto parts business in Adel and 
Hazelhurst, Ga. 

The Tampa firm will be renamed 
Bill Currie Ford, Inc., he said. He 
expects to retain most of the 160 
employes of the firm. 

Clarence Holtsinger, vice-presi- 
dent, will move to the Northgate 
business with his brother. 

No sale price was released by 
either Holtsinger or Currie. 
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Sure Sales Booster, Dealer Claims . . . 


‘Don’t Neglect Followup’ 


MILWAUKEE, — Persistent fol- 
lowup work is largely responsible 
for the big year S. & R. Motors Co. 
(Mercury-Comet-English Ford), is 
having, according to Jim Hug, sales 
manager of the 43-year-old firm 
which is owned by Fred Barrett. 


“There are a lot of good fol- 
lowup systems for customers and 
prospects,” said Hug. “All of 
them are effective. But they don’t 
mean a thing unless you put 
them to work consistently.” 

Followup has one basic function, 
said Hug. 

“We want to make the people 
who do business with us feel we 
are genuinely concerned about 
them,” he explained. “After all, the 
most important thing that any 
company has is its customers.” 

There is nothing haphazard about 
customer followup at S. & R. Mo- 
tors Co. One month after a new 
or used car is delivered, the cus- 
tomer receives the first of a regular 
series of mailing pieces and tele- 
phone calls, 

The initial postcard contains a 
simple questionnaire, Hug said. 
The customer is asked to check 
whether or not he is pleased with 
the car and the service he received. 
Included is this question: “Would 
you recommend someone else to 
our firm?” 

This query, he added, is of vital 
importance, “We get many of our 
best leads through this first mail- 
ing piece,” he said. “The customer 
who indicates on his first return 
postcard that he would glady rec- 
ommend us to others is himself 
contacted on the phone within 
several days.” 

“He obviously has been talking 
about his new car to neighbors, 
relatives and people at work, While 
we don’t put it this bluntly, in ef- 
fect what we want to know is: Who 
do you know that we can approach 
about buying a car from us?” 

A bona fide, qualified lead from 
a satisfied customer is the most ef- 
fective door-opener a car salesman 
can possess, Hug said. 

“This method of getting leads 


Dealer 


Ad Ideas 


Remembering the Alamo 


EMPHILL FORD CENTER, 

San Antonio, took advantage of 
the film premiere of “The Alamo” 
by running an advertisement head- 
ed: “The Alamo Belongs to Hemp- 
hill.” 

Hemphill Ford bought out the 
house at the Woodlawn Theater on 
the night following the first show- 
ing of the picture. 

Every purchaser of a Ford from 
the Hemphill Ford prior to the 
showing of the picture received 
four tickets to the second showing. 

* * + 


‘What Is a Dealer?’ 


wate dealers in Gulfport and 
Biloxi, Miss., joined forces in an 
institutional advertisement that 
asked and answered the question 
“What Is a New-Car Dealer?” 


It sketched the dealer’s role in 
civic and business life and con- 
cluded: “What is a new-car deal- 
er? He is an essential and im- 
portant part of our community.” 

Signing the ad were six dealers 
from each city. They were: Gulf- 
port—Jay Jay Motor Co., Keyes- 
Dorman Motor Co., Shannon Mo- 
tors, Inc., Bubba Oustalet Ford, 
Inc., Pat Sadler Motor Co, and 
Vonderhaar Motors. Biloxi — Biloxi 
Motor Co., Latil Motors, Dees Chev- 
rolet Co., Pringle Bros, Motors, Pat- 
tison Pontiac and Duplechin Buick. 

- * os 


Halloween Promotion 
PORTS Car Sales & Service, St. 
Petersburg, Fla., gave a free 


Halloween pumpkin with every test 
drive in a Renault or Peugeot. 



















works like a chain letter,” he 
added, 

The monthly followup system 
also includes seasonal greeting 
cards and reminders for car main- 
tenance and service needs. 

When a car is one year old, 
S. & R. Motors Co, follows up with 
a note telling the customer a gift 
is waiting for him in the show- 
room, The gift is an attractively 
wrapped, chemically treated dust 
cloth, 

“Everyone likes to receive a 
present,” Hug said. “These people 
don’t expect to receive anything 
expensive. But they are happy 
to know we haven’t forgotten 





Fire Destroys 4 Cars 
AUGUSTA, Me.— Four new cars 
were destroyed and several others 
damaged by fire at Brooks & Drew, 
Inc. (Dodge). A spokesman said the 
fire was started by sparks from a 
welder’s torch. 


them. A big percentage of the 
people who receive the invitation 
to stop in for a gift do so, It 
accomplishes the purpose of 
cementing our tie with our cus- 
tomers.” 

Followup also is utilized effec- 
tively to reestablish contact with 
shoppers who walk out of the 
showroom without closing a deal, 
Hug said, 

These people receive a “thank- 
you” card in the mail on the next 
day. The cards, signed by the sales- 
men, say that S. & R. Motors Co. 
is pleased to have had their con- 
sideration. 

“Come back after you have shop- 
ped around elsewhere, and make a 
final comparison,” it tells them. 

All eight men on the sales staff 
have been trained in the use of 
the telephone as a sales tool, Hug 
said. 

“The phones are constantly in 
use,” he said. “Recently we ran into 
a 10-day ‘dry spell;’ sales had taken 
a noticeable dip. Searching for the 
cause, we found that the men had 
been neglecting to make their usual 


pects and customers. 


began to improve,” he claimed. 


A Clean Sweep— 
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Tom Bell, owner of Union Chevrolet Co., Memphis, and all of his sales managers 
number of followup calls to proS-| were first place winners in a recent Chevrolet national campaign. Bell's firm was the 
only dealership in the Memphis zone where all sales managers were winners. Each 

“As soon as we stepped up our|sales manager was pitted against other dealerships in this contest. The winners are, 
volume of telephone calls, business | from left, E. L. Keller, used-car manager; Sim O. Boone, new-car manager; William J. 


Lyle, truck manager, and Bell, owner. 


Rotary Frame Pick-Up Lifts 
installed in new dealer service shop 


Williamson-Willey Pontiac Co. in Birmingham 
planned for efficient handling of all service work 


To assure quick, safe lifting of all model cars for efficient 
service and repair work, Alabama’s largest Pontiac agency 


has installed 15 Rotary auto lifts. 


Williamson-Willey Co. of Birmingham, for their modern 
new dealer shop, chose 11 Rotary two-post mechanics’ lifts 
for general repair work and four Rotary single-post lifts for 
lubrication and paint and body shop use. Both these lifts 
employ “swinging arm” construction and a unique pick-up pad 
design for maximum flexibility in reaching frame suspension 


points on all cars. 


To assist you in planning service shops for maximum ef- 
ficiency, Rotary Lift has prepared a Lift Selection Guide which 
contains many helpful suggestions on shop layout. Use the 


coupon below to order your free copy. 


Retary, 








These are the 
Rotary Lifts selected by Williamson-Willey 


11 Rotary Two-Post Frame 
Pick-Up Lifts Model FP28-H 

For all mechanical work that requires 
a lift. Picks vehicle up by frame so 
that suspension is left clear. Center 
of car is completely accessible for 
transmission work. 





4 Rotary Single-Post Frame 
Pick-Up Lifts Model FP46 

For lubrication, oil changes, tire, 
brake and muffler work as well as 
paint and body shop use. Handles all 
cars easily. Picks up under frame so 
wheels and suspension are free. 





MAIL COUPON FOR COMPLETE DATA 


Dover Corporation, Rotary Lift Division 
1189 Kentucky / Memphis 2, Tenn. 


Please send information on Rotary Lift Model FP28H 
Model FP 46 . Send Auto Lift Selection Guide and 
Shop Layout Recommendations 
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351 in October, compared with 
a month earlier and 434 a year ear- 
lier. Used-truck sales rose to 909 
in October from 856 a month earlier, 
although they trailed the 958 sold 
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Sales Conditions in Various Areas 





Auto Market Reports 


Cleveland 
October saw 6,854 new cars regis- 


tered in the Cleveland area, com- 
pared with 5,339 in September and 
7,012 in October a year ago. 


The used-car total was 22,856, 


compared with 22,547 a month ear- 


Lincoln, 40; Renault, 23; Desoto, 


20; Fiat, 17; Morris, 16; ‘Imperial, 
15: Simca, 14; Triumph, 12; Volvo, 
11; Opel, 11; Metropolitan, 9; Tau- 
nus, 9; Peugeot, 8; Saab, 8; 
cedes-Benz, 7; MG, 7; Hillman, 6; 
Austin, 5; Checker, 4; Citroen, 3; 
Jaguar, 3; Vauxhall, 
Sunbeam, 2; Toyopet, 
cellaneous, 4 


Mer- 
3; Lancia, 2; 
2, and mis- 


New-truck registrations totalled 
296 


74; Willys, 49; GMC, 48; Interna- 
tional, 37; 
Diveo, 6; ‘Volkswagen, 5; FWD, 2 

Renault, 2; ge 2; Engital 


Dodge, 25; White, 22; 


rolet, 234; Ford, 148; GMC, 47; In- 
ternational, 35; Dodge, 10; Willys, 
3s ae 4; Diamond T, 4; Volks- 
wagen, 3; White, 2; Studebaker, 2; 
Datsun, 2; English Ford, 2; Auto- 
car, 1; Commer, 1, and Kenworth, 1. 
_ usr FENnocuio 
* * 


tions were: Chevrolet, 176; Ford, 

163; Dodge, 98; Pontiac, 82; Fal- 
con, 49; Oldsmobile, 48; Rambler, 
42; Buick, 38; Plymouth, 38; Cor- 
vair, 35; Comet, 32; Cadillac, 30 
Valiant, 21; Mercury, 16; Volks- 
wagen, 11; Chrysler, 7; DeSoto, 
6; Studebaker, 6, and miscellane- 
ous, 14, 

New-truck registrations totalled 
70 in October, compared with 53 in 
September, By makes: Ford, 19; 
Chevrolet, 14; Dodge, 10; GMC, 73 
Willys, 5; International, 4; Reo, 2; 
White, 2; Diamond T, 1; Volkswag- 
en, 1, and miscellaneous, 5. 


October, compared with 4,746 a 
month earlier and 4,462 a year ear- 


—. 
y makes, regis 


trations were: 












144; Cadillac, 135; Comet, 115; 
Studebaker, 74; Volkswagen, 65; 
Corvair, 64; Renault, 63; Mercury, 
55; Chrysler, 49; Lancer, 33; F-85, 
22; Special, 22; Fiat, 13; Triumph, 
12; Peugeot, 10; Opel, 9; Austin- 
Healey, 8; Volvo, 8; DeSoto, 7; 
Morris, 7; Mercedes-Benz, 6; 


25; GMC’ 15; Dodge, 10; Volkswag- 


en, 5; Willys, 4; Diveo, 3; White, 
3; Mack, 1, and ’ miscellaneous, 6. 


—DonaL_p M. Lyons 
* ” . 


Peoria, Ill. 


New-car sales in the two-county 
Greater Peoria market dropped to 
their lowest level of the year dur- 
ing September as buyers apparent- 
ly awaited the forthcoming 1961 


models. 


Only 764 cars were sold, a drop 
of 36 percent in the normal month- 
ly volume of 1,200 units, This 
brought the year-to-date sales total 
to 9,257. 


Mercury, 39; Comet, 30; Buick, 27; 


Corvair, 21; Cadillac, 19; Valiant, 
18; Studebaker, 17; Plymouth, 12; 


Chrysler, 8; DeSoto, 4; Lincoln, 3, 





















Dodge, 166; Buick, 141; Comet, 141; 
Pontiac, 138; Oldsmobile, 130; Ram- 
bler, 111; Valiant, 110; Plymouth, 
88; Mercury, 70; Cadillac, 67; 
Chrysler, 29; Simca, 17; Volkswag- 
en, 16; Studebaker, 14; Willys, 7; 
Imperial, 6; Opel, 6; DeSoto, 4; 
Volvo, 4; Hillman, 3; ‘Metropolitan, 
3; Renault, 3; Triumph, 3; Fiat, 2; 
MG, 2; Lincoin, 2; Sunbeam, 2, and 
miscellaneous, 6. 


—Jorz KUEBLER 
+ * cd 


New Orleans 
New-car sales in New Orleans 


for October showed a slight im- 
provement over the previous month 












New-car sales by makes were: 
Chevrolet, 469; Ford, 336; Falcon, 
158; Pontiac, 135; Oldsmobile, 92; 
Volkswagen, 85; Comet, 79; 
Buick, 70; Corvair, 51; Rambler, 
44; Dodge, 44; Mercury, 44; Cad- 
illac, 40; Valiant, 39; Plymouth, 
35; Studebaker, 26; Chrysler, 16; 
Imperial, 10; Fiat, 10; Re i 73 
MG, 6; Morris, 4; Mercedes-Benz, 
8; ‘Triumph, 8; DeSoto, 2; Willys, 
2; Simca, 2; DKW, 2; English 
Ford, 2; Lincoln, 2; Taunus, 2, 
and miscellaneous, 2. 

Truck sales by makes were: 
Chevrolet, 82; Ford, 39; GMC, 22; 
International, 16; Volkswagen, 9; 
White, 5; Dodge, 1; Diamond T, 1; 


nection with the grand opening of Steven 
Mitchell (Plymouth-Valiant), Chicago. Spec- 
tators were invited to fill out cards with 
their guesses on how many miles Blandy 
would clock on his bicycle. After 187 hours 
and 22 minutes, or approximately eight 
days and nights in the sky exposed to 
freezing weather and treacherous winds, 
Blandy slumped over his handlebars. Stev- 
en Mitchell, dealership president, sum- 
moned the fire department, which effected 
the rescue by means of a snorkel. 


173; Dodge, 50; GMC, 38; Corvair, 
24; International, 23; Willys, 20; 
Falcon, 14; White, 4; Studebaker, 2; 
Diamond T, 1, and miscellane- 
ous, 37, 























in October, “oo m ’ St. Louis Seles were: Chevrolet, 167; Ford, a ee ces. mete 2 ala 
By makes, strations of new| A total of 3,804 134; mbler, 49; Oldsmobile, 49; oie : c ;,studebaker, 1; Hnglis 
trucks were: Chevrolet, 76; Ford, saamuaes : the ies. Scud con ts Pontiac, 48; Falcon, 48; Dodge, 44; Cincinnati Ford, 1, and Willys, 1. 






A total of 3,315 new cars were en HEBERT 


registered in Cincinnati and Ham- 
ilton County in October, compared 
with 2,836 a month earlier. 






Washington, D. C. 
Dealers in the National Capital 










Ford, 1; Mack, 1, and Reo, 1. Ghovnien: 940; qi 513; Falcon, | 27d Imperial, 1. Imports totalled 26.| By makes, they were: Ford, 748;| area sold 1.999 : 
z —Sanroro Markey 331; Pontiac, ’ ; Rambler, 285; —Gene Boorh |Chevrolet, 698; Oldsmobile, 356; cadaoeneh with 1587 in Nesanamnes 

| B ie lle oat’ 247; ‘Oldsmobile, 207; D 7. ae ee “oe 208; | and 2,053 in October, 1959. 
irmi m " 159; Plymouth, 143; Val- etroit uic ontiac Dodge,| By makes, : 
i ahiee int ; 129; Comet, 116; Cadillac, 75; Mer-| Chevrolet 398. Feed 26) pouting 
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New-car sales in Birmingham, 


Ala., zoomed to 1,708 in October 
from 712 the previous month. 


By makes, they were: Chevrolet, 


452; Ford, 300; Falcon, 170; Pon- 
tiac, 128; Buick, 89; Oldsmobile, 80; 
Dodge, 74; Comet, 64; Rambler, 61; 
Corvair, 59; Plymouth, 41; Volks- 


iant, 138; Corvair, 96; Comet, 84; 


16; Renault, 
15; Austin, 13; DeSoto, 11; Morris, 


a, 7; MG, 7; Lin 
6; English Ford, 3; ay Lsnesin, 
and miscellaneous, 66. 


New-truck registrations number- 


A total of 12,708 new cars were 
titled in Wayne County (Detroit) 
in October, compared with 8,078 in 
September and 13,719 in October 


last year. 


Used-car transactions numbered 
8,894, compared with 6,268 a month 


earlier and 9,358 a year earlier. 


Chevrolet, 328; Ford, 296; Pontiac, 
145; Plymouth, 137; Falcon, 131; 
Oldsmobile, 125; Rambler, 121; 
Dodge, 111; Volkswagen, 68; Val- 
iant, 66; Corvair, 61; Cadillac, 56; 
Comet, 56; Mercury, 43; Buick, 42, 
and Renault, 42. 

Chrysler, 30; Studebaker, 18; 
Peugeot, 14; English Ford, 12; 







cury, 66; olkswagen, 65; Stude- 
baker, 45; Chrysler, 34; Checker, 
16; Imperial, 12; Lincoln, 12; Met- 
ropolitan, 12; Triumph, 12; Renault, 
11; Austin, 8; English Ford, 7; Opel, 
6; Vespa, 6; Hillman, 5; Mercedes- 
Benz, 5; DeSoto, 4; Fiat, 4; Jaguar, 
2; MG, 2; Peugeot, 2; Simca, 2; 











lier “= 24,383 oe earlier. Youngstown, O. English Ford, 5; MG, 5; —» Cycling in the Sky— with 1,823 titled cars, compared 

in October were: Ford, 1,368; | A total of 918 new cars were reg-| °’ 3; Lincoln, 3; 1. yn ; with 1,667 in September. ; 
Chevrolet, 1,149; Oldsmobile, 517; | istered in Youngstown and Mahon- nee » and oe ft Oc A feat of endurance ended in triumph In the corresponding period last i 
Falcon, 482; Dodge, 457; Pontiac, | ing County, O., in October, compar- ew-trucks delivered during | and collapse for Dixie Blandy, professional | year, 2,460 cars were registered. 
439; Buick, 428; Comet, 409; Ram- | ed with 955 in September. tober totalled 187, compared with | stuntman, who was carried by fireman from| Truck sales for October amount- i 
bler, 255; 246; Valiant, | Used-car transactions, meanwhile, | 218 # Month earlier and 235 a year! his 50-foot-high perch after setting a|ed to 180, compared with 208 in 
216; Corvair, 173; Cadillac, 139; | Were off to 1,442 from 1,491. earlier By makes, they were: Chev-| world’s record for riding a bicycle aloft| September and 295 for the like pe- 

, 115; Chrysler, 95; Stade- By makes, new-car registra- | T°l¢t, 79; Ford, 36; International, | on a pole. Blandy began the stunt in con-| riod of last year. 





— 


By makes, new-car registrations 
were: Ford, 2,967; Chevrolet, 2,425; 
Falcon, 1,128; Comet, 726; Pontiac, 
713; Oldsmobile, 571; Dodge, 527; 
Plymouth, 488; Mercury, 441; Ram- 
bler, 437; Buick, 414; Corvair, 342; 
Valiant, 331, and Cadillac, 321. 

Simca, 223; Chrysler, 134; Lan- 
cer, 111; Volkswagen, 64; Lark, 

56; Special, 56; F-85, 54; Imper- 

ue 85; Lincoln, 31; Renault, 25; 

13; Metropolitan, 11; De- 

Bese, 9; Triumph, 7; English 

Ford, 6; ee 6; Peu- 

geot, 6; Volvo, 5; Willys, 5; Stu- 





wagen, 40; Cadillac, 36; Valiant, 27; 
| Mercury, 22; Chrysler, 18; Stude- 
baker, 10; Renault, 7; Opel, 7; De- 
| Soto, 3; Imperial, 2; Lincoln, 2; 





Sunbeam, 2; Taunus, 2; Willys, 2, 
and miscellaneous, 7. 

Used-car transactions number- 
ed 3,617 in October, compared 
with 3,583 the previous month. 
New-truck registrations totalled 

223 in October, compared with 235 a 
month earlier. Used-truck sales 
were up to 172 from 164 in Septem- 
ber. 





ed 274 in October, compared with 
415 in September and 388 in Oc- 
tober a year ago. 


Mercedes-Benz, 11; Austin-Hea- ' 
ley, 10; Fiat, 9; Volvo, 9; Impe- i 
rial, 8; Lincoln, 7; Triumph, 6; 
DeSoto, 5; Jaguar, 4; MG, 4; Aus- 

tin, 2; ‘DKW, 2; Goliath, 2: Hill- 

man, 2; Morris, 2; Saab, 2; Simca, 

23 Vauxhall, 2, and miscellane- 

ous, 8. 

New-truck registrations totalled 
154 in October, compared with 108 
a month earlier and 204 a year 
earlier. 

By makes, they were: Chevrolet, 
51; Ford, 33; GMC, 22; Internation- 
al, 12; Divco, 5; Willys, 5; Mack, 







Morris, '2, and miscellaneous, 14. By makes, they were: Ford, 69; 
—STUART Ripe | Chevrolet, 66; International, 57; 

s.- e298 Dodge, 17; Volkswagen, 15; GMC, 
Louisville 14; Divco, 12; Willys, 7; Mack, 6; 


White, 6; English Ford, 2; Stude- 
Dealers in Louisville still have al baker, 2 and Diamond T, 1 
lot of 1960 models to unload and y Jack Branarsin 
are offering all sorts of veces * 
to move them, along w various 
deals to unload the used cars that Minneapolis 
Hennepin County (Minneapolis) 


have been stacking up. dealers had their best October in 














By makes, new-truck registra- 
tions were: Chevrolet, 71; Ford, 40; 
International, 28; GMC, ‘24; Stude- 
baker, 20; Dod ge, 13; Volkswagen, 
10; White, 10; Willys, 7; Divco, 3; 









New-car sales in October total- 


led 1,717. By makes, they were: 
Ford, 536; Chevrolet, 412; Oldsmo- 
bile, 104; Plymouth, 102; Pontiac, 
95; Buick, 90; Rambler, 80; Comet, 
64; Dodge, 45; Mercury, 37; Volks- 
wagen, 35; Valiant, 33; Cadillac, 
29; Chrysler, 13; Studebaker, 8; 


history with 3,900 new-car registra- 
tions, according to Finance and 
Commerce, business newspaper. 
The October total compared with 
2,721 in September and 3,547 in Oc- 
tober, 1959. 
By makes, registrations includ- 


debaker, 4; Sunbeam, 3; Austin, 
2; Hillman, 2, and miscellane- 


New-truck registrations totalled 
597 in October, compared with 507 
in September and 674 in October, 
1959. The used-truck count was 434, 





Mack, 3; "FWD, 2; Diamond T, 1. 
and miscellaneous, 1. 


—ALLAN R. Hem 
* a * 


Miami orgs : = 
There were 4,975 new cars reg- : 
istered in Dade County (Miami) in 





4; Dodge, 3; White, 3, and miscel- 
laneous, 16. 







—WiumM ULLMAN 








compared with 335 a month earlier 





















orris, 6; , 6; DeSoto, 4; | ©4: Chevrolet, 841; Ford, 609; 
Ma, 4; 9 aiaieg, 3; Mer- | Oldsmobile, 263; Pontiac, 234; | and 412 a year earlier. October, compared with 5,347 in the 
cedes-Benz, 3; Hillman, 2; Impe- | Rambler, 242; Buick, 219; Plym- By makes, new-truck registra-| year-ago month. 
rial, 2; Metropolitan, 2; Renault, outh, 219; Dodge, 150; Falcon, tone were: Chevrolet, 209; Ford,| Domestic makes alone, however, 
2; Saab, 2; Willys, 2; Lincoln, 1, numbered 4,625 this year compared 
and 5. with 4,595 last year in October. 
New-truck sales totalled 128 and By makes, registrations were: 
were shared as follows: Chevrolet, Chevrolet, 1,549; Ford, 1,171; Ram- 
45; Ford, 32; International, 27; bler, 430; Pontiac, 251; Oldsmobile, 
Volkswagen, 8; GMC, 4; Reo, 3; 212; Buick, 169; Dodge, 160; Val- 
Dodge, 2; Mack, 2; Willys, 2, and iant, 152; Comet, 147; Plymouth, 
White, 1. 117; Cadillac, 115; Chrysler, 44; 
—A, W. WILLIAMS Mercury, 43; Studebaker, 42; Im- 
e. Gig perial, 8; Lincoln, 8; DeSoto, 7, and 
miscellaneous, 350. 
Houston -——Trescot GoopE 
Houston dealers sold 4,163 new °° he 
cars in October, compared with Ak i 
8,743 the previous month and 3,937 ron 4 






Bolstered by new models, new-car 





in the year-ago month, 


Registrations by makes were: 
Chevrolet, 1,155; Ford, 1,025; Pon- 
tiac, 297; ’ Oldsmobile, 271; Buick, 
218; Rambler, 179; Plymouth, 141; 
Dodge, 117; Volkswagen, 108; 
Comet, 103; Cadillac, 77; Valiant, 
68; Renault, 56; Studebaker, 43; 
Chrysler, 41; Mercury, 25; Fiat, 
20; Imperial, 19; Mercedes-Benz. 
19; Hillman, 18; Peugeot, 16; 
Volvo, 16; Simca, 15; Austin- 
Healey, 12; Willys, 12; Triumph, 
11; Sunbeam, 10; DeSoto, 9; Dat- 
sun, 9; Opel, 9; BMW, 7; MG, 7; 
Metropolitan, 6; Vauxhall, 5; 
Morris, 4; DKW, 2; Humber, 2; 

2; NSU, 2; Porsche, 2, 
and miscellaneous, 5. 

New-truck registrations totalled 
503 in October, compared with 551 
a month earlier and 627 a year 
earlier, By makes, they were: Chev- 





Message for Customers, Employes— 


. This bulletin board of samples of the firm's advertising greets 
at Carl Carson Car & Truck Rentals Co., Memphis. On the theory that the advertising 
cost plenty to get customers in, it carries the message: 
you. So you can be sure we'll serve you well when you get here.” And 


chance to serve 


this might help remind employes that the firm's goal is to serve. 


customers 


“Some of what we do for a 


sales in Summit County (Akron) in 
October rose sharply to 2,355, com 
pared with 1,842 in September and 
2,258 in October, 1959. 

Dealers attributed most of the 
gain to their cleanup efforts on ’60s. 
Demand for ’61s was still not up to 
expectations. 

Deliveries for the first 10 
months of the year totalled 24,546, 
the highest on record and more 
than 15 percent ahead of 1959. 
The 10-month figures also indi- 
cated that American compacts 
are cutting heavily into import 
sales. Up to Nov. 1, imports had 
accounted for 4.2 percent of the 
market, In the corresponding 
1959 period they took nearly 7 
percent. ie 
October registrations by makes 
were: Chevrolet, 581; Ford, 475; 





















Sales Flags— 


Every time a salesman sells a 1961 
Simca at Grentner-Simca in Miami, he 
runs up a victory pennant of the color as- 
signed him to signify the event. In four 
months the dealership, under C. E. Grent- 
ner, owner, has helped moved Simca into 
third place among imports sold in Miami. 
The dealership also now ranks in third 
place among the “top 10 Simca Dealers” 
nationally. Seymour Levy, left, sales man- 
ager, watches as salesman Gene Ellis 
selects two flags to mark two more sales. 
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Capsule Reports aa 
Auto News in Brief 


DETROIT.—Fifty Plymouth sales 


managers from dealerships 
throughout the country took an all- 
expense paid, five-day holiday for 
two in Bermuda as a reward for 
their selling record during the re- 
cent “Solid Punchers’ Payoff” in- 
centive program. 

The sales managers and their 
wives enjoyed a round of tours, 
parties, banquets and dances. The 
stay also included a series of busi- 
ness meetings designed to increase 
further the sales-direction capabil- 
ities of the winning executives. 

cd Cd * 


Continental Motors Opens 


Office on West Coast 


MUSKEGON, Mich.—Continental 
Motors Corp. has opened a West 





Annual Meeting 
Of Atlanta Dealers 
Is Set for Dec. 14 


ATLANTA.—Wesley Slate (John 
Smith Co.) treasurer of the At- 
lanta Automobile Dealers Assn. and 
chairman of arrangements for the 
annual meeting, has announced 
that the annual convention will be 
held Dec. 14 at the Atlanta Bilt- 
more Hotel. 

Election of officers will be a high- 
light of the meeting, at which 250 
dealers and their wives are expect- 
ed. 
Dr. Carl C. Byers, Cleveland, a 
special General Motors lecturer, 
will be among the speakers, 

Officers of the association are 
R. H. East (Crest Motors), presi- 
dent; John O. Mitchell (Mitchell 
Motors), vice-president; Louis Keen 
(Universal CIT Credit Corp.), sec- 
ond vice-president, and Slate. 

L, L. Austin is executive secre- 
tary of the association. 


Coast office at 3402 Century Blvd., 
Inglewood, Calif., according to C. J. 
Reese, president. 


The company also maintains res- 
ident representatives in the San 
Francisco area and in Portland, 
Ore. Continental builds engines for 
a wide range of agricultural and in- 
dustrial equipment, 

* + 


$7 Million Plant in France 
Is Opened by Goodyear 

AMIENS, France, — Goodyear 
Tire & Rubber Co. has opened a 
$7 million plant here to produce 
auto, truck and farm tires and 
tubes for the original-equipment, 
replacement and export markets. 

Officiating at the opening was 
M, J. M. Jeanneney, France’s 
minister of finance and industry. 
Goodyear representatives includ- 
ed E, J. Thomas, chairman; F, T. 
Magennis, president of Goodyear 
International Corp., and R, V. 
Thomas, GIC vice-president, 

* * + 


Louisville Credit Men Sue 
Cooke Aide for $53,000 

LOUISVILLE. — The Louisville 
Credit Men’s Assn. has filed a suit 
against Charles Patrick, a key fig- 
ure in the Thurston Cooke case, 
charging that Patrick used $53,459 
of funds belonging to Cooke com- 
panies to pay off a debt to Motors 
Investment Co., Inc., a finance com- 
pany. 

In another action, the property 
formerly occupied by Thurston 
Cooke Mercury will be sold Nov. 21 
in a Circuit Court foreclosure ac- 
tion. The suit was brought by for- 
mer occupants of the site to en- 
force a claim of $204,172.80, 

ok * oa 


S-P Move Reveals Details 


On What It Paid for Onan 
WASHINGTON. — A Studebaker- 


Packard application for registra- 
tion of 324,325 shares of its common 
stock bared additional details on 
just what the company paid for one 
of its acquisitions—the purchase of 
D. W. Onan & Sons, Inc., Minne- 
apolis, producer of electric generat- 
ing equipment and related products. 

The application showed S-P 
agreed to pay the Onan interests 


the net worth of the company as|- 


shown by a joint audit, the 324,325 
shares of S-P stock (worth about 
$3 million at current market prices) 
and a share of the profits Onan 
Division earns for S-P. The. details 
of the profit sharing plan were not 
revealed. The Onan share will not 
exceed $3 million, according to the 
application. 

* ea 
2 Facilities in St. Louis Area 
Being Readied by Goodrich 

AKRON.—B, F. Goodrich Co, will 
open two new major facilities in 
the St. Louis areé in the next few 
months, according to E, F. Tomlin- 
son, president of the company’s tire 
division. 

An 80,000-square-foot distribution 
center is under construction in 
Overland, Mo., and a 15,000-square- 
foot tire-retreading plant is being 
prepared for occupancy Jan. 1, in 
Olivette, Mo. 

* * * 


General Tire Is Building 


New Test Center in Ohio 


AKRON.—General Tire & Rub- 
ber Co. is building a $2%-million 
tire-test center in Mogadore, O. 

The new center will be adjacent 
to the company’s new research 
building. The new building, which 
will have 33,000 square feet of lab- 
oratory space, is expected to be 
completed by next May. 

ot Oo of 


Pantex, Tel-A-Sign to Offer 
Auto Exhaust Purifier 


PAWTUCKET, R. I—Pantex 
Mfg. ‘Corp. has acquired exclusive 
manufacturing and sales rights to 
Monoxit, an auto engine exhaust 
purifier. The product will be pro- 
duced and marketed in conjunction 
with Tel-A-Sign, Inc., Chicago. 






Shock Promotion— 


A barrel of shock absorbers, with a test- 
er to help sell them, is the latest sales help 
being offered dealers by Monroe Auto 
Equipment Co., Monroe, Mich. The brightly 
painted barrel (actually a steel drum) has 
on the lid a comparison shock absorber 
tester which permits a customer to find out 
for himself the difference in action be- 
tween a good shock absorber and a worn- 
out one. The barrel is being offered deal- 
ers as a package which includes seven pair 
of shock absorbers and two pairs of Load- 
Levelers, the company's stabilizing device 
for rear suspensions. 


a substantial interest in Tel-A-Sign. 
Monoxit will be produced and mar- 
keted by Monoxit Pantex Corp., an- 
other subsidiary. 


* * * 


2 Get Ford Sales Awards 


HOUSTON.—Ford Motor Co. 
sales-contest awards have been pre- 
sented to Ralph Herron and Irving 
Schroeder, general manager and 
parts manager respectively for Don 
McMillian Ford, Inc. The awards 
were made by Don McMillian, pres- 
ident of the dealership. 

a * * 


Exhaust Control Sought 
PHILADELPHIA. — The city’s 


Pantex Mfg. Canada, Ltd., owns' autos may have to be equipped 


Buy it and build it section-by-section. Pay as you grow out of current profits 


New economy spray booth kit 





Another example of DeVilbiss Total Service 


There’s no need for you to put off the 
purchase of a professional spray booth 
and miss out on the profitable automo- 
tive refinishing market. New DeVilbiss 
Economy Spray Booth Kit lets you buy 
and build as job volume increases. 


Start with exhaust chamber, add 
modular, bolt-together side panels, roof 
and filter doors that any shop man can 
erect. Your capital investment is on a 
“pay as you grow” basis. DeVilbiss 


.Economy Spray Booth Kit, with scien- 


tific exhaust, lighting, and dust control 
features, meets both Fire Underwriter 
and local codes, actually costs less than 
“home-built” booths—operates far 
more efficiently. Write for Folder F-346 
or call our nearest representative. The 
DeVilbiss Company, Toledo 1, Ohio. 
Branch offices in principal cities. 





with exhaust-contro] devices that 
will cost about $100, in order to cut 
down on air pollution, according to 
Dr. Eugene A, Gillis, Philadelphia 
health commissioner, He said about 
37 percent of the air pollution in 
Philadelphia igs caused by automo- 
biles. 


* * * 
Wickes New Manager 
Of Dodge L. A. Group 


nounced by Tom Waters, presi- 
dent. The RSA is composed of 38 
Los Angeles and Orange County 
Dodge dealers. 


For the past five years, Wickes 
has served in executive capacities 
for Chrysler Corp. in the Los 
Angeles region. His most recent 
position was that of regional 


fleet manager. 
* * + 
Handbook for Hotrodders 


Is Published by Arco 


NEW YORK.—The New Hot Rod 
Handbook, by Griffith Borgeson, is 
available from Arco Publishing Co., 
Inc., 480 Lexington Ave., New York 
17, N. Y. The price is $2.50. 

The book features plans for 
building a dragster, tips on soup- 
ing, tuning, supercharging and fuel 
injection, fuel mixtures, tires and 
accessories and chapters on power 
takeoffs, roll bars, crash helmets, 
safety hubs and go-karts. 


* * * 


U. S. Industry Hikes Budget 
For Product Development 


NEW YORK.—Some 400 corpora- 
tions representative of United 
States industry will spend an aver- 
age of 10.7 percent more for devel- 
opment of new products and proc- 
esses in 1960 than in 1959, according 
to a nationwide survey by the 
American Management Assn. 

Of the 402 corporations repre- 
senting 26 industry groups, 66 per- 
cent increased their budgets; 7 per- 
cent decreased their budgets, and 
27 percent reported no change. 


FOR TOTAL SERVICE, CALL 
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ANGLE SCREWDRIVER—An angle screw- 
driver, designed for continuous heavy serv- 
ice in close quarters, has been announced 
by Gardner-Denver Co., Quincy, Ill. The 
air motor in this unit is said to be identi- 
cal to those in other series-3 in-line and 
_ angle tools, All attachments are inter- 

changeable. A wide variety of bits and 
finders adapt these tools for use with any 
type screw. Standard, right hand rotation 
or reverse rotation are available. A stand- 
ard muffler keeps the noise below the dis- 
turbing level, and further noise reduction 
is obtained by directing exhaust air 
through holes in the lower side of the 
attachment, it is said. Angle Screw Drivers 
are available with either straight handle 


or short head. 
tw 


Oil Filler Caps 


An oil filler cap assortment pack- 
ed in a self-selling display-merchan- 
diser has been announced by Wayne 
Metalcraft Division, E. Edelmann 
& Co., 2332 W. Logan Blvd., Chi- 
cago 47, Ill. The display assortment 
consists of 13 caps in seven differ- 
ent numbers to give broad cover- 


Metal Parts Cleaner 


An intermediate grade, cold-im- 
mersion cleaner for metal parts has 
been introduced by Carbide Con- 
sumer Products Co., 30 E. 42nd St., 
New York 17, N. Y. It is called 
Prestone Metal Parts Cleaner Num- 
ber 2. ‘ 


Lock ‘tellin Offered 

Merix Chemical Co., 2234 E. 75th 

St., Chicago 49, Ill., hag introduced 

Merix Frost-Off Antifreeze, which 

is said to prevent locks from freez- 

ing and to remove ice from locks 
already frozen. 
* 





TIN COATING—Tin Swipe, which con- 
sists of tinning metals, chemical cleaner 
and flux in an aerosol spray can, has been 
announced by Wright Mfg. Co., 1900 Ev- 
clid Ave., Cleveland 15, O. Used for tin- 
ning metals prior to soldering, Tin Swipe 
is first sprayed on the metal surface. Heat 
is applied and at soldering temperatures 
@ coating of tin appears on the metal. 
The material may also be sprayed on 
hot metal and the coating appears as it 
is sprayed. It is not necessary to prepare 
the surface beyond wiping off accumula- 


tions of dirt and grease, it is said. 
* * * 


Car-Washing Unit Designed 
For Service Stations 


Powr-Wash, a car-washing unit 
designed for service stations, has 


Offered for Promotional Use 
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NEW PRODUCTS 


been introduced by Precision Indus- 
tries, Inc., Flint. 

Main improvements over other 
systems, the firm said, include a 
pressure detergent applicator, auto- 
matic rinse, overhead blower fans 
and a built-in vacuum cleaner, An 
average car can be washed by one 
man in 15 minutes or less, the firm 
added. 

* *” 


+ 
Neoprene Weather Balloons 


Neoprene weather balloons, which 
auto dealers and other businessmen 
can use for advertising and promo- 
tional purposes, are offered by S. T. 
ee & Sor, Inc., Greenport, 

According to Preston, the bal- 
loons inflate to 20 or 30 feet and 
can be seen for miles. 

+ ed * 


Dayton Adds Condenser 


Dayton Automotive Products Co., 
Dayton, O., has announced the ad- 
dition of a condenser to its-ignition- 
products line, Six condenser num- 
bers cover all cars and trucks made 
in the United States and Canada, 
the firm said. The condenser is the 
oil-impregnated type, it added. 

+ * 


Deceleration Parachute 
Offered for Dragsters 


A deceleration parachute system 
designed specifically for dragsters 
is being marketed by Security 
Parachute Co., San Leandro, Calif. 

According to its manufacturer, 
the Delta IV dragster chute can 
be opened at speeds up to 200 miles 
per hour. The system exerts a 
steady drag force of 7,000 pounds 
while slowing the average dragster 
to safe braking speeds within 200 to 
300 feet, the company said. 


Valve-Cover Hold-Downs 


Polished aluminum hold-downs to 
replace screws on Chevrolet V-8 
valve covers are Offered by Nagel 
Engineering, Inc., 3013 W. 95th St., 
Evergreen Park, IIl. 

oe ad 


* 


For Winter Vision 


A chemical formula for melting 
frost and ice for windshields has 
been developed by Osrow Products 
Co., Inc., Dept. D, Glen Cove, N. Y. 


* * * 


Rear View Mirror 


An extra-large interior rear view 
auto mirror, with a builtin glare- 
control mechanism, has been intro- 
duced by Visionade Mfg. Co., Inc., 
200 Kosciusko St., Brooklyn 16, 
N. Y. Attached to car mirrors, one 
model fits all cars, it is said. 


Greeting Geil Combined 


With Gift Certificate 

Gift-Bookard is a combination 
personalized greeting card, gift cer- 
tificate and catalog of 24 gifts from 
which to select. 

Gallery of Gifts, Inc., 80 Park 
Ave., New York 16, N. Y., says 
Gift-Bookard is designed for gift- 
giving in industry. 

oe * 


STATION WAGON FLAP—A unique sta- 
tion wagon flap, which is installed at the 
rear of the vehicle to deflect mud, dirt, 
salt, snow, and exhaust fumes, has been 
introduced by the Polaris Corp., 4000 
Schaefer Rd., Dearborn, Mich. Made of 
nylon reinforced rubber, the one-piece unit 
extends the full width of the station wagon, 
keeping rear windows clear, and prevent- 
ing dust and exhaust fumes from entering 
the vehicle when the rear window is open, 
it is said. In addition, the flap protects 
the vehicle's body, understructure and trim 
against corrosion by deflecting road salt 
during winter driving, it is claimed. Unit 
is available in black or white rubber, is 
68 inches long, 8% inches wide and 
Y-inch thick. 






























































PATCH MATERIAL—Revere Sta-Fil, a per- 
manent exterior pavement patching ma- 
terial, is recommended for use in patching 
chuck-holes, ruts and various other types 
of deep holes in concrete, asphalt, brick, 
stone and cinders, caused by expansion 
cracks or pavement upheavals and en- 
larged by moving troffic. This material is 
supplied ready-to-use. This material is 
applied cold at any temperature and dur- 
ing any weather conditions. Revere Chem- 
ical Corp., 2010 E. 102nd St., Cleveland 
6, O. 

Sa eS 


Additive for Paint 


A paint additive, Proflo, which is 
said to increase paint’s strength, 
adhesion, washability and durabil- 
ity is available from DeMert & 
Dougherty, Inc., 1600 Clark St., St. 
Louis, Mo. 


, 


CORVAIR GRIL.= — Auto Trends, inc., 
222 S. Division, Grand Rapids 2, Mich., 
has introduced a conversion grille for the 
1961 Corvair. Grille requires no drilling 
for installation, and can be removed for 
cleaning and repairs, it is claimed. 


Stainless Steel Cleaner 
D. J. Alexander Corp., 2944 E. 
Venango St., Philadelphia 34, Pa., 
has developed a liquid stainless steel 
cleaner. Its ease of use is said to 
require only gentle wiping on—no 
rubbing. 





BRAKE LININGS — American Brakeblok 
Division, American Brake Shoe Co., 530 
Fifth Ave., New York 36, N. Y., has an- 
nounced two brake linings for special duty. 
One, the “Interceptor,” is specifically engi- 
neered to police car requirements and has 
been tested by a number of law-enforce- 
ment agencies. It is also expected to find 
application on ambulances and other ve- 
hicles making frequent stops at high 
speeds. The other lining, known as ‘‘Spe- 
cial Service,"" was developed and tested 
for vehicles in multi-stop service such as 
taxis, city delivery trucks, etc. 


Enamel to Cover Rust 


Instant Insl-X Enamel has been 
developed by Insl-X Products Corp., 
Ossining, N. Y. It is said to cover 
damp or rusted metal surfaces and 


to dry in 15 minutes. 
+ * + 


Spray-On Dry Lubricant 


Is Announced by DuPont 


A spray-on dry lubricant said to 
provide ultra-slick surfaces without 
staining, running or picking up 
dirt is being introduced by BH. I. 
duPont de Nemours & Co., Wil- 
mington 98, Del. 

Called “Slipspray” all-purpose dry 
lubricant, it eliminates the mess 
that often accompanies oil, silicone 
and graphite lubricants, duPont 
said. It forms a solid coating that 
transfers from the sprayed sur- 


face to any other material that 

rubs against it, yet remains dry, 

clean and colorless, the firm added. 
+ * * 


Liquid Nickel Chloride 
A new instant liquid nickel chlo- 
ride, to replace dry nickel chloride 
in nickel plating, is available from 
Hanson-V an Winkle-Munning Co., 
Church St., Matawan, N. J. 


+ * * 


Drill-Driven Pump 


A compact pumping device, which 
is powered by an electric drill, is 
offered by Huber Industries, Inc., 
4960 Hillside Ave., Cincinnati, O. It 
is called Liquid Lifter. 


* * * 


Manifold-Valve Lube 


Part-Ease Manifold Heat Control 
Valve Loosener & Lubricant, a new 
lubricant by American Grease Stick 
Co., Muskegon, Mich., is said to as- 
sure free and easy operation of 
manifold heat control or heat riser 
valves and carburetor air duct 
valves. 

* * * 


Flat-Stock Paper Used 


For Gummed Labels 


Gummed labels printed on paper 
stock which is said to lie flat with- 
out curling, or pre-sticking are 
available from Kalamazoo Label 
+ Sag W. Ransom St., Kalamazoo, 

ch. 


A variety of finishes and colors is 
available. 
+ + + 


Gauges Designed to Replace 
Dash-Panel Signal Lights 


Panel gauges for ammeter and 
oil pressure to replace signal lights 
are available from Houser Engi- 
neering & Mfg., Inc., Bluffton, Ind. 

The gauges are said to fit all cars 
with six-volt or 12-volt electrical 
systems. 

* * * 


Auto Floor Mat 


A full-width floor mat, “Motorist 
Protector Mat,” is being manufac- 
tured by Anchor Industries, Cleve- 
land, O. 

* * + 


Ice Remover Developed 
For Specialized Use 


A chemical ice remover, made for 
the aviation industry and other lo- 
cations where freedom from cor- 
rosion igs essential, has been an- 
nounced by Speco, Inc., 7308 Associ- 
ate Ave., Cleveland 9, O. 

Its trade name is Ice Rem NC. 


Vitreous Wall Covering 
Can Be Sprayed On 


Vitro-Glaze, a spray-on, cement- 
base vitreous wall surfacing mate- 
rial is available through Desco In- 
ternational Assn., Box 74, Buffalo, 
N. Y. 

It is said to hide natural voids 
and imperfections in masonry and 
other rough surfaces. It is avail- 
able in many color combinations. 

* * * 


REAR AXLE PULLER—A rear axle and 
bearing puller that requires no bolting or 
aligning on flanged type axles has been 
announced by Thern Machine Co., 3802 
W. Fourth St., Winona, Minn. The model 
AT-1 puller is designed for use on all cars 
that have the bearing pressed on the axle. 
The puller alone will work on any car with 
a flanged axle, such as Chevrolets and 
other General Motors Corp. cars, it is said. 
It is operated by dropping it over the 
axle flange and using sliding strokes to 
dislodge the bearing and loosen the axle. 
By using the model AT-2 adapter flange 
plate, the puller will also work on all cars 
that have a nut on the end of the axle. 
In this case, the hub is removed and the 
adapter flange is bolted on to the axle. 
it will then loosen the axle in the same 
manner as on the regular flanged type, it 
is said. 






CARBURETOR STAND —Borroughs Tool 
and Equipment Corp., 2429 N. Burdick 


St., Kalamazoo, Mich., has announced the 
Universal Carburetor Repair Stand, BT- 
30-15, a gadget that is said to hold a 
carburetor in such manner that it may 
be set on a bench for most convenient 
tinkering, adjusting or repairing. The stand 
consists primarily of two steel crossarms 
held together at the center with a bolt and 
wing nut for adjustment. Each arm is in 
two parts, each part slotted and sliding 
over the companion part, so as to extend 
its length from 1% to 9¥ inches. The four 
outer ends of the cross bars are equipped 
with lugs to engage the carburetor wher- 
ever most convenient. The outer ends also 


have legs to stand on the bench. 
oS 


Visualiner Background 


A redesigned and versatile Vis- 
ualiner background has been in- 
troduced by John Bean Division, 
Food Machinery and Chemical 
Corp., Lansing 4, Mich. The back- 
ground is now standard equipment 
for all Visualiner wheel alignment 
department installations, 

+ + * 


‘No-Flame’ Grease 


A special lubricant for grease 
compounding, called “No-Flame” 
Grease, has been introduced by 
Bel-Ray Co., Farmingdale, N. J. 
The grease won’t burn under any 
conditions, is nonmelting and main- 
tains its stability under all tempera- 
ture and pressure extremes, the 
firm said. 

* * * 


Laminated Insurok T-777 
Introduced by Richardson 


Flame-retardant, laminated In- 
surok T-777 has been introduced 
by Richardson Co,, 2737 Lake St., 
Melrose, Il. 

The company said Grade T-777 is 
a paper-base, phenolic laminate 
with exceptional flame-retardant 
characteristics. It is available cop- 
per-clad or nonclad, the firm added. 


* * * 





AIR SUSPENSION—Western Unit Corp., 
17747 E. Railroad St., City of Industry, 
Calif., has introduced the model SA-208 
“Stabilaire" for vehicles of low mount re- 
quirements. A tandem suspension that is 
compact and ready for easy installation— 
one that is said to give your cargo a 


smooth “ride on air.” 
Bar we 


Three Batteries Added 
To Prest-O-Lite Line 


Three commercial service batter- 
ies have been added to the Prest- 
O-Lite battery line, according to 
Electric Autolite Co., Toledo 1, O. 
Two of the batteries are in the six- 
volt line, while the third is 12-volt. 

Built for heavy-duty service, the 
three batteries are available in 
either wet or dry charged state and 
all carry a 48-month warranty, the 
firm said. 

+ ae * 


7 Motors Replace 166 


A total of 166 electric motors pre- 
viously required to meet most auto- 
motive heater, defroster and air- 
conditioner applications are re- 
placed by only seven Delco general 

purpose motors announced by 
United Motors Service, Detroit 2, 
Mich. 
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PASSENGER CAR ADVERTISERS 
BUY MORE PAGES AND INVEST 
MORE DOLLARS IN (d3 THAN 
IN ANY OTHER MAGAZINE ! 


PASSENGER CAR & VEHICLE 


ADVERTISED IN 
ADVERTISING, FIRST 9 MONTHS OF 1960 


Magazine Adv. investment 


$9,706,654 
6,891,086 
3,902,751 
3,630,437 Circulation more than 
2,486,500 6,700,000 weekly! 


Source: PIB (Jan.-Sept., 1960) 
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Roundup from State Capitals... 
Legislation Affecting Auto Industry 


AUTOMOTIVE NEWS, NOVEMBER ,21, 1960 





By Bethune Jones 


Legislative Correspondent 
en to rid the highways of unfit and law-violating 
drivers are receiving increasing administrative and leg- 
islative attention in the states. 


In the forefront is Pennsyl-{ 


vania, which is accelerating a 
pioneering driver physical-examina- 
tion program. Pennsylvania Traf- 
fic Safety Com- 
missioner O. D. 
Shipley said near- 
ly 200,000 drivers 
of all ages would 
have to pass phy- 
sical examina- 
tions before they 
could obtain 1961 
driver licenses. 
Examinations 
have been requir- 

ed since June 1 
Bethune Jones for all applicants 
for learner’s permits. 

Shipley said the accelerated sys- 
tem is only the start of a program 
under which all Pennsylvania driv- 
ers—about 5,500,000—will be exam- 
ined during the next six to 10 years. 

The system is part of Gov. 
David Lawrence’s highway safety 
program. Lawrence has said it will 
not cause wholesale loss of driving 
permits, but will rid the roads of 
those not physically fit to drive. 

Shipley said the first phase of 
the test, primarily an eye exam- 
ination, will be given free of 
charge by State Police at exami- 
nation centers. The remainder of 
the physical, to be made by a 
physician, must be paid for by 
the driver. 

Drivers are being selected for the 
Pennsylvania physicals on a nu- 
merical basis, according to the op- 
erator’s plate number. Under this 
procedure, Shipley said, a valid 
cross section of all drivers of all 
ages will be obtained and will pro- 
vide “an orderly and meaningful 
set of statistics that will help us in 
developing still further methods of 
saving lives on the highways.” 

Examination standards were rec- 
ommended by the State Medical So- 
ciety and the State Department of 
Health. Physicians are checking 
applicants for neurological disor- 
ders which may prevent reasonable 
control of a motor vehicle, 

Meanwhile, the Pennsylvania 
Governor’s Traffic Safety Council 
has recommended a legislative pro- 
gram to give state officials wider 
powers to crack down on speeders 
and reckless drivers. 

The proposals would give State 
Police the right to use radar in ap- 
prehending speeders, increase the 








Chevy Honors Davis— 


George H. Davis (Cadillac-Oldsmobile- 
Chevrolet), right, Lewiston, Me., receives 
@ plaque marking his 25th year as a Chev- 
rolet dealer from H. A. Lambert, Chevrolet 
Portland zone manager. Davis has been 
in the automobile business for the past 
35 years, first as a salesman and then as 
a Cadillac and Oldsmobile dealer. He 
added Chevrolet 25 years ago. Davis is 
currently the National Automobile Dealers 
Assn. director for Maine and a past pres- 
ident of the Maine Automobile Dealers 
Assn. 





State Police force for enforcing 
traffic laws, and establish manda- 
tory jail sentences for persons con- 
victed of additional violations while 
under suspension or revocation. 

* * * 


Juvenile Permit Urged 

HE council also recommended 

establishment of a juvenile op- 

erator’s license, under which youths 
between 16 and 18 would receive a 
provisional driving permit to prove 
their ability to operate motor ve- 
hicles, The license would be lifted 
if the juvenile was convicted of a 
violation. 

Other Pennsylvania proposals 
would require reduced gear for 
commercial vehicles on certain 
dangerous grades, give full legal 
sanction to chemical tests to de- 
termine intoxication, and give the 
state secretary of highway au- 
thority to establish minimum 
standards for brake lining. 

In New Jersey, a program or- 
iginally set up to re-examine driv- 
ers involved in accidents soon will 
be expanded to include other trou- 
blesome drivers, especially habitual 
violators, according to Ned J. Par- 
sekian, acting state motor vehicle 
director. 

Parsekian said the first to be re- 
tested under the expanded program 
probably will be violators who lost 
their licenses because of repeated 
point-system offenses. He added, 
however, that this will have to be 
restricted to those with the worst 
records, since his clinics would be 
unable to handle the thousands of 

motorists who lose their licenses by 
being charged with 12 or more 
points in three years. 
* od * 

N NORTH CAROLINA, a strong- 

er point system may be sought 

next year. Noting that the present 
law had resulted in 53 driver-li- 
cense suspensions in its first year, 
Elton Peele, head of the Driver 
License Division of the State Motor 
Vehicles Department, said the pres- 
ent system is “lacking a little bit 
in some places.” 

One weakness, he added, is that 

“point values are too low.” A 
driver now loses his license when 

he accumulates 12 points in a 
two-year period. Peele said his 
department had asked that the 
period to extended to three years, 
thus. lengthening the time that 
accumulated points would be car- 
ried on a driver’s record before 
his slate was wiped clean. 

In Wisconsin, meanwhile, the 
Motor Vehicle Department’s point- 
system advisory committee has rec- 
ommended several changes to make 
the state’s demerit method for con- 
trolling drivers more lenient. 

One proposal, however, would 
make the system more stringent on 
drivers who hire lawyers to delay 
convictions, The committee said 
this is done often to postpone the 
addition of demerits to records that 
would bring license revocation. 

The broadest proposed revision 
would eliminate the assessment of 
three extra demerits for causing an 
accident involving only property 
damage. Demerits now are given 
for a traffic violation causing an ac- 
cident and three more if the acci- 
dent causes property damage, 

The committee rejected a sug- 
gested change in the method of as- 
sessing six extra points when a 
violation causes personal injury to 
a@ person other than the driver. 
Under this proposal, the assessment 
would have applied only when it 
was determined definitely that med- 
ical attention was given, A police 
accident record now is accepted as 
proof. 

* oa * 

E committee, composed of 
judges and law-enforcement of- 
ficials, recommended a number of 
other point-system revisions. It call- 
ed for more stringent action in the 
assessment of points on the date 
of violation rather than the date 














































of conviction. This change was call- 
ed necessary to eliminate class dis- 
tinction. It was said that some per- 
sons would spend $10,000 in legal 
fees to avoid losing their driving 
privileges. 

California Motor Vehicle Di- 
rector Robert L McCarthy is 
seeking enactment of a law to 
make mandatory the suspension 
of driver’s licenses after a first 
conviction for drunken driving. 
On his own initiative, McCarthy 

last year launched a policy of six- 
month license suspension on the 
first conviction of drunken drivers. 
His action prompted several ap- 
peals, which resulted in the uphold- 
ing of his position by the State 
Supreme Court. He has advocated, 
however, that mandatory suspen- 
sions in such cases should be writ- 
ten into law. 

A new committee of the Virginia 
State Advisory Legislative Council 
has undertaken a preliminary study 
of laws relating to drunken driving. 
The 1960 Legislature asked the 
council to consider changes which 
might prove “valid, feasible and de- 
sirable to eliminate drunken driv- 
erg from the highways.” 

In New Mexico, the Governor's 
Safety Congress endorsed an im- 
plied-consent law for chemical tests 
to determine the degree of intoxica- 
tion of drivers. It also called for ap- 
propriation of additional funds for 
expanding driver-education pro- 
grams. 

Enactment of an Illinois implied- 
consent law to aid in apprehending 
drunken drivers has been advocated 
by John Denk Madl, chief of the 
Chicago Police Traffic Division. He 
said a number of other states al- 
ready have such laws, under which 
an applicant for a driver’s license 
agrees to revocation if he declines 
to submit to a drunkometer test. 

* * - 
Licensing Change Urged 
ENTRALIZED issuance of Flor- 
ida driver’s permits hag been 
recommended by the State Citizens 
Committee on Highway Safety. Its 
chairman, State Insurance Commis- 
sioner Edwin Larson, said such a 
system would enable authorities to 
check motorists’ records and pre- 
vent the licensing of persons whose 
permits had been suspended or re- 
voked. 

The Florida committee also is 
advocating an increase in the size 
of the State Highway Patrol, an 
expanded school driver-education 
program, and a requirement that 
motorists report all accidents in- 
volving property damage in ex- 
cess of $100, 

Utah State Public Safety Com- 
missioner Jay C. Newman announc- 
ed that two bills are being drafted 
for 1961 legislative consideration. 
Under them Utah would be able to 
join with other states in a compact 
on driver’s licenses. He said the 
proposals would be good for Utah 
irrespective of whether such a com- 
pact is negotiated. 

Newman earlier participated in a 
meeting with representatives from 
five Western states to draw up a 
proposed compact for submission to 
the Western Governors Conference. 
If approved by the latter, most of 
the states would have to adopt the 
proposals through legislative ac- 
tion, according to Newman. He said 
there are three proposals: 

1. An applicant for a driver’s li- 










































cense would be asked if he has 
been licensed in another state. If 
so, and if in a compact member 
state, the other state would be 
asked to furnish the applicant’s 
driving record before a permanent 
license would be issued. 

2. On receipt of a new license, a 
license issued by another state 
would be surrendered. A driver 
could. have only one license. 

3. Law violations in other states 
would be counted by the state in 
fixing discretionary penalties. 

a * * 
WMAN said the last two meas- 
ures would require Utah legis- 
lative approval, while the first could 
be put into effect as soon as the 
governors endorse the program. 
New York State’s Education 

Department has endorsed propos- 

ed compulsory driver-training 

courses in all high schools pro- 

vided they were required for a 

driver’s license. 

The New York State Joint Legis- 
lative Committee on Motor Vehicles 
and Traffic Safety was told by Wal- 
ter Crewson, associate state com- 
missioner of education, that his de- 
partment would have no objections 
to legislation to make the success- 
ful completion of a driver-training 
course a prerequisite to licensing. 

Gov. Christopher Del Sesto, Rhode 
Island, said his administration, in 
a move to encourage local school 
departments to continue driver-ed- 
ucation courses, Was working on a 
plan to have the State Registry of 
Motor Vehicles reimburse localities 
for the full cost of such programs. 

Under Rhode Island law, first-li- 
cense applicants under 25 years of 
age will be required after next July 
1 to take a 30-hour classroom 
course in driver education before 
being issued a permit. The law pro- 
vides that the registry will give 
the course for persons unable to 
complete it in school, The registry 
plans to have its course started in 
all parts of the state by the first 
of the year. 


* * 
Limited Auto Checkups 
Urged in Connecticut 

A recommendation that the Con- 
necticut Legislature reimpose com- 
pulsory motor-vehicle inspections 
on a limited basis was made by the 
State Legislative Council. 

Under the council’s proposal, 
garages would be licensed to make 
the inspections at the convenience 
of motorists on an annual basis. No 
move was recommended to reestab- 
lish the former state inspection 
lanes, which were abolished several 
years ago. 
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Sabra Arrives— 


Israel enters American car market with 
this Sabra station wagon shown swinging 
over the side of the Zim Lines’ S/S Israel 
on her arrival in New York. The 145-inch 
vehicle with plastic reinforced. body is the 
first of a series of models to be produced 


by Auto Cars, Ltd., Haifa, Israel, and 
marketed in this country by Sabra Motor 
Corp. of America, New York. A Sabra 
sports model and sedan will be imported 
shortly. From left are B. Katz, Zim Lines 
traffic manager; Lovis Gladstein, vice- 
president, Sabra Corp., and Shraga Glazer, 
executive secretary. 


Senators to Study 
Export Work of 


Small Business 


WASHINGTON. — “Small Busi- 
ness Exports and the World Mar- 
ket” will be the subject of post- 
election hearings of the Senate 
Small Business Committee, it was 
announced by Senator John Spark- 
man, Alabama Democrat. 

The public hearings will be held 
in three cities, one day each in an 
Atlantic, a Pacific and a Gulf of 
Mexico port during November and 
December. Exact places and dates 
will be announced shortly. 

The Senate Small Business Com- 
mittee held hearings in June on the 
“Impact of Imports on American 
Small Business.” In its report, the 
committee concluded: 

“The ‘impact. of imports on small 
business’ is only one side of the 
coin. Your committee is also en- 
gaged in studying the other side of 
the coin—the impact of exports on 
small business. 

“Encouragement of American ex- 
ports is as vital to our economic 
health as a wise approach to the 
import problem.” 








(Continued from Page 24) 


ment, time is saved in waiting on 
customers, The parts manager 
knows at a glance whether or not 
he has a part. There is no longer 
any excuse for a “no gale,” because 
a particular part was not in stock. 

In the past, service on van- 
type trucks either was avoided or 
the work was done under ex- 
tremely difficult conditions. By 
rearranging the service depart- 
ment, and setting up an enclosed 
truck-repair area, even the 14-to- 
16-foot van bodies can be accom- 
modated. 

Reorganization in the service de- 


Dimmitt's New Service Entrance— 


This is the new service entrance at the expanded Larry Dimmitt, Inc. (Chevrolet- 
Cadillac), Clearwater, Fla. Covered protection can be provided for six cars at a time. 


partment also has meant that used 
cars can be properly reconditioned 
and retailed at a profit, Hatch said. 

Controlled used-car conditioning 
service on a 24-to-48-hour basis has 
resulted in faster inventory turn- 
over, he added. Reconditioning fa- 
cilities are located separately from 
the regular service center, he said. 

A budget plan has been adopted, 
allowing the customer to have 
needed repairs made without pay- 
ing in full at the time work is done. 
If he qualifies under GMAC, Post 
said, he can repair, ride now and 
pay later. 

This plan alone can increase 
business each month by $3,000 or 
$4,000, Post estimated, and within 
a year’s time, changes made in 
the service department will in- 
crease volume between 25 and 50 
percent. 

Business in the paint-and-body 
shop should double, wholesale parts 
sales should increase 25 percent, 
and new- and used-car sales should 


gain because of new training and 
*| recruitment policies, Post said, 


In the insurance and finance field, 
income should quadruple, he added. 

Changes still on the planning 
boards include the remodelling and 
air-conditioning of the original 
showroom, installation of account- 
ing equipment to update general 
office and bookkeeping depart- 
ments, an expense-control] and ex- 
pense-budget system, a centralized 
and controlled purchasing system 
for all supplies. 
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Across the Nation ... 





MANCHESTER, N. H. — Sport 

Motors Co., has been appointed a 

Vespa car and scooter dealer here. 

The firm is owned by Frank Ronzio. 
+ * + 


Parkinson Takes Control 
MANNING, Ia.—Dwight Parkin- 


interest in N & B Motors, Inc. 
(Ford) here and ‘igs the firm’s pres- 
ident and general manager. 

oe *~ . 


10 Additional Dealers 
Franchised by S-P 


They are as follows: 






Heads Rubber Firm— 


George R. Vila is the new president and 
chief operating officer of United States 
Rubber Co. He formerly was executive vice- 
fresident in charge of several divisions 
and subsidiaries. 









South Travis, Sherman, Tex.; Nick- 








To make a truly outstanding quality oil, 
Wotr’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wo tr’s Heap is Tri-Ex refined three 
important extra steps for truly superior per- 
formance. are: 


THOROUGH DEWAXING 


- . » to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. . » by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium” under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials .. . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil. Give your customers 
the best ... Woir’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


= 


WOLF’S HEAD OIL REFINING CO., INC. 
Ol CITY, PA. 


Auto Dealer Changes 


son has purchased the controlling 


SOUTH BEN D.—Studebaker- 
Packard Corp. has announced that 
it has signed 10 new dealerships. 


Manzari’s Auto & Boating Center, 
Route 17K, Scotts Corners, Mont- 
gomery, N. Y.; Linwood Motors, 
Inc., 975 Main St. Watertown, 
Conn.; Colonial Auto of Sudbury, 
Inc., Boston Post Rd., Sudbury, 
Mass.; A. J. Thomas Motor Co., 227 





erson Brothers, Main & F S&t., 
Smelterville, Id.; Hairr & Lingo 
Motor & Saw Co., 1502 West Third, 
Hope, Ark.; Hopkin Studebaker, 
1401 Excelsior Ave., Hopkins, Minn.; 
Bill Ellis, Inc., 980 S. First St., San 
Jose, Calif.; Carr Motor Co., 601 W. 
Broadway, Sparta, Tenn., and 
Woods Equipment Co., Highway 67 
West, Corning, Ark. 
* * 



















+ 


Moore Buys Peters 
ADEL, Ia.—Tom Moore is the 
new owner of Darrell Peters 
Chevrolet Co. here. He has been 
a Chevrolet dealer for the past 
six years at Indianola, Ia. 
* 


10 More fines 
Signed by S-P 
SOUTH BEN D.—Studebaker- 


Packard Corp. has signed 10 new 
dealerships. They are: 





























301, N., Jessup, Ga.; Rollie’s Serv- 
ice, W. Pine St., Eagle River, Wis.; 


Broadway, Depew, N. Y.; Frank- 
fort Auto Sales, 513 Holmes, Frank- 
fort, Ky.; B & L Motor Co., Inc., 
1422 Second St., North Wilkesboro, 
N. C.; Armstrong Motors, 911 S. 
Oxnard Blvd., Oxnard, Calif. 

Alsup Motor Co., 710 W. College 
St., Murfreesboro, Tenn.; Denton 
Motor Imports, Inc., 311 W. Oak, 
Denton, Tex.; Clarke Motors, 100 
E. Main St., John Day, Ore., and 
Frazier Ward Motors, Inc., 608 
10th St., Modesto, Calif. 

* 


New Orleans VW Moves 


NEW ORLEANS.—New Orleans 
Volkswagen has moved to new and 
larger quarters at 2537 Tulane Ave. 

* Ld * 


Montgomery Sells 
GRANTS PASS, Ore—Sale of 
Montgomery Motors (Dodge) by 
Roy Montgomery and formation of 
a new firm, Reese-Jacobson Motors, 
Inc., to merchandise the line, is an- 
nounced by the purchasers, Glenn 

E. Reese and Den Jacobson. 

e 


Ogle-Dellen Expands 

INDIANAPOLIS. — Ogle-Dellen 
Buick, Inc., 37 W. 38th St., has 
expanded its service department. 
R. P. Dellen, president, said the 
expansion provides an additional 
5,000 square feet of floor space. 

* * * 


Menzer Takes Volvo 
TENAFLY, N. J.—Menzer Mo- 
tors, 90 County Rd., is a new Volvo 
dealership. 
* * 


New Rambler Deal Born 


ALBUQUERQUE. — Kiva Motor 
Co. has been organized here to 
handle Rambler. Ed Mooney is 
president and general manager. 

* + + 


O’Connor Adds Daimler 


SAN LUIS OBISPO, Calif.—J.. E. 
O’Connor Buick, 565 Higera St., has 
been franchised to handle Daimler. 


Henson Acquires Ryan 

HATTIESBURG, Miss.—Edwin 
B. Henson hag purchased an in- 
terest in Ryan Ford Co. and is 
reorganizing the firm. The deal- 
ership will be known as Henson 
Ford Co., Inc., with Henson as 
president and general manager. 

+ . a 





Triumph for Parkinson 


BURBANK, Calif—Jim Parkin- 
son, doing business as Burbank 


Blvd., hag been franchised to han- 
dle Triumph. 
+ 


13 Additional Dealers 


Franchised for Borgward 
LOS ANGELES. — The following 


dealers: 

Guido’s Foreign Cars, 2150 Con- 
cord Ave., Concord, Calif.; Conti- 
nental Motors, 2023 Coolidge Ave.,, 
Oakland, Calif.; Ed DeBrecht Im- 
ported Cars, 8510 Watson Rd., St. 
Louis; Wayne's, 557 Nord Ave., 
Chico, Calif.; Lloyd W. Stephens 
Co., 1516 12th Ave., Longview, 


Morris Motor Co., U. S. Highway 


Hedges-Kiebzak Motors, 4883 


have been appointed Borgward|* 





has been taken over by E, D. 
Houghton and Don D. Reed, The 
Rambler dealership is now known 
as R, and H. Motors, Inc. 

Gulf White Trucks, Inc. (White- 
Willys), Panama City, formerly 
known as Harris Truck Service, is 
now being operated by J, H. Polson 
and H, J. Toole. 

Vernon T. Sarver is the new 
owner of Green Motor Co. (Chrys- 
ler - Imperial - Plymouth - Valiant), 
Pensacola. 

Mayfair Lincoln-Mercury Sales, 
Inc. (Lincoln-Mercury-Comet-Eng- 
lish Ford), Pensacola, has a new 
owner, C. H. Irber. 

Harper Motor Co,, Clermont (De- 
Soto-D od ge-Plymouth), has gone 
out of business. 


Wash., and Kerns Motor Service, 
823 Broadway, Larned, Kans, 
* * * 


3 Sign with Daimler 


LOS ANGELES. — Three new 
Daimler dealers in the West are 
Frank White, 1047 W. Holt Ave., 
Pomona, Calif.; Knustle Motor Co., 
298 Pearl St., Monterey, Calif., and 
Ken Clark, 3740 Crenshaw Blivd., 
Los Angeles. 

* 


* 
3 Deals Take BMW 


New dealerships for BMW in- 
clude North Country Motors, Great 
Neck, N. Y.; Penn Auto Sales, Man- 
heim, Pa., and Cedar Motors, Inc., 
Farmingdale. 

cd 
























* 


NSU Signs Three 


NSU Prinz will be handled by the 
following new dealerships: Ramsey 
Repair, Legrand, Ore.; Penn Auto 
Sales, Manheim, Pa., and British 
Motors, Ltd., Beaverston, Ore. 

* ake * 


* * 


Cadillac Deal Set Up 


SAN FERNANDO, Calif.—A new 
Cadillac dealership has been ap- 
pointed here. The company is head- 
ed by Netta Helms with H. Neill 
Lehr as general manager. 

* * * 


Philadelphia Lark Deal 
PHILADELPHIA, — Brunner 
Sweeten, Inc. (Studebaker), has 
opened at 7307 Oxford Ave. 
* * oa 


Key Buick Builds 

JACKSONVILLE, Fla. — Con- 
struction of a building to house 
Key Buick, Inc., has begun at 
Philips Highway and Southgate, 
according to Thomas W. Kaine, 
vice-president and general man- 
ager of the dealership. 

+ + * 


Fox Moves Fiat Deal 


CLEVELAND. — Clarence Fox 
has moved his Fiat operation to 
15614 Chagrin Blvd, Shaker 
Heights, and has closed the dealer- 
ship at 17602 Detroit Ave. Lake- 
wood, where he also sold DeSoto, 

a 7 * 


Griffith Ford Opens 
PORTLAND, Ore.—Harlan Grif- 
fith Ford has opened at 2510 N. E. 
Sandy Blvd. 










Pattison Invades Kentucky 

NEW ORLEANS. — William T. 
Pattison, vice-president of Pattison 
Pontiac Co., has opened a Cadillac- 
Pontiac dealership in Hopkinsville, 
Ky. 








* * * 


String field Sells Firm 


EL RENO, Okla.—Tate String- 
field has sold Midwest Motor Co. 
(Oldsmobile) here to Joe Coker, 
Norman, Okla., and Dick Mitchell, 
Plainview, Tex, The dealership has 
been renamed Coker-Mitchell Co. 

* 


Renault Signs Metro 


TITUSVILLE, Fla.—Metro Mo- 
tors has been named a Renault- 
Peugeot dealership here. 

of * * 


Changes in Dealerships 


Listed for Florida 


ORLANDO, Fila.—Several dealer- 
ship changes have been announced 
by Walter C. Mallory, general man- 
ager of the Florida Automobile 
Dealers Assn. 

Register Motors, Inc., Ft. Pierce, 


Sports-Car Book 
Takes Readers 
Off to the Races 


DETROIT.—A pleasant compan- 
ion for the armchair auto sports- 
man is A Guide to American Sports 
Car Racing, with text by William 
S. Stone and photography by Mar- 
tin J. Dain. 

The 208-page book includes over 
125 photographs and diagrams. It 
describes and illustrates the top 26 
cars now in competition and dis- 
cusses generally the mechanical 
features of sports cars. In double- 
page, illustrated spreads, it covers 
21 of the leading American sports- 
car race courses. 

There is also a short history of 
sports-car racing in America and 
chapters covering race driving and 
how to get started. It seems doubt- 
ful that the authors could be ser- 
ious. An elementary glossary is an 
added attraction. 

The book is published at $4.50 by 
Doubleday & Co., Inc., 575 Madison 
Ave., New York 22, N. Y. 

A feature that other publishers 
might copy is printing the page 
numbers in bold, black, giant type. 
You can read them, in case you 
need to, from the other side of the 
infield. 



























* 
Curtis Chevrolet Sold 
BUHL, Id.—Curtis Chevrolet, a 
30-year-old dealership, has been 
sold to Magic Valley Motors, Inc. 
Kenneth Curtis, founder of the 
firm, has retired. | 









* 





Pugmire L-M Opens 
ATLANTA. — Pugmire Lincoln- 
Mercury, Inc., has opened for busi- 
ness at 600 W. Peachtree St. N.W. 
The company is headed by John 
Pu 









NSU Adds Five Dealers 
Five new dealerships have been 
added. to the NSU network: 
Gasko & King Pontiac, Bridge- 
ton, N, J.; Glander Motors, Sauk- 














Service, Clarendon Hills, IIL, and 
Atkinson Auto Sales, West Ber- 
,N.d. 


os * * 
Volvo Signs Baylor 
STROUDSBURG, Pa.—Baylor 
Motors, 798 N. Ninth, has been 
franchised by Volvo. John Baylor 
is owner. 


+ * * 
Lark-Renault Dual 
GRESHAM, Ore.—William Mc- 
Cahill heads the newly formed 
McCahill Car 40 N. W. 
Second St. The dealership handles 
Studebaker and Renault. 















—Rosert M. Lienert 






Triumph, 633 S: San Fernando) ~ 





Texas-Style Sale— 

Modern Chevrolet, Lubbock, Tex., staged its “roundup sale” of 1960 models with 
its sales staff, shown above, dressed in Western attire. Saddies were mounted on the 
hoods of display cars to complete sale’s Western theme. 
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Highways & Safety... 


Toronto Experiments 
With Electronics 


a traffic problem and apply a rem-| percent; Rhode Island, 21.7 percent, 
edy from its collection of prepared| and West Virginia, 22.4 percent. 

programs, it checks back automat- In no state are construction costs 
ically to see if the remedy is work-| running over the engineers’ esti- 
ing. 


A $250,000 experiment with an 
electronic system for directing traf- 
fic may help solve metropolitan 
Toronto’s traffic tangles and save 
millions for taxpayers. 

And it could kick off a system 
that will revolutionize traffic con- 
trol in other Canadian and Amer- 
ican cities. 

Experts armed with computers, 
radar traffic detectors and tele- 
vision cameras have been studying 
the traffic flow at nine intersections 
here for six months. 

Results have exceeded the wildest 
expectations of traffic engineers. 
Under certain conditions, the traffic 
flow has been improved by as much 
as 20 percent. 

Sam Cass, Metro traffic engineer, 
says the electronic traffic control 
system is probably the most capable 
and elaborate in the world. Several 
American cities have asked about 
it. 

Officials who have tested it hope 
Toronto will adopt the system for 
the whole area next year. It would 
cost more than $3 million and 
control the 575 traffic lights in 
the area. 

Cass predicts the installation 
would mean a future saving run- 
ning into millions in new road con- 
struction alone. 

Here’s how the “brain” works: 

A computer, equipped with taped 
programs capable of coping with 

any traffic situation, is fed traffic 
flow information from street- 
located radar scanners. 

The scanners count the number 
of cars entering a given intersec- 
tion from all directions. 

Unlike a traffic policeman, the 
electronic cop can assess the traf- 
fic situation along nine different 
intersections at once—and apply 
a remedy. 

The computer is located two miles 
from the test area. The traffic in- 
formation comes by telephone line. 

To assist engineer Leonard Casci- 
ato and his staff at headquarters, 
television cameras watch the traf- 
fic at the different locations. 

Not only will the brain diagnose 


Churchill Urges 
More U. S. Orders 


For Small Firms 


WASHINGTON. — Increased fed- 
eral procurement from small busi- 
ness is necessary to maintain a 
healthy economy and encourage 
maximum competition under free 
enterprise, Harold E. Churchill, 
Studebaker-Packard Corp. presi- 
dent, said last week at the 15th 
annual conference of the National 
Institute of Governmental Purchas- 
ing. 

“Large budgets for advertising, 
sales promotion and public relations 
activities create a mental attitude 
which is conducive to a higher 
growth rate for the already large 
suppliers in any given industry,” 
Churchill said. 

“This mental attitude and the 
temptations it engenders create a 
situation that must be objectively 
watched in the government pur- 
chasing function.” 

Explaining he was not advocating 
increased allocation of procurement 
to small business just because it is 
small, Churchill added: “Where 
conformity with specification, qual- 
ity and performance, and delivery 
capabilities are equal, it becomes 
incumbent upon government to al- 
locate procurement requirements to 
the small supplier. This would be 
healthy for our economy.” 

Churchill stressed the importance 
of creative purchasing which en- 
courages purchaser and supplier to 
work together in improving a prod- 
uct or process, adding that many 
automobile improvements have re- 
sulted from the ideas of imaginative 
suppliers. 

“T have always believed that no 
purchasing function can be truly 
effective unless it is represented in 
top operating councils,” he com- 
mented. “Industry generally is more 
progressive in thig respect than 
many governmental bodies.” 



















































Highway 
Below Estimates, 
U.S. Bureau Says |Denver Judge Gets 


is continuing keen 
for highway work, the United Hoffman Award 


States Bureau of Public Roads re-| The Paul Gray Hoffman Award 
ported, with the result that the|for distinguished professional serv- 
prices are well under estimates pre-| ices in highway safety has been 
pared by state highway depart- 
ments. 

An analysis of 1,706 contracts The award was presented at the 
awarded during the first six months | United Nations offices of the donor. 
of this year for projects on inter- 


Competition 
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state and other primary system 
routes indicates that the low bid- 
ders were 11.1 percent under the 
state engineers’ estimates. In 29 
states, savings ran even higher. 

In five states, contractors low 
bids during this period ran more 
than 20 percent under the engi- 
neers’ estimates, the bureau said. 
The states were: Kentucky, 20 per- 
cent; Mississippi and Montana, 20.8 


mates, the bureau said. The total 
amount of work represented by 
these low bids in all states was 
nearly $1.3 billion. An average of 
7.2 contractors bid on each contract 
advertised during this period. 


Bids 











standards of traffic court adminis- 
tration in his city, for creating a 
model driver improvement school 
and for other contributions to re- 


duce the traffic-accident toll. 
* * + 


Promotion Group Named 


For 1961 Safety-Check 
Robert L. Baker, sales promotion 
manager for B. F. Goodrich Tire 
Co., is chairman of a committee for 
preparation of promotional mate- 
rials for the tire industry's 1961 
vehicle safety-check program. 
Other committee members are 
R. J. Eldridge, Goodyear Tire & 
Rubber Co.; Ted Gaynor, Firestone 
Tire & Rubber Co., and Edward 
Butler, General Tire & Rubber Co. 


New Mexico Orders Study 


Of Compact’s Effect on Fees 
Benny Sanchez, director of the 
“Pll have to ask the boss about | New Mexico Motor Vehicle Divi- 

accepting cash for a fleet.” sion, disclosed that a study has been 

ordered on the number of compact 
cars on the roads and how much 


conferred upon Judge Sherman G.| dent and ECA administrator, now| they are reducing potential returns 
Finesilver, Denver Municipal Court. - ong a director of the UN| from license fees. 
pecia nd. 


He said possibly 15 percent of the 
Judge Finesilver, 33, was honored | state’s 450,000 passenger cars are 


Hoffman, former Studebaker presi-|for his leadership in raising the| compacts. 








Engines are tailored, too 


There’s a full staff of custom tailors working at 
Hercules. Sound odd for an engine manufac- 
turer? It isn’t, really. Not when you consider that 
many of our customers require engine altera- 
tions. They want engines that are tailored to fit 
their particular application. And this is where 
Hercules shines. 

For example, Hercules can put the manifolds 
almost anywhere you want them. You can have 
a “right-hand” or “left-hand” engine. And, 
Hercules designs its engines so that extra large 
accessories like hydraulic pumps, air compres- 
sors or generators can be readily accommodated. 
For flexibility in fuel selection, Hercules has 
developed companion gasoline, LPG and diesel 


engines of identical dimensions, with a maxi- 
mum of parts interchangeability. 

These are just a few of the ways custom tailor- 
ing at Hercules works to meet the requirements 
of engine users. Possibly Hercules can help to fill 
your power needs more exactly—more economi- 
cally. Why not meet with us and see? 





HERCULES 


HERCULES MOTORS CORPORATION 
Canton, Ohie 





Gasoline and Diese/ Engines from 15 to 500 horsepower 
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Opportunity for Profit ... 
61 Lineup 


Cheers 


Buick Dealers 


By L, H, Houck 
Travelling Correspondent 

JEFFERSON CITY, Mo. — Buick 
dealers are jubilant over public re- 
action to the Buick line for ’61, if a 
survey of Buick dealers in north- 
western and central Missouri, and a 
corner of Kansas and Nebraska can 
be used to pace the nation. 

Buick dealers reported more 
than twice as many visitors at 
their ’61 showings, some three 
times as many, and all reported 
that customer comment was the 
most favorable since ’55. 

In view of sweeping changes in 
the Buick and the unenviable low 
to which Buick dropped in ’57 and 
58, public reception and dealer en- 
thusiasm this year is little short of 
a miracle. 

But it’s not a miracle—it’s real 
and Buick dealers are getting set 
to take advantage of their greatest 
opportunity for profit in five years. 

One of the reasons is that Buick 
had a comparatively trouble-free 
year last year. The ’60s required lit- 
tle warranty service, buyers were 
happy with them and the situation 
was generally satisfactory, even if 
profit was low, It was summed up 
by one veteran Buick dealer, who 
told Automotive News: 

“It used to be one year would 
carburetor trouble 


them because it 
meant so much trouble. But last 
year we had a car. 

“In 40 years of selling Buicks, 
we never had such a carefree car or 
one that owners liked so well, We 
made a lot of new friends and got 
back some of our old owners who 
had quit because of mechanical dis- 
satisfaction. 

“This year we had four times 
more people in the showroom and 
comments seemed to be all in 


praise. With our compact, we are 
in a better competitive position, but 
the compact is priced too high, so 
we'll probably not do much with it.” 

In Jefferson City, Mo., Neil 
McKay, owner of McKay Buick, 
Inc., a veteran Buick dealer, was 
high in praise of the new line and 
reported more than twice as many 
visitors at the showing, and a 
greater increase in interest and en- 
thusiasm. 

“We're out of cars and our 
problem will be to get enough 
cars to sell,” McKay told Auto- 
motive News. “We made more 
sales during the four-day show- 
ing than ever before and have a 
stack of fine prospects — real 
prospects. We’re sure to have a 
good year and we’ve got a chance 
to get some volume under the 
wire early in the season.” 

“What about losing the torque 

tube?” he was asked. 

“I guess it’s a good thing but I’ve 
been selling torque tubes and ‘X’ 
frames for more than 35 years, I al- 
ways thought we had a superior 
product because of these features 
but our new car does ride a little 
better, handling is superb, the tun- 


Oregon Supreme Court 


Denies Dealer’s Appeal 


SALEM, Ore.—The State Su- 
preme Court has denied an appeal 
in which Valley Motor Co., Salem, 
sought to void a transaction in 
which one of its salesmen collected 
the money for a car and then dis- 
appeared. 

In upholding the decision of a 
Clackamas County Circuit Court, 
the high court ruled that Valley 
Motor was negligent. The purchaser 
was W. J. Ralls, a Milwaukie (Ore.) 
auto dealer. He received title to the 
car from the salesman. 


nel is lower, and maybe the time 
has come to make these changes, 

“Anyway we're very happy with 
the line and anticipate another 
trouble-free year. I’ve never sold a 
car that I felt I could stand back 
of with more pleasure than the 
Buick ’60 — they were built right 
and delivered right and I’m sure 
we're repeating as far as service 
is concerned,” McKay said. 

Up at Carrollton, Mo., in the 
northwestern part of the state, 
Charles Wood, co-owner of Wood- 
Lightfoot Equipment Co., told 
Automotive News that they look for 
a big year with Buick in spite of 
farm reverses in the area. He sells 
the Oliver line of farm equipment. 
He said that more than twice as 
many came to see the new models 
and a good many deals were writ- 
ten, 

“We may have trouble getting 
cars,” Wood said, “and in our 
area we’re going to have to sell 
them. We are certain that in most 
cases the sales resistance of the 
prospect will be due to his own 
economic condition, rather than 
because he doesn’t want to buy 
the car, The farm income for this 
county, according to the official 
report just in, ig down $2 million 
dollars and that will hurt.” 

“What were the troubles last 
year with the ’60s?” he was asked. 

“We had no trouble at all with 
the ’60s. Most trouble-free Buick 

we've ever sold and all our owners 
are happy. In fact, we have a lot 
of owners of older Buicks who are 
very happy with their cars and also 
happy with the factory because of 
the liberal warranty policy. 

“We feel sure that many of these 
are now ready to trade for the new 
models. We had much favorable 
comment at our showing and es- 
pecially the comment on the beauty 
of the new models.” 

Most of the sales enthusiasm 
was directed at the revamped 
LeSabre, which is a little shorter 
and a little narrower, Besides the 
new drive line, the dogleg is gone 
and entrance has been improved 
both in front and rear. 

While the Special wag a big topic 
of conversation, most dealers soon 
reverted to talk about the LeSabre. 

Dealers complained that the Spe- 


A Helping Hand 


Dealer Aids Steel Firm 


Secure Chevy Order 


WALLINGFORD, Conn.—It isn’t 
often that a dealer has any direct 
association with the manufactured 
parts that go into a vehicle as it 
is assembled at the factory. 

Fred A. Valenti jr., Valenti Auto 
Sales (Chevrolet) here is an excep- 
tion, 

As the result of Valenti’s cooper- 
ation with Wallingford Stee] Co., 
the firm has a nine-month contract 
to supply a certain type of stain- 
less steel tubing to Chevrolet for a 
part on the Corvair. 

Last July, Chevrolet asked Wall- 
ingford to produce a special tubing 
for the part. Although the size of 
the order made it desirable to ob- 
tain, the unusual specifications 
made it impractical for local pro- 
duction, 

In attempt to land the order, 
Wallingford officials visited Valenti 
to find out more details about the 
part. By reviewing parts manuals, 
drawings and instructions, Valenti 
was able to indentify the part and 
supply the additional specifications. 

Armed with this information, 
Wallingford officials looked into the 
possibility of applying other types 
of stainless steel to the order. 

When they discovered a type that 
could be produced locally in the 
quantities desired and fulfill all the 
requirements, the steel firm ob- 
tained the Chevrolet order. 


cial, while worth the money, was 
priced out of line with other com- 
pacts, even though it actually clas- 
sifies above the average compact in 
size, power and performance, 

“They gave us a real quality 
small automobile,” one dealer com- 
mented, “and then priced us out of 
the market.” 

One lady is strictly a big car en- 
thusiast, she wants no part of any 
compact. She was invited to drive 
it. She reported she liked it but 
would never buy it, 

Up came “grocery buying” day, 
traffic is extra heavy and worse 
than usual because of freeway 
construction, and so she was in- 


vited to take the little car—the 
Special — to make the shopping 
centers and the supermarkets. 

When she came back, she said: 

“That’s the finest little car I've 
ever. driven. Absolutely perfect in 
traffic. And, is it easy to park, I 
wish we had one.” 

In St. Joseph, Mo., Bill Miller, 
owner of Bill Miller Motor Co. 
(Buick-Rambler), and his sales 
manager, Millard DeShon, were in- 
terviewed. 

Miller took over the Buick deal- 
ership in 1957. He, his brother and 
his father own Miller Chevrolet Co. 
Miller has made an outstanding 
success of the Buick deal which 
had for a number of years been 
at another location and under sev- 
eral successive ownerships. He has 
been scoring gains in volume every 
year. 

He reported ’60 as a trouble- 
free year for Buick in his terri- 
tory, with fair profit, Both he 
and DeShon were enthusiastic 
about the line, with a lesser en- 
thusiasm for the new Special. 

“How does this affect your Ram- 
bler deal?” DeShon was asked. 

“Not at all,” he replied, “because 
of the price structure, Our sales of 
Rambler are largely six-cylinder 
economy models going at a little 
less than $2,000. There ig no con- 
flict except in the V-8 Ambassador 
and we sell very few of these. We 
expect to sell many more V-8 Buick 
Specials than we did Ambassadors. 

“We were very enthusiastic about 
the Special when we first got the 
news and the prices,” Miller said, 
“but then when we got the smoke 
cleared away we discovered that 
the prices given us were F.O.B. 

“When we add on the options 
that everyone wants, then the 
Special is going to sell at $2,800 
to $3,100, We have no illusions 
about selling it with a straight 
transmission because our Ram- 
bler is selling automatic trans- 
missions 80 to 90 to one. We'll sell 
some Specials, we may sell a lot 
of them. It does give us a com- 
petitive car with the Buick name 
in front.” 

“What do you think about the 

(Continued on Page 52, Col. 1) 


Every detail of every DATSUN is as American as apple pie 


SELL DATSUN... 
and you SELL AMERICAN! 


The FairLady-—full 4-passenger Sports Convertible—only *1996 p.o.e. 


Even the Datsun nuts and bolts are unmistakably American type—in fact, 
there’s an American look to all the Datsun specifications. That’s a red hot tip- 
to you that it’s good business to get a Datsun dealership, because you can 
‘sell American”’ confidently and successfully when you sell the Datsun 


line—at hundreds of dollars less than domestic and imported 


“‘compacts.”’ Your Datsun customers get a full measure of 
American roominess, riding comfort, operating conveniences, 
structural safety American power, pick-up _ 
performance—with a special Datsun “plus” 


gas-saving of up to 38 m.p.g. 


this—the financially-strong Nissan Motor 
Company, Ltd. is here in the United States 
to stay—backed with a world-wide warranty 


of satisfaction. 


Good Dealer Locations Open! 


Wire or write now for the profit-paying prop- 
osition. Datsun dealer areas are fully protected. 


Full line comprises FairLady 


Pickup Truck, Bluebird Sedan, 4-door Station Wagon. 
There are 4 major parts depots throughout the U. S. 


Half-ton Datsun Pickup Truck 
Datsun 4-Door Biuebird Sedan 
Datsun 4-Door Station Wagon 


And Sa 


Sports Convertible, 
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$1646 p.oc.e. 


. $1616 p.o.e. 
. $1916 p.o.e. 


FairLady Sports Convertible for 4. . $1996 p.o.e. 


Fer further details, write Dealer Franchise Dep't. of any of the following: 


WEST: Nissan Motor Corporation U.S.A., 137 E. Alondra Bivd., Los Angeles (Gardena), Cal. CENTRAL & EAST: 


Nissan Motor Corporation U.S.A, 


120 Broadway, New York 5, N.Y. MID-SOUTH: Southern Datsun Dist. Co., 


1501 Clay St., Houston, Tex. HAWAII: Von Hamm-Young Co., Ltd., P.O. Box 2630, Honolulu 3. 
NISSAN MOTOR COMPANY, LTD. © TOKYO, JAPAN «© SINCE 1926 
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A PROFIT MAKER! A MONEY SAVER! You can retail this 
Datsun half-ton with a fine profit at a retail price far lower than the 
dealer wholesale cost of any domestic-built truck of same capacity 


and equipment. 














97% keep 
for 

future 
reference! ===. 








Most media are short lived. The fifteen second commercial lasts 
fifteen seconds. The newspaper rarely outlasts its issue date. 
Many magazines are in use only a few days. 

But SuccessFUL FARMING is read, studied, consulted, referred 
to, clipped, filed, kept in scrapbooks, for months and years. 
Some 57% of its families keep it for future reference; and 70% 
refer to advertising in back issues! 

Why? Because this magazine gives big returns to 
its readers—in better business, in better living. 


his time, his money, his land, his equipment; helps him plan his 
future. It helps his wife with her work, her plans, her 
menus, her children, her social affairs. 

It gives case histories, reports of actual applications, 
diagrammatic directions. It pictures in color—kitchens, family 
rooms, laundries, bedrooms, patios, gardens, swimming 
pools. Its contents can be believed, trusted, 
followed. Because it has been benefiting 
its readers for fifty-eight years, it has a 
very considerable influence — unmatched 
by any other medium. And influence that 
affects the reception and response of every 
advertisement in its pages! The advertiser 
not only buys space, but influence. 

In circulation, SF does not compete 
with today’s telephone numbers. But of 
its 1,300,000 families 87% own or operate 
a farm—the cream of the country’s big 
producers, big earners; and one of today’s 
class markets. 

Want your advertising to make some 
sales? Put it in SuccessruL FAaRMInc. 
Any SF office can give you all the details. 


SuccessFut FarMinc . . . Des Moines, Chicago, New 
York, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 
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Opportunity for Profit... 


61 Lineup 


Cheers 


Buick Dealers 


(Continued from Page 50) 


changes made in Buicks, such as 
frame and torque tube?” he was 
asked. 

“We always thought that the fea- 
tures they have kicked out were 
things that made Buick superior to 
other cars,” Miller said, “but I’m 
now sold on the idea that a big step 
forward has been made in all these 
changes. These are engineering ad- 
vances—we may have needed them. 

“Public acceptance here is great- 
er than it hag been in years,” he 
continued, “with hundreds and 
hundreds more people coming in for 
looks. Comments were all on the 
good side. 

“Proof of the pudding is coming 
in now just a week later with 
closed deals, and prospects who are 
coming in to discuss the car for the 
second and third time. These are 


LeSabre is going to take the ter- 
ritory by storm, It’s a completely 
new car, it is priced right, it is 
equipped right, and the public re- 
action to it has been tremendous,” 
continued Miller. 

“What did the showroom com- 
ment add up to?” DeShon was 
asked. 

“People think that Buick is back 
to building a sensible car,” he said. 
“It’s not too long, it’s not too fat, 
it’s not too ornate, and people can 
get in and out of it with ease and 
comfort. The changing crowd was 
just happy as they could be with 
the new line, We’ve had years when 


Lowery Elected Director 


SAN FRANCISCO. — Edward E. 
Lowrey, Lincol1n-Mercury-Comet 
dealer and a stockholder in Van 
Etta Leasing Co., has been elected 


the reverse was true and comments 
were unfriendly.” 

“What about future sales?” 

Miller answered, “We could do 
our biggest year but we’ve got to 
have plenty of cars in October, 
November and December and we’ve 
got to get our big volume on the 
books by July. If the factory can 
deliver the cars, I think that is 
what’s going to happen here.” 

“What will the Buick Special 
do to Chevrolet?” Miller was 
asked. 

“We don’t think it will cut into 
Chevrolet volume much, if any. 
We'd rather think that our new 
LeSabre would bring back some of 
the customers we lost to the Im- 
pala. We are in a better competitive 
position, however, but even so, 
we're going to have to make sales, 
they’re not going to make them- 
selves. 

“We think our sales will go up 
when all the lines have been shown. 
That’s been our past experience be- 
cause a lot of prospective new-car 
buyers want to look at them all. On 
that basis, we'll have a lot of them 
coming back to settle down on 
Buick,” Miller said. 

Buick’s advertising claims it’s 


Auto Personnel 















products and components at Budd’s 
four major plants: Hunting Park 
and Red Lion plants in Philadel- 
phia, Charlevoix in Detroit, and the 
Chase plant in Gary. 

od a * 


Budd Appoints Ault 


Automotive Division Chief 


Thomas J. Ault has been ap- 
pointed president of the Automo- 
tive Division, 
Budd Co., Phila- 
delphia. 

Ault joins Budd 
after 23 years 
with Borg-War- 
ner Corp., where 
he served in var- 
ious executive ca- 
pacities, Resign- 
ing from Borg- 
; Warner in 1958, 

. he has since 

T. J. Ault served as presi- 
dent and director of Saco-Lowell 
Shops, Boston. 
ed 


Appointment of William H. Cor- 
rigan as industrial relations man- 
ager and William R. Dieckman as 
controller in the styling office has 
been announced by Ford Motor Co. 

Corrigan had been manager of 
the security department, industrial 
relations staff. Dieckman has been 
supervisor of the appropriations 
section in the Engine and Finance 
Division. 


* * * 
Fram Promotes Wall 


James K. Wall has been named 
Southeastern regional manager, Na- 
tional Accounts Division, Fram 
Corp. He had been a field engineer 
in the Jobber Sales Division. 

* * * 


Mahan Heads Manufacturing 


At Budd Automotive Plants 


S. A. Mahan jr. has been ap- 
pointed manufacturing general 
manager of Budd Co.’s Automotive 
Division. 


Mahan will have responsibility 








mighty good omens. a director of Palm Beach Clothing 
“Personally, I think that the | Co. 





IN SOLID 
SALES 
FOR 10 
SOLID 
YEARS... 





Little wonder there’s big satisfaction in selling 


AUSTIN* AUSTIN HEALEY * MG* MORRIS 


For further information, write to: HAMBRO AUTOMOTIVE CORPORATION, 27 West 57th Street, New York 19, N. Y. 
U. S. representatives of The British Motor Corporation, Ltd. 


going to be a Buick year. They 


could be right. for production of all automotive 


6 solid reasons! 


1. BMC opened the modern U.S. import 
market. Morris, Austin, Austin Healey and 
MG have been on the American market 
longer than any other group of imported 
cars. 


-_ BMC is the world’s largest manufac- 
turer of sports cars and Britain’s largest pro- 
ducer of all types of cars. 


3. Americans have become familiar with 
what Britons knew for decades—fine crafts- 
manship and superb engineering are hall- 
marks of BMC. 


4. BMC maintains the largest parts in- 
ventories in the U.S. of any British car man- 
ufacturer. BMC has more U.S. warehousing 
and distribution facilities and more service 
training schools for U.S. dealer personnel. 


5. In addition to the world’s fastest selling 
sports.cars, BMC makes economy cars, com- 
pacts, station wagons, luxury cars, commer- 
cial models. 


S. BMC cars avoid both extremes—that 
of never changing and that of changing for 
changing’s sake. BMC designs move for- 
ward naturally. 






Merit Muffler Appoints 


Black as Advertising Chief 


Robert D. Black has. been named 
advertising manager of Merit Muf- 
flers. Prior to joining Merit a year 
ago, Black had been advertising 
and sales promotion manager of 
the Herbrand Tool Division, Bing- 
ham-Herbrand Corp. 

* a * 


Wolverine Tube Ups Fuller 


Carl T. Fuller has been appointed 
to the newly created’ post of man- 
ager of special product sales for 
Wolverine Tube, a division of Cal- 
umet & Hecla, Inc. He had been 
sales manager of the Chicago dis- 
trict. 

* * ok 


McElmurray Is Promoted 


John F, McElmurray, former co- 
manager of the General Tire Serv- 
ice Co., Detroit, has been promoted 
to Detroit Division manager by 
General Tire & Rubber Co, 


a oe ~ 
Autolite Names Fiene Head 


Of Automotive OE Sales 


Earl R. Fiene has been named 
director of automotive original 
equipment sales of Electric Auto- 
lite. He will be responsible for the 
sales of original 
equipment to au- 
tomotive custom- 
ers throughout 
the United States 
and Canada, 

Fiene had been 
with Stewart- 
Warner Corp. 
where he was 
manager of OEM 
sales for the Ale- 
mite - Instrument 
Division, He join- 
ed Stewart-Warner in 1937 and 
worked in the metallurgical, esti- 
mating, manufacturing and plant 
administrative and sales divisions. 

a x a 


S-P Names Cummings 


Washington Sales Manager 


G. Stanley Cummings has been 
appointed sales manager of Stude- 
baker-Packard Corp.’s Washington 
(D. C.) marketing zone. He suc- 
ceeds Carl T. Marsh, who has been 
transferred to the Boston zone to 
serve as sales Manager. 

Assistant sales manager of the 
Pittsburgh zone since February, 
1957, Cummings, 35, has been a 
Studebaker employe since 1952, 
Prior to his transfer to Pittsburgh, 
he served as a salesman in the 
Atlanta zone. 





E. R, Fiene 


Timken Promotes Shealor 


Walter H, Shealor has been ap- 
pointed assistant sales director, In- 
ternational Division, Timken Roller 
Bearing Co., Canton, O. He former- 
ly was assistant general manager 
of the company’s Export Division. 

+ * * 


Perkins Retires as President 


Of Modine; Dixon Moves Up 


C. T. Perkins, president of Mo- 
dine Mfg. Co. since 1948, has re- 
tired. 

A. G. Dixon, executive vice-pres- 
ident, was elected to succeed him. 
Perkins will continue as a member 
of the board and has been named 
vice-chairman. 
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Correspondent George L. Glaser Writes... 


Auto Letter from Europe 


ONDON.—Regardless of the|and a stiffened underframe on the 


problems auto makers face as 
sales slip both at home and abroad, 
plans must be made to be ready for 
the markets of the future, 

This is the reason why the Rootes 
Group continues investing in a very 
large plant to produce smal] cars 
which will be competitive with Aus- 
tin’s little 850. 

Rootes’ Sunbeam Alpine, which 
was launched in 1959, has seen 90 
percent of its total production ex- 
ported. 

The 1961 version of the Alpine 
will have more power in a four- 
cylinder, 1.6-liter engine, It de- 
livers 85.5 horsepower at 5,000 
revolutions per minute, The 
crankshaft has been made heav- 
ier. 

The clutch, water pump and oil 
pump have been brought in line 
with the increased power, Two 
inches have been added to the leg 
room and all pedals are adjustable. 

Other features include smaller 
steering wheel, larger shock ab- 
sorbers, wider rear springs, new 
splash shields on the front disc 
brakes, se] f-adjusting brakes and 
eight fewer lubrication points. 

* +* * 


3 Lines Little Changed 


1. Hillman Minx, Singer Ga- 
zelle and Hillman Husky station 
wagon are little changed. The 
Rootes cars have a feature not yet 
offered by competitors—an auto- 
matic transmission based on the 
magnetic-powder principle. 

The Sunbeam Rapier continues 
with hardtop sedan and hardtop 
convertible models and new color 
schemes. 

Humber has made a number of 
improvements in the Hawk series 
and the more-expensive Super 
Snipe series. 

The Hawk offers disc brakes in 
front, modified suspension system 

* * * 


New Hillman Husky— 


This is a look in the back door of the 
new Hillman Husky station wagon which 
was shown at the London auto show. The 
car is little changed from the 1960 version. 


2 Carolina Dealers 
Guilty of Violating 
State Title Laws 


FUQUAY SPRINGS, N. C.— 
O’Neal Motors, Inc. (DeSoto-Plym- 
outh), Raleigh, and David Martin, a 
used-car dealer in Cary, N. C., have 
been convicted in Recorder’s Court 
here of violating laws regulating the 
transfer of automobile titles. 

In each case, sentence was sus- 
pended upon payment of court 
costs. 

Both defendants were named in 
bench warrants issued by Judge 
Jack Senter following testimony of 
auto owners who had been brought 
into court on charges of failing to 
have liability insurance on their 
cars, as is required by state law. 

The motorists told the court that 
O’Neal and Martin had not given 
them all the papers they needed to 
get insurance on cars purchased 
from their firms. 

O’Neal Motors was convicted of 
aiding and abetting failure to trans- 
fer title. Martin was convicted of 
that charge and also of misusing 
his dealer license plate and aiding 
and abetting improper registration 
of a vehicle. The judge said evi- 
dence showed Martin had allowed 
a purchaser to use a dealer plate 
for several months, 


body. The transmission with four 
forward speeds is heavier and eas- 
ier to shift. The Super Snipe now 
has dual headlamps and a 183- 
cubic-inch, six-cylinder engine. 

of + * 


Simca to Share Plant 


|b rent ye satisfactory sales at 
the Paris Auto Show, some 
French firms seem to feel that 
changes are needed to prepare for 
the rough road ahead. 

Simca, which has two auto 
plants, has decided to sell a half- 
interest in the plant at Nanterre, 
near Paris, to Citroen. 

The plant will be operated as a 
joint venture while Simca retains 
the modern plant at Poissy, The 
deal stirred speculation about the 
plans of both companies for smaller 
cars—maybe only one, rather than 
two, will be produced. 

* *~ + 


VW Expansion Ends 


EINZ NORDHOFF, head of 
Volkswagen, has said that, 


upon reaching a production capac- 
ity of 4,000 units a day (one million 
a year), VW will have finished its 
expansion program, : 

VW will then be in a position 
to meet the increased sales com- 
Petition ahead, he said. The pro- 
gram should also put VW in a 
position to withstand any squeeze 
in future pricing policies, 

About the new VW, Nordhoff 
Said only that it will be longer 
while the VW will go on and on as 
before. 

Watch for a change in basic styl- 
ing. Pinin Farina, always ahead of 
styling trends, feels that the era 
of the very straight, crisp lines may 
have passed. His new approach is 
the soft line. 

* * * 


Jaguar Readies New Bus 


AGUAR is preparing to market 

a new rear-engine bus which 
will be equipped with automatic 
transmission. 


The Alpine for 1961— 





This is the 1961 version of the Sunbeam Alpine. The car has additional power in 
a four-cylinder, 1.6-liter ‘engine. Many mechanical features have been changed to 


2-Cylinder Trouble 


For Dealer on Coast 


AUBURN, Calif.—O. E. Saugstad, 
Roseville County car dealer, has 
been dealt additional trouble. Saug- 
stad, already awaiting outcome of 
a grand jury indictment charging 
him with irregularities in the sale 


conform to the increased power and two inches have been added to the leg room. 


of cars, is the defendant in a $1,000 
damage suit filed here in Superior 
Court. 

Tony and Gretchen Crespillo 
charge a °47 foreign-made car 
was represented as four-cylinder 
motor vehicle, whereas they learned 
it had two cylinders after buying it. 














“FRAME-KONTACT” 
SINGLE POST 





© 


“‘FRAME-KONTACT” 
TWO-POST 


For three out of four service jobs, you have to get under a car. That means 





TWO-POST, 
TRUCK 


FOUR-POST 
ELECTRIC, 
AUTO 


using a Hoist . . . getting the car up so that vital underside parts are 
visible and accessible. For safety’s sake and trouble free driving, a car 
should be checked . . . periodically . . . from below! 

For service profits, a car should be raised on a Globe FS-10 (single post) 
or FS-27 (2-post) ‘“‘Frame-Kontact’’ Hoist. These Hoists have superiorities 
unmatched by present-day lifts . . . easy swiveling arms . . . long-sleeved 
pick-up pads that reach to any chassis support area. . 


. full rotating, 


3-position pads that will handle any car or any make or model. 


For complete data on Globe “‘Frame-Kontact” Hoists, write to Globe Hoist 
Company, East Mermaid Lane at Queen Street, Philadelphia 18, Penna. 
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ala 1791... 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

A Michigan State University 
faculty member has discovered the 
earliest known advertisement for a 
motor vehicle—in a French news- 
paper of 1791. 

The ad was found in the Journal 
de Paris, dated Jan. 22, 1791, by Dr. 
Anne C. Garrison, executive editor 
of Business Topics, published by 
the Bureau of Business and Eco- 
nomic Research. The newspaper is 
in the archives of the MSU library. 

A translation of the ad is as fol- 
lows: “At the Hotel de Soubise in 
Marais tomorrow the 23rd and a 
few days following, you can see a 
car that is unique in its kind and 
that has never been known hitherto. 
It is a town car with four wheels, 
the body decorated with four win- 
dows with hangings; it goes at the 


speed of a trot on either pavement 
or ground without horses and car- 
rying five people.” 

Dr. Garrison said the ad appear- 
ed in a section of the newspaper 
presumably devoted to paid notices 
and that the vehicle was not men- 
tioned in the newspaper’s news col- 
umns. 

* + 


Post Continues Growth 


The Saturday Evening Post’s ad- 
vertising revenue for the first nine 
months of this year reached an all- 
time record of $75,956,105. 

This represents a gain. of $9,242,- 
028 above the 1959 figure of $66,714,- 
007 for the period, and an advertis- 
ing revenue increase of 13.9 percent, 
according to Peter E. Schruth, ad- 
vertising director. 

Linage for the first nine months 


of this year totalled 1,396,865, oone-| 
pared with 1,344,007 last year, a gain 
of 3.9 percent, 

Post circulation also hit an all- 
time high of 6,500,000 copies with 
the Oct. 29 issue, Schruth said. 

* + + 


Johnson Names Agency 

Reynold C. Johnson Co., Volks- 
wagen distributor for northern Cal- 
ifornia, Utah and northern Nevada, 
has announced the appointment of 
Doyle Dane Bernbach, Inc., to han- 
dle its advertising, effective Jan. 
1. Budget for 1961 is $400,000. 

* 


Suburban Papers Unite 


A research and development pro- 
gram, designed to establish a new 
image for suburban newspapers, 
has been initiated by a group of 
suburban Chicago publishers. 

The project, first of its kind to be 
developed specifically for suburban 
markets, was incorporated recently 
as “The Suburban Press Founda- 
tion.” 

The Foundation will also develop 
“an appreciation of the movement 
to suburbs and its effect on the na- 





Largest Stock in the U.S.A. 


BRITISH CAR PARTS 
HEPOLITE—Pistons & Rings 
‘WELLWORTHY—Pistons & Rings 
JAMES—Valves & — 

TERRY—Valve Spri 
PAYEN—Gaskets & i Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 
FERODO—Brake Linings, Fan Belts 
LUCAS—ignition, Lamps, etc. 
GLACIER—Engine Bearings 
VANDERVELL—Engine Bearings 
RANSOME & Ball & Roller Bearings 


GERMAN CAR PARTS FRENCH CAR PARTS 


KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 
ATE—Valves, Ring Sets 
F & $—Clutches 
REINZ—Gaskets 
SIMRIT—Oil Seals 
= eg ona wi rs & Motors 
FRESE—Bumpe irrors 
eLt0togne a 
ESCH Speck plugs & Init 

rk Plugs & Ignition 
TEXTAR —Brake and Clutch Linings 


WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 


@ other top lines 


ITALIAN CAR PARTS 
MARELLI—Ignition, Spark Plugs 





@ other top lines 


MONOPOLE-POISSY—Pistons, Rings, Valves 


& Cie.—Gaskets, Oil Seals 


CURTY 

ALLINQUANT—Shock Absorbers 

COUSSINETS MINCES—Engine Bearings 

SOCIETE FERODO—Brake Linings, ww. Ferlec 
DES FREINS LOCKHEED—Brake Part 

SOCIETE S.E.V.—Ignition, Fuel toa Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 

JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 


@ other top lines 


SPESSO—Gaskets AKRON—Oi! Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 


70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor listed below. 









Beck Regional Distributors 





astern | European Auto Parts Foreign Auto Parts Dist. Latham Meters Cal Sales, Inc. 

Ce., inc. om hh W. 14th St. 149 Arsenal St. Bridge ane 7036 N.E. Union Ave. 
415 S. 21st St. Washington, D. C. Watertown, Mass. Highland, N. Y. Portland, Oregon 
Birmingham, Ala, porte . Michigan Engine Supply . 
Brigham St. Jobe, Inc. | TW. SH Ste 3089 Coolidge Highway wg ot to Plow Se 
1101 So. Hope St. _ Miami, Fla. Berkley, Michigan 73-14 Northern Blvd. Butler, Pa, 

Los Angeles 15, Calif. Vitesse imported Auto im . oes Ap Jackson Heights, N. Y. Foreign Car Parts 
Gardne , ine. . ' . 
Mise ath St. pineliag intl. Air rt Minneapolis, Minn. AB G Supply Prilsdcipnic Pa. 
Oakland, Calif. St. Petersburg, Fla Sorenaen, ow fut oe - y 
gee Cherokee pviute Parts St Louie, Satd Basi in F voor ts St., 
rokee ‘ . 
Denver Colorado «126 Kapiolani aia, Mrted Auta Pats OE oemtown Ble: erto mica 
ion of Se Morristown, N. J. Raleigh, N.C. aia Salts 
ign Hettrich Electric Service 
421 Park St. , Ine. 1032 Ellicott St. wae Steele, Teansense 
Hartford, Conn. 5343 N. Clark Street uffalo 9, N. Y. : ’ 
orsign ee ae Wat Forsig c = Southwest | 
, ar 
ees inc. - ieperted Parts Ce. Parts, | European Autometive Aute Parts, | 
5 W. State St. St. $.E. 14th. St. 235 Main st, 1495 Warrensville Ctr. Rd. 1814 Texas Ave. 
Westport, Conn Des Moines, lowa Hempstead, N. Y. So. Euclid, Ohio Houston, Texas 
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MOTOR 
SALES 





“If we lowered our quota by 
100 cars, we’d be way over the 
top by now.” 





tion’s living, 
habits.” 


The Foundation is defined as “a 
non-profit, cooperative research and 
educational project for the further 
development of suburban communi- 
ties and the newspapers which 


serve them.” 
* 


* 
Detroit Diesel Cited 
Power Parade, a magazine pub- 
lished by the Detroit Diesel En- 
gine Division of General Motors 
as part of the division’s direct 
mail advertising program, was a 
1960 award winner in the recent 
competition conducted by the Di- 
rect Mail Advertising Assn. of 
New York. The award was grant- 
ed “in recognition of excellence 
and results achieved.” 
* * OK 


Rover to Air Symphony 


Rover Motor Co. of North Amer- 
ica, Ltd., is co-sponsoring the Sun- 
day afternoon concerts of the Bos- 
ton Symphony Orchestra over 


WQXR, New York. 


The British car manufacturer is 
using full-scale radio for the first 
time in the United States to adver- 
tise its luxury ‘3-Litre’ and ‘100’ se- 
its four-wheel-drive 
Land-Rover line of vehicles. Com- 
mercial copy during the series also 


dans, and 


reviews the history of Rover which 
dates back to 1877. 
Carroll Mune U sa: 


of the Chicago American, has been 


Corp., maker of multi-stop vehicles, 


school buses, ambulances and fu- 


neral coaches. 
* 


* * 
Show for Sportscar Owners 


Increasing numbers of sports car 
clubs in the Delaware Valley area 
have prompted Motorsport, Inc., 
to sponsor.a 
music and news program for for- 


Wilmington, Del., 


eign car owners over WCAU Radio, 
Philadelphia. 


Heard every Saturday from 6:15 


p.m. until midnight, the show fea- 
tures a modern music format and 
coverage of sports-car news and 
activities. 

* * 


cd 
Giantview Network Expands 


Giantview General Television 
Network of Detroit and New 
York has announced the acquisi- 
tion of the complete Videotape 
facilities and sales and technical 
staffs of Elliot, Unger and Elliot, 
Inc., New York. 

Another step in Giantview’s ex- 
pansion program was the opening 
of new studios at 1280 Fifth Ave., 
New York City. | 


All Renault iii to NL&B 


Renault, Inc. has appointed Need- 
ham, Louis and Brorby, Inc., New 
York, to handle its entire national 
advertising program, 

This represents a consolidation of 
all advertising within one agency. 

The radio-television portion of 
the account had been handled by 
Kudner Agency, Inc., ,, New York. 


New Chronicle ‘Rele Card 

The Houston Chronicle has issued 
a new national advertising rate 
card effective Nov. 15, offering 
newspaper advertisers up to 20 per- 


cent discount on the frequency plan |< ° 


and up to 10 percent on the bulk 
linage plan. 

+ ” 
Playboy Linage Up 47 Pct. 

A 47 percent gain in advertising 
linage over November last year has 
been scored by Playboy. The cur- 
rent issue carries 45.14 pages of ad- 









reading, and buying 





Luke P. Carroll, managing editor 


elected a director of Divco-Wayne 








vertising as compared with 30.71 
pages in November of 1959. 

Net billings are up 92.04 percent, 
from $123,255 in November of 1959 
to $236,705 in November, 1960. The 
linage in the November Playboy, 
18,957 lines, compares with 12,896 
in November of 1959. 

* * * 


Dodge Group Picks Agency 

The Dodge Dealers Assn. of Los 
Angeles-Orange County has ap- 
pointed Cole Fischer Rogow, Los 
Angeles, as its advertising agency, 
effective Nov. 19. Grant Advertis- 
ing, Inc., Los Angeles, previously 
handled the dealer account. 

Total billing of the dealer group 
was approximately $500,000 in 
1960 and is expected to match or 
exceed that amount during the 
1961 model year. 

* * * 


Daily News Promotion 


Forty-two newspapers in the 
United States and Canada have 
asked for mats of the Philadelphia 
Daily News series of ads promoting 
the role of advertising. 

Combined with the Philadelphia 
Daily News, total weekly circulation 
exposed to this series is over 1,350,- 
000. The campaign is planned for a 
full year. 

Other newspapers, and organiza- 
tions concerned with advertising 
have asked for tearsheets of the 
weekly ads to serve as models for 
similar plans in their own commu- 
nities. Professors of marketing at 
several schools have expressed in- 
terest in the series as instructional 
material for advertising classes. 

* + * 


Look Reports Ad Gains 

For the first nine months of this 
year, Look had a substantial gain 
in both advertising pages and gross 
advertising revenue, according to 
Don Perkins, advertising director of 
the magazine. 

Look carried 1,121 pages of ad- 
vertising for the period, compared 
with 998 pages for the first nine 
months of 1959—a gain of 123 pages. 

Gross advertising revenue in- 
creased by $7,897,694 over that for 
the first nine months of last year, 
going from $31,937,211 to $39,834,- 
905. 


* * * 


Digest Linage Crows 

Advertising linage increases in 
26 of its 28 international editions 
have been reported by the Reader’s 
Digest for the first nine months of 
1960. 


David W. Cogswell, advertising 
director of the overseas editions of 
the Digest, said that linage for the 
January-September period of this 
year totalled 14,776.9 pages, against 
13,225.3 pages for the corresponding 
1959 period. 


oo * oa 
Direct Mailers Cite GMC 


GMC for the second straight year 
has won a major advertising award 
for its direct mail campaign aimed 
at well over a half million truck 
users. 

GMC’s program was selected 
from some 300 entries submitted in 
an annual international contest 
staged by the Direct Mail Advertis- 
ing Assn. 

GMC’s prize winning entry won 
the award in automotive group 
competition. The division received 
a similar award in the same cate- 
gory last year. 


AC Spark Plug on " Radio 


In a new nationwide campaign of 
local radio spot announcements, the 
AC Spark Plug Division of General 
Motors is beaming fall sales mes- 
sages through 150 stations in 79 
cities—markets covering 95 percent 
of all radios in the country. 

The radio advertising schedule, 
calling for 17 different spot an- 
nouncements to be rotated through- 
out an eight-week period, consists 
of 12 one-minute commercials and 
five 20-second announcements. 

* * mK 
Personnel Changes 


Philip F. Shannon jr., from Cur- 
tis Publishing Co. to advertising 
manager of the special markets 
group for Ziff-Davis Publishing Co. 
. Lyle V. Martin from sales pro- 
motion manager for Carter Car- 
buretor Division of ACF Industries, 
Inc., St. Louis, to advertising man- 
ager for Thermoid Division of H. K. 
Porter Co., Pittsburgh. 

William M. Wood jr., from J. 
Walter Thompson Co., New York, 
to account executive for Needham, 
Louis & Brorby. Inc., New York. 
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AUTOMOTIVE NEWS, NOVEMBER 21, 1960 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"60 "59 °60 
Nov. 


"59 
Oct. 


"60 59 760 
Aug. 


"59 
June 


59°88 "59 "59 59 59 60 = °59_*60 59 "59 


Nov. Dec. dan. Feb. March April May duly Sept. ‘“ 
Prices of 61s added and ’53s dropped in November, 1960, Prices of ’60s added and ’52s dropped in December, 1969. Prices of '59s added and '51s dropped in December, 1958, 
Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) 

















Pric: i i $1,030*; Custom Royal (8) conv., $385* (ps). $600*. 
indi 4 marked with 4 an isk $690°. ’56 Country Sedan (8) 4-dr., $575* (ps);| °53 Capri 2-dr. hardtop, $180*. 
tcate @ unit equipped with an | enski—'ss Pacer 2-dr, hardtop, $657*. Fairlane (8) 2-dr, Victoria, $535*,| MERCURY —’58 Monterey 2-dr., $870* 
automatic transmission or over- | FORD—’60 Fairlane 500 (6) 2-dr., $1,- $400*, 325*; 4-dr., weOee mae . (ve). sa. the 
rive 8s) indi 560*; Custom 300 (8) 4-dr., $1,420; 4-dr., $400; Custom (8) 2-dr., 4 : onterey 2-dr., . 
a (P ) indicates awe Fairlane (6) 2-dr., $1,390. 55 Fairlane (8) 2-dr., $490*; Country ’55 Custom 2-dr., $100. 
9. ‘ ‘ 59 Fairlane 500 (8) 4-dr, Victoria, $1,- Sedan (8) 4-dr., $385*; Custom (6) | OLDSMOBILE—’58 (88) 2-dr., $900* (ps). 
° 760* (ps), $1,630*; Country Sedan (8) 2-dr., st. ies Sede haa ae” $925* (ps); (88) 2-dr., 
WIN 4-dr., $1,390*, $1,340*, $1,325*; Fair- ’54 Country ian (8) 4-dr., ° ps). 
NE GTON, CONN. lane (8) 4-dr., 2 at $1,240*, $1,267.50* | LINCOLN —’56 Premiere 2-dr. hardtop,! ‘56 (98) 4-dr., $720* (ps); (88) 2-dr. 


Newington Auto Auction, Sale every (ps); Custom (8) 2-dr., $1,025; Cus- 
Thursday, Prices are for sale of Nov. 10. tom (6) 2-dr., $1,130, $1,022.50. 
Sale was fairly good despite the rainy "58 Fairlane 500 (8) 4-dr., $1,060* (ps); 
cool weather, Late models still dropped 4-dr, Victoria, $990*, $962.50*; Coun- 
but old clean cars in demand and brought try Sedan (8) 4-dr., $1,030*; Fairlane 
good prices. Sold 70 cars from 130 con- (8) 4-dr., $930*; 2-dr., $890*, $860*, 
signments, $790*. 

BUICK—’57 Century conv., $740* (ps); *57 Fairlane 500 (8) skyliner, $880*; 
4-dr, Riviera, $635¢ tite t Bpecial 2- conv., $880* (ps); 4-dr. Victoria, 
dr. Riviera, $610*. $742*, $740*, $720*; Country Sedan 

56 Special 2-dr, Riviera, $550*, $420*. (8) 4-dr., 2 at $790°; Custom (8) 2- 
OADI C—'50 (62) ‘ 175° dr., $687.50*, $640; Custom (6) 2-dr., 

LLA conv., $175°. $605, $580, $475. 


"56 Custom (8) 4-dr., $710*; Country 
Sedan (8) 4-dr., $520*; Ranch Wagon 
(6) 2-dr., $490. 

’55 Fairlane (8) 2-dr, Victoria, $470*; 
Country Sedan (8) 4-dr., $460* (ps); 
Ranch Wagon (6) 2-dr., $390; Custom 
(8) 4-dr., $370*; Custom (6) 4-dr., 
$310*; 2-dr., $330, 

"53 Custom (8) 4-dr., $270* (ps), $190*, 


CHEVROLET—’59 Impala (8) sport sedan, 
$1,620 (ps), $1,590*; sport coupe, §1,- 
460*, $1,410*; Bel Air (6) 4-dr., $1,- 
290; Biscayne (6) 2-dr., $1,225* (ps). 

658 Biscayne (6) 4-dr., $890*; Delray 
(6) 2-dr., $700*, 

’'57 Bel Air (8) sport sedan, $925* (ps); 
Two-ten (6) 2-dr., $615*, 

56 Bel Air (8) sport coupe, $675* (ps); 
Two-ten (6) 4-dr., $565*. 

°54 Bel Air 4-dr., $300*. 

DeSOTO — ’57 Firedome 2-dr. 
$675* (ps), 


DODGE—’55 Royal (8) 4-dr., $285* (ps); 
Coronet (8) 4-dr., $165*. 


ALABAMA MICHIGAN 





STATE FAIR 


JOHNSON AUTO 
AUTO AUCTION 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


170. ‘ 
MERCURY—’57 Montclair 2-dr. hardtop, 
$730°*. 
*56 Monterey 2-dr. hardtop, $530*. 
’54 Monterey station wagon 4-dr., $440* 


(ps). 
OLDSMOBILE—’59 (88) Super 4-dr., $1,- 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 
TWO SALES WEEKLY 


hardtop, 











Holiday, $510*. 

"55 (98) 2-dr. Holiday, $460* (ps); 4-dr., 

$300°; 4-dr. Holiday, $230* (ps); (88) 

4-dr., 2 at $210°*. 

PLYMOUTH—’58 Plaza (6) 4-dr., $360. 

"57 Plaza (8) 2-dr., $480; Savoy (8) 

4-dr., $390. 

"56 Plaza (8) 2-dr., $430*%; Belvedere 
(8) 2-dr., $320* (ps). 

‘55 Plaza (6) 2-dr., $185. 

’54 Belvedere 4-dr., $180. 

ra at Catalina 4-dr. Vista, $1,- 

° 

56 Star Chief 4-dr, Catalina, $510* 
(ps); Chieftain 2-dr., $350*. 

’55 Chieftain Safari, $360*, $300°. 

RAMBLER—’59 Super (8) 4-dr., $1,100*; 
Deluxe (8) 4-dr., $1,010. 

STUDEBAKER—’59 Lark (6) 4-dr., $960; 
2-dr., $875. 

ELLANEOUS — '56 Chevrolet %-ton 
Pickup, $650. 
’55 Chevrolet %-ton pickup, $460. 
’51 Willys Jeep, $460. 
LOS ANGELES 

Harold Henry’s Los Angeles Dealer Auto 

Auction. Sale every Tuesday. Prices are for 

sale of Nov. 8. Consignments were very 

small in all year groups. Buyers too, were 
few due to the general enthusiasm in the 
national election. 

BUICK — ’'57 RM 2-dr. Riviera, $1,000* 
(ps); Special Estate Wagon, $835*; 
4-dr., $650* (ps); Century 4-dr. Rivi- 
era, $800*. 

"56 Special conv., $550*; RM 4-dr. Rivi- 
era, $450* (ps). 

’55 RM 4-dr., $495*; Special 2-dr. Rivi- 
era, $450* (ps); 4-dr. Riviera, $295°; 
Century 4-dr., $410* (ps). 

‘54 Century Estate Wagon, $275* (ps). 

CADILLAC—’59 (60) Special 4-dr., $3,- 
750° (ps); de Ville 2-dr. hardtop, $3,- 
700* (ps), $3,535* (ps); (62) 2-dr. 
hardtop, $3,595* (ps); 4-dr., $3,185° 
(ps). 

’58 (60) Special 4-dr, hardtop, $2,635* 
(ps), $2,150* (ps); (62) conv., $2,300* 
(ps); 4-dr., $2,250* (ps). 

’57 (62) Coupe de Ville, $2,050* (ps). 

(Continued on Page 56, Col. 3) 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


Ev 


FORD—’'60 Galaxie (8) Starliner, $1,810*. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
435* (ps). 

58 Fairlane 500 (8) Skyliner, $990* 
(ps); Country Sedan (8) 4-dr., $800*, 
$785; Ranch Wagon (8) 4-dr., $725* 
(ps). - 

"57 Country Squire (8) 4-dr., $825* 
(ps); Fairlane 500 (8) 2-dr, Victoria, 
$650*; Fairlane (6) 2-dr., $490; Fair- 
lane (8) 4-dr., $410. 

56 Country Sedan (8) 4-dr., $435* (ps); 
Custom (8) 4-dr., $365*, $340*; Ranch 
Wagon (8) 2-dr., $300*. 

5S Fairlane (8) 2-dr. Victoria, $355*; 
conv., $220*; 4-dr., $215*. 

54 Crest (8) 2-dr. Victoria, $275. 

*52 Custom (8) 2-dr., $165*. 

HUDSON—’55 Super Wasp 4-dr., $100*. 
LINCOLN—’56 Premiere conv., $890* (ps). 


MERCURY—’56 Monterey 4-dr,. hardtop, 
$465* (ps). 
*54 Monterey 2-dr. hardtop, $255*. 


OLDSMOBILE — '58 (88) 2-dr, Holiday, 
$965* 


dr., $260. 
PONTIAC—'56 Star Chief 4-dr. Catalina, 


RAMBLER—’58 American (6) 2-dr., 
MISCELLANEOUS —'49 Dodge %-ton 


LAFAYETTE—Syracuse Auto — 
Center of Empire State. Check 
Title Protection. (Wed.) 


NORTH CAROLINA 


740* (ps); 4-dr. Holiday, $2,140* (ps); 
(98) 4-dr, Holiday, $1,980* (ps). 

"57 (88) Super 4-dr., $997* (ps); (88) 
4-dr. Holiday, $870* (ps); conv., $760* 









COLORADO DETROIT'S ONLY 





DUAL LANE AUCTION 


Colorado Auto Auction 





(ps). 
"56 (88) 4-dr., $652.50* (ps), $370*; 


(88) Super 4-dr., $690* (ps). 4285 So. Santa Fe, Littleton, Colorado 
FUMIOp, $600"; Belvedere (8) 4-dre, $165". Phone: ‘SU 1-782i mening 250 Core—twen 1290 0-1 |RALEIGH — Mann's Auto Auction 
'56 Belvedere (6) 4-dr., $430*; Plaza aan. Say = —_ Sale, Rt. 5. 3-1564, Titles & 
(8) 4-dr., $365; Plaza (6) 4-dr., SALE EVERY TUESDAY Phone TO 9-4660-——C. Simpson, Owner checks guaran Mon. 10 A. M. 
$242.50. 11:00 A.M. 
"55 Plaza (6) 4-dr., $410*%; Plaza (8) 2- 
George A. Lamb Norman Early NEW JERSEY OHIO 


Owners & Operators 
MILL NACE, General Manager 


Declers Only 
Write for FREE Market Reports. 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





$570* (ps). 
’54 Chieftain 4-dr., $135*, 


$752.50; Rebel (8) 4-dr., $990° Minutes from New York City 
$170. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 





pickup, 


PENNSYLVANIA 





CONNECTICUT 








AUTO AUCTION 


’56 (98) 4-dr., $320*. 
*55 (88) 4-dr., $285*. 
*53 (88) 4-dr., $100*. 
PACKARD—'54 Clipper 4-dr., $165*; 2-dr. 
hardtop, $105", 
PLYMOUTH — '57 Belvedere (6) 4-dr., 
$580*; Savoy (8) 2-dr., $520". 
’55 Belvedere (8) 2-dr, hardtop, $300*. 
"53 Belvedere (6) 2-dr, hardtop, $215; 


every Monday, Prices are for sale of Nov. 
7. Car prices softened slightly, Antique 
models and up through the 1957's appeared 
more difficult to see this week than the 
later model cars. The buyers were looking 
for nice healthy ’58s and '59 cars showing 
class and were willing to pay the high 
buck for them, Fixed over and high mile- 
age units were left unsold, Sold 113 cars 
from 156 consignments. 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I4th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 










EXCLUSIVELY FOR AUTO DEALERS 





Cranbrook 4-dr., $125. 
PONTIAC — ’55 Star Chief conv., $385* 
(ps); Chieftain 4-dr., $360*, $250*. 
‘54 Star Chief conv., $195* (ps). 


KANSAS CITY, MO. 


K, C. Auto Auction Co, Sale every 
Wednesday. Prices are for sale of Nov. 9. 
BUICK—’57 Super 4-dr. Riviera, $950*; 

2-dr. Riviera, $925*; conv., $877.50*. 

‘56 Super 4-dr. Riviera, $705* (ps); 2-dr. 
Riviera, $470*, $375. 

’54 Super 4-dr, Riviera, $432.50* (ps). 

CADILLAC—'59 (62) 2-dr. hardtop, §2,- 
830* (ps). 

58 (62) conv., $2,080* (ps), 

'5ST (62) Sedan de Ville, $1,525* (ps). 
56 (62) Coupe de Ville, $1,060*( ps), 
CHEVROLET—’60 Impala (8) conv., §$2,- 
230° (ps); sport sedan, $2,010*; Im- 
pala (6) sport sedan, $1,925*, $1,875*; 
Bel Air (8) 4-dr., $1,750*, $1,735*; 

Corvair (6) 4-dr., $1,262.50, 

"59 Impala (8) 4-dr., $1,620* (ps); sport 
sedan, $1,530*; Biscayne (8) 4-dr., 
$1,350*, $1,327.50*; 2-dr., $1,060*, $1,- 
030*; Biscayne (6) 4-dr., $1,350*, $1,- 
227.50; 2-dr., $1,225*, $1,190*; Bel Air 
(8) 2-dr., $1,227.50* (ps); 4-dr., §1,- 
360*, $1,345*, $755*. 

'58 Bel Air (8) 2-dr,. hardtop, $1,185* 
(ps); sport sedan, $1,040* (ps); Bis- 
cayne (6) 4-dr., $1,122.50; Biscayne 
(8) 4-dr., $1,170*, 

'57 Bel Air (8) 2-dr., $930*, $900*; Two- 


ten (6) 2-dr., $800*; One-fifty (6) 4- 
dr., $690, 

"56 Two-ten (8) 4-dr., $760* (ps); Two- 
ten (6) 4-dr., $595.50*; Bel Air (8) 
sport sedan, $680*, $670*; conv., 
$660". 


"55 Bel Air (8) 4-dr., $690*, $620* (ps), 
$360* (ps); Two-ten (8) 4-dr., $685", 
$465, $455, $440*. 

"64 Bel Air 4-dr., $345.50*, $325° (ps); 
One-fifty 2-dr., $177.50. 

653 Deluxe 4-dr., $267.50; Bel Air 2-dr., 
$265; conv., $155, 

DeSOTO—’57 Fireflite 4-dr, hardtop, $790* 
(ps); Firesweep 4-dr., $590*, 
DODGE—’'58 Coronet (8) 4-dr. hardtop, 





BUICK—'60 Invicta Estate Wagon, $2,300* 


CADILLAC—’59 (62) 4-dr., $3,225* (ps). 


CHEVROLET—’60 Bel Air (6) 4-dr., $1,- 


yom! One-fifty (6) 2-dr., $320. A 
54 Bel Air 4-dr., $220*; Two-ten 2-dr., ‘es 
$210, $200°. . ee , ice e CARS ney 
’'53 Two-ten station wagon, $120. Eve ’; LANES 
CHRYSLER — ‘57 Saratoga 4-dr., $635* 19241 Dix—Toledo Highway—Route 25 sie 
(ps). 
’564 NY 4-dr., $100* (ps). Just Y2 mile from Detroit City Limits 


DeSOTO—’58 Firedome conv., $1,050* (ps); 
DODGE—'58 Coronet (6) 4-dr., $530*, 


EDSEL—’'58 Corsair 2-dr., 
FORD—’'59 Galaxie 


Dealers who want 
Auction Action 
come to the 
Manheim Auto 

Auction 


Warehouse Point, Conn. 





INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


(ps). 
’57 Special 4-dr., $630*. 
’56 Special 4-dr., $280. 
55 Special 2-dr, Riviera, $360, $295*. 
’54 Special 4-dr., $160*. 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 


’56 (62) Sedan de Ville, $1,140* (ps). A.M. Dealer-owned. Dealers only. 











FO ls al MARYLAND 
mpala (8) conv., $1,800* (ps); 4-dr., - Insured 
$1,425°; Bel Air (6) 4-dr., $1,275*; | BEL AIR—Bel Air Auto Auction, Ti- AUCTION INSURANCE AGENCY, CARS @ MORE BUYERS 
(s) 2-dr., $1,078; ‘Biscayne (6) 2-dr,| tls, checks guaranteed. Cass group. Oe ne MORE CORE ACTION 
ie sas nes tame a | ed. Thur.,12 noon. Established 1947. EVERY THURSDAY AT NOONI Friday at 10 A.M. 
elra, -dr., ; 
2-n./ $720, ener ON ROUTE 46 Every Fr Checks Issued 


MICHIGAN queranteed Titles @ Auction 
MANHEIM yo 
AUCTION, Oe 


Route 72 - Manheim, Pa. 


’S7 Bel Air (8) 4-dr., $950* (ps); Two- 
ten (6) 4-dr., $870; Two-ten (8) 4-dr., 
$825* (ps). 

’56 Bel Air (8) sport sedan, $675*, $470* 
(ps); 4-dr., $640* (ps); Two-ten (6) 
station wagon, $640*; 2-dr., $470; Two- 
ten (8) 4-dr., $520*, $480*. 

"55 Bel Air (6) 4-dr., $500*; 2-dr., 
$375*; Bel Air (8) 2-dr., $640*; 4-dr., 
$200; Two-ten (6) 4-dr., $480, $330; 
2-dr., $420*, $195; Two-ten (8) 4-dr., 


CALDWELL TOWNSHIP, N. J. 
CApitol 8-0100 for Reservations 


3 








aN Cee) 
DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon 








OVER 


Lele 





MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


a ee 


Fireflight 4-dr., $1,050* (ps). . 
N-A-D-E 
TA A 
Tie has 
DEALERS EXCHANGE 


’57 Coronet (8) 2-dr. hardtop, $620. 

*56 Coronet (6) 2-dr., $310*. 

’55 Coronet (6) 4-dr., $175. 

$675* (ps). 

(8) conv., $1,500* 
(ps); Fairlane (8) 2-dr., $1,130". 

’658 Fairlane 500 (8) conv., $900*, $750* 


North-East-South-West 
Automotive News' 


Used-Car Auction Direc- 
es the sale day and time 





(ps); Custom 300 (6) 2-dr., $720*; 

Ranch Wagon (8) 2-dr., $425. co L UC A D, the Dealers’ Directory Auto Auctions EVERY 
"57 Country Squire (8) 4-dr., °, 

$830* (ps), $730; Ranch Wagon (8) to Leading Auto Auctions. 

2-dr., $715*; Custom 300 (8) 4-dr., 





a. 


2s . 














56 AUTOMOTIVE NEWS, NOVEMBER 21, 1960 














Curb on Outdoor Storage of Autos Is Attacked 


MIDLAND PARK, N. J. — The; chairman, declared that no such 
planning board has urged amend-| ordinance is necessary and asserted 
ment of a proposed ordinance that that an auto business cannot exist 


would prohibit the sale of new or 
used care in business or industrial] Without outdoor storage facilities. 
The Borough Council later recom- 


zones unless they are housed in a 
mended that the proposal apply 


building. 
Jacob Bakker, planning board] only in business zones. 


Used-Car Auction Prices 


(Continued from Page 55) 















conv., $930* (ps); Two-ten (8) station 
wagon, $935*; Two-ten (6) 4-dr., $695; 
2-dr., $685; One-fifty (6) 2-dr., $425. 
'56 Two-ten (8) station wagon, $635*. 
’55 Two-ten (6) station wagon, $500; 
4-dr., $470; Two-ten (8) station wagon, 
$455*; One-fifty (6) 4-dr., $395. 


’56 (62) Coupe de Ville, $1,230* (ps). 

’55 (62) conv., $1,085* (ps); Coupe de 
Ville, $1,075* (ps). 

'54 (62) 2-dr. hardtop, $675* (ps); Coupe 
de Ville, $420* (ps); 4-dr., $385* (ps). 

’51 (60) Special 4-dr., $200*. 

"50 (62) 4-dr., $225*. 





"40 (60) Special 4-dr., $500. *54 Two-ten Delray, $460*. 
CHEVROLET—’60 Impala (8) sport coupe, aaa 2-dr., $240*; Bel Air 2-dr., 
2,335* , $2,250* ; conv., $2,- : 
‘ : i 3008 (pad? emtad (gy dar, $2,160" ait Windsor 2-dr. hardtop, 
(ps); Biscayne (8) 2-dr., $1,650. (ps). 
"59 Corvette (8) conv., $2,700; Impala are =~ ‘ST Coronet (8) 2-dr. hardtop, 
(8 rt coupe, $1,775, $1,750; Bel a 
eee Ait (3) arn $1,080", sisi (ps); | FORD—’60 Thunderbird (8), $3,200* (ps); 
Biscayne (6) 2-dr., $1,300*, $1,260; Galaxie (8) 2-dr., $1,750* (ps). 
Biscayne (8) 2-dr., $1,135. ’59 Thunderbird (8), $2,485; Galaxie (8) 


2-dr. Victoria, $1,625* (ps); conv., 
$1,275*; Country Sedan (8) 4- ‘dr. $1,- 
550"; Ranch Wagon (8) 2-dr., $1,265; 
Custom 300 (8) 4-dr., $1,225*. 

’58 Thunderbird (8), $2,330* (ps), $2,- 
310* (ps); Fairlane 500 (8)) 2-dr. Vic- 
toria, $1,085*; 2-dr., $875*; conv., 
$855*; 4-dr., $750* (ps). 

’57 Fairlane 500 (8) 2-dr. Victoria, $850* 
(ps), $760* (ps); 2-dr., $760*; 4-dr., 
$650* (ps); Country Sedan (8) 4-dr. 
(9 pass.), $835* (ps); Custom 300 (8) 


’58 Bel Air (8) sport sedan, $1,275* (ps); 
4-dr., $1, " (ps); Biscayne (8) 2-dr., 
$950* (ps 

"57 Bel Air ig) sport coupe, $1,150 (ps); 


Used Imported 


December 12 









2-dr., $725*; Ranch Wagon (8) 2-dr., 
Ors $685*; Fairlane (8) 4-dr., $600*. 
‘56 Fairlane (8) 2-dr., $485* (ps); Ranch 
Wagon (8) 2-dr., 2 at $465%, $435*; 
= Pan (8) 4-dr., $450* (ps). 
. Fairlane (8) 2-dr. Victoria, $565*; 
F ALBANY 2-dr., $435*; Custom (8) 2-dr., $450; 
oe (English) — 59 Prefect 4-dr., $500. Country Sedan (8) 4-dr. (9 pass.), 
aguar—'52 4-dr., $280. $440*; Ranch Wagon (8) 2-dr., $410*, 
Peugeot—’58 403 4-dr., $575. $410, $350°*. ' 
’54 Ranch Wagon (6) 2-dr., $255; Custom 
oa. N. J. (6) 4-dr., $245; 2-dr., $165*. 
Fiat—’60 2-dr., $320. ’53 Custom (6) 4-dr., $235*; Custom (8) 
oer = an 4-dr., $160 
Voll ‘59 2-dr., $1,185, $905. <> aie” conv., $130; Custom (8) 
IMPERIAL—’60 Imperial conv., 2 at $4,- 


If the import market is important to you, don’t miss the 
AUTOMOTIVE NEWS Import Car Issue published December 12. 
This special-interest issue is ¢ natural for getting your advertising 
message across to those you especially want to reach. 


CALDWELL, N. J. 
Goggomobil—’58 2-dr., $275. 
MG—’'60 roadster, $1,475. 

56 MGA roadster, $750. 
Morris—'59 1100 4-dr., $400. 
Renault—’'55 4-dr., $140. 
Simea—'56 Vidette 4-dr., $115. 






200* (ps). 
a Capri 2-dr. hardtop, $510* 





(ps 
MERCURY —'59 Monterey 4-d. hardtop, 
$1,660* (ps). 
’58 Monterey 4-dr., $600*. 
*56 Monterey 2-dr. hardtop, $510, 2 at 









FONTANA, WIS. 
Fiat—’59 2-dr., $585; conv., $520. 
Renault—’'59 4-dr., $600. 
Volkswagen—'59 Karmann-G hia, $1,420; 
2-dr. hardtop, $1,160, $1,085; 2-dr., 


$835. 

LOS ANGELES 
Austin-Healey—'59 Sprite, $1,125. 
Hillman—’58 Minx 4-dr., $400. 
daguar—’'55 XK140 roadster, $475. 
Renault—’'59 Dauphine 4-dr., $640. 
ae ng Aronde Super Deluxe 4-dr., 


Triumph—'58 TR-3 roadster, $885. 
Volkswagen—'60 Karmann-Ghia 2-dr., $1,- 


Used cars 
Tools, equipment and parts data 


Advertise to the import market in the pages of the December 
12 Import Car Issue of AUTOMOTIVE NEWS. 


(ps). 
’54 Star Chief 4-dr., $130*. 
RAMBLER—’59 Custom (6) Cross Country, 
$1,650, $1,375". 
’57 Custom (8) Cross Country, $835*; 
Super (6) Cross Country, $835*. 
’55 Custom 4-dr., $385*. 
STUDEBAKER—’60 Lark (6) 2-dr., $1,- 


$1,260. 


‘ : Sunbeam—’57 sport coupe, $525. 450*: Custom 2-dr., $440*. 
AUTOMOTIVE NEWS for December 12 will be loaded with Waitin hae sone io Monterey 4-dr., $505* (ps) 
ai 7 ' , . '52 Monterey 4-dr., $155*. 
features and statistics on the Import Car Market and will be CHICAGO OLDSMOBILE—’60 ($3) '2ar, Scene, $2, 
Vetnhelt—'se stati , $4 dr., 585* (ps); 4-dr. Holiday, $2,550* (ps). 
kept and referred to for months. $445 ation wagon, $475; 4-dr.,| 59° (gg) Fiesta 4-dr., $2,600° (ps); 4-dr. 
? Volkswagen— 60 Karmann-Ghia 2-dr., $1,- oa tenn aie” 
. “ . -ar., ’ . 
Here's a partial table of contents: ab tae. £1,100. "ST (98) 4-dr. Holiday, $935* (ps); conv., 
’58 2-dr., $900. (ps). 
@ Illustrations and specifications of import cars 'BT 2-dr., $765. 56 (88) 2-dr. Holiday, $625*; (98) 2-dr. 
© Dealer Census by make "OS S-de., FFT. a ee 
DANVILLE, VA. 55 (88) | i 
fs : 55 (88) Super 4-dr., $490*; 2-dr. Holi- 
POE price tables Hillman—'57 4-dr., $600. day, $440*; (88) 2-dr, Holiday, $425*. 
@ List of key distributors DETROIT "64 (88) Super 2-dr. Holiday, $400* (ps); 
, (88) 2-dr, Holiday, $245*. 
© Current sales figures ee ie PLYMOUTH—'59 Savoy (6) 4-dr., $1,000. 
© Sales ideas Volkswagen—'60 sunroof, $1,400. * nae (8) Custom 4-dr., $1,050* 
@ Meeting competition from U. $. compact cars DYER, IND. ‘57 Suburban (8) Custom 4-dr., $685* 
© Service problems and how to solve them Vethowagen—'50 3-dr., $780. 9 Oe Fe oo 
© Imports in operation wan/06 conv. —" 55 Belvedere (6) 2-dr., $355. 
© Dealer Relations MG—'52 roadster MGA, $1,660. ap Ceseiien 1,835* 
89 4-dr., $600. PONTIAC 59 Catalina conv., $1, 
® son omen" ’ (ps). 
> Personnel Training ‘58 Star Chief 2-dr. Catalina, $1,220* 
© 







255. 
*59 Lark (8) station wagon, 
’57 Scotsman (6) 4-dr., $435. 
MISOCELLANEOUS—’60 Chevrolet (8) El 
Camino, $1,850. 
’57 Ford (8) F-350 1-ton flatbed, $800; 
(8) %-ton pickup, $785; Chevrolet (6) 


CLOSING DATE—DEC. 1 











830; 2-dr., $1,475, < i ; 
Regular advertising rates apply. "59 2-dr., $1,135. "6 Cheon “e) 3100 %-ton panel, $325. 
’57 Microbus, $700. '52 Dodge %-ton pickup, $180. 
"56 2-dr., $600. ’51 Chevrolet Cab & Chassis, $345; GMC 
55 2-dr., $385, %-ton pickup, $260. 


’49 Studebaker %-ton pickup, $150. 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Nov, 9, Large 
consignment, but percentage of sales down. 
Sold 194 cars from 408 consignments. 


BUICK—’'60 Electra 225 4-dr. hardtop, $2,- 
900* (ps); conv., $2,750* (ps); Elec- 
tra 4-dr, hardtop, $2,605* (ps); In- 
victa 4-dr. hardtop, $2,525* (ps), $2,- 
510* (ps); LeSabre 4-dr, hardtop, $2,- 


PA, 
Alfa-Romeo—’'59 conv., $2,500. 
Fiat—’'60 600 2-dr., $715. 

"58 1100 4-dr., $500. 
Hiliman—'58 4-dr., $550. 

"56 hardtop, $320. 
Jaguar—’52 2-dr., $450. 
MG—’'60, $1,780. 

*59 2-dr., $1,300. 

‘58 2-dr. hardtop, $980, 

"57 roadster, $720. 

Opel—'58 2-dr., $640. 
Renault—’59 Dauphine 4-dr., $650; 


Autowatiue News, 


965 E. JEFFERSON DETROIT 7, MICH. 





4-dr., 














$635. 415* (ps), $2,350° (ps), $2,275* (ps), 
SOLVES Simea—’'59 4-dr., $560. $2,225* (ps); 2-dr, hardtop, §$2,220* 

Skeda—’'60 conv., $515. (ps); 4-dr., $1,945*. 
YOUR PL ATE Taunus—’58 station wagon 2-dr., $580. ’59 LeSabre Estate Wagon 4-dr., $1,- 
Triumph—'61 conv., $2,025, $1,800; 2-dr., 770* (ps); 2-dr, hardtop, $1,690* (ps), 
$2,000. $1,610* (ps), $1,545° (ps); 4-dr, hard- 
PROBLEM! 59, $1,210, top, $1,580° (ps), $1,525* (ps); 4-dr., 
Volkswagen—'61 Karmann-G hia, $2,240; $1,465* (ps); Invicta 4-dr., $1,625° 

sunroof, $1,650; 2-dr., $1,615. (ps), $1,610* (ps), $1,545* (ps). 

4 *60 2-dr., $1,425, $1,340, $1,160, "58 Century 4-dr., $1,200*; Super 2-dr. 

if e "59 2-dr., $1,200, $1,180, Riviera, $1,140* (ps). 
“* a ——— ’58 sunroof, $885; Microbus, $860. ’S7 Special 4-dr, Riviera, $730*; Century 
fff "ST 2-dr., $725, $610, 2-dr, Riviera, §710* (ps); RM 4-dr. 
® wn sunroof, #80," - Riviera, e000” (Ps). ng amie 
'o—'59 2-dr., 1,1 *56 Special tate agon 4-dr., ; 
Now Available! New, Improved, Foolproof 2-dr. Riviera, $525%, $500°; 4-dr. Rivi- 
NEWINGTON, CONN. era, $445*; Century 4-dr, Riviera, 







P| Ford (English)—’'58 Escort, $300. 


- . or s 
MG—’59 MGA roadster, $1,050. pees" (pe): <-as., SSEe”. 


655 Century 2-dr., $305*; Special 4-dr., 














Metropolitan—'57 2-dr. hardtop, $400. Y * 
Taunus—'59, $500. 1d peecial = 4g 82008 (De). 
HERE'S WHY EVERY DEALER WILL WANT THEM: | sr. tours | Mgt ores uy, St ve Sar Merton 
* - $4,015* (ps), 
Volkswagen—’59 2-dr., $1,000. 59 (75) 4-dr., $3,420° (ps). 
* PREVENTS LOSS OF PLATES, THEY ARE COMPLETELY SECURE! ‘56 2-dr., $750. CHEVROLET—'60 Corvette (8) eon, os: 
5; Impala (8) sport coupe, . ; 
* CLIP ON AND OFF IN A JIFFY! * FIT ANY BUMPER! WEST PALM BEACH, FLA. Biscayne (8) 2-dr.,  $1,570*, $1,475: 
— *. STURDY! Made of heavy duty Fiat—'60 1200 roadster, $1,450; 4-dr., $1,- Bel Air (6) 2-dr., 3s pes 
JOSBER INQUI 010. (500) (6) 4-dr., $1,445°, $1,400. 
spring wire with aluminum clips. Ford Canatien) "00 ae wagon 2-dr., "59 sinqewend (6? eet pS weee.), = 
$580; Anglia 2-dr., 0 610° (ps); arkw: ) 4-dr., ~ 
ee Cr ee eee eee ‘55 Husky station wagon 4-dr., 550°; Impala (8) sport sedan, $1,545* 
SHELAR CO. 714 65th Street, Brooklyn 20, N. Y. . Fal $300. i (ps), $1,540*, $1,308; conv., sate 
Enclosed herewith check : lercedes-Benz-—'54 220 4-dr., 85. (ps); Brookwood (8) 4-dr., 1, . 
eof for$ — jas . MG—’60 1600 conv., $1,510. Bel Air (8) 4-dr., $1,325*, $1,270* 
Please ship vs ______. Dealer Plate Holders. t Renault—’'59 4-dr., ‘3685. (ps), $1,260*, $1,175*; Bel Air (6) 
Simea—'59 Aronde station wagon 2-dr., 2-dr., $1,155; Biscayne (6) utility 
a Ni ad eh aris elinnatediea et aatiiecs aoa wagon, $1,230*; 4-dr., $1,230; 2-dr., 
Address & "58 Aronde 4-dr., $460; Elysee 4-dr., $1,180, $1,155, $1,140; Biscayne (8) 
ree ty. nT PT Tart ae $415. 2-dr., $1,140*. 
Re hcibeinidechasiicitiiateapiiediciendi AOU” tat inte # ‘olkswagen—'57 sunroof, $690. 58 Bel Air (8) 4-dr. hardtop, $1,110*; 
aeweeeusnseeaseeeessaauend "56 2-dr., $650, 4-dr., $§775*; Brookwood (8) 4-dr., 





CHRYSLER—’57 NY 4-dr., . 
DeSOTO—'60 Firedome 2-dr., $2,280* (ps). 


OLDSMOBILE—’60 (88) 


CADILLAC—’59 de Ville 4-dr. 





$1,020* (ps); Yeoman (6) 4-dr., $900*, 
$890*; Biscayne (6) 4-dr., $870; Del- 
ray (6) 2-dr., $685, $650. 

’57 Two-ten (8) station wagon 4-dr., 
$800*; 4-dr., $725*; Two-ten (6) 2- 
dr. hardtop, $770; 2-dr., $740, $660; 
station wagon 4-dr., $750*; One-fifty 
(6) 4-dr., $515. 

"56 Bel Air (6) 4-dr., $610; Bel Air (8) 
2-dr., $550*; 4-dr., $500*; 4-dr, hard- 
top, $320*; Two-ten (8) 2-dr., $515*, 
$235*; station wagon 4-dr., $390*. 

’55 Bel Air (8) conv., $410* (ps); 4-dr., 
$365*, $230*, $205. 

$855* (ps) 


’56 Firedome 4-dr., $380* (ps). 


DODGE—’61 Dodge Dart (8) Phoenix 2-dr, 


hardtop, $2,485* (ps). 
’57 Coronet (8) 4-dr., $520* (ps). 
’56 Coronet (8) 2-dr., $315*. 


FORD—’60 Fairlane 500 (8) 2-dr., $1,505; 


Galaxie 
Falcon 


Fairlane (6) 2-dr., $1,425; 
(8) Starliner, $1,500*, $1,415*; 
(6) 2-dr., $1,375, $1,315. 

59 Thunderbird (8) conv., $2,315* (ps); 
Country Squire (8) 4-dr., $1,500 (ps), 
$1,380* (ps); Ranch Wagon (8) 4-dr., 
$1,260*; Custom 300 (8) 4-dr., $1,110, 
$1,065, $1,040; 2-dr., $985*; Custom 
300 (6) 4-dr., $1,000*; 2-dr., $980. 

‘58 Thunderbird (8) conv., $1,285* (ps); 
Fairlane 500 (8) 4-dr., $865*; 2-dr., 
$775*; Custom 300 (8) 2-dr., $500*. 

’57 Custom 300 (8) 4-dr., $685*; Coun- 
try Sedan (8) 4-dr., $610* (ps); Fair- 


lane 500 (8) 2-dr., $605*; Fairlane (8) 
4-dr., $535*, $510*; 2-dr., $510*; 
Ranch Wagon (8) 2-dr., $580*, $510. 

’56 Fairlane (8) 4-dr., $520*. 

’55 Country Sedan (8) 4-dr., $265*; Cus- 
tom (6) 2-dr., $215*. 

’54 Custom (8) 4:dr., $130*. 

IMPERIAL—’58 Imperial 4-dr., $1,585* 


(ps). 
LINCOLN—’56 Prev iere conv., $350* (ps). 


’54 Premiere 2-dr., $185*. 


MERCURY—’59 Montclair 4-dr., $1,265* 
(ps), 
’58 Monterey 4-dr., $680*. 
"57 Monterey conv., $495*; 2-dr., $375. 
56 Monterey 2-dr., $260* (ps); 2-dr. 


hardtop, $250. 
Super Fiesta 4- 


dr., $2,700* (ps), $2,570* (ps); 4-dr. 
Holiday, $2,450* (ps); 4-dr., $2,350* 
(ps); (88) 4-dr. Holiday, $2,165* (ps). 

*59 (88) 2-dr., $1,680* (ps); 4-dr., $1,- 
675* (ps). 

’58 (88) 2-dr, Holiday, $1,075* (ps). 
’57 (98) 4-dr. Holiday, $975* (ps); (88) 
Super 4-dr, Holiday, $850* (ps). 

’56 (88) 2-dr., $540*. 
"55 (98) 4-dr., $285* (ps); (88) 2-dr., 


$160". 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 


$1,225*. 

’57 Suburban (8) 2-dr., $395*; Plaza 
(6) 4-dr., $275. 

"56 Savoy (6) 2-dr., $300* (ps). 

55 Savoy (6) 2-dr., 

PONTIAC — ’60 Catalina conv., $2,300* 
(ps); 4-dr., $2,200* (ps). 

’59 Bonneville 4-dr, Vista, $1,8550* (ps); 
Catalina Sierra 4-dr., $1,790* (ps); 
2-dr., $1,775*, $1,660* (ps); 4-dr. 
Vista, $1,650* (ps); 4-dr., $1,530* 
(ps). 

’58 Star Chief 4-dr., $900* (ps). 

’57 Star Chief 4-dr., $600* (ps). 

’56 Chieftain Sierra 2-dr., $375*; 2-dr., 


$260* (ps). 
55 Star Chief 2-dr., $370* (ps) 


RAMBLER—’60 Custom (6) 4-dr., $1,630*. 


59 Super (6) 4-dr., $1,075, $1,010. 
*58 Super (6) 2-dr., $355. 
’56 Custom 4-dr., $410. 


MISCELLANEOUS—’60 Chevrolet %-ton 
pickup, $1,400. 
’42 Ford 1-ton stake, $195. 
State Fair Auto Auction, Sale every 


Friday. Prices are for sale of Nov, 4. 
Prices are steady, Need more cars, 
101 cars from 215 consignments, 


BUICK—’59 Invicta 4-dr. hardtop, $1,700* 


Sold 


(ps); LeSabre 4-dr. hardtop, $1,610. 
’58 Special 4-dr., $1,000*. 
’57 Special 2-dr, hardtop, $610* (ps). 
’56 Special 2-dr, hardtop, $475* (ps); 
2-dr., $400*%; RM 4-dr., $475* (ps); 
Century 2-dr, hardtop, $475*, $465*. 
hardtop, 
hardtop, $3,165* 


$590* (ps). 


$3,210* (ps); 2-dr. 


(ps). 
’55 (60) Special 4-dr., 


CHEVROLET—’60 Impala (8) sport coupe, 


$2,110* (ps); Corvair (6) 4-dr., $1,- 
440; 2-dr., $1,300, 

’59 Impala (8) sport coupe, $1,650* (ps); 
sport sedan, $1,440* (ps); Bel Air (6) 
4-dr., $1,200, 

‘58 Bel Air (8) conv., $1,250* (ps); 
Brookwood (8) 4-dr., $900* (ps); Bis- 
cayne (6) 2-dr., $875*, $825; Delray 
(6) 2-dr., $825*%; Delray (8) 4-dr., 
$780; 2-dr., $700, 

‘57 Two-ten (8) 4-dr, station wagon, 
$800; Bel Air (8) sport sedan, $700*; 
One-fifty (6) 2-dr., $470. 

’56 Bel Air (8) 4-dr,, $595*, $4495; One- 
fifty (6) 2-dr., $405, $225; Two-ten 
(6) 4-dr., $310. 

’54 Bel Air (6) 2-dr., $300. 

— ’58 Firedome 4-dr. 
$925* (ps); Firesweep. 4-dr., 


(ps). 
’57 Firedome 2-dr, hardtop, $670* (ps); 


hardtop, 
$775* 


Firesweep 2-dr, hardtop, $615* (ps); 
$570* (ps). 

’55 Fireflite 4-dr., $280°*. 

DODGE — '59 Sierra (8) 4-dr., $1,265* 

(ps). 

‘57. Custom Royal (8) 4-dr, hardtop, 
$570* (ps); 2-dr, hardtop, $750*° (ps). 

’55 Custom Royal (8) 2-dr. hardtop, 
$200*, $200* (ps). 


(Continued on Page 57, Col, 1) 








TALK TURKEY TO 
TRUCK OWNERS 


MRN list of California 
truck registrations tells 
owner name, address, 
make, numbercylinders, 
body style, the unladen 
weight, motive power, 
etc. Available by fleet, 
company, make, model, 
locality. Dept. E, Motor 
Registration News of MS 
California, 523 E. 14th . , 
Street, Oakland 6, Calif. 
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Used-Car Auction Prices 





(Continued from Page 56) 


FORD—’60 Galaxie (8) Starliner, $1,800*; 
Fairlane 500 (6) 4-dr., $1,610°; Fal- 
con (6) 2-dr., $1,500. 

’59 Galaxie (8) 2-dr, Victoria, $1,510* 
(ps); conv., $1,525*; Custom 300 (8) 
4-dr., $1,050*; Custom 300 (6) 2-dr., 


$960. 

’58 Fairlane 500 (8) 2-dr, Victoria, $850* 
(ps); conv., $850*; 4-dr., $770*; Ranch 
Wagon (6) 2- dr., $700. 

‘57 Fairlane 500 (8) 2-dr, Victoria, 
$720*, $705*; 2-dr., $620*; conv., $525; 
Ranch Wagon (6) ’2- dr., $545; Custom 
300 (8) 2-dr., $475. 

56 Fairlane (8) 4-dr., $510*; Custom 
(8) 2-dr., $455; Custom (6) 4-dr., 
$400*; Parklane (8) 2-dr., $425* (ps). 

’55 Fairlane (8) Crown Victoria, $425*, 


$395*; conv., $315, $300*; 4-dr., $200*, 
$200. 
MERCURY—’59 Montclair 2-dr. hardtop, 


$1,510". 
’58 Montclair 2-dr, hardtop, $1,000* (ps). 
’57 Monterey 2-dr, hardtop, $580*; 2-dr., 
$565*; Montclair 2-dr, hardtop, $260*. 
’55 Montclair 2-dr, hardtop, $260*. 
OLDSMOBILE—’59 (88) 4-dr. Holiday, 
$1,785* (ps). 
’58 (88) 4-dr, Holiday, 
’57 (88) 2-dr., $600". 
’56 (88) 4-dr., $485*. 
PLYMOUTH—’60 Savoy (6) 
’59 Fury (8) 2-dr, hardtop, 
dr., $495*. 
‘57 Belvedere (8) 4-dr, hardtop, 
2-dr. hardtop, $500* (ps). 
’56 Belvedere (8) 2-dr., $295*. 

’55 Savoy (6) 4-dr., $210. 
PONTIAC—’59 Star Chief 4-dr., $1,585*; 
Catalina 2-dr., $1,430*, $1,425*. 

’56 Chieftain 4-dr, Catalina, $390*. 
’55 Chieftain conv., $375* (ps). 
RAMBLER—’59 Super (6) Cross Country 
4-dr., $1,170*, 
"58 American (6) 2-dr., $710. 
’57 Super (6) Cross Country 4-dr., $630*; 
4-dr., $485. 
$210*; 


’56 Custom (6) 4-dr., 
try 4-dr., $640. 
VALIANT—’60 V-200 4-dr., 
DAYTONA BEACH 
Florida Auto Auction. Sale every Tues- 
day. Prices are for sale of Nov. 8. 
BUICK—’59 Invicta conv., $1,900* (ps). 
’58 Special 2-dr., $1,010* (ps). 
’57 Special 4-dr. Riviera, $675* 


4-dr., $550*. 
’55 Super 4-dr., $405* (ps); Special 2-dr., 


$1,095*. 


4-dr., $1,495. 
$1,425*; 4- 


$350*; 


Cross Coun- 


$1,425. 


(ps); 


$365. 
CADILLAC—’59 de Ville 4-dr. hardtop, $2,- 


925* (ps). 

’5T (62) 4-dr., $1,485* (ps); conv., $1, 
O75* (ps). 

"56 (62) conv., $890* (ps). 


CHEVROLET—’60 Impala (8) sport sedan, 


$2,100* (ps); Corvair (6) 4-dr., $1,- 
610*. 

'59 Biscayne (6) 4-dr., $1,160; Biscayne 
(8) 2-dr., $1,150. 


$1,070* (ps); Bel 
Brookwood 


’58 Impala (8) conv., 
Air (6) sport sedan, $925*; 
(6) 4-dr., $760*. 

56 Bel Air (8) sport coupe, $690*. 
’55 Bel Air (6) 2-dr., $410. 
CHRYSLER — '58 Windsor 2-dr. 

$1,065* (ps). 

’56 Windsor 4-dr., $475* (ps). 
COMET—’61 Comet station wagon, $2,260*. 
DeSOTO—’58 Adventurer 2-dr. hardtop, $1,- 

250* (ps). 
DODGE—’57 Sierra (8) 4-dr., 
FORD—’60 Galaxie (8) 4-dr., $1,875* (ps), 
$1,600*; Fairlane 500 (8) 2-dr., $1,- 
550*; Custom 300 (6)) 2-dr., $1,475*. 
"59 Fairlane 500 (8) 4-dr., $1, 275* (ps); 
Country Sedan (6) 4-dr., $1,050* (ps); 
Custom 300 (6) 2-dr., $915. 
’58 Fairlane 500 (8) 2-dr. 


hardtop, 


$1,015* (ps). 


Victoria, 


$980*; Ranch Wagon (6) 2-dr., $620*. 

’57 Fairlane 500 (8) 4-dr., $650; Ranch 
Wagon (6) 2-dr., $600*. 

’56 Thunderbird (8) conv., $1,415* (ps); 
Country Sedan (6) 4-dr., "$410"; Custom 
(6) 4-dr., $360; Main (6) 2- dr., $145*. 

55 Thunderbird (8) conv., $975*: Fair- 


lane (8) 4-dr., 
(6) 4-dr., $280*. 

’54 Main (6) 4-dr., $145*. 

MERCURY—’59 Monterey 4-dr., 
(ps), 

‘58 Colony Park 4-dr., $1,270* (ps). 

"57 Commuter 4-dr., $860* (ps). 

'55 Monterey 4-dr., $280*. 

"54 Monterey conv., $200*. 
OLDSMOBILE—’54 (88) 2-dr., $225*. 
PLYMOUTH — ’58 Belvedere (8) conv., 

$770* (ps). 

’57 Savoy (8) 2-dr., $535*. 
PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 

050* (ps); Catalina 4-dr., $1,815* (ps). 

’56 Chieftain 4-dr., $350*. 

’55 Chieftain 2-dr., $250* (ps). 
RAMBLER—’59 Ambassador (8) 4-dr., 

250* (ps). 


CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday. Prices are for-sale of Nov, 10. 
Sold 336 cars from 687 consignments. 


$480*; Country Sedan 


$1,300* 


$1,- 


BUICK—’60 LeSabre 4-dr. hardtop, §$2,- 
100* 

’59 Invicta 4-dr. hardtop, $1,850* (ps); 
2-dr. hardtop, §$755*; LeSabre 2-dr. 
Riviera, $1,820* (ps); Electra 4-dr. 
hardtop, $1,785* (ps). 

58 Special 4-dr, Riviera, $985*; Super 
4-dr. Riviera, $950*; 2-dr, Riviera, 
$810* (ps). 

’57 Century conv., $735* (ps). 

'56 Super 4-dr. Riviera, $575* (ps); 
Century 4-dr, Riviera, $360*%; Special 
4-dr, Riviera, $275*. 

’55 Special 2-dr, Riviera, $420* (ps). 

CADILLAC—’60 de Ville 4-dr. hardtop, 
$4,035* (ps); (62) 2-dr. hardtop, $3,- 
950* (ps); 4-dr., $3,570* (ps), $3,- 
495* (ps). 

’59 Eldorado conv., $3,500* (ps); de 
Ville 2-dr. hardtop, $3,225* (ps), $3,- 
125* (ps); (62) conv., $3,170* (ps), 
$2,900* (ps); 2-dr, hardtop, $3,050* 
(ps); 4-dr., $3,010* (ps), $2,895* (ps), 
2,885* (ps), $2,590* (ps). 

58 (60) Special 4-dr, hardtop, $2,350* 
(ps), 

‘ST (62) Sedan de Ville, $1,350* (ps); 
2-dr. hardtop, $1,280* (ps), $1,235* 
(ps); (60) Special 4-dr, hardtop, $1,- 
310* (ps), $1,300* (ps). 

*56 (62) Coupe de Ville, $1,220* (ps); 
conv., $820* (ps); (60) Special 4-dr., 
$445* (ps). 


CHEVROLET—'60 Impala (8) sport coupe, 
$2,300, $2,275; sport sedan, $2,085*, 


’56 Bel Air (8) station wagon, $790*; 
sport coupe, $730*; Bel Air (6) station 
wagon, $735*; Two-ten (6) 4-dr., 


$550*, $480. 

‘55 Bel Air (8) sport coupe, $410*, 
$395°; Bel Air (6) 4-dr., $400*; One- 
fifty (6) 4-dr., $275*. 

CHRYSLER—’60 Windsor 2-dr. 
$2,200° (ps). 

’59 Windsor 2-dr, hardtop, $1,610* (ps). 
’57 NY 4-dr, hardtop, $1,475* (ps). 
DeSOTO — '58 Firesweep station wagon, 

$1,220* (ps). 

’57 Adventurer 2-dr, hardtop, $1,025* 
(ps); Firedome 4-dr., $635* (ps). 
DODGE—’ 59 Royal (8) 2- dr, hardtop, $1,- 

275* (ps). 
’58 Coronet (6) 2-dr., $490*. 


hardtop, 


Biscayne (6) 2-dr., $1,750", 
sport coupe, $1,625* 
$1,565* (ps), $1,400*; 
conv., $1,450*°; Impala (6) 4-dr., $1,- 
425*; Parkwood (8) 4-dr., $1,450* 
(ps); Nomad (6) 4-dr., $1,450* (ps); 


$2,075*; 
$1,450*. 
"569 Impala (8) 
(ps), $1,625", 


Bel Air (6) 4-dr., $1,350* (ps); Bel| 57 Royal (8) 4-dr. hardtop, $700* (ps); 
Air (8) 4-dr., $1,255*; 2-dr., $1,150; Custom Royal (8) 4-dr, hardtop, $680°*. 
|, Biscayne (8) 4-dr., $1,080 EDSEL—’59 Villager 4-dr., $1,280*. 

58 Impala (8) sport coupe, $1,310, $1,-| FORD—’60 Galaxie (8) Starliner, $1,830*, 
305*, $975*; conv., $1,160*; Bel Air $1,800*; Falcon (6) 4-dr., $1,430, $1,- 
(8) 4-dr., $1,050"; Brookwood (8) 395; Fairlane (6) 2-dr., $1,200. 
4-dr., $1,050*; Biscayne (6) 4-dr., ’59 Galaxie (8) 2-dr, Victoria, $1,485*; 
$940; Biscayne (8) 2-dr., $885. $1,385* (ps), $1,375*; conv., $1,385*; 

’57 Bel Air (6) 4-dr., $970*; Bel Air 4-dr., $1,395* (ps), $1,300*; Galaxie 
(8) conv., $750*; Two-ten (8) sport (6) 4-dr., $1,170*; Ranch Wagon (6) 
sedan, $940; Two-ten (6) 4-dr., $745*. 4-dr., $1,200; Fairlane (8) 2-dr., $1,- 

140*; 4-dr., $1,050; Custom 300 (6) 
a 2-dr., $960; Custom 300 (8) 2-dr., 

166 Auto Auction Plans $945. 
m ’58 Fairlane 500 (8) conv., $965*, $860*, 
10th Anniversary Party $680*; 2-dr. Victoria, $770*; 4-dr, Vic- 
toria, $690*; 4-dr., $645*; Custom 300 

SPRINGFIELD, Mo. — The 166 (8) 4-dr., ‘$780; Custom (6) 2-dr., 

$605; Fairlane (8) 2-dr. Victoria, 


Auto Auction will stage its 10th an- 


* $775*; Ranch Wagon (6) 2-dr., $460. 
niversary party and sale Friday! +57 Fairlane 500 (8) conv., $685* (Ps); 
(Nov, 25). 2-dr. Victoria, $670*; Fairlane 500 

(6) conv., $520%; Custom 300 (8) 
en a ae said ee en 4-dr., $520*, $450*; 2-dr., $395*; Cus- 
always been the biggest sale of the tom 300 (6) 4-dr.,’ $485*; Custom (8) 
year. They expect 200 to 300 cars. 4-dr,, $500*; Ranch Wagon (8) 2-dr., 
Prizes for persons attending the eeeoe. Fairlane (8) 2-dr, Victoria, 
event include turkeys, hens, geese,| +5¢ Fairiane (8) 2-dr, Victoria, $500*; 


hams, apples and fruit cakes, 4-dr, Victoria, $245*; Country Sedan 


“We have proof our Yellow Pages advertising 





Model Breakdown 
Of Auction Averages 











Nov., 1960 Oct., Sept., 
To Date 1960 1960 
$2,340 
2,026 $2,239 $2,314 
1,539 1,614 1,689 
1,038 1,113 1,171 
714 761 822 
489 495 544 
360 369 403 
238 239 263 
Overall ——— 
Average $1,093 $ 856 $ 917 
(8) 4-dr., $350*. 
IMPERIAL — "57 Imperial 4-dr., $1,205* 
ps). 
LINCOLN—'58 Continental Mark III conv., 
$2,345* (ps). 
'57 Premiere 4-dr, hardtop, $980* (ps). 
’56 Premiere 2-dr, hardtop, $590* (ps); 
Capri 2-dr. hardtop, $400* (ps). 
MERCURY—’59 Monterey 2-dr., $1,200*. 
'58 Monterey 2-dr., $1,000*, $865*; 4-dr., 
$830", 

’57 Monterey 4-dr., $660*, $610*; 2-dr. 
hardtop, $575*; 4-dr, hardtop, $545*, 
$525", $475*, . 


OLDSMOBILE—’60 (88) Super 4-dr. Holi- 
(88) 4-dr. Holiday, $2,- 


day, $2,450*; 

355* (ps); 2-dr. Scenic, $2,115* (ps). 
*'59 (98) 4-dr, Holiday, $2,050* 

$1,175* (ps); (88) 4-dr, Holiday, $1,- 

930* (ps), $1,925* (ps), $1,650* (ps), 

$1,120* (ps); (88) Super 2-dr, Scenic, 

$1,910* (ps); 4-dr, Holiday, 


pulls about 35 calls a week!” 


says John L. Shepherd, Johns Brothers, inc., Detroit, Mich. 





“Recently we listed a special phone number only in the 
Yellow Pages to check calls. We average 35 a week!” 


PZT He, 


we 


“We also get lots of after-hours towing business 
which we advertise only in the Yellow Pages.” 








Display this emblem, It builds your business! 








$1,100* 
(ps), 
'57 (98) 4-dr, Holiday, $825* (ps); (88) 


(ps), 


57 
Super 4-dr. Holiday, $780* (ps), $650*° 
(ps); (88) 2-dr. Holiday, $700*. 

"56 (88) Super 4-dr. Holiday, $885* 
(ps); 2-dr, Holiday, $785* (ps); (88) 
4-dr., $550*. 

* vat Super 4-dr, Holiday, $345* 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
400°, 

59 Suburban (8) 4-dr., $1,250*; Bel- 
vedere (8) 4-dr., $1,020*; Belvedere 
(6) 4-dr., $450°*. 

’5ST Savoy (6) 4-dr., $255*; Plaza (6). 
4-dr., $225* 


PONTIAC—’60 Bonneville sport coupe, $2,- 
545° (ps); 4-dr., $2,525* (ps), $2,425* 
(ps); Catalina Safari 4-dr., $2,460*; 
4-dr, Vista, $2,300* (ps), $2,235* (ps). 

’59 Star Chief 4-dr, Vista, $1,700* (ps); 


Catalina 2-dr., $1,550; 4-dr, Vista, 
$1,510*, 
’5S Super Chief 4-dr., $960* (ps). 
'57 Chieftain 4-dr, Catalina, $610*, 
$575*; 2-dr. Catalina, $590*. 
’56 Chieftain 4-dr., $475*; 2-dr., $370*. 
’55 Star Chief conv., $485*; Chieftain 


2-dr, Catalina, $400". 
RAMBLER—’60 Custom (8) station wagon, 
$1,630*, $1,600°. 

"59 Ambassador (8) Cross Country, $1,- 
500* (ps), $1,325; Super (8) Cross 
Country, $1,120*; 4-dr., $1,100; De- 
luxe (8) 4-dr., $1,000. 

’58 Custom (6) 4-dr., $830. 

STUDEBAKER—’59 Lark (6) 4-dr., $900*, 
$900, $700. 

’58 President (8) 4-dr., $760*. 

VALIANT—’'60 Valiant 4-dr., $1,500. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Nov. 10. '60s 
soft. Other years firming up, Activity good. 
Sold 200 cars from 4174 consignments. 
BUICK—’59 LeSabre conv., $1,710* (ps); 

4-dr, hardtop, $1,650* (ps). 
(Continued on Page 58, Col. 3) 
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Display ad (shown reduced) runs un- 
der AUTOMOBILE DEALERS—NEW. Call 
the Yellow Pages man at your Bell 
Telephone office to plan your program. 


“These results were so impressive, we bought another 
display ad—under Body & Fender Repairing.” 


~ 


a oe 


“As Detroit’s 





oldest Ford dealer, we’ve been 


Yellow Pages advertisers for 40 of our 45 years.” 


a ai a 














Owens Buys N. C. Deal 


WINSTON-SALEM, N. C.—Motor 
Sales Co., Inc, (Imperial-Chrysler- 
Plymouth-Valiant) has been pur- 
chased by Edward P. Owens, man- 
ager of the Knoxville, Tenn., dis- 
trict for Chrysler Corp. Prior to 














By Selling 


AMALIE 
Car Dealers Get: 


AMALIE DIVISION 
E-11 Sonneborn Chemical and Refining Corporation, Franklin, Pa. 


aa Ml me more PROFITABLE 
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the sale, majority ownership in the 
firm was held by heirs of the 
late John L, and Powell Gilmer, 
brothers, who established the firm 
in 1907. Other stockholders were 
Frank P. Poindexter, president of 
the firm, and Mrs. W. E. Shore of 








Used-Car Auction Prices 









(Continued from Page 57) 













































Winston-Salem. 
’58 Century 2-dr. Riviera, $1,030* (ps). ’50 (62) conv., $100*, 
’57 Century 4-dr, Riviera, $700* (ps); ’47 (62) 4-dr., $190*, 
Special 4-dr, Riviera, $510* (ps). CHEVROLET—'60 Impala (8) 4-dr., $2,- 
’56 Special 4-dr., $425* (ps); RM conv., 205* (ps); sport sedan, $2,085* (ps); 
$255* (ps). sport coupe, $1,965* (ps); Bel Air (8) 
’55 Special 2-dr. Riviera, $170* (ps). 2-dr., $1,865* (ps); Bel Air (6) sport 
CADILLAC—’57 (62) conv., $1,700* (ps); sedan, $1,815*; 2-dr., $1,645*. 
Sedan de Ville, $1,425* (ps); 2-dr. *59 Impala (8) conv., $1,745* (ps), $1,- 
hardtop, $1,340* (ps), 470*; 4-dr., $1,405* (ps); 2-dr., $1,- 
’55 Eldorado conv., $805* (ps). 365*, $1,160*; Bel Air (6) 2-dr., $1,- 
’54 (62) Coupe de Ville, $160* (ps); 020*. 
conv., $100* (ps). ’58 Impala (8) sport coupe, $1,365*; Bel 
CHEVROLET—’60 Bel Air (8) 4-dr., $2,- Air (8) 4-dr., $1,270* (ps); Biscayne 
325* (ps), $2,320* (ps), $1,840* (ps); (6) 2-dr., $885* (ps); Biscayne (8) 4- 


with Shure 
Service Merchandising 


dr., $830* (ps). 
‘57 Bel Air (8) sport coupe, 
(ps); 4-dr., $885* (ps), $720*; 


Parkwood (8) 
hardtop, $1,610* 






4-dr., $1,920* (ps); 
4-dr., $2,025* (ps). 
"59 Impala (8) 4-dr. 


$1,090* 
Two-ten 

























































































































































’55 Statesman (6) 4-dr., $125*. 
OLDSMOBILE—’57 (88) Super Fiesta 4- 






’53 Crest (8) 2-dr., $150. 
’52 Crest (8) 2-dr. Victoria, $105. 














































you close new car sales '54 Special 2-dr. Riviera, $295°. 


Prices are for sale of Nov. 11. Sold 243 
ADILLAC—’58 (60) Special 4-dr. hardtop, 


cars from 325 consignments. 























$1,585°; 





53 (62) 4-dr., $210°. 925° (ps); Biscayne (8) 2-dr., 



















4-dr., $1,450*; Biscayne (6) 4-dr., $1,- 
370; Corvair (6) 4-dr., $1,525 

59 Impala (8) sport sedan, $1, 760* (ps), 
$1,510* (ps); conv., $1,625 (ps); sport 
coupe, $1,600* (ps); 4-dr., $1,430* 
(ps); Nomad (6) 4-dr., $1,550* (ps); 
Brookwood (8) 4-dr., $1,395* (ps); 
Brookwood (6) 4-dr., $1,250*. 

°58 Nomad (8) 4-dr., $1,375* (ps); 2-dr., 
$1,115*; Impala (8) conv., $1,260* 
(ps}, $1,075* (ps); sport coupe, $910* 
(ps); Bel Air (8) 4-dr., $910* (ps); 
2-dr., $525*; Brookwood (8) 4-dr., 
$775* (ps); Yeoman (8) 2-dr., $770*. 

‘57 Two-ten (8) station wagon 4-dr., $1,- 
000* (ps); Bel Air (8) station wagon 
4-dr., $980; sport sedan, $795* (ps); 
2-dr.. , $695*; Bel Air (6) 4-dr., $895*. 

’56 Bel Air (8) 2-dr., $650*, $575; Bel 
Air (6) 2-dr., $625*;  'Two-ten (8) 2-dr., 
$505*; Two-ten (6) 4-dr., $225. 

’55 Bel Air (8) conv., '$550°, $400*, 
$225; 2-dr., $430*, $385*; sport coupe, 
$380*; Bel Air (6) 2-dr., $345, $300; 
One-fifty (6) station wagon 2-dr., 


$400 
4-dr., $220*. 


54 Two-ten 
53 Special 2-dr., $220; Bel Air conv., 


(ps), $1,600* (ps), $1,550* (ps), $1,- (6) 2-dr., $610; One-fifty (6) 2-dr., $280*; 2-dr. hardtop, $270*. 
Equi Goo” (Bs); 4-de., $1,490* (ps), 91,420" $355°. '51 Deluxe 2-dr., $255. 
ps); 2-dr. hardtop, $1,610* (ps); 1 1 Air (8) conv., ; sport coupe, , ¥ e 
quipment ( 2-dr. h $ Bel| ’56 Be 8 $670° CHRYSLER—'56 NY 4-dr., $535* (ps). 
Air (8) 4-dr, hardtop, $1,450* (ps); $650*; Two-ten (8) sport coupe, $435*. 55 Windsor 4-dr $480°. 
4-dr., $1,235*, $1,220*, $1,045*; Bel 55 Two-ten (8) station wagon, $450; DeSOTO — '58 Adventurer 2-dr. hardtop, 
Air (6) 4-dr., $1,300* (ps), $1,295* sport coupe, Pe (6) oon’ $1,135* (ps) 
, $1,250* » $1,200*, $1,185*, 310*, $280*%, $175*; 2-dr., *, ny ; : 
MODEL 9100 nn Suse See) ie sey eel yw Nia Shani 
° Parkwood (6) ‘4- dr., $1, 245; "pasoesk ’54 Bel Air 2-dr., $185*; One-fifty 2-dr., 55 Coronet (8) Suburban 2-dr., $200*. 
Service Work Bench , 4-dr., $1,210; Biscayne (6) 2-dr., | ~e 2-dr., $205° EDSEL—’58 Corsair 4-dr. hardtop, $825* 
’ '. - °9 . (ps). 
’58 Impala (8) conv., $1,230* (ps), $1,- ’51 Deluxe 2-dr., $145. To e *, 
150* (ps), $1,120* (ps); Biscayne "50 Deluxe 2-dr., $165*, etn ae” ee (ps); 
(6) 4-dr., $955*, $950*, $915*, 2 at| CHRYSLER—’55 Windsor 2-dr. hardtop, 2-dr. hardtop, $3,300* (ps); Galaxie 
$900*, $880*, $845, 3°35, $830; 2-dr., $305*, $220*; 4-dr., $195*, (8) ‘conv $1,970* (ps), $1 865* (ps); 
2 at $800, $700; fel Air (8) 4-dr., "53 NY 4-dr., $225°*. og a0* . 4-dr 1,865*; 
$825° DeSOTO—'57 Firesweep 4-dr., $550*. ee ee Be) eo? eee 
'56 Two-ten (8) 4-dr., $500*, $500; Bel| 56 Firedome 4-dr. hardtop, $350°. ee 
Air (8) 4-dr., $500*. DODGE—’53 Coronet (6) 4-dr., $105*. 59 Galaxie (8) 4-dr. Victoria, $1,555; 
‘55 Two-ten (6) 4-dr., $375*; 2-dr.,| EDSEL—’58 Ranger 2-dr. hardtop, $515*; 2-dr. Victoria, $1,500* (ps); 4-dr., $1,- 
$280; Two-ten (6) 2-dr., $260*; Bel 4-dr., $485*. 400* (ps); Gountry Sedan (8) 4-dr. 
Air (8) 2-dr., $280; One-fifty (6) 4-dr., FORD—’60 Galaxie (8) 4-dr. Victoria, $1,- 3 8) 4-4 a 
$160. 945° (ps); 4-dr., $1,880* (ps). Sanne, Geheee aie ta eae. Va 
54 Bel Air 4-dr., $105*. '59 Galaxie (8) 2-dr. Victoria, $1,790* tun du guar ene); Ousseus S00 (8) 
"53 Bel Air 4-dr., $170*; sport coupe, (ps); Galaxie (6) eas Fae’ 4-dr., 
$120. $935*; Fairlane 500 (8) 4-dr. ctoria, 
'39 Deluxe 4-dr., $180. $1,435° (ps), $1,245*; Fairlane (8) 2-| "58 Thunderbird Oana hee 
CHRYSLER—’58 Windsor 4-dr. hardtop, dr., $1,145*; 4-dr., $900°; Custom 300 500 (8) Skyliner, $1,125 (ps), $1,075* 
$1,050* (ps). (8) 2-dr., $1,160; Custom 300 (6) 2- (ps). $1,046" (pa): conv,, $906°, $960° 
‘| wae ee ae ae oy oe. (ps); 4-dr,  Vietoria,  $700*, "$750°; 
MODEL 9251 55 Windsor 4-dr., $275* (ps). 58 Fairlane (8) 2-dr, Victoria, $1,015* Aas a jena A 
DeSOTO—’57 Fireflite 2-dr. » $650* (ps); 4-dr., $880*; Fairlane (6) 4-dr. $835; 4-dr $760*: Ranch Wagon (6) 
(ps). Victoria, $595*; Custom 300 (8) 2-dr., ° 10: try Sed 8) 4-dr 
55 Firedome 4-dr., $410* (ps). $500*. ron Seeatue tae i) omen sass ” 
DODGE—’60 Matador (8) 4-dr., $1,825* ’57 Fairlane 500 (8) 2-dr. Victoria, $840* 57 Fairlane 500 (8) Skyliner $875* 
(ps); station wagon, $1,650* (ps). (ps); Fairlane (8) 4-dr., $735*; 2-dr. (ps): 2-dr., $790*; 4-dr., $785* (ps) 
’57 Coronet (8) 4-dr. hardtop, $750* Victoria, $530; Custom (8) 4-dr., $650* (ps): conv., $735*: Countr Se- 
(ps); 2-dr., $575* (ps). $530*, $510*, $480*; 2-dr., $430*. dan (8) 4dr. $765° (pa), $750 (ps): 
;56 Coronet (8) 4-dr., $355°. "SS Fairlane (5) S-ds., S650" (pe), Country Sedan (6) 4-dr., $650; Custom 
’55 Custom Royal (8) conv., $310* (ps). $450*; 2-dr., $405*; Custom (8) 2-dr. 300 (8) 4-dr., $640; Fairlane (8) 4-dr. 
FORD—'60 Country Squire (8) 4-dr., $2,- Victoria, $480°; Custom (6) 2-dr. Vic- $615; 2-dr., $610*; Ranch Wagon (8) 
175* (ps); Galaxie (8) 4-dr., $1,800* toria, §250°; Main (8) 2-dr., $360, 2-dr., $565*; Custom (8) 2-dr., $545°; 
MODEL 9205 (ps). | $350; Main (6) 4-dr., $270*; 2-dr., Custom (6) '2-dr., $535°. ; 
c ’59 Country Sedan (8) 4-dr., $1,450* $200*; Country Sedan (8) 4-dr., $335*.| ,.¢°mnunderbird (8) conv., $1,300* (ps); 
Lowboy Service (ps); Fairlane 500 (8) 4-dr. Victoria, ’55 Country Sedan (8) 4-dr., $370*; Fai ae (6) 4-dr. Victoria, $620; Fair- 
$1,355* (ps); Fairlane (8) 4-dr., $1,- Fairlane (8) 2-dr. Victoria, $295*; lene “8) conv., $465, $385*; 2-dr. Vic- 
020*; Galaxie (8) 4-dr. Victoria, $1,- Custom (8) 4-dr., $330*; Ranch Wag- toria, $355°: r Sta (8) de 450° 
330* (ps); Ranch Wagon (8) 4-dr., on (8) 2-dr., $250; Main (8) 4-dr., $365°: Ranh Wa a om a's i 
$1,175*; Custom 300 (8) 4-dr., $975*; $230*, $210*, $165*; 2-dr., $180*. 395°’ (ps), $370 (ps) bs 
2-dr., $950, $825*. "54 Crest (8) 4-dr., '$270*; 2-dr. Vie-| ,, $305), (De), S270" (PS). tori, $340°; 
’58 Fairlane (8) 4-dr. Victoria, $910* toria, $245, $220; Ranch Wagon (6) conve saa8° i ); “Custom (8) 2-dr., 
(ps), $700* (ps); 2-dr., $645*: Coun- or HS. bie: anaes $210.’ - 
try Sedan (8) 4-dr., $755; Custom 300 7 res -dr., . ° ; 
(8) 4-dr., $740; Ransh Wagon (8) 4-|LINCOLN—'56 Capri 4-dr., $520 (Pe) oe 7 Custom (6) 2-dr., $285*; Main (8) 
Service Merchandisers Benches * "54 Cor itan 2-dr. hardtop, ’ ‘ . is 
ocaebeeb tain Saesaraade oT Countsy Squire (8) 4-dr., $850*; $100° (ps). "eter sites Peet Res cere 
Fair (8) 4-4 vi toria, *. | MERCURY—’57 Montclair 2-dr. hardtop, nee . 
© Portable Carts © Tire Rocks Ure Fairlane (8) 2-dr. $505" 9000": | '$810°; Monterey 2-dr. hardtop, $405°. IMPERIAL—'57 Imperial 4-dr., $1,250¢ 
© Display Shelving Boards "56 Fairl 8) 2-dr. toria, $500*| °56 Montclair 2-dr. hardtop, $545*; Cus- ae 
© Cabinets and Lockers ooh and Chairs (pe); conv, $43B° gat tala (6) tom 2-dr, hardtop, $450*; Monterey| LINCOLN—'59 Premiere 4-dr., $2,125° 
, MANUFACTURING CORPORATION 2-dr., $380, $300*; Custom (8) 4-dr.,| | 4-dr., $435%; Medalist 2-dr’, $195°. | (Ps). atop, $455* ( 
WRITE FOR COMPLETE CAT. $350*; Ranch Wagon (8) 2-dr., $350*,| ’55 Monterey 2-dr. hardtop, $400*; Mont-| (55 Capri 2-dr. hardtop, $455¢ (ps). 
ALOG 1601 S. HANLEY RD. + ST. LOUIS 17, MO. $225;'Main (8) 4-dr $325 r clair conv., $300*; Custom 2- dr, hard- 54 Capri 2-dr., $375* (ps), $205* (ps). 
'55 Country Squire (8) 4-dr., $360* top, $190*. MERCURY—'58 Commuter 2-dr., | $1,025* 
(ps); Fairlane (8) conv., $295*; 2-dr.| '54 Custom 2-dr. hardtop, +" pi of (ps); Colony Park 4-dr., 
. le ’ 2-dr. hardtop, ° . 
uo $260°; Custom (8) ddr.) (8 Semen cae, tae - 57 Montclair 2-dr. hardtop, $710* (ps), 
54 Custom (8) 2-dr. Victoria, $125; 4-| NASH—’57 Ambassador (8) 2-dr, hard- ; 3675* (ps). . 
dr., 2 at $100 top, $550*, 56 Medalist 2-dr., $375*. 
. ’55 Custom 4-dr., $390*. 


’54 Monterey station wagon 4-dr., $200*; 
2-dr, hardtop, $300*. 


LINCOLN—’ -dr. * r., $985*; (88) 2-dr. Holiday, $580*. 
‘on ee nt ey ee ’56 (88) 2-dr, Holiday, $525*, $520*, ’53 Monterey 4-dr., $100* (ps). 

MERCURY—’59 Monterey conv., $1,540* $490*, $275°; 4-dr. Holiday, $450°;| OLDSMOBILE — ’59 (88) 4-dr., $1,760° 
(ps); Montclair 2-dr. hardtop, $1,530*. 4-dr., $245*. ‘ ; 5 on conv., — (ps). 

’57 Montclair 2-dr., $540*, ’55 (88) 2-dr. Holiday, $410*, $300*, 5 (88) conv., $930. : 

’56 Custom 4-dr. hardtop, $365*. $285*. 57 (88) 4-dr. Holiday, $820* (ps); (88) 

’55 Montclair 2-dr., $310* ’54 (88) 2-dr. Holiday, $285*, $270*; 4- Super 4-dr., $760* (ps), $720* (ps); 

’54 Monterey 2-dr., $200°. | r., $185*, $150*, 2 at $135*. (98) 4-dr. Holiday, $1,210* (ps), $840* 

OLDSMOBILE—’59 (88) Super 4-dr., $1,-| PLYMOUTH—’58 Plaza (6) 4-dr., $410*; (ps); 4-dr., $700* (ps); (88) Fiesta 
850* (ps). Savoy (8) 2-dr. coh —” 3200°; an cae a omer 

"58 -dr. ,130* : ’56 Belvedere (8) 4-dr. hardtop, ; ) 2-dr., ° 
unis tin Savoy (8) 2-dr. hardtop, $240*, '55 (88) 4-dr. Holiday, $645* (ps); 2-dr. 

57 (88) Super 4-dr. Holiday, $870* (ps); ’55 Plaza (8) 2-dr., $200*; Plaza (6) 4- Holiday, $505* (ps); 2-dr., $405* (ps), 
(88) 4-dr., $720* (ps). Y dr., $165*; Belvedere (6) 2-dr, hard- $210; (98) 4-dr, Holiday, $550 (ps); 

@ | °56 (88) 4-dr., $550*. top, $100°. (88) Super 2-dr. Holiday, $500* (ps); 

55 (88) 2-dr. Holiday, $210*. ’54 Belvedere conv., $100*. conv., $475* (ps). 

’53 (88) 2-dr., $250*, : PONTIAC—’57 Chieftain 2-dr. Catalina, ‘54 (88) 2-dr. Holiday, $380 (ps); (98) 

PAOKARD—'55 Clipper 4-dr., $140* (ps). $580*. od seek wie ate i $320* (ps); 2-dr. Holiday, $235* 
—’ oo - ’56 Chieftain 2-dr., , +. #-ar. 
Ee Met Fen Ue Catalina, $385°, $275*; 4-dr. Catalina,| 53 (98) 4-dr., $335* (ps). 

59 Savoy (8) 2-dr., $950*, $950; Bel- $240*. PLYMOUTH—’59 Suburban (8) Custom 4- 
vedere (8) 4-dr., $920*, $870, $860*;| °55 Chieftain 2-dr. Catalina, $270*, r., $1,350* (ps); Belvedere (8) 4-dr., 
2-dr., $875*. : : : $155*; 4-dr., $225*; Star Chief conv.,| —_ $1,250* (ps); Savoy (6) 2-dr., $920. 

’58 Savoy (8) 2-dr., $705*, $575%; Sub- $185". ’58 Plaza (6) 4-dr., $525*. x e 
urban (8) 2-dr., $680* (ps); 4-dr. ’54 Star Chief conv., $300*. 57 Belvedere (8) 2-dr., $625*, $560 

: $605* (ps). , : ’ | sTUDEBAKER—’59 Lark (6) station wag- (ps); conv., $635* (ps); Savoy (6) 
© 30,000 mile guarantee for your | +57 Beivedere (8) 4-dr., $610* (ps), on, $1,000. _frdr., $490°. 7 
$515*; Savoy (8) 4-dr., $560*, $375*; ’51 2-dr., $105. 54 Plaza (6) 4-dr., $150* (ps). 
new cars at no cost to you Savoy (6) 4-dr., $360*: Suburban (8) MISCELLANEOUS—’52 GMC %-ton pick-| PONTIAC — ’60 Bonneville conv., $2,560* 
2-dr., $450*; Plaza (6) 2-dr., $400. up, $200. (ps), $2,450" (ps); Ventura sport 

56 Suburban (8) 4-dr., $535*; Bel- ’48 Ford pickup, $175. , coupe, $2,400* (ps). 5 i 

Best Pennsylvania Grade Motor et Fe Ss Cary “Catalan omy, 6.400" oh, 
@ Bes ; ' ; , $1, : 

. Y : +55 Pelvssere. (8) 2-dr. hardtop, . $310*; WEST PALM BEACH, FLA. ’58 Star Chief 4-dr. Catalina, $825* (ps). 

Oils and Lubricants Plaza (8) 4-dr., $190*. | West Palm Beach Auto Auction, Sale| '57 Chieftain 4-dr. Catalina, $735°. 
PONTIAC—'56 Star Chief 2-dr. Catalina,|every Thursday. Prices are for sale of/ . (55 cnieftain station wagon 4-dr., $430. 
$545*; Chieftain 2-dr. Catalina, $295*.| Nov. 10. Large consignment this meas wen ae 59 Super (6) 4-dr., $855 

e P ’55 Chieftain 4-dr., $175*; 2-dr., $145*. good, solid prices as demand continued for q é 
e Factory trained help in training '54 Chieftain 4-dr., $100°*. all makes and models, Eighty-four percent Be ae (8) Cross Comntay 4-dr., $415. 
* STUDEBAKER—’60 Deluxe (6) station| sold of an excellent selection of cars. STUDEBAKER ross Country 4-dr., $375. 

your service personnel wagon 4-dr., $1,265. BUICK—’58 RM 4-dr. Riviera, $1,210* 410: ae 1a) a- Lame <8) ceae, $1,- 

’53 Champion 4-dr., $110*. (ps); Special 4-dr., $1,075*; 2-dr. Rivi-| +59 Lark (6) 2-ar. hardt 980* 

MISCELLANEOUS—'53 Chevrolet Cab & era, $955" (ps), $935. sane a". = op. - a 
z 6 Chassis, $200; 2-ton, $130. '57 RM 4-dr., $790* (ps); Super 2-dr. pe oe aoa $650 udebaker 
@ Comprehensive merchandising Riviera, $790° (ps); conv., $445%; Spe-| 5)’ orn’ (6) ¥-ton, $270 
isi DYER, IND cial 4-dr. Riviera, $665* (ps). »4 
and advertising support to help . ° 36 RM 2-ar. Riviera, §455° (ps). 
56 R : P 
Dyer Auto Auction. Sale every Friday. '55 Century 4-dr. Riviera, $450°*. DETROIT 


Aptco Auto Auction, Sale every Wednes- 


day. Prices are for sale of Nov. 9. 


BUICK—’'59 LeSabre 2-dr., $1,400* (ps). 2,375* (ps); (62) Sedan de Ville, " : 
i , 58 Special 2-dr. Riviera, $800* (ps), $3'160° (pe), $2,025 (ps). BUICK—-'60 Electra 4-dr, hardtop, $2,410° 
For details, contact your local dis- | | s725*. i "ST Eldorado Seville, $1,625° (ps); (62) a eee SRS, SE eee 
. M F pecial 2-dr. viera, °. 4-dr. hardto 1,545* (ps), $1, . : 
tributor or Write C. H. Remmel 56 Special 4-dr., $485*; 2-dr. Riviera, (pe), $1370" a Sedan de Ville,| /59 Electra 4-dr. hardtop, $1,900* (ps). 
$470* (ps); 4-dr. Riviera, $410*; conv., $1,560 (ps), $1,400* (ps), $1,275* "hoe 4-dr., $655* (ps); Special 4-dr., 
$370*; 2-dr., $295*. jal 4-dr, hardtop, $1,-| , 
08 pear he Rivera, $450°; Specie! {pe)i ar Spec: P. = “a 4-dr., $415* (ps); Special conv., 
4-dr. Riviera, 285; 2-dr. Riviera, , Cou de Ville, $1,000*, $ e ‘ 
Member Pennsylvania $245*, $240°, suber (ps); RM 4-dr., a pe $ 55 borg 4-dr., $300* (ps); Special 2-dr., 
Grade Crude Oj! Assn. $270* (ps). ’55 (62) 2-dr. hardtop, $810* (ps); conv., 
Permit No. 12 54 Special 2-dr, Riviera, $140*; 2-dr., $680* (ps); (60) Special 4-dr., $700° CADILLAC: 60 (62) 4-dr. hardtop, $3,- 
. 120°. (ps). ; 
’53 Special 2-dr. Riviera, $155°. 53 (62) 2-dr., $200° (ps); Coupe de| ‘58 (62) conv., $2,110° (ps); 4-dr, hard- 
OADILLAOC—’56 (62) 4-dr., $795°. Ville, $275* (ps). nO, $2,075° (ps). Z 
55 (62) 4-dr., $550* (ps), 46 Limousine 4-dr., $210°. {56 (62) Sedan de Ville, $1,060° (ps). 
54 (62) 4-dr., $455*; 2-dr. hardtop, | CHEVROLET—’60 Impala (8) conv., $2,- 55 (62) 2-dr. hardtop, $850* (ps). 
$420° 000* (ps); Kingswood (8) 4-dr., §$1,- CHEVROLET—'60 Impala (8) sport coupe, 


(Continued on Page 59, Col, 1) 
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Supermarket Techniques Ideal, Canadians Claim . . . 





Can Cars Be Sold Like Food? 


By F. H. Fullerton 
Staff Correspondent 

VANCOUVER, B. C. — Unusual 
promotions and special advertising 
features are used to push used-car 
sales at the huge Bow Mac Super- 
market, a branch of Bowell McLean 
Motor Co., Ltd. 

Mac Bowell and Dan McLean, 
operators of the Pontiac-Buick- 
Cadillac-Vauxhall dealership, said 
they found out four years ago 
that supermarket methods of 
dramatization, promotion and 
merchandising can move cars as 
well as groceries. 

One of Bow Mac’s choicest stunts 
is a giant outdoor checker game, 
in which 24 bathing beauties seated 
on stools are the checkers. The 
players, usually someone well 
known in the community, “move” 
their checkers from the platform 
of a giant goose-neck extension lad- 
der mounted on a truck. 

The players are positioned 30 feet 


Used-Car Auctions 





(Continued from Page 58) 


$2,040* (ps); Bel Air (8) 4-dr., $1,- 
675* (ps), 
"59 Parkwood (8) 4-dr., $1,315*; Bis- 


cayne (6) 2-dr., $1,080; Biscayne (8) 
2-dr., $1,050; 4-dr., $925. 

’568 Impala (8) conv., $1,090* (ps), 
$870*; Bel Air (8) 4-dr., $1,010*; Bis- 
cayne (6) 2-dr., $930*, 

’57 Impala (8) 4-dr., $1,015*; Two-ten 
(8) station wagon 4-dr., $930*, $885, 
$865; Bel Air (8) conv., $750*. 

56 Bel Air (8) conv., $750*, $635*; 
4-dr, hardtop, $520* (ps), $405*; 4- 
dr., $400*, 

55 Bel Air (8) conv., $560*; 4-dr., 
$385*, $295*; Bel Air (6) 2-dr., $395*; 
Two-ten (6) 2-dr., $315. 

’54 Bel Air (8) 2-dr. hardtop, $200*. 

DeSOTO—’57 Firesweep 4-dr., $605*; 2-dr. 
hardtop, $570*, 
DODGE—’58 Coronet (8) 4-dr., $725*. 

*57 Coronet (8) 4-dr., $460*; Custom 


Royal (8) 2-dr, hardtop, $275*. 


‘55 Custom Royal (8) 2-dr, hardtop, 
$135*. 

EDSEL—’58 Pacer (8) 2-dr. hardtop, $1,- 
025* 


FORD—’60 Country Sedan (8) 4-dr., $1,- 
820* (ps); Galaxie (8) Starliner, $1,- 
750* (ps); Custom 300 (6) 2-dr., $1,- 
490; Falcon (6) 2-dr., $1,410. 

59 Galaxie (8) conv., $1,485* (ps); 4- 
dr, Victoria, $1,430*; Country Sedan 


(8) 4-dr., $1,345*, $1,275* (ps), $1,- 
200*; Custom 300 (8) 2-dr., $1,105*, 
$1,060*, $980*; 4-dr., $990, $910*, 
$900*, $890*. 
°58 Fairlane (8) 4-dr., $700*, $675*, 
$650". 
°57 Country Sedan (8) 4-dr., $900*, 
$650*, $600; Fairlane 500 (8) 2-dr. 


Victoria, $800*; conv., $590*; Fairlane 
(8) 4-dr., $525*; Custom 300 (6) 2-dr., 


$530*; 4-dr., $400; Custom 300 (8) 
4-dr., $520*. 

56 Fairlane (8) _2-dr., $395*; 4-dr., 
$295* 


’55 Thunderbird (8) conv., $1,050; Fair- 
lane (8) 4-dr., $375*. 


MERCURY — ’58 Monterey 2-dr. hardtop, 
$900* (ps); Montclair 4-dr., $750*. 
57 Montclair conv., $800* (ps); 2-dr. 


hardtop, $700* (ps); Monterey 2-dr. 
hardtop, $710*, $660*. 

’56 Monterey conv., $450*. 

OLDSMOBILE—'59 (88) 4-dr. Holiday, $1,- 
750* (ps). 

’56 (88) 2-dr. Holiday, $450*; (88) Super 
2-dr., $445°, 
*55 (88) 2-dr., $300*. 

PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,150* (ps); Belvedere (8) 2-dr. hard- 
top, $1,060* (ps); Belvedere (6) 2-dr. 
hardtop, $1,050*, 

‘58 Savoy (8) 2-dr. hardtop, $660*. 
’57 Plaza (6) 4-dr., $365, 

PONTIAC—’59 Bonneville 4-dr. Vista, $1,- 

900* (ps). 
’5S Chieftain 4-dr., $865*, $650* (ps); 
2-dr. Catalina, $560*. 
*55 Chieftain 4-dr., $300*. 
’54 Star Chief 4-dr., $120*. 
RAMBLER—’60 Custom (6) 2-dr., $1,335*. 
’59 Super (6) Cross Country 4-dr., $890. 


’58 Super (6) Cross Country 4-dr., $1,- 
065. 
STUDEBAKER — '59 Deluxe (6) 2-dr., 
$900, $800, 
* * * 


— Auctions in Brief — 


BORDENTOWN, N. J. 
National Auto Dealers Exchange, Sale 
every Wednesday (Nov. 9). As in the past 
several weeks, prices were firm in early 
model cars. Late model cars took a slight 
dip. Sharp clean cars in all years and mod- 
els were bringing top dollar, Sold 69 per- 
cent of 561 consignments. 
” * : 
CHICAGO 
Arena Auto Auction, Sale every Tuesday 
(Nov. 8). Election day hurt our sale, Sold 


271 cars from 502 consignments. 
+ * . 


FONTANA, WIS. 

Fontana Auto Auction. Sale every Thurs- 
day (Nov. 10). All cars thru ‘59 are in 
good demand with sharp cars being sold. 
Sold 178 cars from 267 consignments, 

* * 


* 
MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Nov. 11), Weather: Clear, Sold 69 
percent of 812 consignments. 

* * * 
ST. LOUIS 

St. Louis Auto Auction, Sale every Fri- 
day (Nov. 11). Car prices softened slight- 
ly. Dealers still willing to pay top prices 
for good clean cars. Sold 141 ears from 
239 consignments. 





above the checkerboard, laid out 
on the parking lot in two-feet 
black-and-white squares. The game 
is broadcast over radio and pictures 
are carried on TV news programs. 

The players, naturally, take plen- 
ty of time to play the game. As each 
girl reaches the opposite side of 
the board, she is crowned a queen 
and is given a prize. In good 
weather, a game has brought more 
than 5,000 persons to the lot, said 
Bowell. 

One and two full-page news- 
paper ads also are used to pub- 
licize Bow Mac’s annual 1,000-car 
sale. A box score is used period- 
ically in the ads to show how 
many cars have been sold to date 


Cunningham Heads Dealers 

CLEVELAND.—George M. Cun- 
ningham, owner of Reynolds Ford 
Sales, Inc., Cleveland, has been 
elected president of the Cuyahoga 
County Ford Dealers Assn. 


in the sale, and how many re- 
main, 

These ads also list the license 
numbers and features of the car 
being offered for sale, and this 


tends to increase the confidence of 


the reader, Bowell said. 

The dealership also has a num- 
ber of guarantees which are fea- 
tured in the ads. 

There are a 40,000-mile guaran- 
tee; a seven-day money-back guar- 
antee, in which the purchase price 
is refunded if the buyer is not sat- 
isfied with the car; a guarantee 
that there will be no depreciation 
if the car is traded for a new car 
within a specified period. 

Bowell McLean Motor has been in 
business 42 years and has been call- 
ed Canada’s largest Pontiac-Buick- 
Cadillac-Vauxhall dealership. 

“Many of our sales, especially in 
the higher-priced used cars, are 
made to annual repeat customers,” 
said a spokesman for the firm. “Our 
service reputation also is tops and 
accounts for many new-car sales 
to repeaters.” 





‘Ford Look’ Displayed on West Coasf— 


The “Ford Look for 1961" is being displayed throughout the major portions of the 
Southern California market on 20 outdoor embellished painted bulletins by Pacific 
Outdoor Advertising Co., Los Angeles. These 20 bulletins plus a No. 50 outdoor poster 
will be generating over 125 million monthly buying impressions for the 1961 Ford, 
according to Pacific Outdoor. 








NEW 


COMPLETE 
AUTOMOTIVE CLEANING 


GUIDE 47 your FinceRTPs 


Looking for new ways to speed your operation . . . to trim labor 
and material costs while improving the quality of the work? 
Here, in an easy-to-file, easy-to-use file folder is a complete 
guide to modern automotive cleaning methods, materials and 
equipment — organized in chart form for instant reference. 


PARTIAL CONTENTS: 


Engine & Chassis Cleaning 
Desludging 
Parts Cleaning 
Hot Tank Cleaners 
Cold Tank Cleaners 
Radiator Cleaners 
Automotive Cleaning Equipment 
Preventative Maintenance 
Appearance Reconditioning 
Refinishing 
Shop Maintenance 
Paints & Finishes 





Automotive Maintenance 
Materials * Methods * Machines 
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CHE MItGAt GCOMPANY 
97 South Avenue, Garwood, N. J. 


Please rush your new, free “Complete Automotive Cleaning Guide.” 
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FOR YOUR PROTECTION, MAGNUS PRODUCTS ARE AVAILABLE ONLY FROM OUR OWN EXPERIENCED AUTOMOTIVE GALES-SERVICE REPRESENTATIVES. 
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At Mass. Seminar... 








AUTOMOTIVE NEWS, NOVEMBER 21, 1960 


Quality-Dealer Setup 
Urged to Boost Sales 


By Guy Livingston 
Staff Correspondent 

BOSTON.—More than 300 new- 
car dealers attended an all-day 
seminar sponsored by the Massa- 
chusetts State Automobile Dealers 
Assn., and discussed selling prob- 
lems, impact of compacts, legisla- 
tion and best methods of serving 
the motoring public. 


There even were indications that 
the old hard-sell days are 
back, 


“The quality-dealer program must 
be restored to the nation so that 
auto dealers can hire management 
and train salesmen and managers 
and step out and sell,” said William 
H. Mitchell jr., National Automobile 
Dealers Assn. regional vice-presi- 
dent. “You don’t hire salesmen with 
rubber checks; the cost of selling 
must be added to the cost of the 
car.” 

He showed figures on a dealer- 
ship that, operating under a qual- 
ity-dealer program initiated by a 
manufacturer, raised its return on 
capital investment from 3.2 percent 
in 1958 to 17.4 percent in 1960. 

Mitchell contended that “the 
used-car market is responsible for 
a slowdown in new-car sales, and 
we can never bring back new-car 
sales without a return to a reason- 
able retail market.” 

He admitted “the compacts have 
had some effect on the used-car 
market, but not as much as the 
vicious cut-price advertising on new 
cars have had. Advertising that has 
become so unbelievable doesn’t sell 
cars any more.” 

Kenneth C. Kent, Kenny Kent 
Chevrolet Co., Inc., Evansville, Ind., 
discussed “Four Steps for Improv- 
ing Profit.” He told the seminar: 

“The first step in man- 
aging a dealership is one of atti- 

tude. You must decide that you 
are going to be a successful 
dealer, that you are entitled to 
make a profit on your investment 
of both time and money, and that 
you are going to make a profit. 
You must have the correct mental 
attitude before you can remedy 
the business practices that need 


“The second step concerns your 
knowledge of two business funda- 
mentals: The financial statement 
(or balance sheet) and the profit 
and loss statement (or income and 
expense statement). Unfortunately, 
many dealers depend upon book- 
keepers to do this job, and about 
all they know is how much cash 
is in the bank and whether the 
business is making money or not. 

“To be successful in this busi- 
ness, it is necessary for each dealer 
to familiarize himself with all the 
items in each of these statements,” 





Made of Magnesium— 


Magnesium is moving more rapidly into 
automotive use in 1961, says Dow Chemi- 
cal Co. Most recent advance is the use of 
magnesium in die-cast instrument panels 
for two 1961 models. Magnesium has ad- 
vantages of light weight (demonstrated 
above), high strength-to-weight and rigid- 
ity-to-weight ratios and easy machinability. 





















Kent said. “It ig recommended that 
each dealer personally compile each 
of these statements some months 
(with the help of his bookkeeper, 
if necessary) and question each 
item until he understands each 
statement thoroughly. After you 
have personally analyzed these 
statements, they will then become 
working tools for you. 

“The third step concerns the 
proper usage of operating reports. 
These reports give you a bird’s 
eye view of the total operation and 
enable you to make decisions when 
they should be made. For instance, 
they inform you when your used- 
car inventory is out of balance or 
when you are boarding some of 


and usually point out the reason.” 
Kent recommended the follow- 

ing reports: “Operating, used-car 

inventory, new and used sales.” 

He called the fourth step the de- 
velopment and use of “tools to 
measure the business.” 

“In our dealership we break down 
our total income and expense, as 
many of you do, into the five de- 
partments shown on our statement: 
New-car, used-car, service, parts 
and accessories and administrative. 

“We develop a ratio in each of 
the productive departments between 
net sales and total expense, which 
we use to help control and manage 
the departments. We find that usu- 
ally (dividing the total expenses 
by the net sales) that the ratio of 
expenses to sales in our new-car 
department is 8 percent and in our 
used-car department it is 12 per- 
cent.” 

Kent gave the following ratios 
and yardsticks which he said “are 
generally accepted in the industry: 

“New-car department: Gross 
profit retention—minimum of 10 

percent of new-vehicle gross sell- 
ing price. Sales expense and com- 
missions—maximum of 25 percent 
of new-vehicle gross. Total vari- 

able sales expense—3 percent of 


2nd Patent Trial 
ainst Trico 


Gets Under Way 


BUFFALO.—“I'm not going to 
look at trifles; I’m going to look at 
substance.” 

In those words, Federal Judge 
John O. Henderson set the pattern 
for the second trial of a $17 million 
patent suit brought by two Gary 
(Ind.) companies against Trico 
Products Corp. 

The first trial was held before the 
late Federal Judge Justin C. Mor- 
gan in 1956. He handed down a de- 
cision in favor of Trico in 1958. The 
suit was filed in 1953 by Anderson 
Co., and Productive Inventions, 
Inc., both controlled by John W. 
Anderson. 

The companies charged Trico 
with monopoly and violation of the 
antitrust laws, and with infringe- 
ment of a patent granted to Ander- 
son for a flexible windshield wiper. 

Judge Morgan included in his 
findings: 

“Anderson hag never produced a 
commercial blade corresponding to 
that shown in the patent. All of the 
Anderson commercial devices sim- 
ply resemble and embody only some 
of the characteristics of the patent 
in suit. This renders the patent in 
suit a so-called ‘paper patent.’” 

In the second trial, Trico hag at- 
tached much importance to this 
statement. 

Attorney Frank G. Raichle, Trico 
counsel, moved for a summary 
judgment of dismissal, The court 
reserved decision. 

He supported his motion with af- 
fidavits purporting to show that 
when Anderson applied for his pat- 
ent, he already had in mind an im- 
proved form of windshield wiper he 
subsequently produced on a com- 
mercial scale, 

Attorney David L, Landy, repre- 
senting the Anderson companies, 
argued the motion for summary 
dismissal was merely an indirect 
method of introducing an addition- 
al defense. 































total gross sales. Advertising— 
never over 10 percent of total 
vehicle gross, 5 percent is a target 
figure or maximum of 1 percent 
of total sales. 

“Used-car department: Recondi- 
tioning—maximum of 5 percent of 
cost of sales inventory, not over 
50 percent stock in own make. 


“Service department: Salaries— 
maximum of 40 percent of cus- 
tomer-labor gross or maximum of 
18 percent of total labor sales. Cus- 
tomer labor sales, 100 percent to 
125 percent of available mechanic 
time. 

“Parts department—S alaries— 
maximum of 10 percent of total 
parts and accessory sales or maxi- 
mum of 28 percent of parts gross 
profit. Parts sales on repair orders 
—$1 per $1 on labor sales, Parts 
managers incentive— maximum of 
1% percent of gross profit of de- 
partment. 

“Parts and service departments: 
Service absorption—minimum of 66 
percent of total fixed overhead. 
Other supplies—maximum of .3 of 
1 percent of total sales.” 

Vince Baker, Pueblo (Colo). 
sales management expert, told the 
seminar that to sell automobiles 
successfully, it is necessary to set 
up a plan and use a systematic 
approach to sales. The goal, he 
said, is “higher profits for money 
and time invested.” 

The dealer’s job, he pointed out, 
is to be the leader who “generates 
and stimulates salesmen to go out 
and sell.” He advised dealers to 
“extract a profit from every one 
of your used-car deals,” and said 
they must know his “market pene- 
tration” of the area. 

Regarding advertising, he said 
“most dealers throughout the 
United States waste more money 
on advertising than on anything 
else.” Some dealers advertise only 
because their competitors do, be- 
cause somebody tells them to, or 
the factory tells them to, he said. 
“There’s only one reason to adver- 
tise—to produce traffic,” he added. 

He urged dealers to set up a 
sales-training program, and recom- 
mended money in incentive plans. 
“Money is the greatest motivating 
force of all,” he said. 

“You will accomplish more with 
money than with contests, trips 
and prizes for your salesmen,” he 
stated. 

A sales manager should spend 70 
percent of his time directing sales 
and encouraging salesmen to get 
out and sell, he said. He advised 
the holding of regular sales meet- 
ings every morning. “This builds 
confidence, stimulates action and 
motivates the salesmen.” 

Hugo L. Separini, president of the 
dealers association, called for action 
on the association’s’ three-day tag 
bill now in the Legislature, and 
told the dealers that the impact of 
13 compacts, 10 of them new to the 
market in 1961, means new prob- 
lems. 







Molded Plastic Duct— 


A heating duct used on one of the 1961 
smaller cars is made of Styron 440, a 
molded thermoplastic. Other parts made 
of this material include fresh-air inlet 
valves, taillight lenses, seat side shields 
and kick pads. Use of molded thermoplas- 
tics in 1960 models averaged 7% pounds 
per car. This figure may increase to 15 
pounds per car by 1963, says Dow Chemi- 
cal Co. 


Sante for Rent. 





Vancouver Gets 
2 Chrysler Deals 
As Replacements 


VANCOUVER, B,. C.— Two new 
Chrysler dealerships have been es- 
tablished here. The franchise for- 
merly held by Sherwood Motors has 
been taken over by Pacific Chrysler 
Plymouth, Ltd., which has leased 
the Chrysler premises at Burrard 
and Smithe. The company also op- 
erates a Chrysler dealership at 
Victoria, B. C. George Hankinson 
is president and general manager. 

Wilfred J. Sherwood resigned the 
dealership when his company went 
into voluntary liquidation. It is 
understood that preferred creditors 
have been paid in full and further 
arrangements are being negotiated 
with other creditors. 

Ridgemont Chrysler, Ltd. has 
opened at 1177 Marine Drive, North 
Vancouver, with Jack Oates as 
president. Oates was formerly 
comptroller for Lawson Oates, Ltd., 
which gave up the dealership on 
West Blvd., Vancouver. 

Campbell Motors, Ltd. (Studebak- 
er-Datsun), 1234 Kingsway here, 
has also gone into receivership. 





Import-Car News Notes 


FLEET of Swedish-built Saab 

automobiles is being added to 
the Avis Rent-A-Car system in 
Greater Boston next week. 

It marks the first time foreign 
cars have been offered on a rental 
basis in New England, 

The agreement was negotiated 
by Ralph T. Millet, president of 
Saab Motors, Inc., American sub- 
sidiary of Svenska Aeroplan Aktie- 
bolaget, and Francis J. Sawyer, ex- 
ecutive vice-president of General 
Rental Co., Avis licensee, 

Rental fee for the Saab will be 
competitive with American com- 
pact cars, Sawyer said. 


Austin 


Garena. London cabs have been 
imported into Canada for test 
purposes by Austin Motor Co. (Ca- 
nada), Ltd. 

The cabs have a straight-across 
front seat. In the old London cabs, 
the driver occupied a small com- 
partment and luggage was carried 
on a platform beside him, 


Peugeot 


TS Peugeot 404, which already 
has been displayed in Europe, 
will be introduced in this country 





Three Dealerships Lost 
In Metropolitan Chicago 


CHICAGO.—There were 409 deal- 
erships in the Metropolitan Chicago 
area at the close of the third quar- 
ter, three fewer than on July 1, ac- 
cording to the Chicago Automobile 
Trade Assn. 

During the quarter, the CATA re- 
ported, there were 18 franchise 
cancellations or resignations and 
16 appointments. Of the 18 discon- 
tinued franchises, 13 were in Chi- 
cago and five were in the suburbs. 
Five of the new dealerships are in 
Chicago and 11 are in the suburbs. 

“While dealers outlets decreased 
by two (523 to 521), the total num- 
ber of dealerships was three less 
than those in business on July 1,” 
the CATA said. “This was caused 
by the fact that some of the dealers 
who cancelled or resigned handled 
two or more makes of cars.” 

Lincoln added two dealers in 
the three-month period, rising 
from 13 to 15. Imperial and Vali- 
ant each lost two outlets, the 

former dropping from 23 to 21 

and the latter from 43 to 41. 

Chevrolet, Dodge, Mercury and 
Willys each added one outlet, while 
Plymouth, Ford, Chrysler and Buick 
each lost one. There wags no change 
for other makes. 

The total number of outlets for 
each make ag of Oct. 1 follows: 

Buick, 30; Cadillac, 14; Chevrolet, 


50; Chrysler, 24; DeSoto, 15; Dodge, 
27; Ford, 52; Imperial, 21; Mercury, 
24; Lincoln, 15; Oldsmobile, 30; 
Plymouth, 44; Pontiac, 32; Rambler, 
49; Studebaker, 37; Valiant, 41, and 
Willys, 16. 





Growing Repeat Sales 
Seen for Canada Imports 

TORONTO. — A growing re- 
placement market for the sale of 
imported cars in Canada is pre- 
dicted by George F. Coleman, 
general sales manager of Renault 
of Canada. 

Imported cars, Coleman points 
out, have “come of age” in Cana- 
da—that is, a substantial number 
have reached the age when their 
original purchasers will begin re- 
placing them with new vehicles. 
And many such owners will again 
buy imports, he predicts. 

“Industry studies show that per- 
sons buying new cars normally 
keep them about two years, then 
replace them,” Mr. Coleman ex- 
plained. “There are now more 
than 408,473 imported cars in the 
whole country that are two years 
old or more—and the owners of 
many of these probably are think- 
ing of turning them in on new 
cars.” 





next April at the International 
Automobile Show in New York. 

Peugeot emphasizes that the 404 
is an addition to the line and not 
a replacement for the 403. 


Borgward 


ORGWARD MOTORS CORP., 
Boston, announces appointment 
of two Western distributors. Colora- 
do, Wyoming and New Mexico will 
be covered by Marcus Motors, Inc., 
1156 Broadway, Denver, Kansas is 
assigned to E. C. Riley Chevrolet 
Co., Inc., Cawker City, Kans, 


Austin-Morris 


RITISH MOTOR CORP. has in- 

troduced Austin and Morris 
vans, which it called the result of 
three years of testing and develop- 
ment. 

The vans are powered by the “B” 
series 1,489-c.c. engine which de- 
velops 42 horsepower at 4,000 rev- 
olutions per minute, and feature in- 
dependent front suspension and a 
rear suspension using the semi-el- 
liptical leaf. 

The body shell is of all-steel weld- 
ed unit construction and sliding or 
hinged cab doors are available, both 
of which have sliding glass win- 
dows and push-button exterior han- 
dles. 


Auto Union-DKW 


ERCEDES-BENZ SALES, INC., 

South Bend, has added eight 
Auto Union-DKW dealerships. They 
are: Alan Connell, Inc., Fort Worth; 
Van Winkle Motor Co., Dallas; 
Bikes, Inc., Chicago; Sheboygan 
Motor Sales, Sheboygan, Wis.; Ike’s 
Motors, Elmsford, N. Y.; Foreign 
Imports, Battle Creek, Mich.; Pa- 
risian Motor Car Co., Inc., Morris- 
town, N. J., and Johnson & Son, 
Santa Ana, Calif. 


BMC 


RITISH MOTOR CORP. has 

opened a sales outlet in Stock- 
holm in a move designed to increase 
its sales in Sweden. 

The new company, known ag the 
British Motor Corp. (Sweden) Ak- 
tiebolaget, will be under the con- 
trol of R. E. M. Pratt, who has been 
director and general manager of 
Austin Motor Export Corp., Ltd., 
since 1956. 

The company will control the im- 
portation, distribution and sales and 
service of; BMC cars and commer- 
cial vehicles in Sweden. 


S-P of Canada Holds 
Its Largest Driveaway 


HAMILTON, Ont.— The biggest 
mass driveaway in Studebaker- 
Packard of Canada history started 
when dealers put 200 new Larks on 
the road for hometown introduc- 
tions in various parts of Canada, 

Wives of 100 dealers accompanied 
their husbands here to celebrate the 
50th anniversary of the Canadian 
company’s operations. 
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Dana Corp. reported sales in the 
fiscal year ended Aug. 31 reached 
a record $230.2 million. 

The total was 5 percent above 
sales of $220.4 million in the pre- 
ceding fiscal year. 

Despite the sales gain, profits in 
the most recent year fell 10 percent 
below the previous year’s showing. 
The earnings total was $16,455,000 
in the most recent year, the third 
best on record. Profit for the previ- 
ous year was $18,236,000. 

Dana said the sales boost resulted 
from increased production by the 
company’s automotive and truck 
customers and greater acceptance 
of Dana products. 


3M Reports Gains 
In Sales, Profit 


Sales of $403,146,898 for the first 
nine months of the year and net 
income of $50,134,365 were reported 
by Minnesota Mining & Mfg. Co. 
This compares with sales of $363,- 
332,469 and income of $45,698,317 for 
the like period of 1959. 

Sales for the three months which | 
ended Sept. 30 were $140,133,725, | 
compared with $125,973,824 for the 
third quarter of 1959, Third-quarter | 
earnings were $17,768,363 this year | 
and $16,101,243 last year. 

Sales of two firms acquired ear- 
lier this year, Mutual Broadcasting 
System and Revere Camera Co., are 
included in sales figures since April | 
1 and Aug. 1, respectively. 

* * cS 


Waukesha Sales, Net Up 
Waukesha Motor Co, announces 
consolidated net sales for the fiscal 
year ended July 31 of $40,051,740, 
as compared to $36,576,096 for the 
fiscal year of 1959. Net earnings 
were $2,405,852, a 2.2 percent in-| 
crease over the $2,354,447 of the 
previous fiscal year. 
Br 


Profit Dive Noted 
By Motor Wheel 


Motor Wheel Corp., Lansing, re- 
ported net earnings of $264,695 for 
the nine months ended Sept. 30, 
compared with $1,016,773 in the like 
period of 1959. 

Sales were $43,929,518, compared | 


Big Gas-Tax Loss 
Seen with Rise 
Of Compact Cars 


CHICAGO. — Increasing numbers 
of compact cars today are reducing 
gasoline taxes. 

Members of the North American 





Gasoline Tax Conference were told 
that by 1965 federal and state gov- 
ernments will lose $330 million a 
year, or 7 percent less than might 
have been expected. The speaker 
was Frederick B. Hufnagel jr., as- 
sistant to Sun Oil Co.’s marketing 
vice-president. 

“Standard-size automobiles reach- 
ed their numerical peak in 1959 and 
have been falling off in production 
since then,” said Hufnagel. He pre- 
dicted that by 1963 compacts will 
account for one-half of domestic 
auto production, or about 3.125 mil- 
lion units, 

From then on, he said, the rela- 
tive proportion of compacts to 
standards will increase in the ex- 
pected total of almost 73 million 
passenger cars registered in the 
United States by the close of 1965. 

His study of the situation showed, 
said Hufnagel, that 3.3 billion fewer 
gallons would be sold by 1965. At 
a national average of 10 cents per 
gallon in federal and states taxes, 
there would be $330 million less in 
taxes collected, he added. 

He warned that some politicians 
and contractors feel that if collec- 
tions decline, gasoline taxes should 
be increased still higher. This is not | 
the solution, he declared. 

“Now we have the compact car 
reducing our gas-tax revenue. To- 
morrow there may well be the com- 
pact-compact.” 

To check the trend toward small- 
er and smaller autos, Hufnagel rec- 
ommended that a beginning be 
made by repealing the latest tem- 
porary one-cent-per-gallon federal 
tax which is scheduled to expire 
next June. 


with $45,109,204, M, F. Cotes, presi- 
dent, told stockholders, 

“The profit squeeze continued,” 
Cotes said, “with earnings declin- 
ing chiefly because of increased 
production costs. Intensely competi- 
tive conditions made it impossible 
to raise prices to compensate for 
the higher cost of manufacturing 
our products.” 

a * * 
Warner Electric Brake 


Warner Electric Brake & Clutch 
Co., Beloit, Wis., first nine months’ 
report, 1960 vs. 1959; Profit, $464,849 
and $568,108; sales, $8,656,001 and 
$8,960,365, 

++ * * 
Best Year in History 


Seen by Lee Filter 

EDISON, N. J.—Sales of Lee Fil- 
ter Corp., are running about 15 per- 
cent higher than last year, and fis- 
cal 1960 should be the best in com- 
pany history, according to Leo 
Weiss, president. 

Weiss disclosed that construction 


America’s modern 





of a 57,000-foot addition to the Lee 
building, which will more than dou- 
ble existing production space, start- 
ed Oct, 1. 

Sales of $2,092,854 for the fiscal 
year ended Nov. 30, 1959, produced 
net income of $132,127, Lee Filter 
said. 

* * + 


Collins & Aikman 


Collins & Aikman Corp., report 
for fiscal first half ended Aug. 29, 
1960 vs. 1959: Profit, $451,904 and 
$645,731; sales, $30,699,602 and $23,- 
421,257. 


* * * 


DeVilbiss Co. 
DeVilbiss Co., first nine months’ 
report, 1960 vs. 1959; Profit, $1,743,- 
602 and $1,299,296; sales, $26,927,848 
and $23,704,087. 


* * * 


Gould-National Batteries 


Buys General Trading 

David E. Bright, chairman of 
H & B American Corp., Los An- 
geles, announced the sale of Gen- 
eral Trading Co., an H & B sub- 
sidiary, to Gould-National Batter- 
ies, Inc., St. Paul. 

General Trading, also with head- 


quarters in St. Paul, is a wholesale centers in the six North Central 


way of doing business 





A woman in Floral Park, N. Y., 
finds the sunroof of her French 
sedan useful in transporting her 
bass fiddle. 








distributor of automotive and in- 
dustrial supplies and agricultural 
equipment, operating 43 distribution 





states. The transaction involved 
more than $2 million. 
* * 


McLouth Reports Gains 


In Sales and Earnings 


McLouth Steel Corp. announced 
that net earnings for the first nine 
months of 1960 were $13,120,965. 
This compares with net earnings of 
$7,463,567 in the like period of 1959. 

Net sales in the first nine months 
of 1960 were $167,035,092 compared 
with $135,101,878 in the same period 
of 1959. * 


L-O-F Notes Dip 


In Earnings 


Libbey-Owens-Ford Glass Co. re- 
ported that profits in the first nine 
months of 1960 trailed the year-ear- 
lier results and blamed the drop on 
a decline in building construction. 

Nine-month profits were $31,825,- 
275 this year and $42,156,448 last 
year. 

The profit sag did not prevent 
LOF from joining Ford Motor Co. 
in declaring a year-end extra divi- 
dend. LOF approved the regular 
quarterly payment of 60 cents a 
share plus an extra of 15 cents. 
Ford earlier declared a regular 75- 
cent payment and a 30-cent extra. 





AIR EXPRESS speeds newly created parts to assembly site in time for car to bow at international auto show 


Air Express takes priority on all scheduled U. S. airlines 


AIR EXPRESS is in the auto business, now! This crew is just finishing off the latest model. Hours from 
now, it will bow at a glamorous auto show. Many new parts were completed just in time, and flown 
to this assembly point with jet speed. A// 35 scheduled U.S. airlines pampered them with priority 
treatment. AIR EXPRESS trucks (13,000... many radio-dispatched) rushed them door-to-door at both 
ends of their flights. As each part arrived, the shipper got 


a teletype receipt. That’s service! AiR EXPRESS is in 
other businesses, too. /t should be in yours. There’s no 
finer partner and rates are low. One phone call is all it takes. 


AIR EXPRESS 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY e GETS THERE FIRST VIA U.S. SCHEDULED AIRLINES 
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1961 MODELS 
BUICK—Spectal — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
4-dr. 2-seat stat. wag., $2,681; deluxe 4-dr. 
2-seat stat. wag., $2,816. 























Three in a Row— 


William Goodro, Inc. (Plymouth), Denver, 
has won its third Plymouth Quality Dealer 
Award. Above, William Goodro, left, re- 
ceives the latest citation from Joe Thesing, 
Plymouth-DeSoto-Valiant Kansas City re- 
gional manager. The award is made for 
outstanding dealership operation. 


The following prices are | power), $3,195; coupe Sestriere (33 horse-| sunroof sed., $1,487. NSU Prinz 30 (36 
East Coast Port of Entry figures, They | power), $2,895; Spyder Allemano (43 horse- | horsepower)—2-dr, sed., $1,498, (All are 
include ocean freight, U, 8S, excise tax | power), $3,195. 850—Coupe, $3,195, (Other| 5-passenger modeis.) NSU Sport Prinz— 
and import duty, They do not include | engine options available.) coupe, $1,998. (Heater standard on all 
oie — eae U, S. trans- | FORD (England)—Anglia — 105E 2-dr, | models.) 
optional eq » state local taxes or sed., $1,608. Prefect—4-dr. sed., $1,686. OPEL—Rekord — 2-dr. sed., $1,957.50. 

” Escort—2-dr. stat. wag., $1,714. Consul—j| Caravan — 2-dr. stat. wag., as 

(Copyright, 1960, by Automotive News) |4-dr. sed., $2,059; conv., $2,398. Zephyr— | (Heater standard on both models 
ALFA ROMEO — — Spider,|4-dr. Sed., $2,240; conv., $2,599. Zediac— PANHARD—Nice — 4-dr. sed., “a, 795; 
Carlo—4- 


Giulietta 
,520; Super Spider, $3,890; Sprint Coupe, 
boa Veloce Coupe, $4, 149; Sprint Spe- 
on $5,555. 2000—Spider roadster conv. ° 


ye BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; — $4,- 
245; Déluxe, $4,995; Coupe, $5,99 

ASTON-MARTIN—DB4 — cpe., 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295, A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1, oa 

Countryman 2-dr. stat. wag., $1,835; 
tryman deluxe 2-dr, stat. wag., ‘sie 879. 
A-55 Mark Il—4-dr. sed., $2,198. A-99 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), .~ 
275, (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000"—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.09; 2-dr. stat. wag., $2,321.07; sport 


enkens 


cpe., Serre Bronco multi-purpose ve-. 


iets, $2,775. (Heater standard on all mod- 


BENTLEY—Series § 2 — Standard Steel 4 


Saloon, $15,355. (Automatic transmission, 


and vary considerably in price. 

BERKELEY — B-96 — Roadster, 
(West Coast port-of-entry price). 

BMW—502—Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed, (3.2-liter), $6,700. 50%7—Touring 
Sport coupe (3.2-liter), $10,500, 

BMW 600—5-passenger sed., $1,398; 5- 
passenger sed. (automatic cluteh), $1, 493; 
sunroof sed., $1,487, (Heater standard on 
all models.) 


BMW 700—Coupe, $1,898; coupe (auto- 
f matic clutch), $1,993; sport coupe (2 car- 
buretors), $1,998; 2-dr. sed., $1,648; 2- 
dr. sed. (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 
all models.) 
/ BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550 
(Heater standard on all models.) 

BORGWARD-HANSA (formerly Goliath) 
—2-dr, sed., $1,797; 2-dr, stat, wag., $1,- 
900; Empress 2-dr, sed, (46 horsepower), 
$1,950; Empress 2-dr, sed, (63 horsepow- 
er), $2,100; Tiger sport coupe (46 horse- 
power), $2,210; Tiger sport coupe (63 
horsepower), $2,375. 

CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,745; 4-dr, stat. wag., 
$3,395. DS-19—4-dr. sed., $3,245; Prestige 
4-dr. sed., $3,795. (Power brakes standard 
on ID-19 stat. wag. Citromatic Drive, pow- 
er steering, power brakes standard on 
D8S-19 models.) 

DAF—600—Standard 2-dr, sed., $1,395; 

‘ariomatic 


Deluxe 2-dr. sed., $1,545. (Vi au- 
tomatic transmission standard on both 
models. ) 


DAIMLER—SP-250 V- 8—Conv. with full 
equipment, $3,995; hardtop with full equip- 
ment, $4,245, (Heater included in equip- 
ment group.) 

DATSUN—4-dr. sed., $1,616; 2-dr. stat. 
wag., $1,818; sport conv., $1,996; half-ton 
pickup truck, $1,545, 

DEW—*‘7150"’—2-dr. sed., $1,665. (Heater 


standard.) 

FACEL VEGA—H.K.-500 coupe, $9,420; 
Excellence 4-dr, hardtop, $12,981; Facellia 
2-dr. hardtop or conv., $4,470. (Auto- 
matic transmission, power steering, power 
brakes standard on H.K.-500 and Excel- 
lence. Power steering, power brakes stand- 
ard on Faceliia. ) 

? FERRARI — 250 Granturismo — Coupe 
(Farina), $12,600; California conv, (Scag- 
Metti), $12,600; conv, (Farina), $13,600. 
(Heater standard on all models.) 

FIAT—500 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr, Bian- 
china, $1,298; 2-dr. Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr, stat. 
wag., $1,658; Jolly, $1,906. 1100 Series— 
4-dr, sed., $1,659; 4-dr. deluxe sed., $1,- 
782; 4-dr. stat. wag., $1,918. 1200 Series 
—4-dr. sed., $1,998; roadster, $2,595. 1500 
Series—Roadster, $3,298. 2100 Series—4-dr. 
sed., $2,798; 4-dr. stat. wag., $3,058. 
(Heater standard on all models.) 

FIAT-ABARTH—1750—Coupe (42 horse- 


$1,795. 








LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 
stat. wag., $3,623; 4-dr. 3-seat stat. wag., 
$3,730. Invieta—4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620. Electra— 


4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 
CADILLAC — Series 62 — 4-dr. hardtop 
(short deck), $5,080; 4-dr. hardtop (flat 
roof or sloping roof), $5,080; 2-dr. hard- 
top, $4,892; conv., $5,455; Sedan de Ville 


Port-of-Entry Prices on Imported Cars 


4-dr. sed., $2,412; conv., $2,890. 
Special sed., $1,735; 
$1,875; conv., $2,149; 
(Husky), $1,679; 4-dr. 
$2,299. Commer Cara- 
$3,655. 


HILLMAN—4-dr. 
4-dr, Deluxe sed., 
2-dr. stat, wag. 
stat. wag. (Minx), 
van—‘‘Mobile-home’’ type vehicle, 


HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Al 
transmission, power brakes and heater are 
standard.) 


JAGUAR — 3.8-Litre Sedan — 4-dr. sed. 
(overdrive), $4,915; 4-dr, sed. (overdrive 
and power steering), $5,045; 4-dr, sed. 
(automatic transmission and power steer- 
ing), $5,195. Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. XK-150— coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv, (auto- 
matic transmission), $5,012.50. XK-150-S— 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv, (overdrive), $5,- 
262.50. (Heater standard on all models.) 


LANCIA — Appia —4-dr. sed., $2,398; 
conv. (Vignale), $4,490; coupe, $4,438; 
coupe (Zagato), $4,558. — 4-dr. 


sed., $5,998; coupe (Pinin Farina), $6,355; 
ig (Zagato), $6,485; G. T. Touring, $6,- 


LLOYD ARABELLA—2-dr. sed., $1,698. 
MASERATI—Coupe, $11,400; conv., $12,- 


. 


MERCEDES-BENZ—180—4-dr. sed., $3,- 
250. 180-D (diesel engine) —4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
$5,032; coupe, $5,244; coupe 
top and convertible 
220-8 
—4-dr. sed., $4, -dr. sed, - 
$5,018; conv. or coupe (folding emergency 
seat), $8,091; conv. or coupe (bench-type 
rear seat), $8,184. 300— 4-dr. hardtop, 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable — and 
convertible top), $11,397. Station Wagons— 
180—4-dr, stat, wag., $5,000; Kombi, $4,- 
903. 180-D (diesel “sialan> — 4-dr, stat. 
wag., $5,228; Kombi, $5,131. 199 — 
4-dr. stat. wag., $5,196; Kombi, $5,100. 
190-D (diesel engine) —4-dr, stat. wag., 
$5,423; Kombi, $5,328. (Heater standard 
on all models, Power brakes standard on 
all models except Series 180, 180-D, 190 
and 190-D.) 

$1,- 


METROPOLITAN — 2-dr. 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767, MGA-DOHC—conv., $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark ITI—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 


MORGAN—Plus Four—2-seat roadster, 


hardtop, 


$2,810; 4-seat roadster, $2,850; 2-seat 
coupe, $2,970. 

MORRIS—850—2-dr. sed., $1,295. 1000 
Standard—4-dr. sed., $1,678; 2-dr. sed., 
$1,495; conv., $1,574; 2-dr, stat, wag., 
$1,798. 1000 Deluxe—4-dr. sed., $1,718; 
2-dr, sed., $1,599; conv., $1,636; 2-dr. 
stat. wag., $1,825. Oxford—4-dr, sed., 
$2,259. 

NSU PRINZ—2-dr. sed., $1,398; 2-dr. 





Water-Soaked Renaults 
Going Back to Factory 


NEW YORK.—Some 3,000 Re- 
nault cars that suffered water 
damage at Port Newark during 
Hurricane Donna last September 
are being returned to the factory 
in France, officials of Renault, 
Inc. have announced. 

The cars, owned by Renault 
distributors and stored outside 
the area operated by the Port of 
New York Authority, were ready 
for distribution to Renault deal- 
ers in the Middle Atlantic states 
and parts of the Midwest when 
the hurricane struck. 
























Current Prices on U. S. Cars 


252; Eldorado Biarritz conv., 


8-pass. sed., $9,533; limousine, 
(Hydra-Matic, power steering, 
brakes standard on all models.) 


CHEVRO ries 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266 ries 700—4-dr. sed., 


$2,039; coupe, $1,985; 4-dr. 
wag., $2,331. 


$2,201. Greenbrier—Sport Wagon, $2,651. 


(The following prices are for six-cylin- 


$2,262; 
sed., 
$2,384; 4- ay hardtop, 


der models, For V-8s, add $107.) 
—4-dr. sed., $2,316; 2-dr. sed., 
utility sed., $2,175. Bel Air—4-dr. 
$2,438; 2-dr. sed., 


$2,554; 2-dr. hardtop, §2, 489. mpala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2, 597; 


conv., $2,847. Station Wagons—4-dr. 2-seat 
3-seat aoa. 


Brookwood, $2,653; 4-dr. 
wood, $2,756; 4-dr. 2-seat Parkwood, 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport—4-dr. 


$3,025; conv., $3,442; 4-dr, 2-seat stat. 


wag., $3,541; 4-dr, 3-seat stat, wag., $3,- 


Tiger 4-dr. sed., $1,895. Monte 


dr. sed., $1,998; Tiger 4-dr, sed., $2,095; 


Tiger conv., $2,695. (Heater standard on 
all models.) 
PEUGEOT—403 — 4-dr. sunroof sed., 


$2,250; 4-dr. stat. wag., $2,490, 
standard on both models.) 
PORSCHE — Roadster, $3,780; 
Roadster, $3,995; Super 90 Roadster, $4,- 
320; Coupe, $3,920; Super Coupe, $4,140; 
Super 90 Coupe, $4,470; Hardtop, $4,170; 
Super Hardtop, $4,390; Super 90 Hardtop, 
$4,720; Cabriolet, $4,250; Super Cabriolet, 
$4,470; Super 90 Cabriolet, $4,800. 
PRINCE SKYLINE—4-dr. sed., 
(West Coast POE.) 
RENAULT — 40V — 4-dr. sed., 
4-dr. sunroof sed., $1,352. 
sed., $1,585; 4-dr, sunroof sed., 


$1,292; 
$1,645. 


Caravelle—hardtop cpe., $2,295; conv., $2,- 


395. (Heater standard on all models.) 

ROVER—100—4-dr. sed., $3,695. 3-Litre 
— 4-dr. sed., $4,620. Land-Rover—2-dr. 
stat. wag., $3,220. 


ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, trans- 


anission 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 


SAAB—93F-750—2-dr. sed., $1,895; 2- 
dr, sed. (automatic clutch), $1,995; -dr. 
sunroof sed., $2,019. 96-850—2-dr. sed., 
$1,895; 2-dr. sed, (automatic clutch), $1,- 
995; 2-dr. sunroof sed., $2,020. 95-850— 
2-dr, stat. wag, (3-speed transmission), 
$2, 265; 2-dr stat. wag, (4-speed transmis- 
sion), $2,395. Granturismo 750—2-dr. sed. 
(4-speed transmission), $2,790. (Heater 
standard on all models.) 


SABRA—2-dr. stat. wag., $1,250; pickup 
truck, $1,156 


SIMCA—Aronde—Deluxe 4-dr, sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed., $1,658; Elysee 4-dr. sed., $1,898; 
Montihery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1,963; Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr, hardtop, $2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane 8S conv., $2,- 
795. Ariane (4-cylinder)—4- -dr, sed., $i, 998. 
Ariane (V-8)—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr, sed., $2,298. (Heater 
standard on all Aronde models except 
Etoile.) (The Etoile 4-dr, sedan is the 
only model now being imported.) 


SINGER — Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wag., $2,425. 

SKODA — Octavia 2-dr. sed., $1,575; 
Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 


SUNBEAM—Rapler—2-dr. hardtop, $2,- 
wee conv., $2,649; Alpine—Roadster, $2,- 


TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 
Standard—4-dr. sed., $2,120.50; 2-dr. sed., 
$2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr, sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr, Combi-wagon, $2,383. 

TOYOPET — Tiara — 4-dr. sed., $1,613. 
Crown Custom—4-dr. sed., $1,795; 4-dr. 
stat. wag., $2,080. Toyota Land © 
Soft top, $2,665; hardtop, $2,995; stripped 


model, $2,425. 

TRIUMPH—4-dr. stat. wag., $1,899. Her- 
ald — 2-dr. sed., $1,849; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 


$2,675; hardtop, $2,835, (Heater standard 
on Herald models.) 

TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
eatry Climax Stage II roadster, 

VAUXHALL — Victor — 4-dr. 
957.50; 4-dr. 2-seat stat. wag., $2, 262. 60. 
(Heater standard on both models. ) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1.080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 


sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., §2,- 


. (Heater standard on all models.) 


VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 
power), $1, 995; PV-544 2-dr. sed, (85 
horsepower), $2, 195; 122-8 4-dr, sed., $2,- 
495. (Heater standard on all models.) 

$1,- 


WARTBURG—Standard 4-dr. sed., 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr, sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., §2,- 
099; coupe, $2,199; sports roadster, $2,799. 


4-dr. hardtop (flat roof or sloping roof), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
$6,477. 60 
-dr. hardtop, $6,233. Series 75— 
$9,748. 
power 












2-seat stat. 
Monza 900 — Sport coupe, 





4-dr. 3-seat Nomad, 


sed., §2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 


(Heater 


Super 


$2,295 








622. Windsor — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4 , $4,123; 4-dr. hardtop, 
$4,175; conv., $4,- 
592; 4-dr. 2-seat stat, wag., $4,764; 4-dr. 
$4,871. 300-G—2-dr. 
(Torque- 
teering, power brakes stand- 


$4,261; 2-dr_ hardtop, 


3-seat stat. wag., 
hardtop, $5,411; conv., 
Flite, power s 
ard on New Yorker and 300-G.) 

COMET—4-dr, sed., 


$5,841. 


dr. 2-seat stat, wag., $2,353, 
DeSOTO—4 


-dr. hardtop, $3,167; 2-dr. 
hardtop, $3,102. 
DODGE—Lancer—Series 170—4-dr. sed., 


$2,069; 2-dr. sed., $2,007; 4-dr. 2-seat stat. 
wag., $2,382. Series 770—4-dr. sed., 
154; 2-dr. hardtop, $2,181; 4-dr. 
stat. wag., $2,466. 


Dart— (Prices are for six-cylinder mod- 


els. For V-8s, add $119.) Seneca—4-dr. 


sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 


$2,695. 
sed., 
2-seat stat. 


. Pioneer—4-dr. sed., 
$2,410; 2-dr. hardtop, 
wag., $2,787; 


stat. wag., 
$2,459; 2-dr. 
$2,488; 4-dr. 


4-dr. 3-seat stat. wag., $2,892. Phoenix— 


4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 

Polara V-8 — 4-dr. sed., $2,966; 4-dr. 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; ‘4-dr. 2-seat stat. wag., 


$3,294; 4-dr. 3-seat stat. wag., $3,409. 
FORD—Falcon—4-dr. sed., $1,974; 2-dr. 

sed., 

225; 4-dr. 2-seat stat. wag., $2,268, 


(The following prices are for six-cylinder 
Fairlane— 


models. For V-8s, add $116.) 
4-dr. sed., $2,315; 2-dr. sed., $2,261, 


lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 


376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr, hardtop, 
top, $2,597; starliner 2-dr, hardtop, §$2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr. 
Ranch Wagon, $2,656; 4-dr, 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 


Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. 
transmission, power steering, power brakes 
standard on both models.) 

IMPERIAL—COustom—4-dr. hardtop, *.- 
109; 2-dr. hardtop, $4,922.50. Crown—4-d 
hardtop, $5,647; 2-dr. hardtop, $5, 403: 
conv., $5,773.50. LeBaron—4-dr. hardtop, 


$6,426. (TorqueFlite, power steering, power 


brakes standard on all models.) 
LINCOLN CONTINENTAL—4-dr. 
$6,067; 4-dr. conv., $6,713. 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 


sed., 


MERCURY—(Meteor 600 and Meteor 800 


prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., 
4-dr. sed., $2,649; 2-dr, sed., $2,595; 4-dr. 


hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr, hardtop, $2,876; 


conv., 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3,118. 
OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 












$2,053; 2-dr, sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 


$2,- 
2-seat 


$1,912; 2-dr. 2-seat stat. wag., $2,- 


$2,662; 2-dr, hard- 


2-seat 
2-seat Country 


(Cruise-O-Matic 


(Automatic 


$2,417. Meteor 300 — 


$3,126. Station Wagons—Commuter 





$2,681; 
deluxe 4-dr, 2-seat stat, wag., $2,816. 


standard 4-dr. 2-seat stat. wag., 


Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; 4-dr. 2-seat stat. wag., $3,- 
665; 4-dr. 3-seat stat. wag., $3,773. Series 
98—4-dr. sed., $3,887; 4-dr. hardtop (slop- 
ing roof), $4,021; 4-dr. hardtop (flat roof), 
$4,159; 2-dr. hardtop, $4,083; conv., §4,- 
362. (Hydra-Matic, power steering, power 
brakes standard on Series 98.) 

PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 

(The following prices are for six-cylinder 
models, For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2, 461. ‘Fury—4- dr. sed., $2,575; 
4-dr. hardtop, $2,656; 2-dr. hardtop, $2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available), Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 

PONTIAC—Tempest—4-dr. sed., 
4-dr. 2-seat stat. wag., $2,438. 

Catalina—4-dr. sed., $2,702; 2-dr. sed., 
$2,631; 4-dr. hardtop, se =" 2-dr. hard- 
top, $2, 766; conv., $3,07 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. See stat, wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 
dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 


$2,167; 


Fatr- $3,530 


RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat, wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat stat. wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr. sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat. wag., 
$2,295; 4-dr. 2-seat stat, wag., $2,344. 

Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr. 2-seat stat. wag., $2,437. Super Six— 
4-dr. sed., $2,268; 4-dr, 2-seat stat. wag., 
$2,572; 5-dr, 3-seat stat. wag., $2,697. 
Custom Six—4-dr. sed., $2,413; 4-dr, 2- 
seat stat. wag., $2,717; 5-dr. 3-seat stat. 
wag., $2,842. Super V-8—4-dr. sed., $2,- 
397; 4-dr. 2-seat stat, wag., $2,701; 5-dr. 
3-seat stat. wag., $2,826. Custom V-8— 
4-dr. sed., $2,512; 4-dr. 2-seat stat. wag., 
$2,816; 5-dr. 3-seat stat. wag., $2,941. 

Ambassador—Super V-8—4-dr, sed., $2,- 
537; 4-dr. 2-seat stat, wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr. 2-seat stat, wag., 
$2,986; 5-dr, 3-seat stat, wag., $3,111. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr. 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat. wag., 
$2,370. Lark Regal Six—4-dr, sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2, 554; 4-dr. 
2-seat stat. wag., $2, 520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr. 2-seat stat, wag., $2,425; 4-dr, 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2, 290; 2-dr. hardtop, $2,378; oar. 
$2, 689; 4-dr, 2-seat stat. wag., $2,65) 
Lark Cruiser V-8—4-dr. sed., $2,458. tiowk 
V-8—Sport coupe, $2,650. 





All-Dealer License Board 


Becomes R. I. 


By Thomas L. Forbes 
Staff Correspondent 

PROVIDENCE.—Results of this 
week’s balloting in Rhode Island 
could well affect the future makeup 
of the State’s Motor Vehicle Li- 
censing Commission. 

For the first time since its crea- 
tion more than a decade ago, the 
commission’s status has been ques- 
tioned by a public official, who 
challenged the absence of a public 
representative on the commission. 


The question was raised by 
Charles A. Kilvert, Republican 
candidate for lieutenant-governor, 
and a key man in Gov. Chris- 
topher Del Sesto’s present admin- 
istration. 

Kilvert, presently director of the 
State Department of Administra- 
tion, contends that the commission 
should not be made up solely of 
automobile dealers, as it has been 


Mack Notes Drop 
In Profits, Sales 


PLAINFIELD, N. J.—Mack has 
reported sales of $203 million and 
net income after taxes of $8.9 mil- 
lion for the first nine months of 
1960, down from sales of $229 mil- 
lion and net of $12.1 million in the 
like period of 1959. 

Sales for the quarter ended Sept. 
30 were $62 million, with earnings 
of $2.2 million, compared with 1959 
sales of $78 million and profits of 
$4.2 million, the firm said. 

Severe sales competition particu- 
larly evident during the third quar- 
ter, together with substantial oper- 
ating expense and other abnormal 
costs in both development of new 
products and preparation for the 
move from Plainfield to Hagers- 
town, Md., have restricted earnings 
thus far this year, C. A. Johnson, 
chairman, reported, 





Vote Issue 


under the terms through which it 
was created. 

He noted that a chief function of 
the commission is to hear com- 
plaints against any automobile 
dealer by an individual who feels 
he has been wronged in dealing 
with a licensed dealer. 

He contended further that such 
an arrangement “could be com- 
pared with having an accused man 
serve as judge in a courtroom, with 
all the members of the jury being 
his relatives.” 

While conceding that dealers 
should be represented on the 
commission, and that they are 
best suited to know the technical- 
ities of their business, Kilvert 
said people who are not dealers 
may at times bring a different 
point of view—the public point of 
view—to the considerations of the 
commission. 

In conclusion, he argued that “the 
public must have confidence in the 
integrity and impartiality of every 
agency of government,” and that 
all presentation in government 
must involve the people and be 
responsive to the people’s interest.” 

Since Gov. Del Sesto has proven 
confidence in the wisdom of pro- 
posals advanced by his top associ- 
ates in the state administration, 
Kilvert’s election, along with a vic- 
tory for the present governor, 
might conceivably bring about the 
proposed change in the makeup of 
the dealer licensing agency. 


Rambler ‘Supermarket’ 


CINCINNATI.—Jamison Motors, 
Inc., has opened a new Rambler 
sales room at 354 Ludlow Ave., 
where Nat Jamison says his com- 
pany is developing a “supermarket” 
idea for cars—“walk in, pick it out 
and drive it home.” Fifty Ramblers 
are being displayed in an area of 
more than 8,000 square feet at the 
Ludlow sales room, 
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Election Fails to End 
New-Car Sales Snag 


(Continued from Page 1) 


them, they forget about it and 
wind up with a loaded big car.” 
Summaries of Automotive News’ 
market-by-market studies follow: 
* ca ok 


St. Petersburg 


LOOR traffic has increased in 

Clearwater-St. Petersburg dealer 
showrooms since the election. New- 
car sales now are trending slightly 
upward. 

Ford and Dodge dealers report 
sales evenly divided between stand- 
ards and compacts. General Motors 
dealers are selling more standards. 

Price is holding down smaller- 
car sales. Dealers say customers 
prefer standards for a few hun- 
dred dollars more. GM standards 
are outselling their own compacts 
five to one. Cash sales are increas- 
ing in the medium-price field. 

Customers still are price con- 
scious, shopping for the best deal. 
Too much recession talk has hurt 
sales, according to dealers. 

Dealers say the used-car market 
is very slow, down as much as two- 
thirds from last year. Compacts are 
blamed for the slump. 

—EveLyN BasH 
* cd ok 
Chicago 

EW-CAR dealers say they’re in 

a post-election calm here, with 
a major Chevrolet dealer saying 
that the second eight days of 
November were no better or worse 
than the first eight. 

























we stopped trying to do business 
with such suckers and started to 
develop some real customers.” 


—WILLIAM CARROLL 
oa * * 


Akron 


OST Akron-area new-car deal- 

ers agree on two points—busi- 
ness has not picked up one iota 
since the election, and the used-car 
market ranges all the way from 
“not so good” to “terrible.” 

With the economy in a slump, 
they see no signs of any immediate 
pickup in demand, Floor traffic, 
though, has exceeded last year in 
a majority of cases, particularly at 
dealerships with the new compacts. 

“A lot of people are interested,” 

explained a Pontiac dealer, “but 
when it gets down to closing the 
deal, they can’t make up their 
minds.” His comment was typical 
of a cross-section of dealers who 
were checked in the survey. 

Dealers are finding people more 
“money conscious” and economy- 
minded. The situation is true, they 
said, both in the case of the com- 
pacts and the standards. 

A Chrysler dealer admitted he 
could sell “a lot more cars,” but he 
would have to take in certain 
makes “that I don’t want to get 
stuck with.” 

There were several critical re- 







































The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 


Coverages Available 


Automobile 
Physical Damage Insurance 


the election. Everyone agrees, how- 
ever, that many people are looking 
at new cars but sales have slowed. 

A veteran Chevrolet dealer said: 
“It’s always slow before national 
elections, but our sales are ahead 
of November a year ago. We notice 
no upturn in sales of any particular 
model but a slight overall improve- 
ment. 

“Purchases of compacts are off 
some, too. Price and terms are 
uppermost with most buyers. We’ve 
sold all the Impala two-door hard- 
tops and Corvair Monzas we could 
get.” 

A Chrysler dealer reported that 
business was spongy in early No- 
vember but he feels it’s too early 
to comment on the effects of the 
election. Nothing is moving very 
fast. The used-car market has 
strengthened in the past week for 
clean cars. 


(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
COMPANIES 


Established 1926 


Lark sales have slowed down. 


A Rambler dealer felt better sales 
immediately after the election with 
a stronger market for clean used 
cars. Uppermost in clients’ minds 
are good terms and less downpay- 


ment, 


A Ford dealer does not believe 


the election had anything to do with 
sales. He said people are so con- 
fused with the excessive stock of 
’60s on hand and with the distress 
advertising that they expect all new 
cars to sell at misleading lower 
prices, 

Guesstimates of the number of 
60 models still in dealers’ hands 





Corvairs are selling better than 
a year ago, but the best seller in 
the line is the Impala. 

Canvassed dealers described the 
used-car market as “soft” with 
with ’5%7s and ’58s the best movers. 
Many dealers feel slowness of 
compacts is due to factories’ hold- 
ing back on shipments while cus- 
tomer can get immediate delivery 
of an import, and this word has 
buzzed around. 

Prospects’ thinking is along line 
of a good dealer selling at a fair 
price; not all shoppers are concern- 
ed with frills, horsepower or terms 
—just a square deal. 

A large Ford dealer said he was 
selling up to 12 new cars every 
weekend before election. The week- 
end after election, he moved five. 
Falcons and T-Birds are slow, but 
salesmen are pushing bigger cars. 
The best selling Ford right now 
is the Galaxie. 

Standard cars of all makes are 
exceedingly slow, dealers say, but 
there are more requests for stick 
shifts and manual chokes, especial- 
ly on Fords, Chevrolets and Plym- 
ouths. One dealer said the younger 
generation feels these are some- 
thing new and therefore better. 


—Davw J. ATCHISON 
cg cg * 


Atlanta 


TLANTA dealers report a mixed 
+% picture of sales before and after 








Chesebrough Cited— 


Harry E. Chesebrough, center, Plymouth- 


DeSoto-Valiant general manager, chats 
with Harlan Hatcher, left, University of 
Michigan president, and Stephen S. Att- 
wood, dean, college of engineering, fol- 
lowing a ceremony at which he received 
the school's ‘outstanding achievement 
award" presented to U of M alumni who 
distinguish themselves. The award cites 
Chesebrough as an “outstanding automo- 
tive engineer and executive." 


vary from 600 to 1,000. 
—SALLY PFEIFFER 
* * * 


Los Angeles 


A§ FAR as Los Angeles dealers 
are concerned, the only effect 
of the Presidential election on the 
auto business was to eliminate one 
excuse customers had for not buy- 
ing. 

Said one dealer, “shoppers seem 
most «concerned with the national 
economy. They can’t decide wheth- 
er to hoard or spend. I don’t think 
we could close them $400 under 
cost.” 

The only compacts moving are 
the ones that were on the market 
in 1960. The new crop of luxury 
jobs is distinguished by stickiness. 

State registrations for the first 
15 days of October show that 
Lincoln-Mercury dealers were de- 
livering 2% Comets for every 
Mercury. Ford and Plymouth 
dealers were selling one compact 
for each standard. Chevrolet op- 
erators were moving two Chev- 
rolets for each Corvair. 

Dodge and Dart were outselling 
Lancer four to one. Buick was out- 
selling Special five to one. Oldsmo- 
bile was moving eight standards to 
one F-85. 

Used cars in the Los Angeles 
area are still slow, with late model 
stuff glued to the lot. An inventory- 
laden dealer commented, “It’s 
rough when they come in to trade. 
We ean’t explain $1,500 worth of 
depreciation for a year’s owner- 
ship.” 

+ * + 

OS ANGELES dealers inter- 

viewed by Automotive News be- 
lieve new luxury compacts are held 
back by a combination of high 
prices and heavy carryover of ’60 
models. A discounted ’60 sells for 
less than a new compact, with 
most dealers trying to hold a gross 
on the small ’61s. 

Undercurrents of dealer think- 
ing came to light in offhand com- 
ments of two dealers of reason- 
able volume, Said one man, “I 
think it’s up to the factory to 
clean up this mess. Overproduc- 
tion in 1960, with a slug of 1961 
models right off the bat, has put 
us all in the corner.” 

What appears to be the opposite 
viewpoint was voiced by another 
dealer: “We've got lots of problems, 
but I think it’s time we dealers 
stopped blaming the factory for 
everything. 

“We should clean up our own 
house first, beginning with the 
price ads, which are already break- 
ing on .1961 models. It’s about time 


cial are the best-selling compacts. 








marks about the many ’60 models 
still on hand. Much of the trouble 
in the used-car market was attrib- 
uted to this. 















SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 2, Connecticut 


—Jor KUEBLER 
* * * 


Boston 
GOME strengthening in new-car 
sales has been noted here, but 


used-car sales are poor. 
Falcon, Corvair and Buick Spe- 
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with a[Lee| flame-proof air filter 


LEE protects your profits with more value to your 
customers, a longer profit to you, and new more sal- 
able concepts in filter design. For the newest and the 
best in air, oil and fuel filters, see your LEE 
jobber or write for information. 


LEE 
creates new concepts 
in filter design and efficiency 


© LEE FILTER CORPORATION, EDISON, NEW JERSEY 
In Canada: 267 Niagara St., Toronto, Ontario 


When a carburetor “coughs”—you have the fire haz- 
ard of a combustible gasoline-saturated air filter. 
Sell safety! Sell LEE flame-proof Carburetor Air Fil- 
ters, the first flame-proof air filters on the 
market! LEE’S exclusive Resinweld® con- 
struction insures greater C.F.M.* of air 
flow than the filter that came with the 
car. Furthermore, the LEE-engineered gas- 
ket acts as a perfect sealant against any 
by-pass of dirty air. 
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Ford Delivering 
500 Cars to Hertz 


DEARBORN.—A fleet of 500 new 
Fords is scheduled for immediate 
delivery to Hertz Rent-A-Car Sys- 
tem for use in the Midwest and 
Southern Florida, the Ford Division 
has announced. 

All of the cars are equipped with 
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automatic transmission, power 

. radio and heater, and 
many have power brakes and other 
optional equipment; the division 
said. 


Hertz operates more than 1,000 
car-rental stations throughout the 
United States, and stations in more 
than 250 cities abroad. 


For light on dealer thinking, read Dealer 
Forum each week on Page 3. 





QPreterence for EIS—The Brake Parts Line —is based on 

proved advantages. EIS Brake Parts build your reputation 

for top-quality replacements! EIS Brake Ports are built to rigid 

specifications, thoroughly inspected, packaged in easy-to-read 
and 


cartons 


described in quick-reference catalogs! Add the 


EIS reputation for fast delivery from any one of strategically 
located warehouses and, sure os stopping, the profits in 
EIS Brake Parts have got to show up in every sale—in every job! 
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Election Fails to End 
New-Car Sales Snag 


(Continued from Page 63) 


Some dealers feel the new compacts 
will need a full year to prove them- 
selves. 

The situation in New England is 
little changed from pre-election 
days with plenty of orders on hand 
for ’61 cars, but color and equip- 
ment choices are holding up sales. 
Buyers will not take floor cars 
when they want a certain color. 

Falcon still is behind on deliv- 
eries. There are few Tempests on 
hand, but the car is drawing fav- 
orable comment, and the outlook is 
bright. 

—Guy LivINGsTOoN 
* + +. 


Seattle 


Re ReN S with many Seattle 
new-car dealers following the 
post-election weekend, this AvurTo- 
motive News correspondent felt at 
times like a nurse soothing fever- 
ish brows and at other times like 
a cheerleader urging the team to 
get out there and fight. 

That the market for automobiles, 
new and used, was extremely 
wishy-washy during the two-week 
period down to poll-time was con- 
ceded by all dealers contacted. 

Most dealers reported increased 
shopping activity following the elec- 
tion and a rise in units sold, al- 
though not an overwhelming rise. 

The 10-day Seattle Auto Show 
took place during election week 
and attendance (approximately 
30,000) was not up to expectations. 

Compacts seem to be getting a 
good share of attention here. A 
Buick dealer reported that the Spe- 
cial is garnering 25 percent of his 
sales. An Oldsmobile dealer said 
that the F-85 is going well. Pon- 
tiac’s Tempest had just appeared 
on the market, with too few units 


Saab Creates 
New Sales Area; 
Manager Named 


NEW YORK.—Saab Motors, Inc., 
has realigned its sales area to form 
a new marketing region and has 
appointed a regional manager and 
field representative, according to 
Ralph T. Millet, Saab president. 


Charles L. Marks, former New 








R. J. Sinclair C. L. Marks 


York City zone manager, has been 
named manager of the new Eastern 
region, with headquarters in Car- 
teret, N. J. The region covers New 
York City, plus Pennsylvania and 
New Jersey, which formerly were 
a part of the Mid-Atlantic region 
under Robert J. Sinclair. 

Floyd Reynolds, who recently 
joined the Saab organization, has 
been appointed field representative 
for New York City and New Jersey, 
succeeding Charles Higgins, who 
has been named field service engi- 
neer. Paul Landersman will assist 
Marks as field representative in 
Pennsylvania, 

Sinclair continues as Mid-Atlantic 
regional manager, with headquar- 
ters in New York City. Reporting 
to Sinclair from the field will be 
Robert J. Kent, J, I. Miller, Henry 
B. Douglas and Rad Clemens, 

The New England region remains 
unchanged, with Peter Swedlund as 
manager. Field representatives in- 
clude Richard Burton and Sinclair 
McLean. Headquarters are in Hing- 
ham, Mass. 

Saab’s fourth marketing area is 
the Southeast region, Regional 
manager is Theodore A. Frederick, 
who is assisted in the field by Ward 
Hadley and William Rheney. 


available to judge sales progress; 
but initial interest seemed high. 

That people here are currently 
‘tight with their dough” was 
brought out by more than one 
dealer interviewed. Price and terms 
were mentioned: by several as an 
uppermost consideration in pros- 
pects’ minds. 

Some improvement is noted in 
the used-car market, particularly 
in the “clean stuff.” Most dealers 
agree that there is no place for the 
market in all cars, new and used, to 
go but up. 

* * 


New York 
Wi election over, new-car sales 
continue to poke along at 
about the same slow rate. Not one 
dealer contacted said-his sales had 
shown any upward movement fol- 
lowing the election, 

The used-car market has. con- 
tinued to slide. When dealers 
thought it had hit absolute rock 
bottom, it somehow pounded a hole 
through that rock and went down 
still farther. 

The usual complaint is that the 
used-car market hag been so 
badly hit that the average dealer 
is afraid to take a car for trade 
today for fear of what will hap- 
pen to its price tomorrow. 

Some dealers claim that their 
competitors are being overly cau- 
tious, that they should be trading 
more than they are, but the con- 
servative ones feel their approach 
is all to the good and that this will 
eventually have a stabilizing effect 
on the market. 

Another dealer said: “When you 
have been trading in big used-car 
volume, any variation in the mar- 
ket has an immediate effect on you. 
But if you have been doing 12 or 
15 used cars a month, and that vol- 
ume drops to eight or 10, you 
don’t pay too much attention to it.” 

* cd + 


ASoweus to one retailer, 
“You just don’t know what to 
do today. You write a piece of 
business that carries about a gross 
of $250, and then find you have lost 
it to a competitor who will take 
it for $100 to $125 less. It’s frighten- 
ing.” 

Other New York dealers con- 
firmed this practice and stated 
their pessimism in no less dramatic 
terms. “The thing that bothers 
me,” complained one, “is the fact 
that historically your gross never 


| gets any better than it wag at 


announcement time. And I see no 
reason to believe that 1961 will be 
any different.” 

Dealers report that they are 
selling about five standard Buicks 
to every Special. Oldsmobile deal- 
ers report about one F-85 to 20 
standards, and Pontiac dealers 
report about a 20 to 80 percent 
split in favor of the standards, 
although it is still a little too 
soon to tell with the last group. 
Dealers report that the average 

customer can’t understand why a 
compact should cost him almost as 
much as a standard-sized car in 
the same make, “When a man finds 
that his new ‘smaller’ car is going 
to be only about $300 less, he im- 
mediately loses interest in the 
smaller job,” a dealer said. 

Another dealer said: “The only 

thing on the guy’s mind when he 
comes in is price, But all of a sud- 
den he’s not interested in the little 
car any more, and he ends up buy- 
ing the big car with every kind 
of gimmick he can load on it.” 

+ oa + 


"anee buyers think they are 
going to come in and get a 
Special for 1947 and 1948 prices,” a 
dealer remarked, “They’re thinking 
in terms of $1,700. When they find 
out what it will really cost them, 
it doesn’t matter how nice the car 
is, it’s not nice enough, They want 
the big one.” 

A number of dealers reported 
that big cars are selling with all 
kinds of equipment and that power 
windows and air conditioning are 
big items. 

“It’s not really a matter of price 
right now,” a dealer said, “and we 


have no trouble with terms. Financ- 
ing, when you can get a customer, 
is no problem. The problem is get- 
ting the customer in the first 
Place.” 

Another man worried that the 
current buyer is the old-line cus- 
tomer, the usual early-model buy- 
er. “What happens when we run 
out of these customers,” he asked. 

It appears that the compacts 
from last year are continuing to 
sell about the way they did in 1959, 
with the new smaller versions of 
the domestics having a difficult 


‘time getting off the ground. 


—Ep Brown 
+ a * 


Twin Falls, Id. 


HE election of a Democratic 

president has had little effect 
on new and used-car. sales in this 
conservative Republican area. Most 
dealers are careful not to say that 
business is any better than last 
year, but few report a slowdown. 

Wills Motors (Rambler) is an ex- 
ception. Henry Wills said sales are 
ahead of the year-ago level, but he 
noted that salesmen are having to 
work harder to close deals. 

J. G. Roth, of Union Motor 
(Ford), said the national slowup 
hasn’t affected business here, al- 
though Ford sales are a bit be- 
hind last year’s. 

He said that Falcon continues to 
account for 35 to 40 percent of his 
volume and that Comet is Falcon’s 
stiffest competitor because the two 
makes are so close in price and 
styling. 

Chevrolet, Pontiac, Cadillac and 
Dodge dealers say sales are good 
but are not exceeding last year’s. 
One dealer said the compacts have 
not caught on with the public 
enough to give Corvair, Falcon and 
Rambler a run in this area. 

Some dealers say it gets harder 
each year to figure out the buyer, 
but Roth declared: “It’s the same 
old story. The buyer is looking for 
a good deal, and if he doesn’t think 
you're giving it to him, he goes 


elsewhere.” 
* cd * 


Miami 
IAMI dealers are guardedly op- 
timistic about an upturn in the 
auto market for the balance of the 
year and on into 1961. 

Although no one can actually see 
much improvement due to the end 
of electioneering, even before the 
Kennedy victory there was a grad- 
ual trend upward in sales, and cur- 
rent indications are that November 
and December might finish the year 
with a spurt. 

The used-car market has been 
firm, and Miami has had no seri- 
ous difficulties with leftover ’60 
models, Distribution has been 
good, and some of the compacts 
—notably Corvair—have develop- 
ed sho 

Following are the opinions of 
some Miami dealers: John Shee- 
han, Sheehan Buick, and president 
of the Miami Automobile Dealers 

Assn.: “Our association has adopted 
a new code of advertising ethics to 
conform to the laws of Florida. 
This should improve the believabil- 
ity of auto advertising and help 
us tremendously. 

“Sales have taken a turn for the 
better, although I cannot say this 
is due to the end of elections, Peo- 
ple have just decided to buy. Our 
grosses have come up to normal.” 

Burt Kahn, Colonial Pontiac, 
“Our sales picked up considerably 
the past two weeks, although I 
doubt if the end of election fever 
had anything to do with it—just an 
accumulated surge of buyers who 
have finally decided. 

“We have had more straight cash 
deals lately than usual, It’s too 


early to judge public reception of 
the Tempest, but we have great 
(Continued on Page 65, Col. 1) 
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Election No Panacea... 
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New-Car Sales Snag Unrelieved 


(Continued from Page 64) 


hopes. I do think the great number 
of makes, models and equipment 
options tends to slow up deals.” 
* * * 
R= NANKEVIEL, Fincher Olds- 
mobile: “Over Friday, Satur- 
day and Monday, we sold 26 cars 
which is way above normal, It’s 
hard to tell whether the end of the 
election caused this. Sales were 
slower than we anticipated right 
after presentation days. Looks like 
we're in for better days. 

“We made one mistake in our 
commission setup. We offered a $35 
minimum on the F-85 and $50 on 
the 88s. It’s only natural that a 
salesman would bear down where 
his earnings were greater. We've 
changed over to a flat $50 minimum 
with good results.” 

Frank Edelen, Edelen Buick and 
president of Florida’s ADA: “I 
don’t think the election helped or 
hindered sales; however, in part 
of October and thus far in Novem- 
ber, sales have increased. Although 
compacts in all lines have been 
highly publicized, I don’t think the 
desire for them has jelled.” 

Ray Fogarty, Don Allen Chev- 
rolet: “Business is improving al- 
most daily, and we'll probably 
finish out the year in good shape. 
Nobody really has to sell cars; 
most everyone hag the desire for 
one, so the selling boils down to 
one’s own make and the price and 
terms. 

“For the past several months, in 
order to obtain volume and to com- 
pete with unbelievable discounts, 
we've had to sacrifice some of our 
gross. This has changed lately and 
our gross is satisfactory. 

“Maybe the election had some- 
thing to do with be-back buyers. 
Now that it’s over, people seem 
ready for action.” 

Tony Paigo, Paigo Motors (Eng- 
lish Ford and Rootes cars): “Our 
records already show a sharp come- 
back, especially on Ford Consuls. I 
look for a much better year and 
a big increase in the Rootes line 
with maybe a 15 percent penetra- 
tion for imports.” 

Stacy Rowell (used cars): “The 
used-car market has been improv- 
ing steadily since the beginning of 
October. Prices hold firm and de- 
mand is strong for the better cars. 
We have had some experience with 
used compacts, and in my opinion 
they will gain an important portion 
of this market.” 

Clark Beecher, Abraham Ford: 
“Business got better before the 
election. Profitwise, we had our best 
month in October. November should 
be equally as good. 

“Price ig the most important 
factor, and buyers still haggle for 
the last dollar and lowest terms. 
Buyers seem to be economy minded 
for upkeep also, and I foresee the 
compacts taking a huge slice of 
total sales.” 


—Trescot Goopre 
= + + 


St. Louis 


H few exceptions, St. Louis 

auto dealers experienced a dis- 

couraging post-election weekend as 

some of the glamour of the ’61s 

appears to have worn off. The used- 
car market was somewhat firm. 

In instances where sales picked 

up after the election, there were 
special reasons accounting for the 
increase. For example, one dealer 
followed through on prospects who 
put off purchases until after Nov. 
8. In another case, the announce- 
ment date for Thunderbirds stimu- 
lated trade across the board. 

A Chevrolet dealer reported a 
quiet weekend, In fact, it has 
been slow there the last two 
weeks. The only bright spot on 
the horizon was the compact sit- 
uation. The Monza coupe was sold 
out, but the Impala is the “hot- 
test” model. Weather and the 
election were blamed for putting 
the brakes on purchasers, The 
used-car market “was moving at 
a fair clip.” 

The Buick Special “was as cold 
as everything,” one dealership not- 
ed. An executive said “he hadn't 


noticed any improvement since the 


election. 


“We had a terrible weekend,” he 
said, “Perhaps it’s because people 
are expecting interest rates to 





come down.” LeSabre was leading 
the pack at thig outlet. 

A Rambler dealer noticed “just 
a little’ improvement over the 
weekend but found that the public 
still was shopping around. 

“The buyers have been plagued 
with indecision and concern over 
a shaky economy,” he said. “It 
should have improved after the 
election but the people haven’t 
awakened yet.” 

* * * 


ANOTHES factor may have been 


unseasonably cool weather. The 
four-door Rambler sedans were 
tops. The bigger car, the Ambassa- 
dor, was slow—only three sold since 
announcement. The dealer said he 
Sells only about 3 percent Ambas- 
sadors. 

The follow-through approach 
worked for a Chrysler dealer who 
sold five Chryslers, three Plym- 
ouths, two compacts and five used 
cars ursday, Friday and Sat- 
urday. 

“We were very surprised,” the 
dealer said. “We kept a record of 
all the people who said they would 
buy after election day. We sold 
some of them by reminding them 
of their intentions.” At this deal- 
ership, Newport was out in front. 

The Thunderbird opening defi- 
nitely helped a suburban Ford deal- 
er. He took orders for six T-Birds 
and believes prospects are brighter. 
He found the price hurdle to be the 
biggest factor in holding up clos- 
ings. 

As an example, he mentioned that 
“used cars were moving well” but 
in the $500, $600, and $700 bracket 
instead of the more expensive mod- 
els which were selling earlier. 

The Fairlane 500 line was doing 
the best with Falcon close, but the 
Falcon percentage appeared to be 
slipping somewhat. 


—JacK BERNSTEIN 
* * * 


San Francisco 


ae was no noticeable pick- 
up in sales in this area follow- 
ing the election, but most dealers 
weren't looking for any. They would 
be satisfied with another month 
like October. 

A spot check showed the ’61 
models were away to a fast start 
in October, Ford and Chevrolet 
dealers indicated they were still 
winging away in November, but 
several Plymouth spokesmen said 
business had tailed off since the 
balloting. 

The second week in November 
had two factors working against it 
—the Veterans Day holiday and a 
fairly severe storm that moved in 
on the weekend. 

An Eastbay Ford dealer said he 
moved 104 new cars in October, 
nearly half of them compacts. He 
had a good start in November and 
his only concern was over his un- 
sold ’60s. He said the small price 
difference between the holdovers 
and the new models was hindering 
the cleanup. 

A Chevrolet dealer said there 
seems to be a tendency for cus- 
tomers to buy the top of the line, 
with medium-priced models also 


Digging for Sales— 





accounting for a good percentage 
of sales. 

He also was pleased with Oc- 
tober’s volume and his start this 
month, although fleet buyers have 
not come in ag expected. He said 
he was not getting enough Corvairs 
to test the market. 

A Plymouth dealer said he is 
short of Valiants, having only about 
half as many as he would like. 
Valiant is moving well and with 
good grosses. 


Ability to sell what he had on| § 


hand impressed a Chevrolet dealer. 
Although there igs no threat of a 
strike or similar lever, buyers have 
been satisfied with what he could 
offer them. The Impala two-door 
hardtop and the Monza are the best 
Sellers. Wagons also are moving 


well. 
—Steve STiLu 
ad * 


Dallas 


4 ewe pre-election sales lag in 
Dallas has picked up only mod- 
erately since the election, but below 
dealers’ expectations. Floor traffic 
and interest is somewhat improved, 
and sales are slightly better. 


But an undercurrent of pessim- 
ism is detectable, not only for the 
near term but for the 1961 outlook. 

There is some optimism for an 
upturn after Jan. 1 when current 

caution generally might be shift- 

ed to more confidence on the 
basis of a better indication of the 
new Administration’s complexion. 


While interest remains steady to 
firm in the compacts, the sales of 
the standards are reported good. 
The supply of compacts has been 
insufficient to test the market. 

A Buick dealer said high-priced 
cars are selling better and that 
Electra sales are most satisfying. 
Initial reaction to Pontiac’s Tem- 
pest is reported excellent, but 
there’s only a dribble of merchan- 
dise. 

Dealers attribute the dragging 
market to economic caution, low 
introduction-period enthusiasm and 
weakness in the used-car market. 


—CHARLES CATES 
* * * 


Portland, Me. 


To highest-priced models are 
leading in sales for most dealers 
in Portland, despite the fact that 
price and car size are foremost in 
the minds of most prospects. 

Dealers queried by AUTOMOTIVE 
News were at a loss to explain this. 
They report that new-car sales are 
ahead of last year even though the 
used-car market is slow. 

Only a few have noted any 
substantial increase in sales since 
the election, Wolfe Ford said 
sales have risen 30 percent, and 
Forest City Motor Co. (Chevrolet) 
also reported an increase. 

Wolfe Ford and Brown Motors 
(Chrysler-Plymouth) said they 
have plenty of compacts to meet a 
strong demand, but other dealers 
were somewhat discouraged about 
their inability to get compacts from 
the factory. Most reported waiting 


lists. 
—Rosert C. Fay 





When business fell off because of delays in street construction past their dealership 
in Pomona, Calif., these salesmen at Dodge-Towne decided to do something about it. 


They donned overalls, picked up shovels and picks, and began heaving dirt and 
assorted rubble out of the way. Both new and used-car sales had been hard hit by 
the construction, which began in April, 1959. Pausing in the task of cleaning off new 
pavement are, from left, Ed Carpenter, Jack Cain, Dean Williams, Paul Mercer, Tommy 
Thompson, Howard Smyth and Walt Westly. 


Lead Florida Dealers— 


New officers of the Florida Automobile Dealers Assn. are, from left, Don Schulstad 
(Rambler), Tampa, secretary-treasurer; Frank S. Edelen (Buick), Miami, president, and 
Gordon Thompson (Chevrolet), Jacksonville, first vice-president. The officers were 
elected during the association's annual meeting aboard the S. S. Hanseatic as it 
cruised the Caribbean. 





Another Battle-Royal Due 
On Minimum-Wage Issue 


(Continued from Page 3) 


Clayton Powell, New York Demo- 
crat, succeeds to the chairmanship 
on Barden’s retirement. 


Powell is another sort of person 
—sympathetic to minimum-wage 
and a good friend of Rep. James 
Roosevelt, California Democrat, 
who sponsored the most liberal 
House bill last year. 

Powell intends to use seniority 
in his subcommittee assignments, 
but he means to control his group 
by having only two subcommittees, 
one on labor and one on education. 
Specific legislation will be given to 
variable groups of members accord- 
ing to their seniority. 

However, if Powell wanted to 


Shop Business 


Up for Month, 
But Trails ’59 


(Continued from Page 3) 


equipment had bought some form 
of lifting equipment. 

Equipment to make service work 
more precise and labor-saving 
equipment also were frequent pur- 
chases. The various testing devices 
fall in the first class while power 
tools and parts bing fall in the sec- 
ond grouping. 

+ + * 


yes dealers surveyed were asked 
if they planned to employ addi- 
tional service personnel in the next 
six months. The group split with 
26 percent planning to enlarge their 
work forces and 74 percent plan- 
ning no change. 

Naturally, most of the dealers 
who are planning to increase 
their staffs are planning to hire 
additional mechanics. Body-shop 
personnel were the second most- 
often mentioned among new per- 
sonnel being sought. 

The dealers surveyed were asked 
if they planned to add to or re- 
novate their service layouts within 
the next six months. About 15 per- 
cent said they had such plans. 

* * + 


4 by-- group with no plans for ad- 
ditions or renovating amounted 
to 85 percent of the group surveyed. 
About half of this group noted that 
they had no building plans because 
they had just completed such pro- 
grams. 

Among those planning some 
building program, the most am- 
bitious programs mentioned were 
the construction of completely 
new service departments, One 
dealer is planning to set up a 
second service operation to han- 
dle body work, used-car recondi- 
tioning and new-car preparation 
so that he can use his present 
shop for customer labor work 
only, 

Some of the other programs men- 
tioned included a 50-percent in- 
crease in space for the parts de- 
partment, blacktopping the ap- 
proaches to the service department 


control what bills get to the floor, 
he could probably do so simply 
by managing the order in which 
assignments are given. Liberals 
could be given minimum-wage 
assignments, and conservatives 
could be put to work on routine 
legislation. 


Powell told Automotive News that 
he “imagines” that Rep. Roosevelt 
could be chairman of the subcom- 
mittee handling minimum-w age. 
And Powell would like to see a bill 
emerge in January. 

The catch in the House, of course, 
is that the bill could get snarled 
in the House Rules Committee by 
Rep. Howard W. Smith, a con- 
servative Virginia Democrat. It is 
thought that he would love to do 
it again, and all the persuasion of 
Vice-President-Elect Lyndon John- 
son might not be able to pry out 
the bill. y 

Some influential Democrats have 
pledged themselves to try to curb 

the power of the House Rules Com- 
mittee, but resistance is certain to 
be strong. 

No Congress has yet been able 
to do this permanently, although 
Speaker Sam Rayburn, Texas Dem- 
ocrat, has exercised some influence 
in keeping the committee from 
pigeon-holing certain bills. 

A real purge attempt—favored 
by some aggressive liberals— 
might do nothing more than drive 
Southern Democrats into the 
arms of Republican conservatives. 
The effect of such an alliance 
could stymie the President. 

Rep. Powell told Automotive News 
that he considers the bill passed by 
the Senate last session to be ade- 
quate. This completely exempted 
car dealers, but it was far more 
liberal than the Kitchin-Ayreg Bill 
that cleared the House. 

Powell opposes inclusion of an 
escalator clause in minimum-wage 
legislation (and in this he clearly 
disagrees with both Roosevelt and 
Kennedy). 

Little problem is seen, however, 
in getting Congress to pass a wage 
floor of $1.15. This was the new 
minimum proposed by the Kitchin- 
Ayres Bill and endorsed by the 
Eisenhower Administration. 

But the big conflict will come in 
the extension of coverage, and here 
the liberal politicians will try to 
grab all they can get. 

On the Senate side, all of Ken- 
nedy’s lieutenants are ready to go. 
Kennedy's spot on the Senate com- 
mittee is slated to go to Senator 
Patrick McNamara, Michigan Dem- 
ocrat, a liberal friend of labor. 

Senator Wayne Morse, Oregon 
Democrat, is ready to go to bat 
for wide coverage and a higher 
minimum, 

Senator A. S. Mike Monroney, 
Oklahoma Democrat, wants a bill 
but opposes tying the definition 
of interstate commerce to a dol- 
lar-value, as Kennedy did last 
session. His compromise failed 
last session, but it might have a 
chance this time. 

In any case, this much can be 


and adding a space measuring 40| said: It is not the time for car 


by 60 feet to the shop. 


dealers to relax, 
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NADA Doubts 4th-Quarter Improvement... 
Dealers’ Profit Decreases to 1.4 Percent 


(Continued from Page 1) 
all sizes showed a lower net profit 
this year than they did in the first 
nine months of last. 
* * 


* 

_—— explanation is fairly obvious. 

Dealers, like businessmen in 
most lines, are caught in a profit 
squeeze, Sales and gross profits 
might be going up but expenses are 
going up even faster. The result: 
Lower profits, 

Dealers in Group I, those who 
sold from one to 149 new units last 
year, pushed their gross profit up 
from 14.9 percent of sales last year 
to 15.3 percent of sales this year, 
when figures for the first nine 
months of each year are compared. 

However, expenses went up 
even faster and dealers in the 
group showed a net profit of 1.6 
percent on sales this year, com- 
pared to 1.7 percent last year. 

The picture wag much the same 
for dealers in each of the volume 
classes. The gross profit of dealers 
in Group II, those who sold 150 to 
399 new units last year, went up 
from 15.0 percent last year to 15.2 
percent this year. The net profit 
was off from 1.6 percent last year 
to 1.4 percent {his year. 

* 


ie GROUP III, dealers who sold 
400 to 749 new units last year, 
gross profit was 14.9 percent this 
year, up from last year’s 14.6 per- 
cent, But the operating profit was 
down from last year’s 1.9 percent 
to this year’s 1.3 percent, 

Dealers in Group IV, those who 
sold 750 or more new units last 
year, saw their net profit take the 
sharpest nose dive. Gross profit for 
this group was up from last year’s 
13.5 percent to 13.6 percent this 
year. However, profits fell from last 
year’s 2.0 percent to 1.1 percent this 
year. 

The industry average showed 
gross profit for the first nine 
months of this year was 15.0 per- 


which included finance 
ae te uate te 18 in last 
a. 14 percent 


this year. 

A look at the breakdown of the 
individual expense items shows 
that just about all of them joined 
in the rising tide of expenses which 


more than ate up the increased 
gross profit. Warranty and policy 
expense and employes’ bonuses 
were the only items of expense 
which took a smaller part of the 
sales dollar in the first nine months 
of this year than they did in the 
like period of last year. 
* oe * 
ILE all other expense items 
went up, there were some areas 
where the increases were particu- 
larly large—wages paid to employes 
other than salesmen and mechanics, 
interest expenses, rent or expense 


Purchase of Cars 
By City Probed 
In Philadelphia 


PHILADELPHIA.—City Control- 
ler Alexander Hemphill said that 
used city cars were obtained for 
as low as $35 by a local auto firm 
having a contract with the city for 
new cars, even though the original 
tradein appraisal was $482 

Hemphill said the city’s law de- 
partment is studying the possibility 
of conspiracy, fraud and perjury 
and forgery, revolving around a 
$544,798 contract between the city 
and Ogontz Sales & Service, Inc. 


The contract provided for ac- 
ceptance of 308 used cars at a 
tradein price of $482 each, minus 
wear and damage at time of deliv- 
ery. The city paid Ogontz for 353 
new cars, including $148,450 for the 
tradein value of the 308 old cars at 
$482 each. 

Ogontz, on behalf of Richard 
D'Agostino, president, has filed suit 
against the city for $64,017 plus in- 
terest as the amount of difference 
between the original tradein value 
and the value determined later by 
reappraisal by Ogontz and city em- 
ployes. 

The city in turn said it has dis- 
covered the possibility of fraud, per- 
jury, forgery, collusion and con- 
spiracy on the part of Ogontz and 
city employes in making the re- 
appraisals. Hemphill said this in- 
cluded changing some figures on 
copies of tradein documents. 


in lieu of rent and the catchall class 
“all other expense.” 

NADA’s report on the used-car 
and truck departments provided no 
surprises—inventories are up a bit 
and the price level is down. 

The average used unit sold in 
the first nine months of this year 
sold for $788, compared with $848 
in the like period of last year. 
The average unit in stock on 
Sept. 30 cost the dealer $715, A 
year earlier, the comparable fig- 
ure was $782, 

On Sept. 30, the typical dealer 
had 33.6 days’ supply of used units 
on hand. A year earlier, the stock 
was good for 31.8 days of selling. 

a 1 * 


N THE first nine months of this 

year, the typical dealer sold 1.55 
used units for every new unit re- 
tailed. The comparable figure a 
year earlier was 1.61, 

The report on parts and service 
operations in the first nine months 
of this year was little changed 
from the year-earlier report. Some 
of the figures which are expressed 
in terms of “per new unit sold” 
were a little lower this year than 
they were last year, This was prob- 
ably due to the fact that more new 
units were sold this year, rather 
than a reflection of any substan- 
tial decline in service business. 

Parts sales actually went up, 
even when expressed on the per- 
new-unit-sold basis. Parts sales 
amounted to $393 per unit sold in 
the first three quarters of this 
year, compared to $389 per unit 
last year. 

This year’s gross profit on parts 
Sales has been 30.4 percent, com- 
pared to 29.9 percent in the first 
nine months of last year, The parts 
inventory is up to being equal] to 
4.4 months’ supply, compared to 
4.3 months’ supply which was on 
hand Sept. 30, 1959, 

* + ” 


T= investment in the parts de- 
partment is being turned over 
at the rate of 2.8 times a year, un- 
changed from last year’s turnover 
rate. 

Customer labor sales in the first 
nine months of this year amount- 
ed to $247 per new unit sold, com- 


How Dealers Fared on Expenses, Profits 


Eprror’s Nore: 


the Automobile Retailing Industry.” 
FIRST NINE MONTHS, 1960-1959 
OPERATING PROFIT BEFORE TAXES 


Group 


The following figures are taken from the NADA bulletin, “Operating Averages for 


1ir Group IV Industry Average 


*Group I 
Pet. ae ‘Pot. Tota! Bales Pet. Total Sales Pct. Total Sales Pct. Total Sales 


Selling Expense 
Operating Expense ..... 
AL EXPENSE 
OPERATING PROFIT 
Including Finance Reserve.... 
* Groups 


9 Mos. 9 
1960 
100.0 
14.9 
4.0 
9.6 
13.6 


100.0 
14.9 
3.3 
9.9 
13.2 


9 Mos. 9 Mos, 
1960 61959 
100.0 100.0 
15.2 15.0 
3.8 


4.0 
10.0 


9.4 
13.8 13.4 


1.7 1.4 1.6 1.3 


are based on the volume of 1959 retail deliveries of new cars and trucks as follows: 


100.0 


9 Mos. 9 Mos. 
1960 1959 
100.0 100.0 

15.0 

3.7 

9.9 

13.6 


Mos, 9 Mos. 9 Mos. 
1959 1960 1959 
100.0 100.0 

13.6 13.5 
4.1 4.0 
8.4 7.5 

12.5 11.5 


14.6 
3.8 
8.9 

12.7 


2.0 1.4 


1.9 4 
Group I, 1 to 149 


11 


units; Group II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units and more. 


Breakdown of Dealer Expense 


FIRST NINE MONTHS, 1960-1959 


Preparation and delivery 

Warranty and policy 

Salaries, commissions, other 
compensation to salesmen .... 

All other salaries, wages 
(except mechanics’) 

Employes’ bonuses 

Shop tools and supplies 

Rent and expense in lieu of rent 

** Advertising, local 

Insurance, other than building 





(PERCENTAGE OF TOTAL SALES) 


Group I* Group 
9 Mos. 9 Mos. 9 Mos. 

1960 §=61959 1960 

45 44 45 

51 55 45 


Group II 


1.98 


4.74 
14 
382 

1.08 
83 
31 
40 

2.91 

13.61 


2.77 
13.41 


im Group IV Ind. Average 

9 Mos. 9 Mos. 9 Mos, 9 Mos, 
1959 1960 861959 1960 861959 
45 46 43 44 Al 
54 40 44 AT 52 

2.17 2.19 2.19 1.97 

4.09 3.71 4.51 

18 26 “ 14 

.23 7 34 

71 J -95 

.89 : .74 

-22 5 32 

39 

2.67 

13. 57 12.96 


2.10 


*Groups are based on the volume of 1959 retail deliveries of new cars and trucks as follows: Group I, 1 to 149 units; Group 
II, 150 to 399 units; Group III, 400 to 749 units, and Group IV, 750 units or more. 
** Includes travel, promotion and service training for Ford and Lincoln-Mercury dealers. 
1? Includes all owners’ salaries, employes’ bonuses and interest paid. 


—From NADA Survey 





pared to $256 last year. The gross 
profit on those sales was 43.5 per- 
cent this year and 44.4 percent last 
year. 

Total service sales, including 
parts, accessories and customer 
labor, amounted to $827 per new 
unit sold in the first nine months 
of this year. The year-earlier fig- 
ure was $832 per unit, 

Gross profit on all service sales 
ran at 33.5 percent in the first nine 
months of this year and 33.9 per- 
cent a year earlier. 

Service absorption amounted to 
58.2 percent through September of 
this year, compared to 60.0 percent 
a year earlier. Service absorption 
is the percentage of fixed expense 

oe * “ 





covered by gross profit from all 
parts and service sales. 
* * * 


7s report also showed that 
dealers are doing more business 
in the new car and truck and parts 
and service departments than they 
did last year and that the used car 
and truck departments are turning 
in a smaller share of the volume. 

The typical dealer had 57.4 per- 

cent of his business in the new 
car and truck departments in the 
first nine months of this year, 
compared to last year’s 56.5 per- 
cent, 

Parts and service department 
volume amounted to 17.2 percent 
of the total through September of 
this year, compared to 16.5 percent 
a year earlier. However, the used 
car and truck departments con- 
tributed 25.4 percent of total busi- 
ness in the first nine months of 
this year, compared to 27.0 percent 
a@ year earlier. 

* aa oe 


How Dealers Are Faring 
On Sales, Profits 


First Nine Months, 1960-1959 
(Taken from report by NADA Business Management Committee) 
Washout Gross Profit* 


Gross in Dollars Gross in Percent 
Per New Unit Sold Per New Unit Sold 
9 Mos., 9 Mos., 9Mos., 9 Meo.» 
1960 1959 1960 
BNI TIED 2s ss sakunsicansesevedevnavot saceovs $413 $426 9.93 * 
BY SOU sictccssbonsicesstbiqcicdetesndoens, 408 420 9.85 t 
III IEEE Vchictsnss cdc ticncd cocuaitictvvdes 341 364 9.20 t 
SMUD BW» ciahaisevstscvestniestasccioipioce 298 322 8.69 t 
Industry Average .................. 383 399 9.64 t 


*. Washout gross profit on new and used units combined (less all credits for finance 
income) per new unit sold and as a percentage of combined new and used unit 


sales. 
t+ Not available. 


# Groups are based on the volume of 1959 retail deliveries of new cars and trucks 
as follows: Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 400 
to 749 units, and Group IV, 750 units and more. 


Used Vehicles 


Average Cost 
Selling Price Ratio —— = Days’ Supply Per Used Unit 
Per Unit Sales to Ni in Inventory in Inventory 
9 Mos, 9Mos. 9% Mos. 9 Mos. = 30 . 30 a 30 Sept. 30 
1960 1959 1960 1959 1959 
Group I ...... $774 $803 1.76 1.87 aa 8 een $728 
Group IL .... 811 890 1.61 1.57 30.6 29.8 757 810 
Group III .. 807 917 1.27 1.38 21.8 22.4 884 947 
Group IV .. 773 846 1.12 1.16 18.1 18.1 854 915 
Industry 
Average .. 788 848 1.55 1.61 33.6 31.8 715 782 
Parts 
(Accessories Not Included) 
Average Sales Percentage of Number Months’ Annual 
Per New Unit Gross Profit Supply in Turnover of 
Sold to Sales Inventory Investment 
9 Mos. 9 Mos. 9 Mos. 9Mos. 9%Mos, 9Mos. 9 Mos, 9 Mos, 
1960 19598 1960 1959 1960 1959 1960 1958 
Group | ...... $450 $431 30.9 30.9 3.3 5.0 3.7 2.4 
Group II .... 380 382 31.0 29.7 4.2 4.0 2.8 3.0 
Group III .. 352 373 29.0 28.8 3.6 3.7 3.3 3.3 
Group IV .. 302 295 28.8 27.3 3.6 3.3 3.4 3.6 
Industry 
Average .. 393 389 30.4 29.9 4.4 4.3 2.8 2.8 
Customer Labor Sales 
Average Sales Percentage of Gross 
Per New Unit Sold Profit to Sales 
9 Mos, 9 Mos. 9 Mos. 9 Mos. 
1960 1959 1960 1959 
OMNI) I Garis icctosnkvensddssscsattecdbeete $279 $287 41.0 41.5 
SPINNER sec asvisnins sanekocdsstnanveoain xabd 259 256 44.7 45.9 
SED ceintoshedhvscteesaarhcouniabnend 211 239 46.6 47.3 
NIE BW > bic cin sr cucstchinassanehan daniel eee 174 187 47.7 48.9 
Industry Average ............0 247 256 43.5 44.4 


Total Service Sales 
(Includes labor, parts and all other service and stockroom sales, 


except accessories 


Average Sales 
Per New Unit 
Retailed 

9 Mos. 9 Mos, 

1960 =: 1959 
I a a aidcascarestngs $966 $949 
RIE BE eihvecscecevcabssncs 823 825 
Group FIT ox....cccsscccseee 709 752 
ROR A descecssssewshere 571 592 


Industry Average .. 827 832 


with new vehicles.) 


Percent of *Percentage of 
Gross Profit Service 
to Sales Absorption 
9 Mes. 9% Mos. 9 Mos. 9% Mos. 
1960 1959 1960 1959 
32.4 32.7 58.8 59.3 
34.7 35.0 57.2 59.5 
34.8 35.1 57.9 60.2 
34.3 34.8 58.2 64.4 
33.5 33.9 58.2 60.0 


* The percentage of operating (or fixed or semifixed) expense covered by gross profit 


from all service and parts operations. 


Officers’ and owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


New Cars Used Oars Total Service 
and Trucks Trucks and Parts 

9 Mos. 9 Mos. 9 Mos. 9% Mos, 9 Mos. 9 Mos. 

1960 1959 1960 1959 1960 1959 
MN FE» sakesaianscessuakechausias 54.6 53.5 26.5 28.5 18.9 18.0 
SI BE hidsesiecthgesscscssene 57.2 56.8 26.2 27.2 16.6 16.0 
IIIOIINS TOIL. ssnccsantoonserceqeaetns 60.6 59.2 23.3 25.6 16.1 15.2 
CHI. BY ecccesssescssetssecsere 64.0 63.0 21.7 23.1 14.3 13.9 
Industry Average ........ 57.4 56.5 25.4 27.0 17.2 16.5 
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AUTOMOTIVE NEWS, NOVEMBER 21, 1960 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 








Week Week Jan.1 = Jan. 1 
Ended Same Ended Output, To To 
Nov. 19, Week, Nov.12,  Nov., Nov. 21, Nov. 19, 
1960 1959* 1960* ToDate 1959* 1 
AMERICAN MOTORS 
Rambler .................00.. 11,665 8,350 28,079 350,763 431,190 
CHECKER MOTORS 125 275 111 285 4,335 
CHRYSLER CORP. 17,850 16,493 18,425 52,548 663,716 948,128 
Chrysler Division ...... 2,100 1,307 2,242 6,195 81,169 92,087 
Chrysler ................... 1,700 1,307 1,759 4,829 62,377 76,986 
SSE a ee 483 1,366 18,792 15,101 
Dodge Division .......... 7,800 7,249 7,163 22,444 168,127 391,163 
Dart-Polara .............. 5,500 7,249 5,067 15,387 168,127 345,045 
DORE vsisicsdsdicnsciensss S00 tain 2,096 TIE: oeedia: 46,118 
P-D-V Division .......... 7,950 71,987 9,020 23,909 414,420 464,878 
POOR setssictesrctastcceeete 250 472 256 694 38,877 19,151 
Plymouth. .................. 4,000 6,276 5,306 13,850 366,970 228,690 
IE = sicevwssivccnidioteole 3,700 1,189 3,458 9,365 8,573 217,037 
FORD MOTOR** .......... 40,929 40,178 40,036 114,045 1,543,923 1,692,168 
Ford Division. .............. 31,804 35,599 30,598 87,218 1,350,948 1,351,382 
PID. ocibhcccestucconsaisorns 9,820 9,435 9,192 26,359 53,011 456,796 
Ford (Std.) .............. 19,945 24,462 20,127 56,375 1,231,087 817,964 
Thunderbird ............ 2,039 1,702 1,279 4,484 66,850 76,622 
L-M Division .............. 9,125 4,488 9,438 26,827 163,317 340,786 
I edt Kensla cea S| en Q787: MOBIL. © demux 179,345 
SIIIED  sasuicicostusedasiass 800 911 254 1464 25,693 15,657 
MHOFOURY oo......0..ccsc00000 4,130 3,577 4,457 12,552 137,624 145,784 
GENERAL MOTORS .. 76,715 _........... 69,990 202,039 2,342,186 2,808,179 
Buick Division ............ 9,245 25,878 209,201 262,928 
Buick (Std.) ............ 6,305 17,812 209,201 239,046 
Special _............. 2,940 Re 8c son anieea 23,882 
CODD sven iitesibeadiocineiecs 3,360 9,417 126,651 140,068 
Chevrolet Division .... 44,300 113,566 1,309,061 1,661,505 
MNINIID: cstecdecdbaricenctace 6,900 16,773 57,013 223,782 
Chevrolet (Std.) ...... 37,400 Se 96,793 1,252,048 1,437,723 
Oldsmobile Division .. 10,410 _.......... 9,564 27,665 337,120 350,812 
TEPID Widantitcstcicosemivens E> >. copuntees 2,759 ne. *. Gaxeccan 26,063 
Oldsmobile (Std.) .. 7,690 .......... 6,805 19,992 337,120 324,749 
Pontiac Division ........ 9,400 _.......... 9,018 25,513 360,153 
Pontiac (Std.) ........ 6,700  ..00.... 6,001 17,664 360,153 379,430 
SID a ccccdiccusessstcics “POM ©“ ebntasince 3,017 ST: °. - Welacin 13,436 
S-P CORP. 
Studebaker .................. 3,246 1,881 5,924 138,051 97,879 
Total Cars, U. S.** ....149,398 68,751 138,793 402,920 5,042,974 5,983,897 


*Revised. 
**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 














Week Week dan. 1 Jan. 1 
Ended Output, To To 
Week, Nov. 12, Nov., Nov. 21, Nov. 19, 
1959* 1960* To Date 1959* 1 
536 7,559 22,239 355,647 
63 19 39 5,029 2,318 
83 43 93 3,135 3,124 
Sohaanen 1,694 3,436 66,554 64,749 
4,583 6,003 16,741 301,632 293,534 
303 1,520 4,449 70,973 94,435 
2,296 1,614 4,138 130,554 110,490 
300 273 166 48=6©15,649 13,379 
15 168 685 10,680 11,757 
425 263 715 18,076 14,246 
3,184 1,778 4,938 102,056 114,041 
70 90 252 4,000 4,161 
11,858 21,024 58,491 1,033,545 1,081,881 
Total Cars, ha 
Whe. MG | inaiccentobibeior nism coess 171,395 80,609 159,817 461,411 6,076,519 7,065,778 
Total Cars, Trucks, 
Rastttcdpecieréepivbe 71,560 4,319 7,528 21,152 334,682 347,683 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....178,955 84,928 167,345 482,563 6,411,201 7,413,461 


*Revised. 





Ford Eyes Full Ownership 
Of Its English Subsidiary 


(Continued from Page 6) 


Division and are handled by 697 
dealers. The stock model is the 
Anglia two-door sedan which has 
an East Coast port-of-entry price 
of $1,608, Other models are avail- 


_ able on special order. 


Henry Ford II, chairman of Ford 
Motor Co., issued the following 
statement on the company’s offer 
to purchase the Ford of England 
shares: 

“I should like to comment on 
the announcement that Ford 
Motor Co., USA, intends to make 
an offer to the stockholders of 





S-P Bid to Acquire 
Central Foundry Fails 

SOUTH BEN D.—Studebaker- 
Packard Corp. has announced 
that talks with Central Foundry 
Co. have failed to produce an 
agreement on terms of a possible 
acquisition of Central by Stude- 
baker-P hi 

Negotiations therefore have 
been terminated, an S-P spokes- 
man said. 





its English subsidiary, Ford 
Motor Co., Ltd., of Dagenham, to 
acquire the publicly held shares 

in the English company, at a 
price of $20.50 a share. 

As stated in the announcement, 
our objective is to obtain greater 
operational flexibility and enable us 
better to coordinate our European 
and American operations on a 
worldwide basis. 

“In recent years, competition in 
the world automotive market has 
become broader and more intense. 
The development of the Common 
Market and the European free 
trade area in the years ahead is 
likely to accentuate this trend, 

“In my view, the results of the 
proposed transaction should be 
beneficial to the economies of both 
the U. S. and the United Kingdom. 

“I should like to repeat what 
was said in the announcement, 
namely that, so far as we are con- 
satied, we intend that Ford Motor 
Co., Ltd.’s operations shall continue 
under the able direction of Sir 
Patrick Hennessy without change 
in its employment policy or its de- 
velopment program.” 















All Price Classes U 





Car Production Rises 
On Eve of Cutbacks 


(Continued from Page 1) 


put on 62,998 assemblies; the com- 

pacts picked up 32 percent on 44,456 

units; the mediums grabbed off 19.6 

percent on 27,250 assemblies, and 

the highest-price group took 2.9 

percent on 4,089. 
* * * 

HE forecast for the remainder 

of November and possibly Dec- 

ember, however, is none too bright 
as the makers continue to keep 
a close watch on their 10-day sales 
reports in setting up their produc- 
tion schedules. 

Chrysler Corp., although claim- 
ing sales are running ahead of 
the last 10 days of October, has 
laid off 1,900 employes indefinitely 
and is shutting down assembly 
operations at its Hamtramck 
(Mich.) and St. Louis plants all 
of this week. Approximately 
10,500 assembly plant employes 
will be involved in the shutdowns 
at the two car assembly plants 
and the Dodge truck plant in 
Detroit. 

In addition, Chrysler has sched- 
uled production schedule adjust- 
ments at its Plymouth plant in De- 
troit; its Dart-Lancer-Valiant lines 
at Hamtramck, and its Plymouth, 
Dart, Lancer and Valiant lines at 
Newark, Del. The new schedules, 
which go into effect next Monday 
(Nov. 28), reflect an adjustment to 
field inventories, the corporation 
said. 

Chrysler Corp. already had scaled 
back last week. Plymouth-Detroit 
plant worked four days; Imperial 
in Detroit worked five days but 
adjusted assembly schedules down- 
ward, and the Lancer-Valiant lines 
at Hamtramck were on four-day 
schedules. 

Elsewhere, production was run- 
ning at a pretty even keel, but 
some makers are scheduled to re- 
duce overtime operations in Decem- 
ber. 

* * * 


vo industry’s top producer last 
week was standard Chevrolet, 
which had its biggest week of the 
current model run with an estimat- 
ed 37,400 assemblies. A week ear- 
lier, 32,687 standard Chevrolets 
were rolled from its 13 assembly 
plants. 

Among the other standard 
makes, Ford worked four of its 
plants overtime last week to turn 
out 19,945 cars, compared with 
20,127 eaeiainie a week earlier; 
Plymouth was off from 5,306 to 
4,000; Dart climbed from an esti- 
mated 4,567 to 5,000; Checker was 
up from 111 to 125, and Stude- 
baker Hawk turned out an esti- 
mated 200 units in each of the 
last two weeks. 

Among the compact makes, Ram- 
bler, Lancer, Valiant, Falcon, Spe- 
cial, Corvair and Lark recorded 
output hikes last week, while 
Comet, F-85 and Tempest made 
fewer cars than the previous week. 


Rane Sohal the compacts 
with an estimated 11,665 assem- 
blies last week, compared with 8,350 
cars turned out a week earlier. 
Among the other gainers, Lan- 

cer was up from 2,096 to 2,300 
units; Valiant rose from 3,458 to 
3,700; Falcon, working its San 
Jose (Calif.) plant Saturday, 
climbed from 9,192 to 9,820; Spe- 
cial jumped from 2,886 to 2,940; 
Corvair, working its Willow Run 
plant overtime, rose from 6,290 
to 6,900, and Lark, working five 
days last week compared with 
four a week earlier, rose from 
1,681 to 1,914, 

Comet worked its San Jose plant 
Saturday but still fell from 4,727 to 
4,195; F-85 was off from 2,759 to 
2,720, and Tempest declined from 
3,017 to 2,700. 

Overall, compact output was 9.9 
percent above the previous week’s 


operations. 
ok + + 


RESON Pace class output 
rose 7.6 percent over the pre- 
vious week as Buick, Oldsmobile 
and Pontiac showed production 
hikes. 

Buick rose from 6,193 assem- 
blies the previous week to an esti- 








mated 6,305 cars last week; Olds- 
mobile was up from 6,805 to 7,690; 
Pontiac rose from 6,001 to 6,700, 
and Thunderbird, working Sat- 
urday, increased from 1,279 to 
2,039 units, 

Losing ground from the previous 
week were Chrysler, off from 1,759 
to 1,700 units; DeSoto, down from 
256 to 250, and Mercury from 4,457 
to 4,130. 

In the highest-price class, Cad- 
illac was up from 3,352 to 3,360 as- 
semblies; Lincoln, working six days, 
climbed from 254 to 800, and Im- 
perial, under an adjusted schedule, 
declined from 483 to 400. 

Output in the highest-price class 
was up 11.5 percent over the previ- 
ous week. 

* * * 
COMMERCIAL-CAR output last 
week totalled an estimated 
21,997 units, compared with 21,024 





67 


trucks turned out a week earlier, 
and 11,858 commercial vehicles 
built during the week ended Nov. 


put remained on par with the 
previous week. 

The Canadian makers turned out 
an estimated 6,480 cars and 1,080 
trucks last week, compared with 
6,554 cars and 974 trucks assem- 
bled the previous week. 

During the week ended Nov. 21 
last year, the Canadian manufac- 
turers turned out 4,319 cars and 
trucks. 

* 


Chevrolet to Expand 
Plants in 2 More Cities 


DETROIT. — Two more cities 
have been included in Chevrolet’s 
assembly and manufacturing plant 
expansion plans. 

Work will begin soon on two 
plant additions totalling about 17 
percent of existing manufacturing 
space at the division’s manufactur- 
ing unit in Muncie, Ind. 

The final phase of a five-year ex- 
pansion and modernization pro- 
gram at Chevrolet’s car and truck 
assembly plant in Atlanta also is 
underway. Since 1956 factory floor 
space and plant facilities have been 
increased from 662,000 to more than 
1,124,000 square feet. 


Dealer Forum _ » robert m. Fintey 


(Continued from Page 3) 


extra value people are looking 
for. 

Detailing his advice a bit: 

Try to analyze yourself. Are you 
lazy, super-sensitive, do you have 
a good memory or bad, do you day- 
dream or act? Try to make use of 
your advantages and overcome your 
disadvantages. 

Look at other people. What are 
their needs and their desires. Look 
for the little things that tell the 
story of their interests and their 
habits; use your imagination. 

Study human behavior—in the 
streets, in the courts, the hospitals, 
institutions, the skid rows. Try to 
figure people out. Most times you 
will never find out if you are right 
or wrong, but the exercise will help 
you. 

* + * 

The Image 
os” ING to clothes, Sullivan 

suggested that the keynote to 
the successful salesman is poise 
built on confidence. This comes 
with success, but it is helped by 
the feeling that your appearance is 
right. So Sullivan plugs investment 
in good clothes, and suggests that 
unless the salesman has unusual 
taste he seek the help of an ad- 
visor at a clothing shop with a repu- 
tation. 

Entertaining, says Sullivan, is 
ego-massaging. Half of the job is 
to get the prospect to relax, The 
goal is to make him a friend. 
Don’t make the mistake of think- 
ing it is to make a sale. 

Know how to use the phone, the 
writer urges. Normally, he says, 
a salesman spends only two hours 
a day face to face with prospects. 
He may spend much less. Plan more 
selling time by using the phone to 


Ford of Canada 


Names President 


TORONTO—tThe directors of 
Ford Motor Co. of Canada, Ltd., 
have selected Rhys M. Sale as 
board chairman, and Karl E. Scott 
as president and 
chief executive 
officer. 

Sale, 63, an em- 
ploye of Ford of 
Canada for 45 
years, had been 
president since 
1950. Scott, 54, 
had been execu- 
tive vice-presi- 
dent since Janu- 
ary, 1959. 

“The directors’ K. E. Scott 
purpose,” Sale said, “is to help 
strengthen Ford of Canada’s abil- 
ity on senior policy making and 
administrative levels, to meet the 
increasing complexities of its grow- 
ing Canadian and overseas opera- 
tions.” 








make appointments or by bringing 
people to the showroom. 

Sullivan also has a good word for 
the confidence-builders—dancing 
and public speaking. 

* * 


Ideas from Others 


Al#o recounted are ideas from 
others. Like— 

The man who takes a few minutes 
before turning out the light at night 
to jot down what he wants to ac- 
complish the next day. And then, 
before starting out next morning, 
— a few minutes planning the 

ay. 

Or the story of the auto dealer 
watching his appraiser kick the 
tires of the prospect’s car. He 
asked why? Always done that 
way. 

The dealer told his men to treat 
the customer’s car with respect— 
and found that his sales increased, 
as fewer tires were kicked, 

This is a book filled with thoughts 
for the salesman. 


Chevy Reported 
Readying Four, 

* e 
Six-Cyl. Engines 

By George E. Toles 
Staff Correspondent 

BUFFALO.—Reports are current 
in local automotive circles that 
Chevrolet is working on a new type 
four-cylinder engine and a new six- 
cylinder model. It is rumored the 
new engines may be used on 1962 
models. 

The word is that the new four, 
a type which Chevrolet hasn’t 
made since the 1920s, originally 
was scheduled for a 1963 model, 

but a crash program was mean 
ed to ready the engine for the 
62 model. y 

Chevrolet’s Town of Tonawanda 
engine plant has been deeply in- 
volved in the program, the reports 
say, with Buffalo area companies 
also working on gauges and tooling 
for the engines. 

A General Motors spokesman 
said Chevrolet executives had “no 
comment” on the reported plans 


for the new engines. 
However, local automotive circles 





F|Say the new L-head four is a cut- 


down version of the new six, with 
two of the cylinders “chopped off.” 

This means, one engineer said, 
that some of the machining for 
both engines can be performed on 
the same equipment—machining 
for the cylinder walls, for instance. 

The new six is reported to be 
a smaller and lighter engine than 

Chevrolet now makes for its 
standard cars. Both engines will 
be of cast iron, it was said. 

Just what type of car Chevrolet 
has in mind for the new four-cylin- 
der engine hasn’t been made 
known, 
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e ‘Little Harder Fight’... 


British See Bright U.S. Future 


(Continued from Page 4) 


its members—will confirm the Brit- 
ish industry’s determination con- 
cerning their long-term future in 
America,” one of the leaders added. 

Included among industry leaders 
attending the breakfast were 
Panks; Alan F. Bethell, president, 
Standard-Triumph; A. E, Birt, 
president, Hambro Automotive 
Corp.; E. Nisonger, president, Ni- 
songer Corp.; R. Yorke, vice-presi- 
dent, Rolls-Royce, and John Dug- 
dale, executive vice-president, 
B. 


During a round-table discussion 
which followed the breakfast meet- 
ing, Birt told Automotive News: 
“We feel that sedans (imported) 
have reached a levelling off point. 
Now a large percentage of our im- 
ports (BMC cars) are sports jobs, 
which it is safe to say have not 
been greatly affected by Detroit 
compacts. 

“Our factories are building up 
production to meet expected sales 
of sports cars in 1961. We an- 
ticipate we'll still be taking 85 
percent of BMC sports-car pro- 
duction for distribution to the 
U. S. market.” 

Panks told of a recent expansion 
of Los Angeles facilities which pro- 
vided additional space for spare 
parts. 

In response to a question con- 
cerning changes in Rootes adver- 
tising, Panks said: 

“We changed our advertising 
agency because we wanted to get 
into dealer-level advertising, Our 
dealer advice was for local-level 
ads. They claim they get the most 
showroom traffic from local news- 
paper advertising. Our new adver- 
tising program, which starts Dec. 


Obituaries 


Ben Fishel, S-P Dealer; 


Found Slain in Home 


CAIRO, Ill. — Ben Fishel, 47, 
Studebaker dealer in Cairo, was 
found shot to death in his home 
Nov. 9. He previously was a Cad- 
illac dealer here. 

Mr. Fishel operated used-car lots 
in nearby Bardwell and Paducah, 
Ky., and also owned a wholesale 
auto parts company. He was one 
of several businessmen who con- 
tributed money for a special pros- 
ecutor to try two men accused of 
killing a friend. 

7 ” 


* 
Harlan D. Malone 

MEMPHIS. — Harlan D. Malone, 52, 
regional manager of Lee Tire & Rubber 
Co., was found hanged Nov. 8 in the 
company offices. Police said he left a note 
indicating he was despondent over business 
matters. 





* 
Edward F. Coogan 
PHILADELPHIA.—Edward F. Coogan, 


72, president of Autocar Co. until its 
merger with White Motor Co, in 1953, 
died Nov. 12. After the merger he was 


Autocar Division vice-president until he 


retired in 1955. 
* * * 
Roy R. Pierce 
STRONGSVILLE, O.—Roy R. Pierce, a 
former auto dealer, died Nov. 7. He was 
75. After 18 years as a partner in a 
tholesale meat concern, Mr. Pierce opened 
Dodge-Plymouth dealership in 1927. It 
“ operated by his sons, Earl and 
¥ . * * 
Jacob J. O'Rourke 
TOLEDO.—Jacob J. O'Rourke, 84, found- 
er of O'Rourke Motor Sales (Buick), died 
Nov. 8 at his home here. 
* * * 
Ewing Boone 
SEATTLE.—Ewing Boone, 84, veteran 
auto dealer died of a heart attack. He op- 
erated one of the first auto agencies in 
Portland. 
* * 7 
Michael Lewandos 
WEST HARTFORD, Conn, Michael 
Lewandos, 43, Connecticut Ford dealer, 
died in West Hartford Nov. 10, He was 
president of Lewandos Ford Co., Bristol, 


Conn., and Lewandos Motor Corp., West 
Hartford. 
* * ~ 
Lesnick 


ST, JOHNSBURY, Vt.—Harry Lesnick, 
60, former auto dealer here, died Nov, 7 
in Winter Haven, Fila., where he had 
been a resident for several years. 

+ * * 
Othmar B. Maxwell 

CINCINNATI.—Othmar B, Maxwell, 63, 
founder and president of Maxwell Truck- 
ing Co., Evendale, died Nov. 8 in Good 
Samaritan Hospital here. 

* 7 + 


Bernard G. Jones Jr, 
LOUISVILLE.—Bernard G. Jones jr., 
53, district manager of International Har- 
vester’s Truck Division, died Nov, 9. 
+ 


* * 
William H. Millis 
KINGSPORT, Tenn.—William H, Mills, 
head of Mills Motor Co, (Chrysler-Plym- 
outh), died Oct. 4. 









































11, 
newspaper advertising.” 


News: 


from the two previous ones com- 
bined. 
* 


* * 
Lge will open this week in 

Spokane and Portland, Ore. 
(Nov, 23-27), Indianapolis (Nov. 25- 
Dec. 3), San Francisco (Nov, 21- 
27), and Bangor, Me. (Nov, 24-26). 

Portland’s new $8 million Me- 
morial Coliseum will house the 
show sponsored by the Automobile 
Dealers Assn. of Portland. It will 
be the first show staged in the 
giant “Glass Palace,” according to 
M. M. Meadows, chairman. 

He said a number of exhibits 
seen for the first time at the De- 
troit show will be on display in 
Portland, All domestic cars and 
many foreign vehicles will be ex- 
hibited in the building’s giant 
underground hall, he said. © 
Cash prizes of $500, $200, $100 

and two for $50 will be awarded 
for the best efforts, he added. The 
artists also will be permitted to 
sell their works during the show, 
he said. 

The Spokane Manito Lions Club 
will receive the proceeds of the 
annual show to be held in the Spo- 
kane Coliseum, The Spokane New 
Car Dealers Assn. is the cosponsor. 

More than 35 makes will be on 


Dodge Adopts 
12-12 Warranty 
For Its Trucks 


DETROIT. — Dodge announced 
last week that the warranty on all 
1961 Dodge trucks has been ex- 
tended to 12 months or 12,000 miles, 
whichever occurs first. The war- 
ranty period had been 90 days or 
4,000 miles. 

“Our new standards of quality 
production control, coupled with 
improved design, has enabled 
Dodge dealers to provide this long- 
er warranty period,” said Byron 
J. Nichols, Dodge general manager. 

The new warranty covers re- 
placement of any defective truck 
part except tires, tubes and routine 
maintenance itemg for the 12 
months or 12,000-mile period, Nich- 
ols said. 

General Motors, Ford Motor Co. 
and Studebaker-Packard previously 
had announced similar warranty 
programs for their trucks. 


Reynolds-Reynolds 


Buys Controlomat 


DAYTON.—Reynolds & Reynolds 
Co. has purchased a half interest 
in Controlomat Corp., Boston. A 
new corporation, called Control- 
omat, has been established here. 

The automotive division of 
Reynolds & Reynolds has been de- 
signing and manufacturing ac- 
counting systems and operating 
forms for new-car dealers since 
1927. Controlomat has been active 
in electronic accounting for deal- 
erships since 1956. 

Anthony P. DeFalco and Robert 
R. Christensen, president and vice- 
president, respectively, of Control- 
omat, will retain their positions in 
the new firm. Haynard W. Gross, 
director of the automotive division 
of Reynolds & Reynolds, is secre- 
tary-treasurer of the new corpora- 
tion, 

Meanwhile, John R. Brownell jr. 
and Richard H. Grant III were ap- 
pointed directors of Reynolds & 
Reynolds. They replace Laura W. 
Grant and Carl J, Seifert, who re- 
signed. Grant III is a grandson of 
the former General Motors sales 
vice-president and a son of the 
board chairman of R & R. 





is almost entirely dealer-type 


A different approach is being 
taken by Standard-Triumph, whose 
president, Bethell, told AUTOMOTIVE 


“We're currently embracing al- 
most every form of advertising — 


direct mail, television, newspaper 
and radio. For 1961 we'll be spend- 
ing, in the Western zone, a greater 
sum than our national advertising 
budget of previous years, Current- 
ly we are second or third in size 
= — advertising in the import 
eld.” 





Sales Pass Expectations ... 


City Auto Shows Big Hits 


(Continued from Page 4) 


display during the third annual 
Northern California Imported 
Car Show in San Francisco’s 
Brooks Hall, 


The Bangor Automobile Dealers 
Assn. will hold its 50th anniversary 
show in the Bangor Auditorium. 


HELP WANTED 


GENERAL MANAGER—We are a large 
Chevrolet dealership in a fine Great 
Lakes metropolitan area (not Chicago 
or Detroit). This dealership is well es- 
tablished and enjoys a fine reputation in 
the community, It has been in business 
over 25 years and sells in excess of 1,500 
new cars annually, We feel we offer a 
fine opportunity because we operate sev- 
eral Chevrolet dealerships in the Mid- 
west. We desire a man approximately 35 
to 40 years of age, married, with a suc- 
cessful business background that includes 
the ability to read, understand and an- 
alyze a financial statement. He must be 
able to run a good organization through 
teamwork and the use of good judgment. 
Salary and percentage of profits are of- 
fered, Please write, giving a full resumé, 
including your experience and past earn- 
ings. Enclose a recent picture of your- 
self. All replies strictly confidential, We 
will contact you before checking any ref- 
erences, Box 1971, c/o Automotive News, 
Detroit 7. 





IF YOU CALL ON 
AUTO DEALERS— 


Earn Additional Income! 


tablished. Write for details. 


NATIONAL BUSINESS AIDS, INC. 
1656 Lincoln Bivd., Santa Monica, California 





SALES MANAGER or assistant manager. 
Excellent and permanent opportunity for 
right man who can supervise and manage 
sales force of seven to ten men. Dealer- 
ship selling 150 to 200 units per year 
of General Motors’ best, located in a 
town of 60,000 population in the expand- 
ing Ohio Valley. Good schools and living 
conditions, Send complete résumé of your 
experience and qualifications including re- 
cent photo to Box 1984, c/o Automotive 
News, Detroit 7. 


TRUCK SALESMAN—Excellent opportuni- 
ty for experienced truck salesman to live 
and work in the health center of the 
Southwest, Second fastest growing city 
in the country ofiers unlimited earning 
capacities. Salary plus commissions. 
Write: Bogard GMC Company, Inc., 2626 
8. 4th Avenue, Tucson, Arizona. 








MECHANICAL TECHNICIANS—Excellent 
opportunity offered with one of the fast- 
est growing GMC truck dealerships in the 
country, Modern equipment and excel- 
lent facilities, Position open for repairs 
to commercial and industrial equipment. 
Write: Bogard GMC Company, Inc., 2626 
8, 4th Avenue, Tucson, Arizona. 





DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If you are a man- 
eager for a car dealer, or have been a 
zone manager for a manufacturer, we want 
you as an exclusive agent for national! 
advertised Childers Carports, used by deal. 
ers and drive-ins. No investment. Airmail 
your business background and references. 
Will send you nomes of agate with high 
earnings. Bob Childers, Childers Mfg. Co., 
Box 7467, Houston, Texas. 





GENERAL MANAGER: Age 35, married, 





€ ‘ 


Full House at Denver Show— 


The floor of the Denver Coliseum is jammed with visitors to the annual Denver Auto 


Show, which officials described as the best show ever held in the city. Compact cars 
were displayed in an adjoining building. 


HELP WANTED 


SERVICE MANAGER, well established 
Texas metropolitan Chevrolet dealer needs 
aggressive service manager. Annual sales 
1,800 new units, customer labor over 
$20,000 per month. Compensation on in- 
centive basis. Grand opportunity for the 
right man. Prefer age 33-45, must have 
manager’s ability and successful public 
relations background. Replies held in 
strict confidence. Box 1985, c/o Automo- 
tive News, Detroit 7. 

WANTED: Good experienced Used Car 
Salesmen to sell from over 150 car in- 
ventory. Giles Motor Center, 711 N. 


Stone Ave., Tucson, Ariz, 

OFFICE MANAG E R—Lincoln-Mercury 
dealership in southeast Florida. Prefer 
woman 35 to 50. Must be thoroughly ex- 
perienced. Kindly submit résumé. Box 
1983, c/o Automotive News, Detroit 7. 





ATTENTION GENERAL MOTORS DEAL- 
ER! Desire to locate GM dealer who be- 
lieves profit possible when proper leader- 
ship and promotion are used in all five 
operating departments, The dealer I have 
in mind is one who would enjoy more 
leisure for himself and feels the right 
individual with experience, ability and a 
willingness to put forth the necessary 
effort can do the job. Pay to be based 
on results, with opportunity to buy-in. 
Experienced in all phases of dealer op- 
eration, including pre-war experience. 
Can furnish the best of references, Box 
1993, c/o Automotive News, Detroit 7. 


SERVICE MANAGER—Desire to relocate, 
experienced in all phases of dealer opera- 
tion, Prefer Cadillac, Oldsmobile or 
Buick, interested in a dealer who is 
service-minded and realizes its import- 
ance to new car sales, Customer labor 
potential $25,000 to $40,000, Can furnish 
the best references from present dealer 
and factory, Box 1991, c/o Automotive 
News, Detroit 7. 


three children, 15 years’ of sales and 
sales management experience. Now ready 
for top position, Can offer a complete 
plan of operation for sales volume with 
profit. Complete résumé and references 
upon request, Reply in confidence to Box 
1992, c/o Automotive News, Detroit 7. 


SERVICE MANAGER—12 years experience 
with GM dealers. Age 35, married, best 
of character. Desires connection with 
dealership which has large potential 
monthly sales, Will relocate for real 
opportunity. Ability proved and supported 
by references. Box 1977, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 


FOREIGN CAR DEALERSHIP—Phoenix, 
Arizona. Excellent service absorption, 
good lease, well located. Approximately 
$13,000 will handle purchase of parts 
and equipment. Box 1965, c/o Automo- 
tive News, Detroit 7. 


DEALER HANDLING RAMBLER, sales 
approximately 150 new car units. New 
building, heated and air conditioned. 
New equipment, five car showroom, main 
highway. Trading area 50,000, Western 
Nevada, Ill health. Factory approval 
needed, Box 1939, c/o Automotive News, 
Detroit 7. 




































DEALERSHIPS AVAILABLE 


ONE-THIRD INTEREST in high volume 
metropolitan New York-New Jersey Lin- 
coln, Continental, Mercury, Comet, Eng- 
lish Ford dealership. Trading area over 
2,000,000, most modern sales and service 
facilities in territory. Very profitable op- 
eration with great demand for our prod- 
ucts. The partner we seek must have 
proven sales ability and can take over 
active management of business. Earnings 
should exceed $25,000 yearly. CASH NEC- 
ESSARY $40,000 — balance of business 
may be purchased at later date if desired. 


Box 1986, c/o Automotive News, De- 
troit 7. 
MIDDLE ATLANTIC AREA, excellent 


highway location, handling leading truck, 
also common carrier and rental company. 
Total gross $750,000.00. Separately or 
package. Unusual opportunity, owner re- 
tiring. Terms. Box 1987, c/o Automotive 
News, Detroit 7 


DEALERSHIP HANDLING DODGE FOR 
SALE, Owner's death places 35-year-old 
dealership and service business on mar- 
ket in Wisconsin city of 25,000. Dairyland 
center, 200-car potential. $30,000 takes 
equipment, tools, machines, leasehold im- 
provements, parts, accessories, used cars, 
prepaid unemployment reserves. Business, 
mechanics and sales in motion now. Lease 
available. Reply: Executor, c/o Airco of 
Detroit, 15929 Grand River, Detroit 27, 
Michigan. 


CAPE CANAVERAL AREA—Agency han- 
dling Dodge for sale—Lancer, Dart, De- 
Soto—Cocoa, Florida, Excellent facilities 
and plant location, opposite Ford agency 
on ‘‘Automobile Row’’ highway to Or- 
lando. Franchise covers Cocoa, Cocoa 
Beach, Cape Canaveral area and Titus- 
ville. A real opportunity for logical, need- 
ed expansion, Fulcher, Rte. 2, Box 1-A, 
eanea” Island, Florida. Telephone: NE 
2144. 


FAST GROWING OZARK LAKES, large 
franchise area, dealership handling Chrys- 
ler-Plymouth-Valiant-GMC, Dodge truck. 
Rent eight years and it’s yours, including 
large, modern building—or buy outright 
with or without building. Owner swamped 
with three full-time businesses, will make 
any reasonable deal that suits you and 
will be right here to help anytime re- 
quested. Fine opportunity to own substan- 
tial dealership showing good profit in spite 
of neglect. Must have sufficient working 
capital to satisfy factory approval re- 
quirement, Box 1988, c/o Automotive 
News, Detroit 7, 


standing territory to the right 
Write: FACEL VEGA, 220 E. 42nd St., New 
York City for further information. 


DEALERSHIP HANDLING LARK 
metropolitan San Francisco area, Ex- 
cellent facilities and equipment; fine 
service and parts business, Fair sales 
record which could aggressively be dou- 
bled, Established over 40 years, profit 
potential. Tax free from prior years of 
loss operation, Asking $80,000 for 100 
percent of stock and assets of family 
corporation or will deduct used cars and 
accounts receivable if not desired, In- 
quiries confidential, directly to owners. 
Box 1972, c/o Automotive News, De- 
troit 7, 


DEALERSHIP HANDLING CHEVROLET 
in Georgia. 235 new units, only one com- 
petitor. Will sell parts and equipment. 
Lease or sell real estate. Terms if desired. 
Box 1980, c/o Automotive News, Detroit 7. 


in 


= 


sii 


3g$rRe2e 


SA Ae A 
an 


SE ee TT 
o> 
wesc 
—@o 


oo 











AUTOMOTIVE NEWS, NOVEMBER 21, 1960 





DEALERSHIPS AVAILABLE DEALER SERVICES 


FOR SALE — Dealership handling Ford, 
averaging 275 new units yearly. Heart 
farm area, also industry. Highly success- 
ful. No real estate, modern facilities. 
Central Indiana county seat. Box 1995, 
c/o Automotive News, Detroit 7. 


DEALERSHIP WANTED 


WANT TO INVEST $5,000 to $10,000 in 
a GM single or dual dealership, Prefer 
a buy-in basis. Fifteen years’ experience. 
D. H. Bildsten, 1015 Oak St., Baraboo, 
Wisconsin. 

CHEVROLET OR FORD, located in Sou- 
thern California, Will pay top cash or 
buy-in, Factory approval assured. Con- 








MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 









* Cars may be taken overseas without re- 
financing. 


fidential Box 1994, c/o Automotive 
News, Detroit 7. Military Acceptance Corp. 
ee | Dept. D, P.O. Box 2166, 800 Broadway 
WILL TRADE SMALL ee ee are 
GM DEAL 


on large deal. | have one of the finest GM 
duals in the country and in a beautiful 
20,000 population town. Our service and 
sales are at a peak, doing up to $92,000 a 
month gross. Rent is very low, lecation is 
big and excellently situated. A deal of this 
size is easy to control. | am young and 
want to move up to a larger GM deal. Must 
be single point deal, not less than 60,000 
population. | have the cash difference to 
pay and will trade. Box 1989, c/o Automo- 
tive News, Detroit 7. 







1961 Auto Costs! 


Discover’ how much your competitors’ cars 
really cost. The book, “AUTO COSTS," gives 
you the factory invoice prices of all 196! 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide, Order your 
‘6l edition today for only $10—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N.Y. : 












GM SINGLE OR DUAL WANTED, 200- 
500 new cars. Anywhere but N.E. United 
States. Confidential. Edward Perry, 4505 
W. 66th St., Prairie Village, Kansas. 
CO 2-5572. 

GM-CADILLAC DUAL preferred. Top cash 


price. Have approval. Immediate — 






CARS FOR SALE 








IMPORTANT NOTICE 






Box 1975, c/o Automotive News, Dealers are cautioned that before 
OT in 2 i i purchasing any import automobiles 
FORD or CHEVROLET dealership in Flor- or trucks, should be sure to 






they 
check the seller as to what, if any, 


ida. Confidential. Box 1981, c/o Automo- 
excise taxes 
been 


tive News, Detroit 7. 
DISTRIBUTORS WANTED 










AUTOMOTIVE 
DISTRIBUTOR 
WANTED 


Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
uality vehicles are acknowledged leaders in 
their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 1990, c/o 
Automotive News, Detroit 7. 





VOLKSWAGENS 


Ghias, Convertibles, Buses 
to all ports. 
1960s, 1959s, etc. 


EXCISE TAXES PAID 
FULLY AMERICANIZED 


® 
It pays to check with us first. 


We can't be beat. 
* 


_ Call, Write or Wire 
LOWNI CORP. 
200 W. 72nd St., New York 4 
Ask for Zigi—TR 3-5727 
Jacksonville, Fila.—ELlgin 6-7551 


















DEALER SERVICES 












TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL . SERVICE 


Furniture—Equipment—Machiner y—Tools 
For /Sell Agreements, Annual Fiscal 
Seon Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland ‘we. Detroit 27, Michigan 











Buying, selling, trading miscellaneous auto- 
motive items? Get quick results through 


r Automotive News’ Want Ads. 








OARS FOR SALE 





clean used cars! 
you need ’em— 


HERTZ 


has ’em! 


All in top shape, clean and sharp -—real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 





You name it, we’ve got it—in fast-selling colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


1959 and ’60 models are now available at Hertz offices 
across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


or 
write: Mr. I. E. Spatig, The Hertz Corporation, 


660 Madison Avenue, N. Y., Tel. PL 2-2000 



















































CARS FOR SALE 


1961 
Volkswagens 


direct shipment to any port 
U. S. A. Our prices will be 
quoted you including cost, 
freight, insurance, customs 
duty and 


EXCISE TAXES PAID 
Equipped as Follows: 


Leatherette interior . . . tool 
kits . . . mile speedometers 
... ASI windshields . . . heat- 
ers... turn signals .. . bump- 
er rails . . . outside mirrors 
- « . wired for ‘sealed beams. 


PLUS NEW AND USED 1960S. 
Write, Phone or Wire 
MACK. IMPORTS 
349 SOUTH RIDGEWOOD RD. 
SOUTH ORANGE, N. J. 
ESsex 2-9698 
Orange 3-0575 















Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 














1947 LINCOLN CONTINENTAL tudor 
hardtop. This car has been remodeled 
with new 1953 Lincoln V-8 engine, trans- 
mission, rear axle, springs and power 
steering. Original black paint that has 
never been exposed to weather, Price 
$2,500. Write: A. J, Mauterer, 5503 
Forest Drive, Columbia, 8, C. 

1959 FORD 


SALE TAKCABS |iond 10 0a, 


A-| condition. Ready for the road. All 
ood motors, transmissions, rear ends. 
lean bodies. 

Call, Write or Wire 


EMKAY MOTOR SALES 


1046 Bedford Ave., Brooklyn 5, N. Y. 
Tel: Ulster 7-0651 



























CARS WANTED 








WANTED 
1961 CADILLACS 


We need new Cadillacs for our leasing 
operation. Dealers protected. Replies con- 
fidential. 


Executive Lease Purchase 
Division 


P. ©. Box 216 
Fairfield, Connecticut 





CADILLAC LIMOUSINES — Sharp ’60s, 
‘59s, '58s. Franz Ridgway, BE 4-6611, 
2836 N. E. Sandy, Portland 12, Oregon. 


PARTS FOR SALE 


LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


ISETTA 300 (BMW) all parts, complete new 
and used engines, universals, improved 
steel crankshafts, complete bodies; over- 
night shipment from stock. Trading in 
used or rebuilt Isettas is very profitable. 
Try it! Also all parts in stock for BMW 
600, BMW 700 sedans and coupes. All 
shop manuals, parts books, Expert tech- 
nical assistance for dealers. High dealer 
discounts. National Parts Center for 
BMW and NSU. Ludwig Motors Corp., 
421 E. 91 St., New York City, TRafalgar 
6-7010, Area Code: 212. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


FOREIGN CAR PARTS FOR SALE, Re- 
tiring from business, will accept reason- 
able offer for purchase of my complete 
stock of parts for Hillman, Volvo, Jag- 
uar, Alfa Romeo, Triumph, etc, cars. 
Parts inventory at cost approximates 
$92,000, Box 1956, c/o Automotive News, 
Detroit 7. 

NSU PRINZ AND SPORT PRINZ PARTS 
AND ACCESSORIES — Contact your 
nearest distributor or Ludwig Motor 
Corp., 421 East 9ist St., New York 28, 
N, Y¥, TRafalgar 6-7010, 














































69 
MISCELLANEOUS 


No Other Tow Bar 
Can Give You These 


Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 





$100.00 CASH REWARD for information TO PROTECT CAR BUMPERS. 


$100.00 CASH REWARD for information 


WE DESIRE NEW PRODUCTS for our 


FOR SALE OR TRADE, Diesel tractors 


WANTED: Used heavy duty, 











resulting in recovery 1960 Ford Sunliner 
convertible, solid white with white top, 
spotlight, interior blue and white, Serial 
No. OE55X177212, license No, SS 7907, 
New York 1960, Driver known as Charles 
Edward (Eddy) Ellis, age 23, 5’ 10”, 
brown hair, auto salesman, Last known 
address, 974 Montgomery St., Oroville, 
Calif, Contact: A. D. Resch, GRanite 
1-1103, Room 227, State Tower Building, 
Syracuse, New York, Call collect if you 
have information. 


% 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 
*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


* 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


resulting in recovery 1956 Pontiac 870, 2- 
door sedan, grey and white, Serial No. 
P756H16649, license No, 434-965 Massa- 
chusetts. Driver man known as Alfred 
A. White, negro. Possibly Southern 
United States. PHONE COLLECT: G. H. 
Bagnaschi, No. 1, Great Barrington, 
Massachusetts. 


NEW LINES WANTED 


expanding distributorship calling on new 
ear dealers. Sales force covers eastern 
Missouri and southern Illinois. 250 active 
accounts growing steadily. Write to Box 
1976, c/o Automotive News, Detroit 7. 


TRUCKS FOR SALE 


in good condition, D932 GMC 2-speed 
axle, DF922 with roadranger transmis- 
sion, D862 GMC with 2-speed axle, one 
with sleeper. Five GMC D632—1958 and 
‘56 models, Several others, Dunham 
GMC Co., Inc., 216 South 12th S&t., 
Birmingham, Alabama, FAirfax 2-4563. 


TRUCKS WANTED 
army type 


wrecker in good condition, Cobb Motor 





Co., Burlington, North Carolina, With Lubricated Automatic Brake 
MISCELLANEOUS and Brake Cable 
Dealers’ List Price, F.O.B. Factory. . . $69.80 

Swiss Watches For Premiums Dealers’ 25% Discount .......... 17.45 
Mens | J sport watch ..... $2.95 each Dealers’ Net with 4 $52 35 
Mens | J water resistant... . $4.25 each Standard s 2 Large ° 
Mens | J rhinestone dial .. . $4.75 each Adapter Clamps Fed. Tax. Inc. 
Ladies | J sport watch..... $3.80 each se 
Ladies | J water resistant . . . $5.00 each 
Min, | dozen, leather straps . . . 25¢ each 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 


Four Clamp Hook-Up | 
Dealers’ List F.0.B. Factory 
Dealers’ 23% Discount 
Dealers’ Net with 4 


Standard = 2 Large 
Adapter Clamps 


"ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory 
Dealers’ 25% Discount 
Dealers’ Net “7 2 
Adapter 2 


Expansion bracelets, 60c ea. Free catalog. 


TRANSWORLD, 565 5th Ave., N. Y. C. 17 


INVENTORY SALE 


Buy NOW & Save $$ 
$100,000 Bars, Etc. 


QUANTITY USERS 
GET OUR DIRECT 
FACTORY DEAL 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1|-8717 


Call Collect “3p shores: 


40 So. Clinton St., Chicago 6, Ill. 


$44.85 


Fed. Tax. Inc. 


$38.25 


Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
“Leaders in the Industry 
since 1939" 


SEE PAGE 55 
for the nation's 
TOP AUTO AUCTIONS 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 


Truck Dealer [] 
Insurance [] Financial [] 


Car Dealer (] 
Jobber [] 


Make of Car...... 


Supplier [1] 


Cee e eee eewereweeeseeseessseseseee Messsassnsseeee . 


| 
| 
Manufacturer [] 
| 
| 
| 
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